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Lumber Industry Plans for Better Business Building 


American Lumberman Reports Conventions 
From Coast to Coast 






FOUR DOLLARS A YEAR 
SINGLE COPY 25 CENTS 


HEN retailers unite to establish standards that benefit the public, when they take the lead in the home- 
building activities of the community, it is difficult to class them as idle cog wheels in the business machine. 
You retailers know that your business more and more tends to enter the realm of service.—W. DuB. Brookings, to 








West Virginia Lumber & Builders’ Supply Dealers’ Association. 


VERY account on the ledger of every company should have some payment made on it each month. 


| See convention report pages 73-76 | 


All bad 


debts accumulated could be traced back to the improper extension of credit at the beginning and failure of 
. f . ed 
the yard manager to take time to find out if the man asking for credit was a good moral risk.—From discussion 


at annual of Western Retail Lumbermen’s Association (Canada). 


OOD timber, well manufactured, is half sold 


petition of all kinds. 
the selling skill employed. Our increas 
by our competitors will compel us to ad 
West Coast Lumbermen’s Association. 


O bring business, get the yard in good 
shape; arrange your office to create 
favorable impression; get the right kind 
of employees; handle only quality mer- 
chandise; arrange display rooms; adver- 
tise—Fred H. Ludwig, to Pennsylvania 
Lumbermen’s Association, Philadelphia. 
[Convention report, pages 76-78 | 


T is a fundamental principle of busi 
he sells and not on what he buys. 


Retailers 
Begin 
Active 
Remodeling 
Campaign 


See Page 47 

















| See convention report pages 71-72) 


indeed, it is our most effective physical weapon against com- 
But poor timber, or poorly manufactured lumber, resists staying sold regardless of 


ing production and the procession started 
vertise.—From_  president’s address to 
'See convention report, pages 56-59 | 


MANUFACTURER should try to 

meet every lumber dealer to whom 
he sells, for when the principals are per- 
sonally acquainted business between them 
is more satisfactory and misunderstand- 
ings are less likely to arise—John M. 
Bissell, to Illinois Lumber Merchants. 

[Convention report, pages 62-67 | 


ness that a man makes money on what 
Dealers should study community needs 


and fit their advertising to those needs with the single purpose of aiding in making sales.—Frank Campbell, to 
Retail Lumber Dealers’ Association of Pennsylvania, Pittsburgh. 


HE lumberman makes a mistake in not familiarizing his trade with the terms of sale. 
nitely known and should be made to apply in all cases, unless other arrangements are made. 
collector is better than a written statement. 
address by Murray Mcleod to Southwestern Lumbermen’s Association. 


Perseverance is one of the best assets in a collection policy. 


See convention report, pages 82-83 | 


These should be defi- 
The personal 
From 
|See convention report pages 68-71 | 


F a Nobel prize were awarded for the most constructive piece of work in the lumber industry in the last year, 


it would go to the AMERICAN LUMBERMAN for its campaign on remodeling old homes. 
gold mine in the dealer’s backyard, and by tapping it hewill extract real profits. 


lowa Retail Lumbermen’s Association. 


This proposition is a 
R. E. Saberson, to Southwestern 
'See convention report, pages 79-81 | 


HE Bureau of Foreign and Domestic Commerce is making a study of the quantities and various kinds of 
lumber exported to Europe and has found that 65 percent of the lumber exports from the United States 
g0 to England, the remaining 35 percent being distributed between Germany, France, Holland and other countries. 
—A. E. Boadley to National Lumber Exporters’ Association. 


For convention report, see page 61) 
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The Values That Have Helped 
stein IN (Sete Us Grow Will Help You Grow 








BRAND 
In the 25 years since we started operations, our busi- 
ness has increased several times over. It has more 
CYPRESS— than doubled in the last two years. And you know 
i iadaae: Gunite we never could have done this if we weren’t offering 
Finish, Siding, buyers better than the regular run of values. 
Moulding 
HARDWOODS— But the fact we want to get across to you is that the 
Band sawn same values that have built business for us will build 
Kiln dried business for you. We have succeeded by offering 
Rough or Surfaced ‘ ‘ : ; 
Ail dhicknetans the right kind of quality and service. The same way 
is open to you. Let us have your inquiries. 
VENEERS— 
Door, Panel, 
} Piano Rim, 
| Gypress Baitery JAMES E. STARK & COMPANY, INC. 
MANUFACTURERS 
i General Offices: Cleveland Offices: Chicago Offices: 
f MEMPHIS, TENNESSEE 1231 UNION TRUST BLDG. 25 N. DEARBORN ST. 
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We Want Your 
_ Steady Business 
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WISCONSIN | De ependable “ay 


NG HARDMOODS. Ve ; : 
| eo “ee alues J To merit it we constantly strive to keep 
’ ys: KORRECT MAKE- AD you satisfied with our lumber and service. 
“® MAPLEAND BIRCH FOR- 


‘ A part of our selling policy is to give you a 
y | method by which you can positively check 


shipments of 


_ Northern Hardwood 
and Hemlock Lumber 


We insist that your invoice come direct from 

the mill making shipment. 
The Weidman Lumber Co., Trout Creek, 
Mich., and Bergland Lumber Co., Bergland, 
| Mich., zealously guard our high standards of 


J Y FLOORING INDUSTRIAL BUYERS 
Ss FACTORY MEN 


Ge 
[ : MILLWORK CONCERNS 
\ 


RETAIL DEALERS 


UYERS who watch these “‘best buys” offerings 

never have to worry about where they are 

going to get values. Check over the following 
and see whether there is anything you need. 


150,000’ 1” No. | Com. & Btr. Kiln Dried Birch 
50,000’ No. 2 Common Kiln Dried Birch 
100,000° No. 3 Common Birch 








20,000 ’ /4 Select and Better Birch 
20,000’ /4 No. | Common and Better Birch 
15,000’ 8/4 

100,000’ 


No. | Common and Better Birch 
_ { Com. & Btr. Kiln Dried Basswood 
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50,000’ 1” No. 2 Common Kiln Dried Basswood 
100,000’ 6/4 No. 2 and Better Soft Elm 
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100/000 4/4 No. | and Better Hard Maple quality and milling. We handle the entire out- 
50,000’ 5/4 No. | and Better Hard Maple ts f th : ill | ee ’ 
\ 100/000’ 6/4 Ne. | Com. & Btr. Hard Maple puts of their mills. Investigate our special sales 
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vil me you to investigate service today. 


these values. 
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office not later than Monday, changes in current Coming Conventions soy ah Be 5 Bay City, Mich...105 Merrill, Wis. 104 
| advertisements not later than Tuesday of the week West Coast Lumbermen’s Association. .56-59 Beaumont, Tex...109 Milwaukee, Wis..104 
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| tion (Canada) ...... wateiae/ Sen 01-72 Duluth, Minn.....107 Philadelphia, Pa.112 
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Ply Dealers’ Association....... .73-76 Houston, Tex....110 Rhinelander, Wis.105 
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In Its Fifty-second Year 
Inducing Young Folks to Study Forestry 
T THE RECENT MEETING OF THE AMERICAN Forestry in principle from being careless with fire in a ripened wheat field. 
Association E. T. Allen, forest economist for the Western if forestry ever is to be made practicable and profitable in the 
Forestry & Conservation Association, estimated the money United States it will be when all the people realize that the forests 
losses due to forest fires at half a billion dollars annually, and he are theirs, no matter who holds the title, and that they pay for the 
declared that, “whether or not this represents sufficient attack on forests burned exactly as they repay directly or indirectly all other 
our prosperity to be called a national menace, the mental processes fire losses. 
that are content to let it go undealt with are a menace to the Many agencies have been called into activity in behalf of forest 
nation;” for, Mr. Allen said, this annual loss is “very largely, if protection and reforestation; but most of the efforts have been 


hot wholly, preventable.” 


Every} body who now is trying to protect the present forests and 
to reforest cutover lands is handicapped by the indifference if not 
the opposition of the public, which does not yet know its own vital 
interests and which does not yet recognize, not to say perform, its 
own duties in the matter. The big proble m is to get everybody to 
realize that to be careless with fire in the forests does not differ 


more in the nature of expedients than as well-thought-out perpetual 
programs calculated to make the people “forest conscious.” This 
should be relatively easy in communities that derive their livelihood 
from the forests; but it may not be so easy to bring a new view- 
point to those at a distance who use the forests only for recreation. 
The place to start on a long-time program is with the young folks, 
and the most convenient method of reaching them is through the 
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schools. should be, at least in some of its phases, a 
required subject for study. Interest in the subject can be stimu- 
lated by the offering of prizes, as is being done by the Louisiana 
Mill Managers’ Association ((see page 51). 


Forestry 


Experience has shown that often if not always the surest way 
to reach adults is through the children; and there can be no doubt 
at all that an entire community will be interested in an essay con- 
test for cash prizes in which dozens of pupils in the public schools 
engage. If those who offer the prizes will go a step farther and 
supp!y an abundance of authoritative material for the contestants 
to draw upon in the preparation of their essays they may make 
sure that the papers will be in line with the best thought on forestry 
and reforestation. The time may come when the school itself can 
have a small woodlot as a playground where the children can learn 
by actual experience how trees grow and what they can do to 
protect them from the careless and indifferent. 


. ms | 
Helping Eastern Sale of Western Woods 
UCH OF THE RECENT SUBSTANTIAL progress achieved 
M in the lumber industry has been owing to the aid of scientists 
in research and in the application of the results of research to 
the problems of the industry. Whatever science has 
where and whatever it may have meant in times past in the lumber 
industry, it now means to the enterprising lumberman the elimina 
tion of rule o’ thumb methods and guesswork. 

Perhaps those in charge of the West Products 
Sureau would hardly call the forthcoming Dealers’ Institute scien- 
tific, but their purpose is to put the eastern dealers in possession 
of the woods that have been developed 
through scientific research. “Experts,” so reads the announcement 
in substance, “on the various west Coast woods are to give advice 
on the best methods of selling them, and these conferences are 
expected to enable the west Coast lumbermen to learn how the 
requirements of the eastern markets can best be met.” 


meant else- 


Coast Forest 


facts about west Coast 


Iivery step in disseminating valuable knowledge about woods 
deserves the support of the industry, for with each increase in 
knowledge must come a more intelligent conduct of business and a 
consequent lifting of the industry to a higher plane. As a large 
percentage of the softwoods reach the ultimate user through the 
hands of the dealer, it is vastly important that all the aid that 
science can give shall be made available to the retail branch of the 
lumber industry, which immediate with the 
public. 


comes into contact 


Exemplifying a Commendable State Spirit 


TOME STATES OF THE UNION, LIKE SOME persons, though 
S worthily filling their niches in the national structure, and mak- 
ing their full contributions to the general prosperity and wel- 
fare, lack what might be called individuality. They jog along the 
even tenor of their way without attracting a great deal of outside 
attention, only a small portion of the population of the country at 
large having much conception of their chief products or distinctive 
characteristics. 

Not so, however, with Kansas, State of the Sunflower emblem; 
the nation’s bread basket, producing more wheat than any other; 
of endless corn fields; of sleek cattle and fat hogs. No one has ever 
accused Kansas of hiding its light under a bushel. Ever since Wil- 
liam Allen White propounded and answered his famous question, 
“What’s the matter with Kansas?” more than a quarter of a cen- 
tury ago—and even before that time—the State has been more or 
less constantly in the public eye. Sometimes the news has been 
good and sometimes it has been bad, bumper crop yields and result- 
ant prosperity being interspersed with occasional years of drouth 
or grasshopper raids, which at times checked the march of progress 
and prosperity, but the State, though sometimes temporarily 
“down,” is never “out.” In years past it has made some notable 
excursions into the realms of politics, economics and social experi- 
mentation. Here flourished the populist movement, here the “free 
silver” heresy of the nineties developed its most virulent form, and 
here the experiment of Statewide prohibition received its first try- 
out west of New England. But it is not of these things that we 
would speak. They belong to the limbo of the past, and are revived 
only to illustrate the point that the State has always managed in 
one way or another to keep itself in the public eye. 

In these later years the publicity received by the State has been 
almost uniformly of a favorable character. Early political fallacies 
have long been forgotten, and today no State in the Union is peopled 
by a more soundly conservative, yet progressive, energetic and am- 
bitious class of people than Kansas. And that assertion “goes” 
with particular force as applied to the lumbermen of the State. 
Within its borders are located some of the most progressive and 


resourceful lumber merchants to be found anywhere. There are 
number of Kansas firms which may be depended upon for advanced 
ideas and methods in the field of lumber retailing, particularly as 
regards advertising, publicity, display, etc. Consequently it is only 
natural and fitting that a unique plan for advertising the agricul. 
tural resources of the State should find a strong supporter and 
coéperator in one of the well known retail lumber concerns of the 
State, whose activities in that direction are related in a news story 
appearing on page 50 in this issue. 

The plan of publicity described, and the participation therein of 
the lumber concern named, is deemed worthy of special mention and 
comment because it well illustrates the fact, so frequently demon- 
strated in the news columns of this paper, that lumbermen are 
second to none in community spirit and unselfish devotion to the 
State and nation. In the instance cited, any benefit derived nat- 
urally would inure to the good of the people of the State as a whole, 
the direct advertising value to the lumberman being incidental and 
limited. A justifiable pride in his State, and the desire to advance 
its prestige, not hope of personal gain, was the motive. The fact 
that the Sunflower State is filled with lumbermen and other citizens 
who are actuated by the same high motives goes far to explain why 
it has made such wonderful progress inethe last few decades, and 
why today there is “nothing the matter with Kansas.” 


A Statewide Remodeling Drive 

KADERS WHO HAVE FOLLOWED THE reports of the retail 
R lumber association annual conventions held thus far, appear- 
ing from week to week in the news pages of this paper, must 
have been impressed by the prominence given in the addresses and 
discussions, at the majority of these meetings, to the subject of the 
great opportunity that exists for creating business through the 
remodeling of old homes. As the AMERICAN, LUMBERMAN has made 
a heavy investment of money, time and effort in inaugurating and 
promoting the nationwide house remodeling campaign, which is 
now bearing fruit in many directions, the interest evidenced therein 

by the retail branch of the industry is most heartening. 

While the encomiums that have been heaped upon this news- 
paper, in platform utterances and in official resolutions, as well as 
in hundreds of letters, naturally have caused a glow of satisfaction, 
we find even more solid ground for congratulation in the evident 
determination that exists in certain of the associations that the 
interest is not to be allowed to evaporate in mere talk, but that 
there is to be definite and energetic effort put forth to the end that 
retailers may ‘cash in” on the great campaign now strongly under 
way and daily gathering momentum. In other words, they feel 
that a “pay streak” has been uncovered, and they purpose to de- 
velop it to the utmost. 

By way of illustration of this determination, attention is called 
to a news item appearing on page 47 of this issue to the effect that 
the board of directors of the New Jersey Lumbermen’s Association, 
at a meeting just held, has decided to proceed at once with a cam- 
paigin to obtain the full benefit of the efforts that have already been 
put forth to create and to increase interest in the remodeling of old 
houses. To this end a Statewide drive will be launched in the in- 
mediate future, in order that it may be well under way in the early 
spring when the season for building, remodeling and repairing gets 
under way. While the New Jersey association is entitled to credit 
as being the first retailers’ organization definitely to plan such 4 
drive, others are contemplating similar action, and practically all 
of the associations are pushing the proposition through their bulle- 
tins and correspondence. 

The action taken by the New Jersey association demonstrates 
one of the most useful functions of a trade association, in that it 
encourages coérdinated action among its members, the effect of 
which upon the public naturally will be much greater than would 
be the individual action of scattered members acting each upon his 
own initiative. In the matter of advertising, for example, this 1s 
strikingly apparent. With all, or a majority, of the members of a” 
association featuring and emphasizing remodeling in their news 
paper advertising, the cumulative effect upon the public naturally 
will be much greater than could be produced by sporadic advertis- 
ing, in scattered localities and at irregular intervals. 

The action of the New Jersey association is most commendable, 
and worthy of emulation by other retail organizations. Retailers. 
however, will do well to remember that even in case their associ 
ations should not take similar official action, there is nothing t? 
prevent them from going ahead energetically as individuals, and 
seeking by every means possible to uncover and develop remodelin# 
prospects in their localities. In this connection it is well to Tre 
member that spring is almost at hand, and the old saying, “The 
early bird catches the worm,” applies with special force to the prop 
osition of developing house remodeling business. 
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Shipments Exceed Orders and Cut 


[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Feb. 5 
ceived this morning by telegraph from 359° of 
the more important commerci:nl mills 
of the country Indicate that business in lumber 
< holding up satisfactorily, says the National 
Lumber Manufacturers’ Association. = Thes 
erorts cover the week ending Jan. 31, and 
although they show a slight falling off in produce 
tion, Shipments and orders from the preceeding 
veck, the fact that the number of reporting 
mills is twelve less makes up for this nominal 
lecline. As compared with the corresponding 
week in 1924—production is practieallv the 
same; there was a decrease of about 10,000,000 
feet in shipments, and of about 16,000,000 feet 
» orders. However, January 1924 and 1928 
were abnormally active winter months in’ the 
Excepting these months, the in 
dicated of the last week is the best 
for this period in recent years. 

The unfilled orders of 248 southern pine and 
west Coast mills at the end of last week amount 
ed to 673,482,639 against 683,106,598 
fect for 247 mills the previous week. The 130 
southern pine mills in this group showed un 
filled orders of 274,723,550 feet at the end of 
last week, and 275,839,200 feet for 130 mills the 
preceding week. For 118 west Coast mills the 
nfilled orders were 598,759,089 feet, as agaist 
107,267,398 feet for 117 mills a week earlier. 

Altogether the 359 comparably reporting 
mills’ shipments were 1038, and orders 96, per 
cent of production. For the southern 
pine mills these percentages were respectivel 
100 and 9S; and for west Coast mills, 95 and 
89, 


Reports re 


lumber 


umber trade. 
business 


feet, as 


actual 


Of the comparably reporting mills, 336 (hay 
ing a normal production for the week of 213, 
192,124 feet) reported production 98 percent 
of normal; shipments 100 percent, and orders 
"4 percent thereof. 

The figures for last week, the hefore 
‘71 mills reporting), and for the corresponding 
week of 1924 (367 mills) follow: Produetion 
222,096,411 feet, against 223,569,435 feet the 
eck before, and 221,516,195 feet last 
Shipments—228 867,626 feet, against 231,575, 
S] feet the week hefore, and 239,331,995 feet 
ist year. Orders—-213,284,279 feet, against 
2,062,154 feet the week before, and 229,147, 


675 feet last year. 


week 


year. 


A comparison of the lumber movement for 
the first five weeks of 1925 with the same period 
last year follows: Production—~-1,023 864 335 
leet, against 1,010,552,481 feet: 1925 increase, 
13,511,854 feet. Shipments—-1,063,788,886 feet, 
against 1,114,099,419 feet; 1925 decrease, 50, 
10.533 feet, Orders—1,008,716,267 — feet. 
against 1,255,178,085 feet: decrense, 226,461,818 
Teef, 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekls 


reports, but for a considerable period they were 
hol comparable in respect to orders with those 
oY other mills. 


} 


Consequently, the forme) are 
Nol represented in any of the foregoing figures. 

Pen of these mills reported a cut of 2,508,000 
‘eet last week; shipments, 5,922,000 feet, and 
orders, 6,267,000 feet. The reported cut repre 
‘ents 21 percent of the total of the California 
pine region, 

The West Lumbermen’s Association 
Wires that new business for the 118 mills report 
ing for the week ending Jan. 31 was 11 percent 
‘elow production, and that shipments were 7 
percent above new business. Of all new bus- 
rag taken during the week, 39 percent was 
: rt future water delivery, amounting to 35,506,- 
44 feet, of which 25,740,975 feet was for do- 
lestie cargo delivery, and 9,765,469 fect, export. 
Fete tee amounted to 1,728 cars. 
ments si percent of the week’s lumber ship 
deat Pps by water, amounting to 43,358,856 

*t, Of which 28,717,570 feet moved coastwise 


Coast 


business 





and intereoastal, and 14,641,286 feet export. 
Rail shipments were 1,684 ears, and loeal deliv- 
eries 4,757,790 teet. Unshipped domestic cargo 
arders were 130,502,659 feet, and foreign, LOS8,- 
656,450 feet. Untilled rail trade total 
O.o20 cars. 

The Southern Pine Association reports that 
for 130 reporting mills, shipments were 0.36 
percent below production, while orders were 
1.85 percent below production and 1.50 pereent 
helow shipments for last week. Of 85 mills 
reporting running time, 71 operated full time, 
including 10 on overtime, 6 of the latter on 
double shift; four mills were shut down, and 
the remainder operated one to five days. 

The Western Pine Manufacturers’ Associa- 
tion reports a slight inerease in produetion, 
While shipments and new business show small 
week as compared with the 


orders 


decreases for last 
preceding week. 

The California Redwood 
small decreases in production and new business, 
and a little gain in shipments. 

The North Carolina Pine Association, operat- 
ng four fewer mills than the preceding week, 
reports heavy decreases in all three factors. 


Association reports 


The Northern Hemlock & Hardwood Man 
ufacturers’ Association (in its softwood produe- 
tion) reports large reductions in new business 


and production, while shipments showed « small 
deerease, 

The Northern Pine Associa 
tion, Minneapolis, reports little change in pro 
duction and shght decreases in shipments and 
new business. 


Manufacturers’ 


Cancels Orders in Tap-line Case 

| Special telegram to AMERICAN LUMBERMAN ] 
WASHINGTON. D. C.. Feb. 4.--The Interstate 
Commerce Commission today caneeled its sey 
eral orders in the tap-line case insofar as thes 
relate to the Prescott & Northwestern Railroad 
Co. This road was found to be controlled by the 
Ozan Lumber Co. and later by the Ozan-Gray 
sonia Lumber Co. The commission finds on fur 
ther hearing that the principles heretofore enun 
elated in this 
the petitioner, the timber owned by the company 
adjacent to the line having been cut out and the 
mill at Prescott, Ark., down and later 
leased with the option to purchase to the I. L. 
3ruce Lumber Co., with which stockholders of 


connection, 


proceeding no longer apply to 


closed 


the line have me 
SR aaa aaaan 


Will Hear Oral Argument 


| Special telegram to AMERICAN LUMBERMAN | 


WASHINGTON. PD. ©.. Feb. 5.—The Interstate 
Commerce Commission will hear oral argument 


March 12 in docket No. 14242——-Consolidated 
Lumber Co. vs. director general, as agent for 
the Los Angeles & Salt Lake Railroad Co. 


Holds Cancelation Not Justified 


|Special telegram to AMERICAN LUMBERMAN | 


WASHINGTON. D. €.,. Feb. 5.—The Interstate 
Commerce Commission today handed down an 
opinion in TIT. & S. doeket No, 2249—Lumbet 


from the Paeifie coast transcontinental east 
bound—holding that the carriers have not justi 


fied the *¢ 
ate clause in the transcontinental tariff publis! 
Ing lumber eastbound from the Cali 
fornia group related 
connection with traffie moving to points in Kan 
sus, Oklahoma, Texas, Towa, Missouri, Arkansas, 
Louisiana, Wisconsin, Ohio, West Virginia, New 
York and Pennsylvania, and the elimination of 
Bradford and East Bradford, Pa., 
K.’? The suspended schedules are ordered ean 
celed and the proceeding discontinued. This 
proceeding also embraced I. & 8S. docket No. 
2214—routing easthound transcontinental lum- 
ber to Missouri. 


proposed cuncelation of the intermedi 


rates on 


sencoust and points, in 


from Group 


+ 


Shreveport Lumberman Very Ill 
[Special telegram to AMERICAN 
SHREVEPORT, La., Feb. 3.—Although still in 

a very critieal state, Samuel Bailey Hieks, lum 
berman of this city, has made a decided im 
provement during the last few hours and it is 
believed that extreme past. Mr. 
Hicks became ill about three weeks ago aud his 
condition gradually grew worse until on Satur 
day last it was believed that he could not pos 
sibly recover. Members of the family 

summoned to his bedside in expectation of the 


LUMRERMAN | 


danger 1s 


Were 


end. He lingered in that condition until today 
when great improvement was noted and his 


many friends in the lumber business will be 
vlad to know that it is now believed his reeove ry 
is certain, 


Credit Service on West Coast 

[| Special telegram to AMERICAN LUMBERMAN] 

WASHINGTON, D. ©.. Feb. 5.—Steadily in 
creasing demand for an extension of its facili 
ties has prompted the National Lumber Manu 
facturers’? Credit Corporation, owned and op 
erated by the National Lumber Manufacturers’ 
Association, to install a west Coast serviee and 
sales office at Portland, Ore. This office will 
he under the managership of Harold F. Hubbs, 
a resident of Portland for many years, having 
a wide aequaintanceship among loggers and 
lumbermen of the whole Pacific coust region. 

From his Portland office Mr. Hubbs will serve 
“a very extensive territory, including Montana, 
Idaho, British Columbia, Washington, Oregon, 
California and Nevada. One of the distinet ad 
vantages in establishing the west Coast branch 
of the famous ‘‘ Blue Book serviee’? will be the 
material saving of time in transmitting credit 
reports to the subseribers. Heretofore thei 
reports have been furnished largely from the 
main office in Chieago, but, by having a com 
plete supply of duplieate records, the lumber 
men of the Northwest will get what is practically 
un over-night serviee. Mr. Hubbs’ 
be in the Northwestern Bank Building and be 
ready for business by Mareh 1. In connection 
with it will be the west Coast office of the Na 
tional Lumber Manufaeturers’ 


office will 


Inter-Insuranes 


xchange, 
Saaaaaaaaana 


Southern Pine Mill Prices 


| Special telegram to AMERICAN LUMBERMA 
WASHINGTON, D. €., Feb. 5.—Following are 


foo. b. mill prices, Jan, 29 to Jan. $1, of a vary 


ing number of southern pine mills, being 
weighted averages of reported aetual sales at 
lntest available dates: 
Sap Flooring Common Boards, S2S 
KMdge grain opr S4S 
1x3” B&btr. S75 Ou ix 8’ No. J 2 Oh 
Flat grain ix 8" Neo. 2 23 0 
1x4” B&bti 7.00 ix &°° No "0 O0 
1x4” No. 2 com "1.44 1x12” No. 1] 0.00 
1x6” No. ? com 2 1x12” No. ? 4. 37 
1x#” No. 3 com. 14.11 Longleaf Timbers, S4S, 
Dimension, 2x4”, 16’ 20’ and Under 
No ] 4 4 mR 7 s and iricle 20.20 
No. 2 ie 12 00) 12" 1.79 
‘Figures for Jan, 1-31 


Scuthern Piner Cuts Last Log 


LAKE CHARLES, L Keb. 4.—The Lock 
Moore Lumber Co. cut its final log last week 
and wound up its sawmill operations. The 


planer will continue to operate for about three 
months. The closing down of the Locek-Moore 
mill coneludes an unbroken history of 
sawmilling extending over a period of fifty 
One of the stockholders has purchased 
a mill in California, and will move at once. With 
the completion of the California plant in April, 
a number of emplovees will move there. George 
W. Law, who has been manager of the Loek 
Moore Lumber Co. for a number of years, will 
remain in Lake Charles, devoting his attention 
to his other interests. 


almost 


Vears, 
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Insect that Injures Pine 


You may be interested to know that the illus 
tration of a defect on page 73 of the Nov. 1 issue 
of AMERICAN LUMBERMAN is caused by one of the 
flathead borers (Buprestis apricans  [Hbst.]) 


This insect attacks the base of pines where a sear 


allows it to gain entrance to the heartwood.— 
Inquiry No. 1,469. 


| The foregoing letter was received from F.C. 
Craighead, entomologist in charge, forest insect 
investigations, bureau of entomology, Depart 
ment of Agriculture, Washington, D. CC. The 
illustration referred to was of a piece of mold 
ing sent in by the Vernon Parish Lumber Co., 
Kurthwood, La. The injury done by the insect 
produced almost a perfect representation of 
Santa Claus filling a Christmas stocking. 
EDITOR, | 


Thickness of Dressed Material 
Hlow is materia] that 
D2S billed? As 3/4-inch 
No. 1,467. 
|The foregoing inquiry comes from a 
York concern. 


is dressed down to 
4/4-inch * 


% -ineh 
or INQUIRY 


New 


The grading rules of the National Hardwood 


Lumber Association inelude  %-inch 


as a 


standard thickness for rough lumber. When 
surfaced two sides the standard thickness of 


*% -inch is 9/16-inch under those rules. 

Under the American Lumber Standards for 
yard lumber the minimum thickness, surfaced 
one side or surfaced two sides at standard com- 
mercial dry shipping weight and moisture con 
tent for l-inch lumber, is 25/32-inch. There 
is, therefore, under these standards no such a 
thickness %-inch. The standards provide 
that the description of thickness of dressed stock 
than J-inch thick board measure, surfaced 
one side or surtaced two sides, to be its actual 
thickness at standard commercially dry shipping 
weight and moisture content. 

If, therefore, the 


as 


material to be billed is 
hardwood and is sold under the National asso 
ciation rules, %-inch stock rough, should be 
billed as *%-inch, and 9/16-inch stock surfaced 
two sides sheuld be billed as %-inch. The 
National Hardwood Lumber Association grad 
ing rules have no provision for %-inch surfaced 
that measures 4 -inch 
it is surfaced on two sides. 


two sides, thut Is, stock 


after 


If the material is softwood yard stock, and 


is %4-ineh in thickness after it has been sur 
faced two sides, it should be billed as *%4-ineh 
stock.—EpITror. | 


Ventilation of Farm Buildings 


Will you please advise us where we can get oa 
book or books upon the subject of farm building 
ventilation? We are especially interested in hog 
house ventilation at this time. We do not: want 
any books unless we can get some that are written 
by an authority on this subject.—-INQquiryY No 
1.468 

|The foregoing inquiry comes from an Towa 


retail lumber concern. Some years ago the late 
Prof. King designed a of ventilation 
which takes advantage of natural laws and which 
has been us the King system of 
ventilation. It is believed that Prof. King’ 
system of ventilation was first explained in a 
bulletin, but the information has 
published in book form. 


system 


since known 


since been 

Ordinarily, books treating of farm structures 
contain more or less information about ventila 
tion. The best book devoted to farm building 
is by K. A. T, Ekblaw, and is entitled ‘‘ Farm 
Structures.’ The King system of ventilation 
is briefly described in this book. Some years 
ago Prof. Ekblaw prepared. for the National 
Lumber Manufacturers’ Association a bulletin 
known as Farm Bulletin No. 4, entitled ‘‘Hog 
Houses,’’ which contains a paragraph or two 
on ventilation and sanitation. 

The Federal Department of Agriculture has 


No. 


also 


published Bulletin 438 
Houses,’? which may 
mation on ventilation, 

Several years ago the Kansas 
Agriculture published a very 


book entitled ‘‘ Hogs in Kansas’? that contains 
a vast amount of information about hog houses 
of all kinds, and of course incidentally some 


information about ventilation. 


Kansas bulletin has been reprinted, it is not 


definitely known whether copies 


a ble. 


own college at 


tion on ventilation of hog houses. 
of the inquirer will be supplied on request.- 


DITOR. | 


Would Manufacture Gum Siding 


entitled 


contain 


In that bulletin are severe 
Iowa bulletins on hog houses, so it may be that 
this inquirer will be able to obtain from his 
Ames, some valuable informa- 


** Hog 


some infor 


State Board of 


comprehensive DITOR. | 


Though the ports of the 


are still avail of well known 


il references to 
residence at 
ever, important 
The name spective places. 
that our firm 


years. 


has 
INQuiIRY No. 1,470. 





grown, and gum has not thus far been used ex. 
tensively or been put on the market on a com 
mercial scale as a clapboard material. 
of this inquirer will be supplied on request — 


The name 


Importers of European Whitewood 
In order to come into closer touch with various 
east 
kindly ask you to furnish 


of North 
us with 
brokers 


America, we 
the addregses 
who are ae 


coast 


American 


quainted with the import of Polish, Czechoslovak 
ian and Austrian whitewood, and who have their 
the 
that 
are thoroughly versed in the timber trade at the re. 


mentioned. It is, how 
only such firms be named ag 


places 


For your guidance we may add 
been in existence about 136 


| This inquiry is made by a concern in Ham- 


burg, Germany 


Are there any concerns that you know of in 
your city or elsewhere who buy gum siding’? I : 
have quite a little sap gum lumber that I would -Epiror. | 
like to manufacture into siding; that is, put it 
through the planer and resaw, if I can find sale 
for it.—INnquiry No. 1,472. tion of the 


[This inquiry is made by a Kentucky manu- 
There are a 
cases on record of the use of gum Jumber for 
Clapboards; but so far as is known this use was 


facturer of hardwood lumber. 


few 


York, Baltimore, Boston and Philadelphia. 


The ports mentioned are, New 
Lf 
The 


name of the inquirer will be supplied on request. 
PRERBBRBBBEBEBEAEABEE 


SPEAKING at the twenty-ninth annual conven- 
New 
Builders, held at Buffalo, N. Y., on Jan. 29 and 
30, Meade B. Rappelye, secretary of the Roches 
ter Builders’ Exchange, said that plans filed 
throughout the State indicate a reeord year in 


York State Association of 





confined to the localities where the gum was — all types of construction. 
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Ryerson, Hills & Co., Mus- 
kegon, Mich., are daily receiv- 
ing a large number of logs at 


their mill by rail. Two or 
three trains a day are un- 
loaded. 


E. Colby & Co., have a fine 
lumber mill near Ionia, Mich. 
It contains one large circular, 
a gang of thirty-six saws, two 
edgers, lath and shingle ma- 
chines. From one hundred 
and fifty to two hundred men 
are employed about the mill 
and premises. 





There is an extreme lack of 
a uniform system of inspection 
throughout the country, and it 
is an evil that association 
the trade only can remedy. We 
believe that an inspector gen- 
eral at this point, having the 
confidence and coéperation of 
our lumbermen would be of in- 
calculable benefit to the trade. 


“Aguel’’ look out for the 
“Michigan ague’’ greets every 
man in the East, contemplat- 
ing only a visit here; conse- 
quently | was on the lookout 
for it, my first visit being to 
Bay City and Saginaw. * * 
* Feeling nervous over the 
unhealthy appearance of the 
mill localities, | took every oc- 
casion to investigate. * * #* 
During three months * * * 
I found twenty cases of ague. 
* * %* On my return to 
Williamsport, Pa., I stated the 


in | 


fact to my family physician 
and was very much surprised 
at his reply. * * * “Why,” 
said he, “‘that is a fair record 
of health, far exceeding Wil- 
liamsport. * * * And what 
was still worse for me, I was 
not home a month until I was 
seized with remittent fever. 


There seems to exist almost 
an entire unanimity of feeling 
among operators in favor of 
the organization of a North- 
western association, compris- 
ing in extent the States of Wis- 
consin, Minnesota and Michi- 
gan, they being the leading 
ones in the production of pine 
lumber of the country. 
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kegon, Mich., cites a sale ot 
pine land in Kent county at 
$112.50 an acre! It strikes us 
as being a pretty high figure. 

The cultivation of baseball 
clubs is a growing industry at 
Ypsilanti, Mich. The yield last 
year was 20,000. 

The Philadelphia Press calls 
for the establishment of fores- 
try laws, by which the felling 
of timber shall be kept within 
due bounds, and it shall be 
obligatory to plant a tree in 
the place of every one that is 
felled. To enforce these laws 
the office of superintendent of 
forests should be created, with 
adequate power. In some such 








way the great waste of timber 
might be checked, and Penn- 
sylvania, long considered one 
of the most productive lumber 
States in the Union, be per- 
mitted to retain her prestige. 

In Watson, Mich., farmers 
dowry their daughters with 
10,000 hoop poles, which are 
cash when delivered at a rail: 
road station. 


Royal and Nathan Sanborn, 


of Denmark, Me., cut and 
hauled a monster pine last 
week. The tree was over five 


feet through at the butt, and 
four prongs which made twen- 
ty-five logs including the butt 
log. The whole tree scale¢ 
6,610 feet and was 115 feet 
high and had logs cut out o 
it to the height of 100 feet. 


In Grafton County, New 
Hampshire, there 3 
sawmills annually sawing 4) 
320,000 feet of boards, planks 


and timber. 


are 15] 


In our last issue we notice? 
the fact that the lumber man 
ufacturers and dealers % 
Maine and New Brunswick 
would hold a meeting at Ban 
gor on Wednesday next. The 
implied object of the meeting 
is to check the consignment 0 
lumber to New York and Bos 
ton, and if possible to hold the 
lumber and make the sales # 
home. 
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Southern Pine Attracts Trade 


Notwithstanding bad weather in large sec- 
tions of consuming territory, and the fact that 
conventions have the interest of retail dealers 
as well as of other lumber buyers, the demand 
for southern pine has been showing a very good 
volume, and even some quickening in compari- 
son with previous weeks. Bookings, production 
and shipments by mills reporting to the Southern 
Pine Association were practically equal during 
the weck ended Jan. 30—bookings registering 
s§ percent, and production and shipments each 
G() percent of normal. 

The position of southern pine is very strong. 
Stocks have shown no improvement, but are low 
in practically all cases, and often badly broken. 
Order files are sizable. Those held by the 
Southern Pine Association mills on Jan. 30 
averaged 2,113,258 feet a mill, which was the 
equivalent of nearly four weeks’ output at the 
current rate. Manufacturers consequently are 
making few efforts to secure new business, and 
are still in the habit of refusing orders that 
do not attract them. They are holding firmly 
to their price lists, and say that the next 
changes will be upward. There is relatively no 
price shading by the small mills, probably 
chiefly for the reason that they have very little 
stock to offer following the curtailment of their 
operations by the recent severe weather. Nor 
are many transit cars afield. 

Deep snow and low temperatures in the Kast 
have reduced outdoor work, and consequently 
retail trade, to almost nil. The same has been 
true in some sections of the middle West and 
Southwest. The North, however, has enjoyed 
several days of mild weather, which has had a 
beneficial effect on business. Southern building 


is heavy and a good industrial demand con 
tinues. Orders for railroad and car material 
are still plentiful, and not a few orders are 


coming from the Texas and Oklahoma oil fields. 
The best feature of the situation, however, is 
the exceedingly strong export market, according 
to a number of reports. Overseas demand for 
nearly all classes of material is strong, but 
timbers have had an especially good eall, and 
prices on them have advanced materially. 


Fir Output Being Curtailed 


Production of Douglas fir is being curtailed 
throughout the producing territory, according 
to reports received this week. 
sequence to the drop in volume of orders 
since the holidays. Double shifts have been 
generally abandoned, and a considerable num- 
ber of operations last week ran only five days. 
Some manufacturers are said to be contemplat- 
ing running only three or four days a week if 
an improvement in market conditions does not 
quickly set in. 

Business has in fact been very slow. The 
118 mills reporting to the West Coast Lumber- 
men’s Association during the week ended Jan. 
31 booked orders totaling 11 percent below the 
curtailed production, Thirty-nine percent of 
these orders were for water delivery, 25,740,975 
feet going to domestic ports and only 9,765,469 
feet to foreign destinations. Shipments during 
the same week were 4 percent below output, 44 
percent of them being by cargo. 

Order files have shown a progressive decrease, 
The above mentioned 118 mills on Jan. 31 had 


This is a logieal 


‘unfilled orders on hand totaling 398,759,089 
feet. Still, the market is showing no great 


weakness, Prices dropped off slightly during 
January, but the mills have successfully resisted 
further declines, and hope to avert any serious 
break in the market through curtailment of 
output. They still have strong confidence in 
the future, and attribute the present lull to 
unfavorable weather in the East and elsewhere 
In the domestic market. As a rule they show no 
Willingness to sell any items except the few 
of which they have accumulated a surplus. 
Inquiries meanwhile are fairly numerous, but 


everyone seems to hesitate to buy anything that 
is not required immediately. It is felt, how- 
ever, that the present curtailment of production 
should strengthen the market. Some railroad 
business has been placed recently, but the mills 
are sorely disappointed in the volume. 

It is reported that the fir log market has soft- 
ened considerably in view of recent develop- 
ments, concessions being granted here and there. 


Cypress Prospects Are Good 


The cypress market has undergone very little 
change since the first of the year. Demand, 
however, is somewhat brisker than it was. In 
dustrial consumers are the best buyers, as here- 
tofore, but retailers are showing greater interest 
in the market. 

The mills have enjoyed a steady business for 
a long time and have not accumulated much 





Statistics on production, orders and 
shipments appear on page 52 





stock. Supplies, in fact, are somewhat below 
normal, and a number of popular items are hard 
to find in dry condition, Prices are firm and 
unchanged. 

Reports from all distributing centers are opti- 
mistic. St. Louis reports yellow cypress to be 
quiet, but a normal demand for red; Chicago, 
a good and expanding industrial call, and In 
dianapolis the same, while New York states that 
‘industrial demand has shown a decided im 
provement in the last two weeks. There 
many inquiries of a substantial character.’? 


Northern Hardwood Market Review 


Good business is generally reported by pro- 
ducers of northern hardwoods. The market on 
most items is very strong on account of the poor 
stocks available. This is especially true in the 


are 





The Kind of a Home I'd 
Like Mine to Be 


[BY A BOY | 

I would like a work-shop in the cellar, 
with a set of tools for me to make things 

I would like a garden where I could 
raise a few carrots, turnips, radishes, 
beets, and a few flowers. 

I would like to have a few duties in the 
household management. 

I would like a room of my own where 
I could hang up my own pictures, school 
pennant, and mottoes. 

I would like a key of my own, so that 
when I am late it will not be necessary 
for me to bother my parents. 

I would like short, simple family pray- 
ers said at least once a week. I would 
like grace said at every meal. I would 
like Dad to read a bit of the Bible to us 
once in a while. 

I would like all the family to stay at 
home once or twice a week in the eve- 
ings, so that we could play games to- 
gether. 

I would like to be able to go to Dad 


when I want any information, and to 
mother when I want comfort and sym- 
pathy. 


I would like my own opinion to be re- 
spected just as much as any other mem- 
ber of the family. I would like Dad not 
to be dictatorial, but just a referee of our 
disputes. 

I would like to be thought more of than 
the davenport and the piano in the front 
room, 

I would like my home to be more than 
just an inn, with four walls and a roof. I 
would like it to have a soul. 











ease of inch bireh of all grades. All supplies 
have heen practically wiped out, and the mills 
are forced to buy from each other in order to 
take care of their best customers. Thick birch 
is reported to be more plentiful and in less keen 
demand, resulting in a disposition to shade 
prices slightly. Number 3 elm is very strong, 
but No. 2&better has only a moderate demand. 
Basswood is steadily gaining in activity, all 
grades and thickness moving in large volume. 
Hard maple is in a good position and is moving 
well despite the fact that seasonal influences 
have curtailed buying by flooring manufactur- 
ers. Demand from automobile interests has 
shown some increase over recent levels, but is 
still of much restrieted volume. The best buy- 
ers are undoubtedly the furniture interests, 
which are busy on good order files. Interior 
trim plants are factors of importanee, while box 
makers and crating consumers account for a 
very considerable movement of all lower grades. 
There is also a brisk demand for higher grades 
from builders of radio cabinets. 

The weather conditions in the North have been 
decidedly favorable to logging, and woods work 
is being pushed to its maximum. Log input this 
winter will be large, and so will the year’s lum- 
ber output, if present indications of good busi- 
ness do not fail. 


Southern Hardwoods Strongly Held 


The hardwood trade continues to develop 
volume. Reports from all producing sections 
agree that the furniture industry is by far 
the best buyer, taking large quantities of 
gum, oak, walnut and other woods suitable to 
its requirements. This industry is operating 
at capacity and has aecumulated order files 
that will keep it busy wel! into the spring. 
Sash and door and interior trim manufactur- 
ers are also large consumers. Orders from the 
flooring makers, however, have fallen off 
somewhat during the last few weeks; but this 
is considered a development of purely tem 
porary character and it is expected that the 
flooring plants, like all other building in- 
terests, will be factors of great importance in 
the future market. The movement of lower 
yrades to box and erating plants remains 
large, keeping mill stocks of these at «a com- 
paratively low level. 

A fair increase in demand from the auto- 
mobile industry is reported from nearly all 
producing centers. Advices from Detroit this 
week are to the effect that ‘‘inereased pro- 
duction schedules have been established at a 
number of the automotive plants. A marked 
improvement in purchases of hardwoods by au- 
tomobile body plants is the result. Orders for 


hard maple and ash are on the inerease. 
Lumber trade factors are strongly of the 


opinion that hand to mouth buying will be 
abandoned within the next few weks.’’ There 
is also a better call from manufacturers of 
agricultural implements and vehicles.  For- 
eign demand is fair and the number of over- 
seas inquiries now in circulation indicate : 
marked increase in this business «as 
approaches. 

Manufacturing conditions are somewhat 
better than they have been for several weeks. 
There has been a let-up in the torrential rains, 
and the high water is gradually receding. 
Logging in many loealities is still practically 
impossible, however, and the mills which de- 
pend on a steady supply are foreed to operate 
restricted basis. Most 
reported to have ample log reserves and are 
approximately normal. While 
whole are in fair condition, there 
are some items hard to find in any quantities. 
Among these are common red gum, which is 
the strongest wood on the southern list. FAS 
and No. 2 common sap gum and common oak 
are also in relatively meager supply and are 
being strongly held. The entire market, in 
fact, is firm and shows an upward tendency. 


i 
spring 


on oa operations are 


operating at 
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Program for Consulting Committee Meeting at Chicago 


WASHINGTON, D. C., Feb. 2.—Wilson Comp 
ton, chairman of the Consulting Committee on 
Lumber Standards, has addressed to members 
of the Central Committee on Lumber Standards, 
the Hardwood Consulting Committee, ussociu 
tious of manufacturers, wholesalers, retailers 
and consumers and the lumber trade press 
tentative list of items to be considered ut the 


meeting of the Consulting Committee at the 


Congress Hotel, Chicago, Feb. 25 and 26, be 
ginning at 10 a.m. 


Mr. Compton asks that if there are any sug 
subjects that it is thought 
ould be considered at the meeting, or which 
desire Gircularized 
in ndvance to committee members, he be udvised 
prompts He adds that the Central Committee 
has e xpre dial the desire that the entire matte: 
of softwood standards be cleaned ip at the gen 
C1) conference in’ May. 


other 


gestions OF 


those receiving the notice 


Subjects for Discussion 
The list of subjects to be discussed ut the 
coming meeting follows: 
1. Consideration of softwood factory 
from Forest Products Laboratory on sash, 
and general millwork 


report 
doors 


2 Report on basic grade provisions 
Section 39 of the American Lumber Standards 
in part says 
‘* * me 


Association of manufacturers, dis 
tributers and consumers of lumber, which pub- 
lish and apply grading rules for yard lumber, 
shall formulate basic provisions for the gr ading 
of yard lumber and grading rules for yard lum 
ber, subject to report thereon by them at a sub 
sequent conference to be held on or about May 
1, 1925, of the extent to which they shall at 
that time have formulated their grades accord- 
ingly, within the limits of the basic grade classi- 
fications for yard lumber, adopted in general 
conference, Washington, Dec. 12-13, 1923, and 
effective July 1, 1924.” 

4. Definitions of defects and blemishes, Jum- 
ber abbreviations, nomenclature of commerce ial spe- 
cles of trees, 

X. DEFINITIONS OF 

BLEMISHES. 

XI. LUMBER ABBREVIATIONS. 

XII. NOMENCLATURE OF COMMERCIAL 
SPECIES OF TREES. 

“44 (a) That, for use in the formulation of 
yard lumber grading rules and in the construc- 
tion of contracts and the terms of the purchase 
and sale of lumber thereunder, associations of 
manufacturers, distributers and consumers of 
lumber which publish and apply grading rules 
for yard lumber shall before July 1, 1924, pro- 
pose suitable definitions of defects’ and blem- 
ishes, lumber abbreviations and nomenclature of 
commercial species of trees, 


“(b) That based thereon, the Central Com- 
mittee on Lumber Standards, at a general con- 
ference to be held on or about May 1, 1925 
submit for adoption its final recommendations 
covering these items.” 

4. Non-conformance’ with 
Standards. 


5. Progress report from Forest Products Lab- 
oratory on shipping weights. 


XVII. SHIPPING PROVISIONS. 


“60. Note—The Forest Products Laboratory 
hus agreed to furnish, for each standard and 
extra standard size of dry softwood yard lum- 
ber of each important species, a schedule of 
weights per thousand feet, board measure, at 
various moisture contents. From this a schedule 
of commercially dry shipping weights is expected 
to be formulated, to be available by July 1, 
1925.”" 

6. Consideration of ‘amendments or additions, 
if any, to the present American Lumber Standards 
on the following: 


(1) Grading, shipping, inspection and other 
provisions recommended by the Manufacturers’ 
Standardization Committee which have not yet 
been acted upon by the Consulting Committee 
on Lumber Standards. 

(2) Supplementary definitions of the mini- 
mum qualities admitted in the various grades 
provided in paragraph 13 of the American Lum- 
ber Satndards, “Summary of Basie Grade Classi- 
fications for Yard Lumber.” 

7. Short lengths. 
Progress report on short lengths survey of: 

(1) Department of Commerce and Central 
Committee, construction uses. 


DEFECTS AND 


American Dumber 


(2) Forest Products Laboratory, 
uses, 


industrial 


(8) Manufacturers’ associations, production. 
Pursuant to section 42 (a) of the American 
Lumber Standards, it is hoped that the Consulting 
Committee can report final action, if possible, on 
this subject to the Central Committee, which will 
meet early in March 


VIII. ODD AND SHORT LENGTH LUMBER 
“42 (a) That a survey be made by, or under the 
authority of, the Central Committee on Lumber 
Standards, covering the production and uses ot 
short lengths of lumber, and the results thereot 
shall be compiled and submitted for considera 
tion at a conference to be held on or about May 
1, 1925 
S. Questionnaire survey of demand and supply 
f£ American Lumber Standards to be sent out bs 
Central Committee on Lumber Standards for re 
port to May conference, 


9. Railroads’ use of non-standard Jumber for 
srain doors-—ways and means of promoting use of 
\merican Lumber Standards lumber. 

10. Other 
tandards. 
Program for Hardwood Consulting Committee 

At the same time, John Foley, chairman of 
the Hardwood Consulting Committee, distrib 
uted through the same channels the program 
arranged for the meeting of that committee, to 
he held Feb. 27, following the meeting of the 
Consulting Committee on Lumber Standards. 
Mr. Foley requests members of the Hardwood 
Consulting Committee to bring with them to 
the meeting their copies of the Forest Products 
Laboratory report received prior to the Septem 
ber meeting. 

The program for the Hardwood Consulting 
(Committee meeting follows: 


items involving softwood lumber 


E. Progress report of Forest Products Labora 
tory on hardwood standards 

2. Progress report of subcommittee on 
rules 


grading 


eral millwork industry, exclusive of flooring; L. Ww, 
Gilbert. Southern Cypress Manufacturers’ Assoeja- 
tion; Kk. A. Hamar, Northern Hemlock and Hard. 
wood Manufacturers’ Association; Charles N, Per. 
rin, National Hardwood Lumber Association ; B, F, 
Dulweber, Hardwood Manufacturers’ Institute: 
W. A. Thomas, furniture industry. 

3. Progress report of subcommittee on 
size of cuttings. 


standard 


Subject referred to this subcommittee at the 
September, 1924, meeting of the Hardwood Cop. 
sulting Committee follows: 

Recommendation 5. That efforts be directed 
toward the elimination of unnecessary sizes, the 
reduction in number of sizes, and the standardiza. 
tion of sizes, of the cuttings used by the different 
industries. Progress of this nature will do much 
10 encourage the production of “dimension stock,” 


Subcommittee on Standard Size of Cuttings 


George M. Petrie, representing furniture indus. 
try, chairman; Charles A. Brand, Oak Flooring 
Manufacturers’ Association; C. A, Goodman, Na- 
tional-American Wholesale Tumber Association : 
Harry ©. Leonard, refrigerator manufacturers; 
Edward C, Sehoen, retail lumber industry, 

$. Progress report of subcommittee on minimum 
thickness. 

Subject referred to this subcommittee at the 
September, 1924, meeting of the Hardwood Con- 
sulting Committee follows : 

Recommendation 7. That attention be directed 
to the determination of the minimum dry thick- 
nesses that will dress to present practice. 

Subcommittee on Minimum Thicknesses 

W. (. Fischer, representing Society of Automo 
tive engineers, chairman; E. J. Allsebrooke, box 
manufacturers; J. M. Pritchard, Wardwood Manu- 
facturers’ Institute; Charles J. Lundberg, furni- 





THE FAILURE— 





Finds it easy to blame it all on his bad luck. 

Failed worst when he decided not to try again. 

Generally tries to hold the Almighty somehow responsible. 

Only makes his failure worse by getting peevish. 

Is sometimes a success who over-rated himself. 

Can usually teach the successful man something if given a chance. 
Is not a failure if the world is better for his having lived. 








Subjects referred to this subcommittee at the 
September, 1924, meeting of the Hardwood Con- 
sulting Committee follow: 


Recommendation 1. That No. 8 common be 
segregated into two grades, which differentiate be 
tween “clear face” and “sound” cuttings. This 
can be simply accomplished by merely adding a 
new grade, which would differ from the standard 
grade for No. 3 common only in the substitution 
of “clear face cuttings” for ‘‘sound cuttings,” and 
restriction on yield and size of cuttings. 


Recommendation 2. It is the sense of this 
meeting that firsts, seconds and selects be changed 
to a cutting-content basis. 

Recommendation 3. That consideration be given 
to the formulation of a sound basis for the crea- 
tion of practical cutting-content rules for firsts, 
seconds and selects; and that for this purpose 
further consideration be given to tentative classi- 
fications Nos. 1 A and B, 2, 3 and 4 as offered by 
the Forest Products Laboratory; and that con- 
sideration also be given to amending the present 
grades with a view of accomplishing the same 
result. 

Recommendation 4. That it is the sense of this 
meeting that in the further study of grading, con- 
sideration be confined to poor face inspection. 

Recommendation 6. That further studies be 
conducted : 

(a) To determine to what extent, and for 
what commodities, cuttings of poorer quality 
than customarily used could be substituted with- 
out detraction from the serviceability of the 
finished product. 

(b) To determine the desirability for different 
species, of any additions or modifications to the 
present exceptions from the “Standard Rules.” 


Recommendation 8. That further studies be 
conducted on material thicker than 5/4-inech, to 
establish the applicability of the results herein 
presented to such material, and to determine in 
what respects, if any, the grades and inspection 
rules should differ. 

Subcommittee on Grading Rules 

W. B. Swift, representing farm equipment manu- 
facturers, chairman; W. A. Babbitt, wood turners ; 
IK. J. Bickelhaupt, Society of Automotive En- 
gineers; FE, J. Curtis, sash, doors, blinds and gen- 


ture industry; W. N. Wrape, Michigan hardwood 


manufacturers, 
SPEER BEBBAAAEs 


To Conduct Courses in Kiln Drying 


LirtLE Rock, Ark., Feb. 2.—Kiln drying 
courses are to be conducted in Arkansas this 
spring, according to H. C. Givens, State super- 
visor of trade and industrial education, who 
states that arrangements have been made where- 
by the Forest Products Laboratory of Madison, 
Wis., is to send three experienced technical men 
from its kiln drying division to give the in- 
struction and to carry on the kiln demonstra: 
tion work given in connection with these courses. 
Two courses are to be offered; the first will be 
held at Pine Bluff, Ark., March 9 to 21, in 
clusive, and will be arranged for kiln drying 
hardwood. In connection with this course, 
special work for pine cut-up and pine utilization 
plants will be given. The second course will be 
arranged for kiln drying southern pine green 
from the saw. This course will be held at Cros- 
sett, Ark., from March 30 to April 11, inclusive. 

The courses will be similar to those carried on 
at the Forest Products Laboratory at Madison, 
Wis., and will inelude: Building and — 
ping the kiln; operating the kiln; study 0! 
wood; defects in kiln drying and how to prevent 
them, and other important items. A fee of $150 
per man enrolled will be charged for each course. 
The courses are designed primarily for the 
benefit of industry in Arkansas, and will be 
limited to this group provided there are enough 
enrolled from the State to fill the courses. A 
minimum enrollment of fifteen is necessary for 
each course, and twenty will be considered as 4 
maximum. Any further information regarding 
the courses can be obtained from H. ©. Givens; 
Little Rock. 
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Distribution and Consumption of Softwood Lumber 


Between 60 and 65 percent of all lumber pro- 
eed in the United States reaches consumers 
through retail dealers. In some parts of the 
ountry 60 to 70 percent of the lumber first 
xyes from the mills to wholesalers, in other 
arts 90 percent of the primary distribution is 
andled by the mills. These percentages dre 
yiven by the National Lumber Manufacturers’ 
Association—in the Feb. 7 issue of the National 
Lumber Bulletin—which classifies the distribu- 
tion of lumber from the mill (directly or indi- 
cetly through wholesalers) as follows: 


To- Percent 
TAURMOES 5 reo aiaie & 64a 4) Saha eereere,: 8 
RailroadS ..ccrvsccaces alate ace, % «4 «RO EO 20 
Hie TAGIOLION, 65. 6 50% waite dR eds ne eaee 10 to 12 
TRMTB ERIC “ELAGG scenes oes vids cov ivewee hee IO 


Continuing, the bulletin gives 4 summary of 
such distribution data as are available for the 
important softwood species of lumber—with 
reference to classes of trade, principal uses, and 
grades. 

Western Pines: Of the woods manufac- 
tured by the western pine mills, the following 
average assortment of mill output by grades 
for the period 1914-1923 has been compiled by 
the Western Pine Manufacturers’ Association: 





Western Idaho Larch 

white pine pine and fir 

Percent Percent Percent 
SEE das oe ee 10.4 12.6 D0 
Shops 19.7 ys D 24.7 
COMMODS. § <5, so 6 cece 68.5 84.65 P 
Miscellaneous and box 1.4 3 2 
eeeereeee ere ee ar 8.7 
Dimension § s.66 0.6066 « a 54.5 
‘Timbers and planks. . 6.5 

100.0 100.0 100.0 


Comparing with a similar survey for 1913- 
1920, the percentage of western pine shop has 
nereased slightly in 1914-1923 and there has 
been a decrease in selects and commons. For 
Idaho pine, the selects and shops have increased 
and the commons decreased. Dimension shows 
a decrease in percentage of total for fir and 
larch, and timbers and boards an inerease for 
these two species. 

Southern Pine: Distribution of southern 
pine by principal items in 1923, according to 
the Southern Pine Association, was as follows: 


Percent 


Dimension Sa we ee ee a 20.8 
Flooring, flat grain 20.8 
Boards ee ee ae ee eee 12.9 
(enn eee 10.2 
BONAR. fc - bing cae cee 9.5 
MONEE 5 ie Cialis che sare See cei len Ca ba on S.1 
Drop siding ......... oD 
Car material ........ 4.4 
PERSIE TD 00s epee oad od Ri cscrere, cot F Wiacaieerecereh | ane 
Others Saale oa ater a 10.4 


Distribution to classes of trade in 1922 and 
1992 


> was as follows: 


is 1922 1925 

To— Percent Percent 
Wholesalers rs 58.2 56.4 
Retailers Pele Wide eee are ee 27.2 31.8 
HOUFORGS. ws co cecee ce 10.3 / 
Industrial trade .... 4.3 17 


To the retail trade in 1923 went 78.6 percent 
ot the siding, 70.5 percent of the dimension, 
68.4 percent of the ceiling and 28 percent of 
‘he timbers. Through the wholesalers was dis 
tributed 47.3 percent of the flooring, 38 percent 
ot the siding, 37.1 percent of the shiplap and 
“0.4 percent of the timbers. To the railroads 
went 68.6 percent of the car material and 33.7 
percent of the timbers. To the industrial trade 
vent 16 percent of all ear material, 12.9 percent 
or the timbers and 11.8 percent of all miscel 
‘aneous items, 


California Pines: Of the one 


billion board 
feet 


et of California white and sugar pines dis- 
aes annually by the mills of the California 
“Alte & Sugar Pine Manufacturers’ Associa- 
“on, the distribution by uses is approximately: 
For— 


+ 


c. Percent 
Sash, doors and frames : oe. ae 
Interior trim and exterior finish 7 
Industrial uses ......... 5 
oards and dimension for construction. sheath 

, ng and forms........ 20 
OX and crating. materials. 35 


The. 2 P 
lhe assortment bv grades of the reported ship 


ments of these mills during the first six months 
of 1924 was: 


California Sugar Mixed 
white pine pine pines 
Percent: Percent Percent 
Ne,=' Bi SRS orde'e s\n o's 17.0 19.5 
INO: te) EDD alk u oe eens 34.0 28.4 
NS a) Re 8.2 8.3 
C and D seleets. ...... 18.6 9.7 
No. 1 and No. 2 elear.. 5.8 12.6 
INGE ae CINE ah ii ol Sia wes T.5 9.5 
No. 1 and No. 2 com 
TOG... wt ee wit me é wets a hia oo 
No. 3. COMMON... 065% er gard 23.5 
No: 4 COMMON. «<<. iets ae 7.6 
a aaa es wb alan s Wt eae DAG 
Dimension ....cccccec (BO 
PeRNEE o's a 58. wa Pimcd | ate ae 8. 
Aele  CUMGCES oi ein 6k ek 9.1 13:2 TS 
100.0 100.0 100.0 


Lake States Hemlock: Sales reports for the 
last six months of 1923 show the distribution 
of hemlock from mills in Wisconsin and upper 
Michigan, approximately as follows: 


To— Percent 
NE OIDEIIIOED? - <5.it<)s scrs ce hace be eae MA eee eee 22 
RUBEN vs tac arate aa7b wo oe Ola e eae Rate esa 46 
DOM, ae B65 rin ernie wt I we AR ae ema asaete 3 
COSC PUN EIN i004 0 dra she awe alee ea 2 


Redwood: Nearly 70 percent of the distribu- 
tion of redwood is to retailers, largely for con- 
struction purposes. There is also a large spe- 
cialty trade with tank manufacturers, incubator 
makers, cigar box and other industrial concerns. 
Some years ago a survey of the lumber used 
in the various wood using industries of the coun- 
try showed that about 25 percent of all redwood 
was used in general building construction, be- 
tween 50 and 60 percent went into planing mill 
products, sash and doors, about 5 percent into 
tanks and silos, and about 6 percent into pumps 
and wood pipe. 

Cypress: Of the inland cypress distributed 
during the last six months of 1923 from the 
southern Mississippi valley States, about 34 
percent was sold direct to consumers; of the 
cypress distributed from the southern Appa- 
lachian region, 27 percent was sold direct to 
consumers. Of the tidewater cypress from rep- 
resentative mills in the Southeast, approximately 
10 percent is estimated as sold to wholesalers 
and the rest direct to retailers and factories. 

Probably about three-fourths of the cypress 
mill output goes into general construction. Ac- 
cording to estimates made as the result of an 


Lumber Sales 


MINNEAPOLIS, MINN., Feb. 2.—Despite sub- 
zero weather which prevailed throughout a part 
of December, lumber sales were 107 percent 
of normal as compared with the June record of 
72 percent of normal, according to the monthly 
summary for the Northwest territory issued 
recently by the Minneapolis Federal Reserve 
hank. 

Lumber sales at retail yards in this district de- 
clined more than the seasonal amount in December, 
the report read. Undoubtedly the unseasonable 
weather conditions largely were responsible for 
this decline. As compared with a year ago Decem- 
ber sales were 1 percent smaller. 

Lumber retailers were preparing in December 
for a better year in 1925. Since the yards report 
ing to this office are scattered over the whole dis 
trict, the impressions of their managers as to the 
future business conditions, as evidenced by their 
plans for future sales, are of great practical value. 
In December they increased their stocks by 6 per- 
eent. Ten of the twenty-one companies reported 
increases. 

This is the first time in the six years for which 
we have figures that there has been an increase in 
stocks of lumber in retailers’ hands during Decem 
ber. After allowing their stocks to decline early 
in 1924, and to stay at a low level throughout 
the year, their stocks, as a result of the increase 
in December, were about as large as at the end 
of 1923 

The report uses experiences of lumbermen in 
collecting money due as an example of the 
debt-paying proclivities of the territory, follow 
ing prosperous agricultural conditions. 


’ 


Collection reports at the end of the year from 
important lines of trade in this district give fur- 
ther evidence of the debt-paying disposition of the 


exhaustive survey several years ago, between 
15 and 20 percent was used in planing mills and 
for sash and door manufacture, approximately 2 
percent for boxes and crates, about the same 
for tanks and silos and a little less for casket 
manufacture and for paving materials and con- 
duits. 

North Carolina Pine: The output of a group 
of large representative kiln-drying mills in the 
North Carolina pine region is distributed in 
varying proportions to retailers, box factories, 
sash, door and blind establishments, railroads 
and the industrial trade that retailers are un- 
able to serve; almost none through the whole- 
sale dealers. 

Of the output of the North Carolina pine re- 
gion, distribution of principal grades is ap 
proximately as follows: 


Shortleaf and loblolly : Pereent 


No. 2 and better....... ee re ee ierela 18 
ie a ads arta aaa oh al ao be Ba a We wr aa Kae oh arenas 7 
Neo. 2 and 2 Box....:... 5 Na a Rana 60 
Longleaf and hardwoods..............02+5- 15 
100 


15 to 50 percent of 
Douglas fir lumber goes into general construe- 
tion; approximately 40 percent into planing 
mill products ineluding sash, door and blinds; 
8 to 10 percent into car construction, somewhat 
less into tank and silo manufacture and into 
ship and boat building. 

It is estimated that probably 60 to 70 percent 
of the product of the Douglas fir region is sold 
through wholesalers and that 25 percent of the 
output of the region goes to railroads. The 
distribution to railroads is largely handled 
through wholesalers. 

Sales reports of the West Coast Lumbermen’s 
Association show that for 1923 and for the 
twelve months ended November, 1924, the fol 
lowing percentages of grades were sold: 


Douglas Fir: Irom 


Twelve months ending 
December, November, 
1923 1924 


Percent Percent 
CMAN a bid a awn wamees 34.3 35.8 
Select, common and merchant- 

SU stdensnearadnemnends 1.6 4.5 
Plank and timbers.......... 13.1 14.2 
No. 1 boards and dimensions. 35.0 32.8 
No. 2 and poorer boards and 

dimensions .........- “ae 11.9 126 

100.0 100.0 


Hold Record 


northwestern farmers, the report continued, which 
has been more or less definitely in evidence since 
the good small-grain crop was harvested and 
marketed this fall at favorable prices. Improved 
collections by retailers in the farming sections of 
the territory are shown very concretely by the 
reduction in accounts and notes receivable of 
twenty-two companies operating 681 retail lumber 
yards in the Northwest. On Dec. 31, their out 
standing receivables amounted only to $5,218,000, 


the smallest figure reported at the end of any 
year since these firms began reporting this item 


four years ago. 

At the close of 1925, outstanding receivables of 
these firms amounted to $6,920,000 and at the close 
of 1921 they totaled $7,399,000. More indirectly 
wholesalers have been experiencing the effects of 
the improved retail position with regard to out 


standing receivables. Farm implement dealers 
selling throughout this district reported accounts 


Jan. 1, 1925, 
Wholesale 


and notes receivable on 
smaller than a year 
dealers reported their receivables 15 
smaller than a year ago. The receivables of 
Wholesale grocers were 16° percent smaller than 
a year ago and receivables of wholesale shoe and 
drygoods firms were respectively 9 and 5 percent 
smaller than a year ago. 


28 percent 
hardware 
percent 


ago. 


The report said that shipments of agricul- 
tural implements and furniture were larger in 
December than a year ago. Both of these in 
dustries are large users of lumber. 

Car loadings of forest products in the four 
weeks of December averaged 32 percent above 
normal volume of shipments*‘for those weeks. 
The weekly average in November was 17 per- 
above normal. December, 1923, was 37 


percent above normal. 


cent 
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deals 

with what was originally a very plain little farm house, 
but which, by the simple addition of a well designed porch, has 
been transformed into as pretty a little rural home as one could 


HIS week’s remodeling example ‘‘from real life’’ 


wish to see. The house sets on a hill away out ‘‘by its lone- 
some’’ in the country. There a young farmer and his wife 
started out by building the plain, substantial structure shown 
in the upper picture, which was about all their limited means 
would allow. In the backs of their heads, however, was the 
thought that some day, when their finanees would permit, they 
would build a big porch across the front, and also extend the 
living room further to the right, across the front. Not so very 
long ago these hopes were realized, resulting in a decidedly 


Cut out in outline this part, which shows 
the improvements described above, lay 
it on the large picture, 
moving it about until in 
position, and observe the 








attractive and well balanced little house, the actual appearance 
of which can readily be seen by cutting out the overlay ap 
pearing below and superimposing it upon the illustration 
of the original structure. This example is of special interest 
hecause the original house was planned with a view to adding 
a porch and doing a little interior remodeling later on. This 
plan is not uncommon among thrifty young farmers, and evel 
some town dwellers, who lack the means to build just the sort 
of a house they desire in the first place. In such circumstances 
it is often wise to build within the limit of one’s means, plan- 
ning the structure so that the desired additions or improve- 
ments can later be made with as little moving of partitions, or 
other structural change, as may be possible. 
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Statewide Campaign to Boost House Remodeling 


We would like to have you send us one copy of ‘‘Old Homes Made 
New’’ at 50 cents—ACUSHNET SAW MILLS Co., New Bedford, Mass. 


Enclosed herewith please find $1, for which kindly send two copies 


of your new book, ‘‘Old Homes 


We will appreciate it if you will send us one of your books on the 
remodeling of old homes.—C. F. BurGEss LABoRATORIES, Madison, Wis. 





Please send us a copy of ‘‘Old Homes Made New.’’—HIncuutrr Lum- 





BER Co., Galesburg, IIl. 





Made New.’??— EGutanp LUMBER 
Co. Scobey, Mont. 
We are enclosing 50 cents in 


stamps for a copy of your new plan 
hook, ‘‘Old Homes Made New.’’' 
If we should decide to distribute 


there be any reduction for buying 
in quantity?—G. S. Lyon & Sons 
LuMBER & MANUFACTURING Co., De- 
eatur, Il. 


For the enclosed check for fifty 
cents, please send us your new book 
of louse remodeling plans, ‘‘Old 
Homes Made New.’? — NAGELY 
Lumber Co., New Philadelphia, O. 





We enclose herewith 50 cents in | 
stumps for a copy of ** Old Homes 
Made New.’’—ELK FIRE Brick Co., 
St. Marys, Pa. 


We would appreciate receiving a 
copy of ‘‘Old Homes Made New,’ 
and are enclosing a check for 50 
cents in payment. — Epwarp 
Scuvck LUMBER Co., Harvard, Neb. 
cents in 


enclosing 50 


We are 


stamps for which please send us a 








copy of your book, ‘fOld Homes 
Made New.’’ SEAVER FALLS 
PLANING Minn Co., Beaver Falls, 
Pa. 


modeling. 


Hamilton. 
profit handsomely from the results.” 
recent meeting endorsed Mr. Hamilton's sentiments to the full- 
est extent and all promised to lend their best efforts to the asso- 
ciation in its campaign. 

Mr. Ennis pointed out that the New Jersey association is the 
first organization of the kind in the counrty to undertake such a 
drive, and that to maintain its reputation it must make a success 
of the campaign. 


Retailers’ Association Launches 


Remodeling Drive 


Newark, N. J., Feb. 2—The board of directors of the New 
these among our contractors, will Jersey Lumbermen’s Association, at a meeting last week in the 
association's rooms at 738 Broad Street, this city, decided to pre- 
ceed at once with a campaign to obtain the full benefits of re- 
The object of the directors is to interest every lum- 
berman in the State in the great benefits to accrue from “making 
old houses new” and to this end will wage a State-wide drive. 
Secretary Erwin Ennis, who has outlined plans for putting the 
question of remodeling before lumbermen, builders and home- 
owners, said the object of the directors is to have the campaign 
well under way in the early spring, and from that time on to 
press the issue with all possible vigor. : 
| Edward Hamilton, who recently retired as president of the of 
association, is one of the enthusiasts for the remodeling drive. 
He recently said to the members of the association that there 
were literally thousands of homes in New Jersey that were 
sadly in need of being “modernized” and that this could be 
accomplished by remodeling. . 
4 “It is up to us to put this idea of remodeling over,” said Mr. 
“We can do it if we all get together, and we will all 
The directors at their 


Here is our 50 cents; please for- 
ward us a copy of ‘‘Old Homes 
Made New.’’ Upon receipt we will 
be glad to advise you as to the 
quantity we hope to use in the 
future.—HALL & SON MANUFACTUR- 
ING Co., Milton, W. Va. 


Please send me a copy of ‘Old 
Homes Made New,’’ for which I 
enclose 50 cents in stamps.—FLINT 
LUMBER Co., Flint, Mich. 


Will you please send us a copy of 
your book of remodeling sugges- . 
tions, as the idea seems to be some- 
thing that we could make good use 
here.—GARRETT LUMBER Co., 
Garrett, Ind. 


Kneclosed is 50 cents in stamps, 
for which please mail us a copy of 


your book ‘‘Old Homes Made 
New.’’ — Crero-Dipt Co. (INC.), 
North Tonawanda, N. Y. 

Knelosed find 50 cents. Please 
send us a copy of ‘Old Homes 
Made New.’’—I. N. R. Beatty 


LUMBER Co., Morris, Ill. 





Knelosed please find 50 cents, for 
which kindly send us copy of ‘‘ Old 
Homes Made New.’’—FAIRCHANCE 


LUMBER Co., Fairchanee, Pa. 














To Investigate West Coast Lumber Grades 


Bostox, Mass., Feb. 3.—Formal complaint 
by the Lumber Trade Club of Boston against 
the mixture of No. 1, No. 2 and No. 3 common 
fir and hemlock in shipments from Pacific 
coast mills has initiated an extensive investi 
gation which is expected to show the causes 
of the trouble and point out how they can be 
remedied. The Northeastern Retail Lumber 
men’s Association in joint action with the 
National Retail Lumber Dealers’ Association 
has taken up this matter with the West Coast 
Lumbermen’s Association, the West Coast 
Forest Products Bureau and the Intercoastal 
Lumber Shippers’ Association. The director 
of the West Coast Forest Products Bureau, 
C. J. Hogue, has been making a personal in- 
vestigation of the situation in the eastern 
market, particularly in Boston. He has been 
soliciting the views of architects, building con- 
tractors and retail lumbermen. 

Following its original complaint, the Lum- 
her Trade Club met here reeently and took 
further action on the matter. Upon motion of 
J. Edward Downes, of the Downes Lumber 
Co., it was voted that the club go on record as 
favoring the adoption of the American Lum 
ber Standards; that where there are two stand 
ards—extra and standard—the club favors the 
adoption of the extra standard; that P.L.I.B. 
certificates be furnished with all fir and hem 
1 . . 1. “fn 
lock boards and dimension from Pacific coast 
mills; that the practice of mixing No. 1, No. 2 
and No. 3 common be prohibited, but that if 
continued a differential in price be made at 
the time of sale. The secretary of the club, 
U. M. Carlton, of the Dix Lumber Co., Cam- 
bridge, was instructed to send a copy of the 
vote to all lumber trade associations, to lum- 
ber trade newspapers and to the Northeastern 
Retail Lumbermen’s Association and the Mas 
sachusetts Retail Lumber Dealers’ Associa- 
tion, requesting the two latter organizations 
to discuss and ratify at their conventions the 
action taken by the Lumber Trade Club. 


Mixing of Grades Decreases Use of Fir 

According to a prominent Boston dealer, the 
mixing of grades has resulted in a great de 
crease in use of fir. This dealer says that one 
vear ago 70 per cent of his business in dimen- 
sion lumber was in fir and only 30 pereent in 
eastern spruce, but now he is selling 60 per- 
cent of spruce dimension and only 40 percent 
of fir. The chief reason for this drastic 
change, he states, is that the lower grades 
mixed with No. 1 common fir have hurt the fir 
business so much that builders today are will 
ing to pay more money for the spruce dimen- 
sion. This dealer goes on to say that if the 
down-grade continues to be ineluded with the 
No. 1 common and is not marked so that it 
can be separated accordingly, his firm will be 
practically out of the fir business within a 
short time. 

The alleged facet hss been developed that 
the average Jumber shipment coming to the 
Atlantie seaboard from the Pacific Northwest 
is purchased from the mills with the under- 
stunding that they can include not to exceed 
15 pereenut of No. 2 common in the grade of 
No. 1 common. According to the intercoastal 
shippers, the mills play perfectly safe by 
manufacturing a straight grade of No. 1 com- 
mon. When this is inspected on loading by 
the Pacific Lumber Inspection Bureau in- 
spectors a small percent is down-graded, it is 
stated, which frequently makes a high line 
No. 2, but the fact remains that 8 to 15 per- 
cent will run below the grade of No. 1 com- 
mon by the time the lumber is unloaded here 
in the East. 

The requirements of dealers in different sec- 
tions vary, it appears. Some dealers want a 
straight grade of No. 1 eommon such as the 
retail lumbermen are asking for at 
present. Some want a straight grade of No. 2 
common and some want a mixed grade. The 
investigation so far made is reported to indi 


s0ston 


eate that most of the complaints made are 
against shippers who are not members of the 
West Coast Lumbermen’s Association. There 
is also stated to be a feeling on the part of 
some of the west Coast manufacturers that 
‘‘bargain hunting’’ on the part of eastern re 
tail dealers is responsible for a certain pro 
portion of the trouble. 

One authority who has been studying the 
situation contends that it is a violation of the 
American Lumber Standards to sell as stand 
ard lumber a mixture of No. 2 and No. 1 com- 
mon. ‘‘This is just as much a violation of 
standard trade practices as to sell No. 2 com- 
mon and better yellow pine dimension which 
is now being shipped by so many mills in the 
South,’’ is the statement made. 


A remedy for this situation as regards fir 
that is being suggested as immediately ap- 
parent is for all dealers to specify on their 
orders in writing: ‘‘This lumber to be 
shipped on basis of American Lumber Stand- 
ards.’’ Such action would put all lumber 
dealers on a par and give all shippers notice 
that the practice complained of must stop. 
Another thought advanced by shippers is that 
dealers go further and insist on a Facifie Lum- 
ber Inspection Bureau certificate showing the 
exact grade of lumber shipped by the sawmill. 
If this were done, it is argued, the buyer could 
be sure that he is receiving what he is paying 
for. 

According to some of the retail lumber asso- 
ciation officials here, it should in all fairness 
be said that so far as the investigation has 
gone it appears that the trouble is not so much 
with firms belonging to the recognized asso- 
ciations of shippers and manufacturers as with 
those who are not so affiliated. Both the West 
Coast Lumbermen’s Association and the Inter- 
coastal Lumber Shippers’ Association are very 
anxious to see that the eastern trade gets 
what is required, it is generally agreed. 
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John Badger 
lives on a rough 
little farm quite 
a way out of 
town. He came up out of the 
mountains of the South a good 
many years ago and bought the 
farm for $5 an acre, paid $50 
down and gave a mortgage for 
$350. John has kept the interest 
up pretty well, except a few 
years when he had to go to the 
World’s Fair at Chicago or do 
some other necessary thing, so 
his total indebtedness is not 
more than $700 or $800. In the 
meantime the value of his hill 
farm has increased until it is 
probably ten times what he paid. 
John thinks it isn’t right that 
farms out on the level prairies 
a few miles away should be con- 
sidered worth more per acre. He 
says this is because a poor man 
ain’t given a chance. 

John didn’t marry until he 
was thirty-five or forty, and he 
says he wouldn’t have done it 
then, only the Shorts were mean 
to their hired girl. Mrs. Badger 
is a rather haphazard lady and 
took a large view of the Shorts’ 
but she says she 
couldn’t bear to frustrate John’s 
big-heartedness when he came 
around with tears in his eyes to 
rescue her from milking cows 
out in the cold and cooking for 
five persons and sweeping that 
big house. Of course, she milks 
John’s cows when he owns any, 
and she does it out under the 
trees at the back of the shack. 
She cooks for John and the eight 
children, but then, as John says, 
it’s different when you’re doing 
for your own. She has her 
pleasures, too; goes barefooted 
in summer and smokes a cob 





meanness, 
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pipe and refuses to give a dang 
for what people say. 

John is a great reader and has 
quite a library of mail-order 
catalogs and such things. He 
got on the mailing list of the 
local lumber yard and was quite 
carried away with the great idea 
that building service is now so 
convenient that anybody can 
own a good house. He ’lowed 
he was as good as anybody, so 
he went down to see Wilkins, 
the local dealer, about this 
proposition. 


Now Wilkins knew 
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ties to the transaction, Wilkins 
tried tactfully to reduce the size 
of the project to a point in 
keeping with the Badger income. 
He suggested a very simple 
house that could be built for 
three thousand and that could be 
enlarged later on, and he made 
some reference to a mortgage 
to secure payment. When John 
got up on his ear, Wilkins re- 
marked gently that it wasn’t 
right to build a house that would 
cost more than the farm was 
worth. But John knows what 
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Neither John nor his missus give a dang what people say 


about the Badgers and didn’t 
care much for what he knew. 
But he is a good-hearted fellow 
and thought he’d strain a point 
if John really was in earnest, 
just to see if a house wouldn’t 
give the children a little better 
chance. It soon developed that 
John goes on the principle of 
getting a-plenty while you’re 
getting. He wanted a big house 
with a bath room; not that he 
wanted to take a bath, but these 
fixin’s the conventional 
things in a well-to-do farmer’s 
menage. To protect both par- 


are 





APARTOLRTTARTARRTILIRTA RT RGERT tT | 
PUUVAVIVUIVEAVEAVNA PE] (PALL, ll 
HLL UIRRenna | 




















John was strong for a house that would dazzle 


his neighbors 


he wants, and he can detect po- 
tential fraud a mile away. He 
wasn’t going to give a mort- 
gage. That’s what the city 
fellers hang on a farm when 
they want to take it away from 
a poor man. So he went away, 
but he was rather satisfied 
with himself, after all, since he 
had uncovered the trickery and 
lies in all this service idea. 


But John’s desire had been 
raised to the point of making 
a magnificent gesture of pros- 
perity, and it didn’t seem right 
to go home without anything to 
flourish before the Wikes, who 
live on the adjoining hill; so 
he stopped in at a little dump 
that calls itself the “Used-Car 
Mart.” Here a_ gimlet-eyed 
young man, greased to the eye- 
brows, saw him for what he was 
and sang the praises of a tuber- 
cular old Ford of the vintage of 
1914. Grand little car it was, 
built back in the days when they 
put real engines in _ jitneys. 
Cheap, too; only two hundred. 
John didn’t have the two hun- 
dred, but he imagined _ himself 
rattling home in glory under gas 
power. He looked out at his 
team and buggy. A man didn’t 
really need a buggy if he had a 
car, and there were a couple of 
old plugs and a mule at home to 
do the work. So an even swap 
was effected. Within an hour 


John Had a Sharp Eye for Crooked Lumber Dealers 


the gimlet-eyed 
youth had sold the 
horses and buggy 
for two-fifty, and 
John was wabbling precariously 
homeward in the ancient Ford. 
John was sober, but unskilled; 
and when the brakes failed on 
a steep hill he and his vehicle 
made an illegal entry into the 
adjoining field, came to a violent 
wreck against a tree and parted 
company. John alighted through 
the windshield and _ continued 
down the hill on his ear, covered 
with blood and distinction. The 
flivver caught fire and blew up 
in a roar of glory. Its bones 
still rest at the foot of the tree, 


John walked home in an ex- 
alted state, and he still talks 
of his marvelous adventure. He 
has never been heard to regret 
the loss of the team and buggy. 
Only a small soul would think 
of such things when they are 
merely the price of getting one’s 
name in the papers of the State 
and being pointed out in town 
as the hardy mountaineer who 
was blown a hundred feet into 
the air by a busting gas tank 
and lived to tell the tale. 

They say John’s oldest son is 
developing into a _ prominent 
bootlegger, so all seems well 
with the Badgers. But John has 
many a bitter word to say of 





His flivver exalted John 


the lying propaganda of the 
lumber dealers. When you pin 
them right down to it there ain’t 
anything to what they say. 
Anybody can have a house, in- 
deed! Why, the doggoned crooks 
want you to pay for what you 
get! Just the same old story. 
You got to watch out for lum- 
ber dealers. Crooks, every one 
of them. 
*Stoo bad. 
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Shows Early American Home Interiors 


The Metropolitan Museum of Art, in New 
York, they say, has reconstructed within its 
great building some authentic rooms from 
early American houses. This splendid in- 
stitution is doing its bit in fostering and 
preserving American art, and those of us 
who have. lingered in and about some of the 
fine old Georgian houses in New England 
and in the other Colonial States will ap- 
plaud the judgment that includes the work 
of those old craftsmen among fine art works. 
It isn’t quite true to say that these old houses 
were built without professional architectural 
service, for there were some remarkably able 
professional architects in the old days. One 
has to mention only Bulfinch, the designer 
of the Massachusetts State house, to make 
that point. New England is rather well 
sprinkled with his work, and apparently he 
sometimes designed doorways when he did 
not design the remainder of the house. 

But many of the earlier houses that are 
still preserved for their beauty as well as 
for their age were built by men who did 
not have the sort of training that a modern 
architect gets. These old joiners were very 
often ships’ carpenters, and the interior trim 
and rope carvings are reminiscent of the 
figure heads and cabin carvings of the sail- 
ing ships that carried the names of Salem 
and Marblehead and Portsmouth and Nan- 
tucket over the seven seas. In those days 
a ship’s carpenter had to know tools. What 
he made, he made by hand. The exactness 
and grace of the lines of a ship gave him a 
practical education in proportion and 
staunchness and use. Walter Prichard 
Eaton mentions having seen in an old book 
the statement that the early settlers, back 
in the sixteen hundreds, “encouraged the 
immigration of mechanics and other ar- 
tists.” Artists they were, these old fel- 
lows, and they made themselves artists by 
practice and by studying the things they 
made. They worked long and carefully over 
a rewel post or the carving of a mantel. 


Thi ahoi ‘ 


N.H. The stile and rail pancling is original woodwork, The pancled 
ceiling is unique in America, being of pine that has never heen painted, 


Court 


room is from a seventeenth century hedroom at Tran pton, 


They learned by practice the proportions 
that satisfied the eye, and the work they did 
in building houses and furniture endures 
down to our day as an inspiration and a 
guide. You can see it in the old eastern 
towns, and you can see it now in the Met- 
ropolitan. The museum has done wisely in 
assembling whole rooms; for the only way 
to see this work is to see it as the makers 
intended it to be seen—in place, in proper 
relations, ready for use. 

It is interesting to reflect that this old 
craft product has come down to us. With- 
out much doubt other work of a less pleas- 
ing character was done at the same time; 
made of the same materials, probably as 
strong, certainly intended for the same uses. 
It has disappeared; and one of the reasons 
it has disappeared is that the owners didn’t 
consider it worth preserving. There is no 
reason why a frame house built now, of 
lumber which is available in any lumber 
yard, should not last as long as did those 
old Georgian dwellings. When a frame 
house ‘‘wears out” in a few decades it is 
safe to guess that it was either jerrybuilt 
or that it was so poorly and unattractively 
designed that the owners did not care to 
keep it in repair. Habits of life change 
rapidly in these days, and restless human 


The Telephone as 


Most retail yards have telephones. These 
instruments have scores of uses, and pre- 
sumably few vards would be willing to do 
without them. I remember a leading yard 
in a small city where people were encour- 
aged to come in for all sorts of purposes; 
to get checks cashed after banking hours, 
wait for other members of the family when 
in from the country, meet friends and so on. 
It was a general clearing house of personal 
affairs. Naturally these persons made free 
with the telephone. This necessity of mod 
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This room from the Powell louse, 


house was Washington’s headquarters after the British evacuation, 


Museum of Art New York City 


beings are inclined to pull down old build- 
ings and to try again. But even in our rest- 
less days a truly beautiful house holds its 
own generation after generation. 

Apparently we are now in an era when 
some people, at least, are longing for the 
true simplicity and true beauty of domestic 
architecture such as gave the old Georgian 
buildings their stamp of genius. American 
architectural principles of every period, 
early and late, are being studied with in- 
finite care. Our needs are not those of the 
early Salem merchants, so we can’t simply 
duplicate their houses. But architects none 
the less, are drawing inspiration from this 
early handiwork. 

As our designers and builders approach 
the fine old standards they, too, produce 
houses that are cherished from generation 
to generation. They are finding themselves 
able, with their better knowledge of pro- 
portion and design, to redeem the less suc- 
cessful houses that have come down from 
a careless and hasty era. The book of re- 
modeled houses put out by the AMERICAN 
ILUMBERMAN shows how it can be done, and 
the unprecedented popularity of the book 
proves that thousands of people are inter- 
ested in this very problem. There is no 
good reason why thousands of unattractive 
houses that are still staunch of frame 
should not undergo this intelligent plastic 
surgery and continue for many decades as 
homes in which it is a pleasure to live. 


an Aid in Selling 


ern life is in such general use that just see- 
ing’ one is likely to recall to a person that 
he wants to talk to somebody about selling 
a horse or going to a dance or asking for a 
charity contribution. So when the dealer 
encouraged people to come to his office he 
was encouraging them to use his telephone. 
He wanted them to come in so that they’d 
see his display of paints and hardware and 
interior finish and so that he could talk to 
them casually about their building needs. 
But like all other dealers he got a good 























Philadelphia, was built in 1769. The 


and was frequently visited by him afterward, 
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many orders over the ’phone; and if his 
friends were using the wire they might 
block off some ready-made sales. It wasn’t 
long until he felt it necessary to put in some 
extra wires so that his distant customers 
wouldn’t find the line busy and call up a 
rival yard. 

We can all understand this. A_ person 
isn’t in a reasonably busy office very long 
until he is aware of the fact that an attrac- 
tive volume of business is done over the wire. 
In fact many dealers have told me they have 
steady customers whom they’ve never seen. 
These customers probably order coal in this 
way much more frequently than they order 
houses; but coal is not the only commodity 
ordered in this way. 

It has occurred to some retailers that their 
telephones might be of wider usefulness than 
just a means of receiving orders. They have 
been wondering if the wires might not be 
made a useful part of their advertising. If 
the ’phone is useful to the customer in buy- 
ing, why might it not be useful in selling? 

Most dealers have a mailing list of greater 
or less completeness and send to this list 
the printed materials furnished them by 
manufacturers. They send out circular let- 
ters and personal letters and house organs. 
It’s pretty difficult to tell precisely how much 
good these things do; but it is usually evi- 
dent that such publicity does swell sales in 
some way. If one shot out of a hundred hits 
the bull’s eye it is merely a starter. The 
effect is cumulative. We all know about the 
advertising value of one satisfied customer, 
and if our advertising brings us a customer 
whom we can satisfy he’ll continue doing 
publicity work for us long after the deal is 
completed. 


News and 


Advertising a State’s Resources 

Wicaita, KaNn., Feb. 2.—The fact that the 
eyes of the world are now centered on wheat, 
adds interest and gives increased effectiveness 
to a novel advertising souvenir recently sent 
out to lumber concerns all over the country by 
lL. A. Heckard, vice president J. W. Metz Lum- 
ber Co. A unique thing about this advertising 
novelty is that it is intended to boost Kansas 
as a wheat growing State, rather than directly 
to promote the interest of the lumber firm which 
sent it out, although the latter has incidentally 
received some very favorable publicity there- 
from. This interesting and unusual souvenir 
was in the form of a tiny sack of wheat, of 
the exact size shown by accompanying cut, bear 
ing on its front the lettering: ‘‘Greetings— 
Kansas Grows the Best Wheat in the World.’’ 
On the other side of the sack is lettered: ‘‘ Kan- 
sas produces more wheat than any other State 
in the Union, and is the greatest producer of 
hard winter wheat of any political unit in the 
world.’’ 

““You understand that out here in the ‘short 
grass’ country we raise lots of wheat and con 
siderable corn,’’ said Mr. Heckard. ‘‘ Also 
we have worlds of oil wells, in addition to 
jackrabbits and grasshoppers, but we also want 
everyone to know that ‘Kansas grows the best 
wheat in the world’.’’ 

These little sacks of wheat were distributed 
through the codperation of a boosters’ organ- 
ization known as The Kansans (Ine.), formed 
by « number of publie-spirited citizens for the 
purpose of making known to the world the 
preeminence of Kansas as a wheat producing 
State. The sacks and the wheat contained there- 
in were supplied by the organization named. 
Through its agency thousands of these little 
sacks have been sent out by merchants in various 
lines as well as individuals throughout Kansas, 
thus heralding abroad the prestige of Kansas. 

Most of the sacks sent out by the Metz com- 





A Telephone Call 


-places the customer at the manager's 
desk and establishes a relation of per- 
sonal service. 

-should be a clean-cut call for business 
purposes; the conversation should be 
guided by the person making it. 

—should create the impression that the 
particular customer is called on in a 
spirit of mutual interest and codpera- 
tion for the definite purpose of sup- 
plying his needs. 

—should submerge the personality of the 
caller because, to the customer, the 
caller is the yard itself. 

offers an opportunity to smooth out 
small differences and provide a ready 
source of first-hand information to 
the management. 

—should never be interrupted by “Wait 
a minute”; the customer’s card, with 
notation of his probable needs, should 
be on the caller’s desk. 

should be made systematically and 
regularly on those who have fre- 
quent need of your goods. 

should be regarded as an auxiliary to 
other sales efforts, as is advertising 
to personal salesmen. 











Some retailers have thought of the pos- 
sibility of helping along their mail advertis- 
ing by a judicious use of the telephone. It 
must be a judicious use, for people don’t 
appreciate being called up on what they con- 
sider frivolous grounds just on the chance 
that they might buy something. A _ tele- 
phone conversation is usually a_ personal 


usiness Ideas 


pany went to lumber manufacturers in various 
parts of the country, from whom the sender has 
received some very interesting Jetters of ac 
knowledgment. One of these came from Archie 
D. Walker, secretary of the Red River Lumber 
Co., Minneapolis, Minn., the greatest flour city 


in the world, where the importance of the pre. 


mier grain is recognized as perhaps in no other. 


THE BEST WHEAT 
IN THE WORLD 











Mr. Walker wrote: ‘‘This is a very attractive 
form of advertising, and the writer has taken 
this bag of wheat home to the small member 
of the family.’’ Another letter was from the 
president of the Edgeombe-Newham Co., Van- 
couver, B. C., manufacturer of red cedar shingles, 
who said: ‘*We thank you kindly for the 


chat about something of mutual interest to 
the two parties. So a dealer calls up a per. 
son and says, “Say, Charlie, did you get 
that stuff about automatic garage doors | 
sent you? I thought about you in connec. 
tion with these doors because of what you 
told me about how hard your car is to start, 
this cold weather. Yes, I’ve noticed you 
haven’t been driving much lately, and | 
wondered if you hadn’t laid the machine up 
for the winter. It’s a nuisance to do with. 
out a machine in winter. It’s a long ways 
down town these cold mornings. [I'll say it 
is. You can use a car all right if your 
garage is tight. Jim Brooks has put a little 
heater in his garage that doesn’t cost him 
much to operate, and he says his machine 
starts off without any trouble. Yes, these 
doors fit tight, and you can open and shut 
’em without getting out of the machine, 
Well, for that matter it’s a simple job to 
line the garage with wall board. Keeps it 
warm and makes it look ship shape. Come 
in when you’re down this way. We’ve got 4 
model set up, and you can see how it looks 
and how it works. Uh-huh, it is pretty cold. 
Weather bureau says its going to be worse 
before it’s better.” And so on. 

Some retailers use their ’phones to check 
up on parts of their mailing lists; see that 
people haven’t moved away, find out casually 
if the mail stuff has been reaching the par- 
ties and what they think of it and the like. 
It takes a little imagination and a little ca- 
pacity of putting themselves in the other 
man’s place. It can be done at odd times 
when nothing more important is pressing to 
be done. A telephone, like any other piece 
of equipment, is a tool. The job it does de- 
pends upon the skill with which it is used. 


for Retailers 


souvenir bag of Kansas wheat. It is certainly 
attractively gotten up and should prove of 
great value, not only in promoting the sale of 
the wheat grown in your country, but also 
have an effect in inducing the hetter class of 
farmers to settle there.’?’? The Louisiana Red 
Cypress Co., New Orleans, La., wrote: ‘‘ We 
received the little bag of wheat you sent us 
and want to say that it certainly is a novel 
idea.’? 

Among other letters of acknowledgment re 
ceived by Mr. Heckard were letters from the 
following lumber concerns: Luteher-Moore 
Lumber Co., Orange, Tex.; Pacifie States Lum- 
ber Co., Tacoma, Wash.; Shevlin, Carpenter & 
Clarke Co., Minneapolis, Minn; St. Paul & 
Tacoma Lumber Co., Tacoma, Wash.; Noll- 
Welty Lumber Co., Kansas City, Mo.; New 
begin Lumber Co., Tacoma, Wash.; Griswold 
Lumber Co., Portland, Ore.; Chicago Lumber 
& Coal Co., St. Louis, Mo.; George W. Bell, 
Omaha, Neb.; Weyerhaeuser Sales Co., Spo- 
kane, Wash.; Arkansas Soft Pine Bureau, Little 
Rock, Ark.; and E. L. Bruce Co., Memphis, 
Tenn. 

‘PEGGaeaeagaaani 
“Goes After’? Spring Business 

Detroit, Micu., Feb. 4.—The Strand Lumber 
& Woodwork Co. used page advertisements in 
the real estate and building sections of Detroit 
newspapers on Sunday, Feb. 1, to point out its 
facilities for immediate delivery of spring re 
quirements as the result of a ‘‘good buy’? of 
twenty-five carloads of white pine window and 
door frames for frame and brick veneer build: 
ings. 

Incidentally, these advertisements were util: 
ized to announce the addition of the two new 
yards of the company on the Seven Mile Road 
east of Mt. Elliott and on Division Road north 
of Warren by means of a map showing thelr 
location with respect to principal thoroughfares 
in this city. 

A coupon appeared in each advertisement, at 
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the lower right hand corner, reading as follows: 
‘‘Please have your representative call regard- 
ing prices, mé iterial and service covering : Rough 
lumber, interior finish, flooring, home, 2-flat, 
stores and flats.’’ T hese items were arranged 
in parallel columns with space for name and 
address below. 


New Retail Yard Open for Business 
PUEBLO, COLO., Feb. 2.—The Santa Fe Trail 
Lumber Co., a new concern, has opened for 
business at 234 South Santa Fe Avenue, Pueblo, 
under the management of Mrs. Lillian Kniffen. 
Mrs. Kniffen was for twenty years connected 
with the T. H. Foley Lumber Co., of this city. 
After Mr. k “oley’s death the est: ate fell to heirs, 
although Mrs. Kniffen through the courts tried 
to obtain or retain an interest in the firm. The 
courts, however, overruled her contentions. The 
new lumber company, therefore, is the outcome 
of the court’s action. extensive yards have 
been laid out, and commodious office building 
and store erected. The firm is backed by Pueblo 
capital and with Mrs. Kniffen’s experience is 
believed by local people to be certain of success. 


Makes Shed Walls Work 
LOVELAND, COLo., Feb. 2.—Reed Hayward, 
manager of the Loveland Lumber & Investment 
Co. here, believes in making the walls of his 
lumber sheds work for 
him. The accompanying 


Retailers’ Ads Stress Remodeling 

The AMERICAN LUMBERMAN subscribes to a 
number of newspapey clipping bureaus, which 
have instructions to send us all advertisements 
of retail lumber firms that come under their 
observation. As a result we receive a constant 
stream of advertisements clipped from loeal 
newspapers all over the country. This enables 
us to keep in touch with the trend and charac- 
teristics of the newspaper advertising being 
done by retailers. It is surprising and at the 
same time gratifying to observe the large and 
increasing number of retail lumber merchants 
who are emphasizing house remodeling in their 
advertisements. As spring approaches this 
trend is increasingly evident. Of a bunch of 
twelve adve rtisements just laid on the desk of 
the writer of this item, no less than five have 
as their main theme the remodeling or repair- 
ing of old houses. 

‘‘The building or remodeling you have in 
mind for this spring will give greater satisfae- 
tion if all the details are worked out ahead of 
time,’’ says the advertisement of the Hichel- 
berger Lumber Co., Norfolk, Neb. Hssentially 
the same idea is expressed by the Edmore Grain 
& Lumber Co., Edmore, Mich.; Farmers Lumber 
(‘o., Cook, Neb., and Bangor Lumber Co., Ban- 
gor, Mich., all of whom follow up their opening 
appeal with the statement that they will be 





photo proves that fact. 
Mr. Hayward is stand- 
ing in front of his 

Suild a Home in 
Loveland’’ sign. He is 
one of the live-wire lum- 
ber dealers of Colorado 
and last year was vice 
president of the Moun- 
tain States Lumber 
Dealers’ Association. 
Aside from the fact that 
he finds time to look 
after his own business 
he is active in the civic 
life of his city and sev- 
eral years ago organ- 
ized a boys’ band, which 


d 





he has looked after ever 
since and which is now 
one of the leading boys’ 
bands of the State, it 
having won several 
prizes in competition 
with other similar bands 
of the Rocky Mountain district. 
comssuamsene 
Company to Open New Yard 

LAKE CHARLES, La., Feb. 2—The Krause & 
Managan Lumber Co. (Ltd.) will open a retail 
lumber yard at Westlake, La. Several yeurs 
ago this company completed its timber cut and 
closed down its big saw mill and since that 
time it has entered the retail branch of the 
lumber industry. Retail yards are now being 
operated at Crowley, Jennings, Vinton and 
Dequiney. 

The opening of the retail lumber yard at 
Westlake comes as a result of greatly improved 
business conditions in the Westlake territory 
during the past year. The completion of the 
deep water channel to the Gulf will give West 
lake deep water. Recently a new oil field has 
been opened south of Westlake and Luke 
Charles, necessitating the opening of supply 
depots at Westlake. The Kansas City Southern 
and the Southern Pacific railroads are making 
extensive improvements at Westlake to take 
care of this new business. 

The annual meeting of the stockholders of the 
Krause & Managan Lumber Co. was held at 
the company’s Westlake offices last week and 
the following directors were elected for the 
coming year: R. Krause, W. H. Managan, C. M. 


Manag gan, Rudolf FE. Krause, W. H. Managan 
jr. 





Officers were chosen as follows: R. Krause, 
Peat W. H. Managan, vice-president; 

M. Mans agan, seeretary-treasurer; Rudolf E. 
Krause, assistant treasurer and W. H. Managan 
JF.) assistant secretary. 





Reed Hayward and his yard fence that 
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‘works’ 


glad to render assistance and = serviee. The 
Pauley Lumber Co., Seward, Neb., points out 
the increased beauty and durability of a niece 
hardwood floor laid over the old one. The addi- 
tion of porches, sun parlors, and remodeling of 
interiors, in order to provide more spacious liv- 
ing rooms and better arrangement, are also 
emphasized in many of the advertisements com- 
ing to our attention recently. 
SRR REBBAB: 

Texas Has Farm Building Boom 

O’DONNELL, Trkx., Feb. 2.—In a group of 
twenty counties in northwest Texas approxi- 
mately two thousand new farm homes are under 
construction, according to a survey which has 
just been made by lumber interests of this sec 
tion. It is the greatest building era ever known 
in this part of the State. For the most part 
the new houses are taking the place of two and 
three room ‘‘shaecks’’ which were built origin- 
ally as..makeshifts by new settlers. The im- 
provements are being made with money obtained 
from the enormous cotton crop. In many in- 
stances farmers were able to pay the purchase 
price of their land and have a good sum of 
money left over from the proceeds of the first 
year’s crop. Many new barns also are being 
erected. The building activities in all of the 
towns are unprecedentedly heavy and the de- 
mand for lumber and other building materials 
is causing dealers to place big orders with mills 
and wholesalers. Much new land is being made 
ready to be placed in cultivation for the first 
time this year and this calls for the erection of 
residence and other farm buildings. 

It is stated by lumber interests that much 


more building is going on in rural districts all 
over the State than ever before known. Even 
in the older settled localities a movement is 
gaining headway for replacing dilapidated farm 
houses with modern buildings. In the territory 
lying to the south and west of San Antonio, 
especially in the lower Rio Grande valley, many 
additional retail lumber yards have been estab- 
lished during the past few weeks and all of them 
are doing a good business. The ‘‘ big red barn’’ 
which was practically unknown in Texas a few 
years ago may now be seen upon many farms. 


What’s in a Name? 

Fame is said to consist partly in having one’s 
nume misspelled in the obituaries. Executive 
Manager J. H. Tregoe of the National Associa- 
tion of Credit Men, has achieved this mark of 
fume while still living. In recent correspond- 
ence his name has been spelled as follows: 

Fregone, Fregue, Hrego, Dregoe, Treygo, 
Trogoe, Trigo, Trigoe, Trugoe, Tregorie, Trege, 
Grigoe, Crego, Tregoen, Trego, Tregoes, Tregore, 
and Tregar. 

Saeaeaeaeaeaeaeaeaa 

JOHN G. SCHWARZ JR., of the Schwarz Bros. 
Co., Bridgeport, Conn., is quite enthusiastic 
about the value of exhibiting at county fairs 
and carnivals. Last fall his company exhibited 
at fairs ete. held in several of the suburban 
towns near Bridgeport, and Mr. Sehwarz re- 
ports that they received considerable business 
through this means, besides furnishing the pub- 
lie with a valuable edueational feature. Plans 
are being made to continue the activity, possibly 
in a somewhat more ambitious way, this year. 


Lumber Soccer Team Prize Winner 


DENVER, 
teum, 
soccer 


CoLo., Jan. 31—The Zip soccer 
considered the fastest aggregation of 
players ever gathered together in any 
one ¢lub in Colorado, has just added another 
enviable reeord to its many previous successes. 
Out of twelve games played this season, it 
rounded up the long end of the score eleven 
times, thereby winning the Jenkinson cup for 
the second year in succession. The Zip team 
is under the able management of Henry C. 
Fildes, connected with the McPhee & MeGinnity 
Co., and is composed largely of employees of 
that firm. 

That these lumbermen know the gume was 
shown at the Western Stock Show at Denver 
recently when, for the first time in the West, 
indoor soceer was tried, and the Zip team earried 
off the silver cup donated by the Stock Show 
Association by defeating suecessively the Wood 
men of the World, the Colorado Athleties, and 
the Fitzimmons General Hospital teams. Be- 
sides these victories, the Spalding loving cup 
was awarded to Fildes’ fleet soccer players for 
winning five out of six games and tieing the 
sixth score. Thus, within the brief period of 
one season, the Zip team has won three silver 
cups from a list of formidable opponents. Man- 
ager Fildes has planned a trip to New Mexico 
in April to play a series of games at Raton ana 
Dawson. 


Prizes Offered for Forestry Essays 


ELIZABETH, LA., Feb. 2.—The Louisiana Mill 
Managers’ Association, in an effort to familiar- 
ize the growing generation with the importance 
of timber and timber growing to this section, 
has offered prizes to sehool children for the 
best essays on ‘‘ Forest Fire Prevention.’’ 

S. M. Lee, general manager of the Industrial 
Lumber Co., here, has been made chairman of 
this contest for a distriet comprising Caleasieu, 
Beauregard, Vernon, Allen and Rapides par- 
ishes, which takes in the famous Caleasieu belt 
of longleaf pine. 

Each parish has a local chairman, and notices 
have been sent to the superintendents of schools 
in each parish, asking them to bring the matter 
to the attention of the local schools. 

The prizes in each school are: Best essay 
from a high school student, $10; and for second 
best, $5; for the best essay from a grammar 
school student, $5, and for second hest, $2.50. 
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National Production, Shipments and Orders 
Wasninaron, D. C., Feb. 2.—The following stutistices were compiled by the National Lumber Manufacturers’ Association: 
Softwoods: Production i t 
; Week ended 1925, Jan. 24; 1924, Jan. 26: 1925 1924 ose iene 1924 1925 wail 1924 
Southern Vine Association . 70,687,008 78,259,094 67, 107 400 91,007,916 72,369,900 87,514,659 
West Coast Lumbermen’s Associ: ition. . . 102,517,163 103,564,537 104 1062, 792 114,078,614 91,196,654 113,635.44] 
W estern Pine Manufacturers’ Association 17,645,000 17,452,000 29,817,000 27,241,000 25,943,000 28,800,000 
California Redwood Association 9,272,000 8,724,000 7,284,000 8,801,000 6,539,000 8,013,000 
North Carolina Pine Association. . pe edwe ga 8,044,264 7,597,289 7,405,889 $075,694 7,973,600 8,539,000 
North: rm Hemlock & Hardwood Manufacturers’ Associntion. 3,101,000 1,071,000 2,577,000 1,505,000 2,283,000 1,595,000 
Northern Vine Manufacturers \ssoclation 5,248 ,000 6,379,500 8,830,000 7,786,300 8,637,000 12,548 000 
Totals, one week _. 216,514,435 223,047,420 227,084,081 958,495,518 14 261,245,091 
Four weeks: 1925, Dec. 27 to Jan. 24; 1924, Dec. 29 to Jan. 26— oe peer ikea — 
Southern Vine Associ: ition... dS er led Glinece ok 5 ee acer ans A 273,143,216 275,367,977 249,906,846 310,907,181 263,510,664 345,575,085 
West Coast Lumbermen’s Association . 358,708,769 357,198,413 377,629,792 360,317,564 336,614,426 394,781,398 
Western Pine Manufacturers’ Assocjntion..............0.0.0-00005 58,801,000 58,550,000 101,381,000 $4,776,000 90,253,000 124,725 000 
Califor nia Redwood Association. .. .. 30,798,000 29,778,000 25,123,000 28,488,000 31,555,000 31,395,000 
North Carolina Pine Association 55a . Blecat Wi AS . 23,999,939 22,352,996 24,794,122 24,230,179 22,630,898 36 382,000 
Northern Hemlock & Hardwood Manufacturers’ Association 11,280,000 ob 101,000 9,417,000 5,948,000 7,985,000 $/073,009 
Northern Pine Manufacturers’ Associntion . 21,318,000 5,603,900 32,166, 200 7,906,900 29,657,000 56 6,281,000 
Totals, four weeks...... 7 = ; 778, 048, 924 a 952,286 820,417,96¢ B42 573 &2. 782,20 ‘ 212,419 
*California White & Sugar Pine Manufacturers \ssociation four is ; _ sesinciiaiaets aeaseands sida 
w eeks eee G2 igi a Spa deierd eel Bsean ate KAS eee Sis: ais ave oie GR 19,712,000 13,075,000 46,017,000 37,030,000 46,388,000 eee 
Week ended ‘Jan 24 Be oti ‘ os» 9)207,000 841,000 9,122,000 3,655,000 9,700,000 731 000 
Hardwoods: 
Northern Hemlock & Hdwd. Mfrs.’ Assn, 4 weeks, : . 21,019,000 13,715,000 13,091,000 9,193,000 11,751,000 13,552,000 
*Not included in general totals; represents 23 percent ¢ “ut in region, i 





Hardwood Institute’s Stock Report 








MrMpPHls, TENN., Feb. 2.—The Hardwood Manufacturers’ Institute has compiled from reports of 182%; units the following data as to stocks 
Jan. 1: Eastern Territory,* 45 Millst Southern Territory* 13724 Mills; 
Unfilled Unfilled 
Species Dry Green Votal orders Species Dry Green Total orders 
rene 1,565,000 802,000 2,367,000 411,000 Ash sees 13,895,000 4,571,000 17,966,000 6,192,000 
Basswood 3,907,000 2,448,000 6,355,000 1,158,000 Sasswood 49,000 39,000 SS,000 sip sceatitaae 
Beech 1,628,000 1,517,000 2,945,000 $45,000 Beech 1,622,000 1,163,000 2,785,000 988.000 
Bireh 194,000 378,000 572,000 “2) ,000 sirch ‘ 6,000 19,000 25,000 10,000 
30x elder DUO i @ bese a00:8 oS | ee box elder ROO. A asnlewss sm 1,000 
Buckeye 487,000 274,000 761,000 142,000 BRRIRRL GEN AB rhs. 90S! ersial ree ARVs wee RR ee ee ee OE a RE 
Butternut 121,000 36,000 257,000 30,000 DAMIR RERNENG hy vivcciior yy. athe ance suerohe te viaten ere nachen eae ease ona 
ORME cece ccs duds. Oe epeee Cheba Phads. ae Sgemen —ee le wees MRE 50S 5 as weg. kara 8 Soe Fh il OE eee 3,000 
Cherry 161,000 59,000 1) ,000 54,000 OTRO GIY ois dense oie LIGOOO! © ci otecscs ese 11,000 
Chestnut 9,249,000 9,264,000 ,000 4,669,000 Chestnut | ee 3,000. 
Cottonwood 8, oe Figg Oe ore Cottonwood «2.2.4 ...¢.. 16,986,000 8,934,000 25,920,000 1 1; 207, 000 
Cypress _ 1,414,000 2,481,000 5 ‘000 239,000 NAVAN rn bs. 5 Vinee eae ok 29,024,000 20,271,000 49,295,000 4.272 ,000 
Elm 311,000 152,000 ,000 34,000 MERION ie relsnciars b Siacseaiaalces ton 15,340,000 6,008,000 21,348,000 281 000 
Gum .. 3,032,000 2,653,000 5,000 2,046,000 Gum ..............++121,155,000 88,049,000 209,204,000 58,631,000 
Hackberry B00: * bcs eee | OO Hackbe Try Sei eee 511,000 226,000 737,000 $5,000 
Hard Maple 2 269,000 1,684,000 ,000 581,000 SNS. cclovisws agen. eeu cateey scutes 
Hickory 746,000 488,000 ,000 45,000 illo (C1) 2 gilli i eee 1,601,000 992,000 2,598,000 392.000 
PM sj cseesicrseias c0tubeehs Sieh elheas Vesheebies Waeaaaunyen Co , RES PE «Tee 14,000 
Locust 42,000 16,000 OU opis tana ters. eitcie Locust RE Soke 225,000 94,000 317,000 : sear 
Magnolia 50,000 3.000 53,000 <6. wee ee BEGOTIONM 6 os. bo a bas 3,345,000 1,463,000 4,808,000 1,824,000 
Oak 28,511,000 25,733,000 92 .244,000 10,572,000 RO iS @red Scans ieee rate 97,196,000 78,303,000 175,499,000 $2,452,000 
PR og ia eee eds & ee Fale weak CO ee Cr ee Pecan 616,000 437,000 1,055,000 336,000 
Persimmon 12,000 1,000 15,000 att Persimmon «......+.36 10,000 7,000 17,000 RPE 
Poplar 135,402,000 10,257,000 25,659,000 1,430,000 RAMEE 66.6 s.050 vain ein be 7,900,000 2,155,000 10,055,000 2,538,000 
RARER: eek eee abaeRs «SOE esieis icc. Glance Rerens S| ree MINN Se vas ccasera rel , 1,000 Grnsecaras eats 
Soft Maple 510,000 228,000 738,000 177,000 GEE DEIMO 6 osc meee 3 416, 000 1,901,000 5,317,000 2,399,000 
Sycamore 100,000 !Y OOO RO <s ev erscee pec ecs PORCINE ie. se ooo. oly ace 3,453,000 1,474,000 4,927,000 1,019,000 
Walnut 468,000 121.000 589,000 584,000 ME Nincoveweayes 36,000 21,000 57,000 + 
OMG go ccc Cae Saa, CeCe. ‘SAME AeR eS” seeker eee Coie: cel, ee 1, 477,000 1,167,000 2,644,000 453,000 
Mixed Hardwoods 508,000 2000 760,000 64,000 Mixed Hardwoods 5,283 1000 1,365,000 6, 646 ,000 428,000 
68,715,000 56,776,000 = 125,491,000 26,477,000 322,677, 000. 218,657,000 54 34, 000 141,447,000 


*Dividing line between “Eastern” and 
following the Louisville & Nashville to New 


¢Unit equivalents are: Single band, 1; with 


“Southern” 
Orleans, 





e es 
California Pine Sales 
San Francisco, Cauir., Jan. 31.—For the 
period Jan. 18 to 24, the California White & 
Sugar Pine Manufacturers’ Association reports 
sales as follows: 


California White Pine Mixed Pines 


Feet (ommon 7 
Nos. 1 & 2 clr. 360,000 Oe eee 358,000 
CG eplect ....«. 438,000 NO. Bio. 5% 295 SUZ 000 
D select. 2.00. 270,000 Oe Bivsns<con 531,000 
No. 3 clear.... 208,000 a re 5,000 
Inch shop ... 99,000 No. 1 dimen... 633, 000 
No. 1 shop.... 277,000 No. 2 dimen... 58,000 
No. 2 shop.... 956,000 Timbers ...... 7,000 
No. 3 shop.... 542,000 ISAtGONS «..5.2%% 15,000 
D&btr., short.. 1, 000 Tank stock.. 3,000 
Shop, short ... 25,000 Beveled siding- 
Std. 1 & 2 clr. 11,000 Lin, ft. 
D&btr., std. .. 5,000 _ BE. Sng we 187,000 
Std. No. 3 clear 30,000 $C .........-. 161,000 
Shop, std. ..... 69,000 E osc ecieneees 33,000 
Panel, % and White Fir 
all widths -. 14,000 Feet 
Panel, % and C&btr. ........ 33,000 
all a ny 1,000 No. 3 com. & 
Sugar Pine a wig Siiaie waists sone 
eee 6 ‘ No. common. 126,000 
ype dn 2 clr. Ena No. 1 dimen... 87,000 
Ue 12,000 Douglas Fir 
No. 3 clear. 308,000 Feet 
Inch shop .... 9,000 SC 86,000 
No. 1 shop.... 369,000 4/4 and a. w.. 65,000 
No. 2 shop.... 309,000 5/4 & 6/4, a.w. 77,000 
No. 3 shop.. 36,000 Ties & timbers 30,000 
D&btr., short. 20,000 PPUTTION. i siissecce's 186,000 
Nos. 1 & 2 clr., Cedar 
ag ees ae wig h Miscellaneous.. 164,000 
0. 8 cir., etd... : Export 
Shop, std. ..... 34,000 Australian 30,000 
Box Lath 
Mixed pine— Mixed pine 
4/4 all widths 188,000 s (ee es 920,000 
5/4 & 6/4, all MO? Se casinseas 190,000 
widths -- 920,000 DUDEND cece oe 5,000 
B74, BoM sciwce 00,000 Bohs acigaateis 50,000 


resaw, 114; 


from Chicago following the Chic ago & Eastern 
west of this line being ‘‘Southern” territory. 


band, 2; with two resaws, 233; triple band, 3; 


territories is a line Illinois to enaneltie: 
Lua., all points 


double 


Ind., thence 


circular, ¥%. 





Bureau of Census Delivered Prices 


WaAsHINGToNn, D. C., Feb. 2.—The Department of Commerce has secured through the bure:u of 


the census the following prices, per thousand for lumber items and per hundred square feet 
for shingles, as the average paid Jan. 1 by contractors for building materials delivered on the 
job, these being selected from the complete list. 

Common Flooring, 1x4” Shingles, Extra 
No. 1 Dimension, Boards 0 to 16’ Clear, 16”, 5/2 

$1S1E, 2x4—16’ Southern Douglas 

Southern — 1x6” pine fir Red 

pine No. 1 “cd eS. NO. 2 Vie. cedar Cypress 
BRMERODOEL ~ <5. cb ve Weaken $45.00 sears $ 56.00 $ 90.00 $6.30 $7.20 
RED nea done wie eee ey eee 43.00 $43.00 50.00 99.50 6.00 ae 
RAR INEN NT 251s ainvgrwtar Rate wR ete 45.00 46.00 40.00 110.00 ave 6.00 cee 
REN Saenger sopese nee er atae 55.00 60.00 50.00 85.00 $115.00 6.75 oseee 
OR had, ceria ee 50.00 55.00 nee 115.00 90.00 6.00 6.50 
ES oh Ee oat, emt nm? Rete 45.00 43.00 40.00 96.00 94.00 Coe sense 
Se MMII EIE 5 5, deshchici dy araytanh ae eee iis 43.00 41.00 83.50  datars 5.00 6.95 
SSUPSTURCREN, oki 6.6 Sas. 9.6.01o ow mere 000 OD 53.00 51.00 105.00 105.00 5.80 seer 
BREEDS | Gracg sirname aisle eoele es 45.00 43.00 48.00 90.00 85.00 6.00 nas 
EDD, ccc s eae oers bao eee 47.00 47.00 ae 90.00 80.00 6.50 6.50 
DDONVIET: ois isin.ss Fan cede. e wap omnes Mhawe 40.00 39.00 110.00 75.00 5.00 sees 





North Carolina Pine 


Feb. 2.—The North Carolina 
makes the following 


e es e 
Oak Flooring Statistics 
The Oak Flooring Manufacturing Association 
has prepared the following statisties for the 
weeks ended as shown, and comparative periods: 


NORFOLK, VA., 


Pine Association analysis 


of figures from forty-eight mills for the week 


, ended Jan. 24: . 1925— Production Shipments Orders* 
——Percentage of——— is q+ 42 00 . 000 
Production Ship- | Jan. q0e0 067,000 S,896;000 5122.00 
Production— Feet Normal® Actual ments De 99. 94. te cote Bs ao oh 
Actiial 9.4... 8,661,889 69 ag A a ae _ 
Normal .....12,576,000 Jan. 17, ’25....23,495,000 19,628,000 15,534,0 
Shipments 7,479,181 60 86 sae Dec, 31, '23, to 
anders aoe 31276600 66 96 110 Jan. 19, ’24....16,518,000 17,378,000 24,201,000 
*“Normal’ is based on the amount of lumber Thirty-five mills. Thirty-five mills. 
the mills would produce in a normal working day. d ; i 
As compared with last week, there has been an *Orders booked for the week ended Jan. 1}! 


increase of 
were 


~ ° : t 
were 15 percent under production, and shipments 
were 17 percent under production. 


28 percent in orders; last 


reports from only 42 mills. 


week there 
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Record of Direct Sales of Douglas Fir 
Se\TTLE, Wasn., Jan, 31.—Direet sales of Douglas fir from Jan. 19 to 24, inclusive: 
> 
124 —Sales —— Prices ——Sales—— —————__— Petees = 
14,650 Vy tlooring No Feet No. High Low Spread No. Feet No. High Low Spread 
35,441 | is, (eer 6 56,000 4 $55.00 $51.00 $ 4.00 Drop siding, 6” ne 
10,000 Be ch idan aneeee 65 304,000 7 50.00 44.00 6.00 No. 2 and better .......06.. 61 347,000 8 $39.00 $32.00 $ 7.00 
13,000 AY EM er Cem 37 252,000 7 37.00 29.00 8.00 GINGA gicweus sc cevnaiensactee is 20 147,000 8 31.50 25.50 6.00 
39,000 “"S g, flooring— : ee No. 1 SIS x m 2 aren as : 
15,000 4” No » and better 24 236,000 7 32.00 26.00 6.00 BO ivi cen daidees ee eT ( 250,000 7 20.50 16.50 4.00 
18,000 OG NNSA ee : 14 133,000 6 29.00 22.00 7.00 to Coieee ad Pa Soha eed eas dale ws 14 59,000 6 21.00 18.00 3.00 
lates /No. Zand better |. 19 62,000 5 40.00 34.00 6.00 Dimension - wie pe: i‘ 
15,091 No. 3 ; 5 25,000 4 33.00 27.00 6.00 y-> gimme | ot Lae PE ene i3 360,000 8 19.00 15.00 4.00 
Stepping tied wad casroneiess 70 = -251,000 = 820.50: 16.50 4.00 
5,083 No. 2 and better. 15 $8,000 6 67.00 57.50 9.50 \). 2a ars eee §2 156,000 S 21.506 17.50 £.00 
$1,325 “Finish ni Nine ccntene 11 78,000 7 21.50 18.50 3.00 
25-000 9.10" ; : ; 11 22,000 5 60.00 56.00 4.00 a ie RO. Bee oan carne we IS 45,000 8 oo 00 20.50 -50 
45,000 | and base 1? 16,000 3 65.00 62.00 2.00 26-32’ 7 14,000 3 .50 24.00 2.50 
32,000 “Ceiling, 4x4” Lath , : oie , 
73,000 No. 2 and better 66 372,000 10 33.00 26.00 7.00 i a. oul ee te Sete a saataeas 15 411,000 8 4.05 2.75 1.30 
$1,000 No 3 ak 31 280,000 6 23.50 19.50 4.00 CE 5 peas cones 2 40,000 2 4.95 4.50 45 
— . Ww . 31, 1924, tl bout 40,000,000 feet 1 
ol, 1924, rere was about 40, A ee ess 
31,006 The West Coast Review estern Pine Summary on hand than at the same time in the preceeding 
Day y is ° raar 6 ne Ora <« : Poe } IX PASS 
: SEATTLE, WASH., Jan. 31—For the week PORTLAND, Ork., Jan. 31.—The Western Pine — YC8?- Sales are about 8,000,000 feet in exces: 
eis ended Jan. 24, 117 mills report as follows to | Manufacturers’ Association summarizes as fol of output. 
—. the West Coast Lumbermen’s Association : lows reports for the week ended Jan. 24 from 
Production ...102,517,163 thirty-six member mills: Hemlock and Hardwood 
Shipments 104,062,792 14% above orders _ Percentages of 
tocks Orders .....-- 91,196,654 11% below production ; Ship OSHKOSH, WIs., Feb. 2.—-The following is a 
Shipments— gig tg eee Ba ee fut ments “summary, for comparative purposes, of figures 
: ) Dae, eo, 
ifilled Water delivery: 59 920.161 Actual er 17,645,000 is to the hardwood and hemlock movement sup- 
ders Scoort pee "* 16960597 Shipments 1,134 29,484,000 168.08 plied to the Northern Hemlock & Hardwood 
Export ocee , suds e _ ie liveries Boe . : . 
2,000 Wares water 6486) 19,789,758 | Local deliveric Racteans tats Manufacturers’ Association by twenty to twen- 
2.000 Werth IGP) CAUSA. «css vo nsncemens 19,350,000 otal ...<.-. 29,817,000 ty-five firms that ordinarily ship about 30 per- 
0,000 Local auto and team de liveries 4,923, 3,034 Orders— cent of the total monthly shipments reported 
; Canceled .. 16 416,000 to the association by all members, and shows 
Tots nts of , ers, ¢ 
sjovaneMsstbaibill 104,062,792 New* 985 25,610,000 averages for November December and year 
New business— On hand... 4,347 113022000 147.02 87.01 Sauk ‘ : ete aa ; ie 
Water delivery: +Car basis is 26,000 feet. *Local sales included. 1924, also weekly figures for January: 
Domestic : 20, 7%. 36 OF peas agit paella 7 Pca A po mee Hemlock 
wees. Sanort oye ce “944.459 S were 118.12 perce oO 10se of previous week, — 7 oe ‘ hj nts ‘ders 
2 O60 Total water (39%) .. ... 35,428,620 showing an increase of 3,562,000 feet a 5 A —ce Cut Shipments Orde1 
1.000 tail, 1,695 carst... 50,850, 000 November .... 2,746,000 2,830,000 2,249,000 
51.000 Local aute and team ‘deliveries 4,923,03 n - a December 3,555,000 2,416,000 2,312,000 
5,000 ———- Northern P Sta cs oo” apenas 2°928°000 2°432,000 1,908,000 
tay Total new business 91, 196, 654 or e ine tisti Jan Satclecaa ea 20 3,164,000 2,232,000 1,933,000 
2 000 Unfilled orders— MINNEAPOLIS, MINN., Feb. 3.—The northern — a ale ad ru ? 348 000 ya apy 
. awe 9 . . . » Geawls Bbccvsssene e hy ° o,ot?, 
cng — cargo ant aaa pine output is falling short of the amount actu ee 22 37828'000 2°836.000 2'443,000 
upon Rail, 5.313 carst ‘159°390,000 | @lly shipped, according to Walter Ellinger, Hardwood 
5,000 - | secretary Northern Pine Manufacturers’ Asso- Weekly averages 
6 DOC Total unfilled orders..........see. 407,267,398 niant?: T ‘ 9, 91 2128 po eed November a 2,072,000 3,612,000 3,334,000 
vive iar basis is 30,000 feet ciation. Up Pie Papo 24, 21,318,000 feet was | December | 2'952'000 31287;000 3;321,000 
8,000 cut, while 32,166,200 feet was shipped and een .. 3,598,000 3,154,000 2,908,000 
aye , . 29,657,000 feet ordered. There exists today a Waitt Boewcawas 20 4,198,000 2,818,000 2,435,000 
9, ey eee Bt , pee : evn (po SS | Sees 17 4,378,000 2,834,000 2,183,000 
9,000 California Redwood Data ) — = ei age gg - Aes a sit | omnes 21 5,614,000 3:514:000 2°396.000 
apes ine, eomparative figures disclosed. ec, ’ 22 6.328.001 d ‘ ( 
53,000 San Francisco, Cauir., Jan. 31—The follow- I es BEM, Shee scasees 2 6,328,000 4,104,000 4.910.000 
8,000 ing information is summarized from the Cali- 
7.000 fornia Redwood Association’s report for the e @,°0 
fame | week ended Jam, 243 | ews OF Forestry Activities 
Redwood- White | ° 
No. of Percent of wood | . ° . P ‘ , 
mailte Feet production Pacific District Foresters Convene the taking care of the camping demands whieh 
Production .... 15 9,272,000 100 1,927,000 ° : ; ‘ mo, ; ure constantly increasing in such a way that 
Shipments ..... 15 7,284,000 80 1,344,000 PORTLAND, OnE. Jan. 31. agg vt la prevention of fire may be looked out for, and 
Orders | Supervisors in the north Pacifie district, com- ' —— shag 
: feceived .... 15 6,539,000 70 2 1284, 000 | prising the States of Oregon and Washington, - pet gp ges Ale tise ON yarn St 
uof | ( 2 ( 2 000 | - ’ » m s dieeneas yO = 
feet ptlnccmeahias 7? eee 6, | met in conference here at the district foresters’ — f a wid ee apes = ee 
t | Detaled Redweed Oldtribution Her Week offices, Jan. 26 to 29, inclusive, and discussed plans for the observance o orest Protection 
—— wary Orders plans for the year’s activities in national ba April 19 to 25, ae M.G 
Northern California* 3,296,000 2,749,000 a eats pees ae ' : ; : The meeting was in charge of C. M. Granger, 
Extra southern California’ 1,489,000 1,619,000 forest, work, It —— the first meeting vn this the new distriet forester 7 ‘a 
5/2 Western+ ......... 104,000 25,000 kind in this district since 1923. The meeting : a a ; : F 
beeing eae e 1,649,000 1,410,000 was essentially informal or roundtable and _ Several forest officers not connected with this 
ooo savers 736,000 dealt with operation, forest management, graz — hye _—— namely: Assistant For 
ypress 728 539.000 | ing, lands, and saltie velations. ester, Will C. Barnes, in charge of grazing, 
$7.20 : Beck 1,284,000 ager : = Washington, D. C.; District Forester C. H. 
oe North and south of line running through San The part of the meeting devoted to ‘‘ opera- Mory. ¢ Assist: istri Yorester 
+ Luis Obispo and Bakersfield. ats t 1 : ; . Flory, and Assistant District Forester M. L. 
here +¥Nevada, Arizona, Oregon and Washington. tion cen ered on protection against fire, deal- Merritt, of the Alaska District, and Ek. C. Man- 
6 50 All other States and Canada. ing in detail with the traiming of the short-term ning, forester in charge of forest management. 
sea or temporary fire force; the recognition of Provincial forestry ‘office, Victoria, B.C. 
6.95 fire hazards and fire emergency seasons and the 


| 
| 
| 
Nati i | 
oe ational Analysis | making of detailed advance plans to handle Asks B Fire P : 
6.60 Wasninene D.C. Fel The National | such emergencies. Under ‘‘ forest management’’ sks better Fire Frotection 
SHINGTON ee , : : : See 
seen NGTON, VU. ., Feb, =.—ihe National | the discussion dealt with two main lines: (1) ee Mob. 3 ee ee 
Lumber Manufacturers’ Association has issued pe P 3 p NEW ORLEANS, La., Feb. 5.—Aeccording to an 
Se nee : ; Sg eee te he Che proper fire fighting equipment which should stimate by » State forester ished ; 
he following analysis for the period ended Jan. | f estimate by the State forester, published and 
B anatysis Tor the perlod ended Jan. | be required of operators on the national forests; y sai ‘orestry Associati 
B “4, orders and shipments being shown as per- | ay "Tas sees cae one '85 approved by the Louisiana Forestry Association, 
centages of production: - | and (2) the preparation and scope of ‘‘forest about 1,300,000 acres of forest land in the 
jation ' Suctne Seitens | Management plans, which would look toward — [,ouisians uplands, and 800,000 acres of hard 
r the Week Ended Wks. Ended | the continuance of timber production. wood swamps, cypress brakes and marshlands, 
riods: ~ PP pe 2 Or- gy | Under ‘‘grazing,’’ the plans for the proper were burned over during 1924. The monetary 
ait ( . - - . > . ° 
i Associations et Pi pot 29 rs Se ete | use of the national forest resources were em- losses ure estimated at about $10,000,000, this 
rders woe Pine ~. 329: -85. 102 91 96 | phasized, having for their purpose the turning presumably including damage to seedlings and 
Wes ~ - » 4 ° e , re, nn . ° a 
yo West ae We ae i oan ba one | off of livestock in the best possible physical young timber. The forestry association argues 
0 e ._ ae 36 169 7 2 153 | ys : “ge aa ; > the : 
22, California. Pines*: °°’ 11 174 185 233 ans ; condition with the proper use of this forest that much of this damage could have been 
04 08 <ilifornia Redwood, in  % 71 82 103 resource. ‘‘QLands’’ dealt, first, with the ques- avoided if the forestry division ‘‘had pos 
oF,UV aT » an Py » . . . . . > . 
No, a a ne as +a se 94 | tion of land exchange, which is coming to pe sessed an adequate number of fire observation 
) so i 77 iy ; . : ; er . . : P 
01,000 Northern Pine eels ‘an 165 151 asa | an important part of the service’s land bus- towers and _ sufficient fire-fighting equipment, 
te ee ae | iness. Second, with the preparation and carry-  patrolmen and guards for forest fire prevention 
‘ *Represents 2: 37 105 101 107 103 | ing out of recreation plans which have for their and suppression.’’ The timber severance tax 
. ese ee ' ) c | eye . . . . 
an. 2 +Includ «3 percent of cut in region. purpose the deciding in advance what areas produces about $400,000 per year, of which 
ments , ides hardwoods and softwoods. | ° z ‘ 7 . ' ee 
Last week there were reports from 392 mills, | are best suited for this purpose, more especially $60,000 is allotted to the forestry division. 
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| A Service Enabling Dealer 


s to Double and Treble Their Sales 











Of all the words in the English language in 
commercial circles, probably one of the most 
abused is the word ‘‘Service.’’? Dealers as well 
as manufacturers glibly talk about service with- 
out even knowing what the word means so far 
as performance is concerned. 

The word has therefore fallen into disrepute. 
Dealers us well as consumers alike look askance 
upon its use in many cases. The service has to 
be apparent before they will believe it exists. 

Well, now, I have a real, honest-to-goodness 
story of service. A story of service that should 
double and treble the sales of every red-blooded 
dealer who is alive to ways and methods of 
increasing his sales and profits. It isn’t a serv- 
ice founded on bunk. It isn’t a service that 
exists on paper. It is a service that any dealer 
can muke deliver more dollars into his till. 

One dealer who has already seen this new 
and distinctive service said—‘‘There is a man- 
ufacturer who has quit selling wallboard in order 
to sell more wallboard.’’ That is a paradoxical 
sentence, but I’ll tell you what it means. 

This manufacturer has realized for years that 
in order for his dealers to make larger sales 
it is necessary to sell a service along with the 
product—to forget the size or number of imme- 
diate orders. In other words this manufacturer 
has come to believe that he is not merely selling 
a product. He is selling the use of the product 
in terms of happiness which it will bring to 


those buyers. No one buys a stove merely be 
cause it is a stove. He buys it for the things 


he can cook on it, for the heat it will give, or 
for the benefit it will bring in the form of happi- 
ness and satisfaction. 


New Keynote in Modern Merchandising 


Therefore this manufacturer has perceived 
the necessity of selling the use of his product 
rather than the product itself. He has struck 


au new keynote in modern merchandising. And 
I have been so much interested in this slant 
on modern day merchandising that I have asked 


even before the service is 
announeed, to tell the readers of the AMERI- 
CAN LUMBERMAN about the Upson Blue Book. 
It is a revolutionary and startling attempt 
to cooperate with the retail lumberman. No 


permission, formally 


other manufacturer of building material, I be- 
lieve, has attempted anything on so large a 
seale! 

Here is the story: Wallboard is a compara- 


tively new product. Its sales have been in 
creasing rapidly in the twenty years it has been 
on the market but not nearly as rapidly as they 
should have, although the inerease of something 
like twelve hundred times in a decade is going 
some. 

The growth of wallboard would have been even 
more rapid except for two conditions. First, as 
in every new industry the suecess of a few man- 
ufacturers has induced many others to rush in 
with untried and uncertain products—products 
made without the experience or equipment neces- 
sary to produce satisfactory installations, which 
has caused a prejudice on the part of many 
dealers, carpenters and consumers. Second, be 
cause wallboard is a comparatively new product, 
carpenters the country over have not known 
how properly to apply it in order to get attrac- 
tive installations. Carpenters have used narrow 
lattice strips which have been stained in some 
cheap contrastive color. The average wallboard 
interior has therefore looked cheap and un- 
attractive. And in many eases I find that the 
dealer hasn’t been able to assign the real reason 
for these poor installations which, in turn, 
caused a prejudice on the part of the public 
against wallboard, because of the paneled walls 
and ceilings. 

I know from my experience, however, that 
nothing is more beautiful than attr: uctive and 
well designed paneling. It is a scheme of 
decoration as old as art itself, dating back to 
Greek and Roman times and used in eve ry period 
of decoration from the early centuries down 


[By An Observer] 


to the present time whether the material be 
marble, steel, plaster, wood or wallboard. 

The manufacturer [ am referring to realized 
this prejudice against wallboard on the part of 
4a small percentage of dealers, carpenters, and 


the public. He set out to determine a definite 
reason for that prejudice. The result is the 
startling and amuzing service that I referred 


to in my opening paragraphs. 
Selling Uses of Wallboard 

It was three years ago when Charles Upson, 
president of the Upson Co. of Lockport, N. Y., 
manufacturer of blue-center Upson board, well 
and favorably known by all. the dealers of 
America by its slogan ‘*The most dependable 
board made in America,’’ said to his associates 
in business: ‘‘We must stop selling wallboard 
as wallboard. We must sell the utility, beauty, 
and many uses of wallboard rather than the 
product itself. We must sell ideas.’? 

From that time there lias been incessant ac 
tivity within the Upson organization to solve 
the problem and create a service that would put 
wallboard in a new light before the dealers, 
carpenters, and consumers of America. I'irst, 


j , Applicntion Let 
the nearusts pe: 
and ceMing Seana ay 





Kmbodying a new type of service to retail 
lumbermen 


thorough investigation was made of the market. 
Hundreds of installations of different types of 
wallboard were investigated by representatives 
to ascertain the satisfaction which wallboard 
gave, the designs of paneling, and the methods 
of application. The results of hundreds of these 
personal calls were condensed into two simple 
clauses: (a) Poorly designed panel schemes; 
(b) improper application. 

With these basic facts in 
course of action seemed clear. 
must be put in its proper place before dealers, 
contractors, and consumers. They must be 
shown that beautiful interiors were possible 
with Upson board. They must be shown just 
how wallboard walls and ceilings should be laid 
out. They should be shown just how wallboard 
should be applied to get satisfactory walls and 
ceilings of lasting beauty. 

Months were spent in mapping out prelim 
inary plans. When these tentative plans were 
completed several of America’s foremost archi- 
tects were called in to cooperate. Among them 


front of them the 
Good wallboard 


was Frederick Ackerman of New York, one of 
the best known architects in America and 


chairman of the United States Housing Com- 
mission during the World War. 

These architects took the rough plans as 
laid out by Mr. Upson and his associates and 





began to work them up in detail from the archi. 
tect’s viewpoint. Months again passed while 
the architects steadily drew and re-drew their 
plans. 

Finally the blueprints were completed and 
approved and the method of presenting them 
worked out. And 1925 will see the announcement 
of the greatest service to lumber dealers, J 
believe, that has yet been attempted. The work 
means an outlay of more than $100,000, I was 
told. 

‘‘How can you justify this expenditure,’’ | 
exclaimed, when I was told of the time and 
money being expended in this expression of 
dealer cooperation. 

‘“Well,’’ said Mr. Upson, ‘‘for ten years we 
have been endeavoring to make a high-class 
wallboard that was fittingly adapted for use in 
the finest of homes. It hasn’t been satisfying 
to us to have a few dealers and a small part 
of the public believe that wallboard was some- 
what of a temporary lining best adapted for 
attics, garages, or other unimportant uses. We 
have had the pleasure of designing and having 
seen Upson board go into the finest of homes— 
the best of hotels and inns—the most luxurious 
clubs. We know that when rightly used and 
properly applied there is nothing better for 
walls and ceilings. 

‘“We therefore came to the conclusion that it 
was our duty to point out clearly in some prae- 
tical way the beauty and utility of Upson board 
as compared with any other type of lining on 
the market. The easiest way seemed to be the 
idea of selling serviceability, dependability, and 
beauty. The only way we could display these 
qualities was to show how these qualities could 
be introduced in almost any kind of building, 
whether new or old.’ 

So the paradoxical statement of one manu- 
facturer who has quit selling wallboard to sell 
more wallboard. It is simply the practical ap- 
plication of a somewhat revolutionary idea. 


Realization of a Need Lies in Education 


It has been said that genius gives and tlie 
world takes. To the door of the man who gives 
what is most needed, mankind will beat a path 
and clamor for a. fulfillment of their wants. 
But oftentimes need is unrealized and a realiza- 
tion of the need lies in education. No one ever 
demanded the electric light, the telephone, the 
automobile, or any other practical invention. 
They came as a result of invention and eduea- 
tion. But a comparatively few years back it 
was illegal to have a bath tub in any home. 

Is it genius then, or just horse sense on the 
part of the Upsons which has led them to de- 


velop this new idea of service? T believe it is 
both. 
Plaster has inscribed its own handwriting on 


mars and un 
moves 


the wall; a handwriting of ugly 
sightly cracks. Even before the owner 
into a new house he is often faced with the 
necessity of patching the new plaster. Improper 
mixing, improper drying, improper lathing— 
these and a score of other reasons account for 
the cracking and falling of plaster. Plaster 
itself is brittle and absorbent. In a_ brutal 
sense it is just a step beyond the adobe house. 

These facts are realized by every builder. Yet 
when the contractor or owner views cracked 
plaster he usually says, ‘‘It is too bad, but 
plaster does that.’’ 

Many trade journals contain articles 
proper use of plaster in almost every 
In the June issue of Building Age, for example, 
I. P. Hicks says: 

No one has yet been smart enough to overcome 
all the causes of cracked plasterings. In fact, I 
do not think any builder can guarantee a job not 
to erack. Personally I know that cracks do occu! 
even in buildings that cost a million or more, ane 
where every known precaution is taken in the 
work to have it substantial and perfect. ’ 

I have built many buildings in my lifetime ase 
have tried to eliminate the causes and solve th 
problems of cracked plasterings. To some extent 
I have been suecessful, but as to ‘eliminating all the 


on the 


issue. 
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-quses I doubt if it can be done in ordinary build- 
ing. 

There is the verdict and general opinion of 
plaster. Plaster is not an ideal lining. Of 
course Wallboard of every type has its weak- 
nesses too. It is true, for example, that the 
seams of no wallboard can be satisfactorily 
filled because if the building settles or the frame- 
work shrinks the cracks are bound to develop 
along the panel edges because no crack filler is 
sufficiently elastic to contract and expand with 
the movement of framework or settling of 
a building. 

Endeavor to Stress Quality at All Times 

No one has yet found the perfect wall lining. 
But the Upsons have endeavored to approach the 
subject of the nearest perfect wall lining from 
, scientific study and investigation. In their 
laboratories—some of the most complete in the 
country, by the way—they have gone a long 
way toward eliminating some of the defects 
common to wallboards and linings. Now the 
Upson service seeks to enable the contractor to 
install attractive walls and ceilings which will 
deliver satisfaction to the consumer. 

Knowing the defects in every type of wall 
lining, the Upsons have endeavored to stress 
quality at all times. It is said that they have 
put money into quality rather than into divi- 


dends—that they have simply forgotten price 


‘“Encyclopedia’’ on Wallboard Application 

The new Upson Book calmly waves aside all 
these prejudices and absolutely removes them. 
It shows how any carpenter or any consumer 
can get attractive, Deautiful installations of 
wallboard in any type of building whether it 
be home, store, faetory, or public building. It 
shows what trim to use—how to apply the wall- 
board in every ease, whether direct to studs, 
direct to lath with plaster removed, or over lath 
and plaster. What to do when the openings are 
made for plaster—when the old room trim is 
removed or when it is left on—how to harmonize 
the wallboard strips and molding with the trim 
in the room. In fact there isn’t a single ques- 
tion that can come up in connection with the 
application of wallboard that isn’t answered in 
this book. 

In this book, did I say? Let us eall it in 
‘“this eneyelopedia.’’ For it is a complete 
course of instruction in the application of wall 
board. It might even be called a course of in- 
struction in interior finish. For not only are 
attraetive designs of room trim shown but there 
ure included atraetive designs of moldings, 
crown moldings, and even suggestions for color 
schemes in different types of rooms. And I 
didn’t say that the blueprints show how to 
treat every kind of room in the house to say 


nothing of suggested treatments in _ stores, 


Letters already received from dealers who 
have seen this book of codperation are loud in 
their praise of it. One of the largest dealers 
in the country, an officer of several lumber 
trade associations, says, ‘‘It is an amazing 
book. I have never seen its like. Every lumber 
dealer in America ought to be familiar with 
it—and use it.’’ 

The Upson Blue Book is going to create a 
sensation in the trade. Many lumber dealers 
throughout the country say anywhere from 5 
to 15 pereent of their sales come from wall- 
board—and a larger percentage if not more, in 
their net profit. If wallboard then can be re 
sponsible for the ‘‘cream’’ of the net profit 
of many businesses, why are not more dealers 
giving to wallboard its proper emphasis in the 
list of produets handled? Few products that a 
lumber dealer sells have so many possibilities 
of sale. Few have so large a number of turn- 
overs, for many dealers report turnovers eight 
to twelve times a vear. 

This book is going a long way toward putting 
wallboard in its proper place. It is going to 
increase the sale of wallboard as a result of 
making possible more beautiful installations. It 
is going to help the dealer double and treble his 
sales and add materially to his net profit. 

Confucius, that wise old sage we hear about 
occasionally, spoke the truth centuries ago when 
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in their desire to make a wallboard that would 
stand the test of time and use. 

In doing this, as I said above, they have 
encountered many difficulties. Some of them, 
and Mr. Upson smiled when IT asked him to 
enumerate the difficulties, are 
dealers and contractors. 

One of them is the fuecet that 
comparatively new. 
familiar material, 


familiar to many 


wallboard is 

People cling to the old and 
They rightly hesitate to use 
anything new until they know it will give satis 
faction. Even though plaster was not an ideal 
lining, therefore, people have hestiated to take 
on wallboard. 

This aversion to a new lining for walls and 
reilings has been heightened by the unsatisfac 
tory installations resulting from the use of poor 
and unscientific wallboards. They have warped 
und bulged. Some people have an idea, as a 
result, that all wallboards are alike. 
they do not want to use them. 


Therefore 


Again, some carpenters have not made happy 
ustallations, 3y the use of improper trim 
Which ineludes narrow lattice strips and ugly 
‘ove treatments, the finished interior has been 
imything but pleasing. 

Added to this unwise choice of trim, some 
“arpenters have not known clearly how to apply 
wallboard. Guesswork has therefore led to 
—— criticism just as guesswork in applying 
‘Tim would lead to: dissatisfaction. 

Per song the manufacturer has not shown 
‘aler or the carpenter how to use wall 
hoard properly. 
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efforts to put a pou 
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the hands of retailers 
of lumber. 


forces Vit 


theaters, garages, 
and so on through «a 
long list. 

The Upson stue 
300k, in fact, is a 
knock-out! It is a 


big piece of work. 




















Just think of a 


of fifty full-sized detail blueprints, nearly twen 
ty-five pages of photographs showing high-class 
wallboard installations in the better type of 
huildings—twenty or so pages describing the 
use and application of wallboard—and a host 
of other ideas. It is a big book in purpose as 
in size. It weighs nearly fifteen pounds. And 
us anv high-class book should be, it is beauti 
fully bound in blue leather with the title 
stamped in gold. The mere possession of the 
hook will be an addition to any dealer’s office. 
3ut the contents will be a decided addition to 
the dealer’s profits if he will utilize the know] 
edge contained in the book and make a sincere 
attempt to get it across to his carpenters and 
customers. I say a ‘‘sincere attempt’’ because 
nothing will sell itself. It takes salesmanship 
to move any kind of merchandise. 


‘“Reciprocity, doing for your neighbor 
greatest of all 


he said: 


as you would be done by is the 
cardinal virtues.’’ 


And so it seems to me that the lumber dealers 
of America should 
service and show their appreciation. 


welcome this new Upson 


In this way, though the 
vrow rieh in materia! gain, nevertheless a frank 


Upson Co, may not 


appreciation by lumber dealers of America in 
manu 


dealer 


substantial form will tend to encourage 
facturers of other products to help the 
and carpenter do more business. 

The average dealer needs all the merehan 
dising help he ean be given. He should grasp 
it when it is offered. Doing this will convince 
the Upsons and others that their motto of ‘‘He 
profits most who serves best’’ is «a wise and 
justified motto. 
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West Coast Producers Favor Fir Advertising— 


Jan, 31.—At its annual 
Olympic yesterday, the 
Association 


SEATTLE, WASH., 

session in the Hotel 
West Lumbermen’s 
mously adopted a resolution favoring an adver- 
tising campaign for Douglas fir; heard notable 
papers, most of them supporting the idea of 
exploitation and publicity; remarked with ap 
proval the advances in the kiln drying of fir 
common made by the Oregon-American Lumber 
Co., at Vernonia, Ore.; received reports of of 
ficers detailing the progress recorded during 
1924, especially showing the year to have been 
an interval of heavy volume: and vanishing 
profits; brought to a close the active and con 
structive administration of Ernest Dolye as 
president ; elected trustees for 1925, and ended 
in « banquet notable for its entertainment 
features and its oratory. 


Coast inani- 


President Discusses Lumber Merchandising 

President Dolge, in his annual address, dis 
eussed ‘‘Problems in Lumber Merchandising,’’ 
observing that the industry is highly individual 
istic and pointing out that centralized effort 
is not practical from an economic standpoint, 
except in a few locations where cheap water 
transportation exists. Nor does the manufacture 
of lumber lend itself readily to specialization. 
Production is essentially a process of selection 

-perfect utilization implying perfect selection 
and the application of each portion of the tree 
to its most suitable use. ‘‘That is the mark 
of good merchandising,’’ said Mr. Dolge. ‘‘ The 
greatest problem of our industry is to establish 
a feasible, legal and proper concurrent relation 
ship between supply and demand that will per 
mit of such selection and utilization.’’? Toward 
a solution, association statisticians had fairly 
established the present product of the typical 
log as manufactured by the larger member mills, 
and were able to place the approximate total 
fir production in 1924 at eight billion feet, of 
which a billion and a half went into export 
leaving six and a half billions as the total in 
the rail and domestic cargo trade. Based on thie 
typical log during sixty-six months, the figures 
quoted by Mr. Dolge show these results: 


Feet per Feet per 
Annum Month 
in in 
Grade Percent Millions Millions 
C clear and better....... 30 1,950 163 
Select common and merch, rf $55 3S 
BRIN 3 sek rata Sedans Scena yes 2 130 11 
Common plank and tim 
bers under 40’........ 14 910 T6 
Common timbers over 40’. 1 65 a 
No. 1 common 1” and 2”. 34 ye 4p EU) 184 
No. 2 common and poorer. 12 TRO 65 
WO NES  cSecniee nas aa 100 6,500 D42 


Changes and Corrections Possible 


This assortment is susceptible of changes and 
corrections, continued Mr. Dolge. On the one hand 
we recognize that the average quality of our avail- 
able timber is getting poorer, and that the smaller 
mills produce far higher percentages of lower 
grades, but improvements in methods of production 
and distribution tend to better the product. 

The problem of more nearly synchronizing sup- 
ply and demand is vastly complicated by the lack 
of statistics. We do not know even remotely how 
many millions of feet of stringers the railroads 
have used in past years, nor what quantity they 
are likely to require this year. We can not under- 


standingly anticipate this demand. The same 
want of information exists in other items. The 
erratic and mercurial character of present day 


demand is best typified by the unchallenged state 
nent that the industry has scarcely ever enjoyed 
a full year of balanced supply and demand. 

Far away from our chief markets, we rarely 
come into personal contact with the final users of 
our product—a contact which is the very essence 
of merchandising. ‘The individualistic and selec- 
tive nature of the business prevents all but the 
largest operators from developing adequate sales 
organizations. The time is perhaps nearer at hand 
than we believe when lumbermen, like farmers, 
will be permitted, if not urged, to consolidate their 
selling activities into well organized, competitive 
groups. We find ourselves with an oversupply of 
our product, and cheapness that produces waste. 
Standardization is intended to help this evil by 
simplifying sizes and grades, and equalizing among 
species used for similar general purposes. the 
grades of a similar name. 


Stimulate Good Merchandising by Advertising 
A selling trip east is the best stimulant to en- 


thusiastic support of the West Coast Forest Prodd- 
ucts Bureau. It is a revelation in what we nied. 


It is a personal survey of our sales problems. 
While the personal contact afforded by the bureau 
is the most effective approach to large industrial 
consimers, we can not hope to reach the general 
public in this way. Before long we will be forced 
to tell our story. Nothing will stimulate good 
merchandising so much as careful consideration of 
advertising plans calculated to find methods that 
Will create a desire and a preference for our 
product in the minds of consumers, 
Secretary Reviews Year’s Activities 

bert Bo Allen, secretaryananager, cited per 
plexing facts us an engrossing feature of his 
review of activities during 1924. Construction 
throughout the country was 12 pereent greater 
than in 1928, and west Coast lumber production 
was Within 9 percent of its peak year, ‘*We 
shipped our cut,’? said Mr. Allen. ¢¢In man- 
facturing approximately $,500,000,000° feet of 
lumber, we logged off 205,000 acres of forest, 
With questionable benefit to the publie and 
certainly no financial advantage to ourselves, 
The industry, as a whole, on 1924 operations, 
lost money. In one respect only was there 
marked success. The west Coast industry kept 
labor employed more steadily and with less 


wage shauke-down than did any of the twenty- 














ERNEST DOLGE, 
Tacoma, Wash. ; 
Pr sidrent.. Who 
Discussed Selling 


ROBERT B. ALLEN, 
Seattle, Wash. ; 
Who Reviewed Year's 
Activities 
three major industries of the United States.’’ 

In discussing the condition of the industry, 
Mr. Allen employed a number of eharts, show- 
ing stocks on hand from July to January, of 
boards and = shiplap, dimension, ceiling, v. g. 
flooring, f. g. flooring, drop siding, and clear 
strips. He produced a graph disclosing lumber 
sales during every day in the vear, with the 
comparative record for the previous year, and 
he showed the comparative figures on unshipped 
orders for 1923 and 1924, 

The report covers more than a score of topics. 
As to standardization it says: 

It contindes to be generally recognized that 
American Lumber Standards are the proper thing 
and eventually will come to pass. It must be ad- 
mitted that in the west Coast industry there are 
fewer mills on American Lumber Standards than 
in any other producing region. From what we 
hive been able to gather, it is safe to say that a 
majority of the mills are ready to go to new stand- 
ards, in everything except wide finish, just ag soon 
aus they see a possibility of selling the new stock. 

Mr. Allen’s report concluded the morning 
session. Luncheon was served during a half- 
hour interval in the convention hall, the recess 
being enlivened by a colored quartet rendering 
plantation melodies. 


AFTERNOON SESSION 


At the outset of the afternoon session, David 
M. Botsford, of Portland, Ore., delivered an 
interesting talk on ‘‘What Constitutes Sales 
Resistance.’’ He reminded the meeting that as 
aun advertising man he had been deeply in- 
terested in the marketing of lumber, and had 
not only made trips over the United States 
with the idea of aequiring knowledge on that 


subject, but had unalyzed questionnaires de. 
voted to the same end. He found the under. 
lying points affecting sales to be overproduc. 
tion, lack of uniformity in production, lack of 
knowledge of markets and the machinery of 
sales, lack of knowledge on the part of the buyer 
us to the merits of Douglas fir, and finally price 
competition influenced primarily by transporta 
tion. There never is a time, he contended, 
when a manufacturer can not push out volume, 
if made at a sacrifice of profit, lack of sales 
machinery being a prime contributor to sales 
resistance, 

IIe discussed the effects of lack of knowledye 
among architects, contractors and carpenters, 
who exert a wide influence, and he spoke of 
the influence of the farm trade, which comes 
closer to specifying what it wants than probably 
any other element. ‘‘In connection with the 
great change going on right now, the farm trade 
is going to be a great factor,’’ he observed, 
Ile spoke of the influence of water transporta- 
tion as exerted in the opening of the markets 
of the Atlantic referred to the pros- 
pective extension of the market for shop stock. 
‘(My final thought,’’ he said, ‘‘is that you 
further into removing these causes of 
and if it is done there will 
of greater prosperity for the west 
2?) 


cCoust 3 


may Yo 


sales resistance; 
ensue ab era 
Coast industry. 
Experiences in Advertising Campaign 

George J. Osgood, of the Wheeler, Osgood 
Co.. Tacoma, Wash., delivered an able and 
characteristic address, setting forth the agree- 
able experience of his firm in its advertising 
campaign. Mr, Osgood said: 


You have all read some of the unonymous ar 
ticles that have appeared in the Saturday Evening 
Post, dealing with the common labor question in 
lumber mills and logging camps of the Northwest. 
Perhaps you know that the articles were written 
by a James Stevens, whose home is in Tacoma, and 
that he has himself worked for years in the lum- 
ber mills of this section, as a common laborer. He 
comes in to see us occasionally, and was telling us 
the other day a story of a chap he met during the 
war, who had the job of inspecting eggs which 
were for use in camp kitchens. The statement was 
that there *was never anything which thrilled him 
less than an egg in its pristine glory, just a raw, 
naked egg in the shell, but that this chap knew 
eggs; he lived and breathed eggs and he wanted 
everybody else to feel the way he did about them. 
Ilis fingers were sure and deft, he handled five 
eggs at a time in each hand, swiftly and caress- 
ingly, as he passed them before his inspection 
lamps. Ife could pick up an egg at random and 
tell the kind of a hen that laid it, how long it had 
been on the farm, how long in storage, how long in 
transit; and he not only told these things, but 
pointed out the obvious and inescapable evidence 
that led him to each conclusion. 

Mr. Stevens says that before he knew it he 
had pulled his chair up alongside of this bird and 
Was sitting on the edge of it, while the egg man, 
with his eyes shining and his words tumbling over 
each other, held him spellbound for an hour, de- 
claiming on the subject of eggs, just raw, naked 
eggs. Now the reason he could be interesting on 
so unpromising a subject was that eggs were close 
to his heart. Fir lumber is close to our hearts, 
and is it unreasonable for us to expect that we can 
make it interesting to dealers in lumber and users 
of that commodity if we ourselves are enthusiastic 
believers in fir and have informed ourselves thor- 
oughly on its merits? 

At a weekly luncheon of the Tacoma Lumber: 
men’s Club two or three weeks ago, an instance 
was mentioned where southern pine timbers were 
sold on the Atlantic coast for some special pur 
pose at a price twice as high as was asked for fir. 
Our own engineers, Mr. Hogue and his able assist- 
ants, have proved, through Government conducted 
tests that suitable fir timbers, properly cut, are in 
every way equal to southern pine, and still we lost 
out on this job. 

How to Create Confidence 

It is inconceivable that good business men are 
going to pay 100 percent premium for stock that is 
no better than a substitute, if they have confidence 
in that substitute. How can that confidence be 
created? ‘There is absolutely no way except by 
submitting proofs. Your research experts have 
them and you can deliver them in person oF 
through your salesmen, by letter or by advertising. 
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alancing Supply and Demand Is Major Problem 


Your call would get more consideration than that 
of your salesman, Iie would make more of an 
impression than would a Jetter, but it is impossible 
the salesmen offering fir to see every 
notential user of fir lumber. Their combined ef- 
forts, if 100 effective, would only bring 
our story to the retailer and the industrial buyer. 
The great mass of architects, contractors and home 
builders would still be left in ignoranee. At best, 
the impression made in a first call on one un 
familiar with our timber is not pronounced. 
Usually, sou come before the new prospect as it 
stranger. ‘The cordiality with which you or your 
salesman or your letter would be met in a strange 
office would be infinitely enhanced if accompanied 
py a letter of introduction from some trusted 
friend of the person you are approaching. 

If your prospect has read of you and your prod 
' in his trade papers and his favorite magazines, 
been made, and conviction 


for all ot 


percent 


uc 
i 


the introduction has 


that fir timber would give him satisfaction has 
wep at Jeast partly accomplished. In = carefully 


prepared advertisements, the story of fir will be 
etter told than the average salesman can tell it. 
\ yery large percentage of the men selling fir 
womighty little about our wood, and it is not 
their fault: it is ours. We do not train our 
salesmen as do merchants in other lines. Think 
of what the typewriter salesman, the adding ma 
chine salesingp, or the chap who comes in to talk 
safes to you. knows about his job, and compare 
that to what your salesmen know about fir lumber, 
think it might be quite safe to say: Compare 
it to What we ourselves know about it. An expert 
ou scientific salesmanship ought to be talking to 
you rather than a novice. I have traveled the 
eaten path of the lumberman, making sales under 
the slogan of “Oh, hell, if he can make that price 
we can” for, lo. these many years, and am only 
just beginning te brush the cobwebs out of my 
eyes. 
Selling Yourself on Your Own Product 





I told you at a previous meeting that one of 
the results of advertising was the selling of your 
self on your own product. I want to say tonight 
that that is the outstanding result. You can not 
make others believe your product superior unless 
you believe it thoroughly yourself, and there is no 
way in the world to make yourself believe like 
broudcasting your claim .to the world; then your 
pride is going to make you good your claim. Sell 
ing a man one bill of goods is of very little value. 
It costs more to secure a new account than any 
The 


before 


possible profit you can make from the sale. 
goods have to move and repeat orders come 
you begin to realize a profit. 

All forms of advertising help move the goods 
trom the stock of the purchaser. We are begin- 
ning to give more attention to helping move the 
stock we sell than to actual selling. Following up 
our advertising, we have men who are calling on 
irchitects and contractors, telling them of Laminex 
duors, calling on the retailers and giving them 
the reasons why we claim they are superior. 
These men have no prices, they ask for no orders; 
their job is to ereate business for the jobbers 
through whom we distribute. And I am here to 
“uy that their efforts have been more effective in 
opening new accounts for us than direct so 
licitation, 

You will admit that when a buyer opens nego 
‘iitions for merchandise his customers are asking 


him for, you can deal with him on more ad 
intageous terms than when you go into his 


slop, hat in hand, with a “Please, Mr. Buyer, can 

Ol Sive us an order?’ Our promotion work in 

‘he field is sending new accounts to us frequently, 

ud we have found that our advertising opens the 
Way for un audience in any office. 

Association Is Ready for Advertising 
If I asked the question of this group today 
*’ the answer would 


“Do you believe in advertising ¢ 
Mn pretty close to 100 percent “Yes,” but most 


you would qualify your answer by saying that 
iW! right for other lines of business, 


advertising is 


but the West Coast: Lumbermen’s Association | is 
not ready for it. Honestly, I do not believe there 
is any good reason for that answer. 

Here I have a little magazine that I think I am 
safe in saying not 10 percent of you ever heard of. 
It is called Better Homes and Gardens and is pub- 
lished in Des Moines, Iowa. Here is a page ad for 
Pondosa pine, and a good one. I submit to you 
that if fir does not need exploiting, these pine 
manufacturers are sure wasting their money. 

In a survey recently made a questionnaire went 
to 3,000 architects and contractors, asking what 
wood ranked first for softwoods. The answer Was 
75 percent for white pine. 

Here is a half page telling of Washington red 


au thousand on the cut. In addition to this ad- 
vertising levy, which is incorporated in their dues, 
about half the members have assessed themselves 
an additional 1 cent a thousand for grade mark- 
ing. The official association stamp and mill num- 
ber will go on all the lumber these mills manu- 
facture. 

Need a Background for Intelligent Advertising 


What we need to assist the marketers of west 
Coast fir is a background of intelligent advertising. 

During a talk I made at Tacoma last year I 
referred to the amount of trim which should be 
sold to go with the 8,000,000 Douglas fir doors 
manufactured yearly in the Northwest. Other 
regions, to a large extent, sold the interior trim 








Vaplanation of graphs: 


1 x 4 stock on hand, 89 mills; 
(Figures in millions of feet.) 


cedar, Cedar men have been driven to publicity. 
Hlere is a half page ad for cypress, ‘““fhe Wood 
Kiternal,”’ and a page in colors tells of oak floors. 
And is there anything about fir? Vl tell the world 
there isn’t. What we ought to tell the world is that 
there is a wood called fir. 

It is perfectly natural that carpenters, con- 
tractors and home owners should prefer white pine 
because it has come down to them for several 
generations, but pine mill men of Wisconsin, Idaho, 
California and Oregon are not depending on the 
good will that pine already holds: they have been 
advertising for several years, at least the White 





Boards and shiplap, No. 1 common, 1 x 8 SIS 
or SL stock on hand, 89 mills. (Figures 
in millions of feet.) 


Pine Bureau of Minnesota has, and now they are 
joined by the California and the Western Pine as 
sociations. The last two are spending $75,000 a 
year for advertising. 

The Southern Pine Association has depended 
upon advertising for the major part of its exten- 
sion work. The association did this because it 
looks upon the yard trade as its biggest outlet, and 
secondly, because it thinks the facts about south- 
ern pine that architects, contractors, engineers and 
technical men should know can be presented more 
economically by advertising than by any other 
method. 

The advertising appropriation of southern pine 
for 1925 is $100,000. It amounts to about 2 cents 





Dime NSiON, 


in millions of feet.) 





Nu. 1 common, 2 x 4 SISIE stock on hand, 89 mills. (Figures 





(1) F. G. Flooring, No. 
Drop Siding, No. 2 and better 1 x 6 stock on hand, 89 mills ; 


Clear strips, 1-inch, stock on hand at 89 mills. 





2 and better 1 x 4 stock on hand, 89 mills; (2) 
(3) V. G. Flooring, No. 2, 


(4) Ceiling, No. 2 and better %& x 4 stock on hand, 89 mills. 


for these doors, und it amounted to over one 
billion feet. Vertical sawn fir makes a beautiful 
trim. In this way we can remove the objection 
against flat grain fir for taking white paint and 
enamel. 

If advertising is a strong selling force, and I 
believe it has been so proved by practically all 
of the other regional associations, then it seems to 
me that the West Coast association can make use 
of it. As other woods become scarcer, continued 
advertising has helped to stabilize their market. 

System magazine recently conducted an investi 
gation among five different lines of retailers in 
Chicago that showed that turn-over of unad- 
vertised goods as compared with advertised was 
as 1.4 to 4.4. The National Trade Association re 
cently conducted another impartial investigation, 
which showed that when similar articles were 
offered for sale at the same price, 87.6 percent 
of the buying public chose the advertised stuff, 
and only 3.6 percent bought the substitutes, while 
8.8 percent expressed no preference. On _ the 
other hand, even when the advertised article cost 
more, 60.6 percent of the public took it at the 
extra price, 24.2 percent took the substitute, and 
15.2 percent were neutral. 

Two years ago, the concern making 
brushes decided that it ought to advertise. At that 
time the brush business of the country totaled 
about three million dollars a year. Last year, 
$12,000,000 worth of Fuller brushes were sold and 
all other brush producers sold about three million 
dollars’ worth. 

One would say that advertising casters to the 
public was an unprofitable effort. There probably 
is hot « man in this room who ever bought a set 
of casters, but the Bassick Co., of Bridgeport, 
Conn.,, started advertising casters a few years ago 
and has increased its business unbelievably. 

We can never hope to carry on a campaign of 
advertising out of our present dues. If there is a 
definite need for broad gaged advertising of 
Douglas fir, I believe that the members of the 
West Coast association would consider an assess- 
ment for that purpose, and I think you could well 
consider appointing a committee to go carefully 


Fuller 





(Figures shown are in 
millions of feet.) 
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over the advantages of advertising and the type 


of a campaign best suited to our needs 


Lumber Financing 


‘‘Tuumber Finaneing,’’ was a topie ably ex- 
ploited by Henry F. Chaney, of Portland, Ore., 
vice president of Baker, Fentress & Co. He 
showed that operators must spread their financ- 
ing over long periods—provide capital 
represented by corporate stock, employ that 
capital for the purchase of reasonable supplies 
of good timber to sustain the operation through 
a term of years, and utilize credit value of tim- 
ber investments in plants and equipment to 
carry every part of the investments in the same. 
New capital is obtained in only two ways—by 
selling partnership interests in the enterprise 
carrying pro rata risks, and by borrowing mo- 
ney on notes or on mortgage bonds. Ordinar 
ily, Mr. Chaney said, a properly set up and 
secured timber mortgage should be the finest 
type of an investment, as theory would in- 
dicate that with a decreasing supply values 
must increase. ‘‘ This has been so, pretty gener- 
ally throughout the country, though of course 
there are many instances where investors in 
timber properties who have not had themselves 
set up to carry the interest on it or the inereas- 
ing taxation load have gone through the neces- 
sity of selling on a poor market and have lost 
heavily. There is some reason to complain that 
lumber operators themselves have been apt 
neglect the securities of the industry when tuey 
make investments. They are glad to have the 
benefit of stronger financial backing, but do 
comparatively little to augment the total avail- 
able eapital by buying the bonds put out by 
their associates and neighbors in the chief 
producting regions. The better the financial 
status of the industry as a whole the easier it 
is to meet the period of depression, and the 
higher efficiency which can be developed.’’ 


cash 


Results of Kiln Drying Fir 


Unusual interest was shown by the lumber 
men present in the address by Clark W. Gould 
on ‘Results of Kiln Drying of Fir Common 
at the Oregon-American Lumber Co.’’ = Mr. 
Gould spoke without notes, saying: 

Some of you may remember that in 1922 this as 
sociation sponsored a test to determine the 
feasibility of kiln drying fir common. This test 
was conducted at Tacoma at the Wheeler, Osgood 
plant and extended over several months. When it 
was finished Mr, Allen asked me to tell you what 
we found, at your annual meeting in Portland— 
just two years ago today. Our experiment, con 
dugted in a small kiln with the lumber flat piled, 
was successful in that 1-inch No. 1 common was 
dried in thirty hours to a dressed shipping weight 
of about 1,800 pounds, with a total degrade of 
less than 10° percent, Two-inch common was 
dried down to 2,100 pounds in sixty hours with a 
loss of but 5 percent. 

This made a promising beginning, but the ques- 
tion naturally arose as to what might be expected 
on &@ commercial seale, that is, in a standard sized 
kiln with the lumber edge stacked. To that end 
our company—The Oregon-American Lumber Co.- 
secured the codperation of the Carlisle-Pennell 
Lumber Co. and an intensive study covering four 
months was carried on at Onalaska. The kiln in 
both instances was of the internal fan type, which 
consisted of a line shaft running the entire length 
of the room, upon which were mounted dise fans. 
Around the shaft and fans was constructed a metal 
duct that guided the air to and from the lumber. 


The results obtained at Onalaska confirmed those. 
it Tacoma. Green 1-inch fir common, weighing 
from 3,400 to 3,700 pounds a thousand feet, was 
dried down to 2,600 to 2,800 pounds rough dry in 
forty to forty-eight hours. When dressed to ship- 
lap the stock weighed from 1,800 to 1,860 pounds. 
The degrade ranged from 4% percent to 10% per- 
cent in tight knotted stock. 


Results Obtained from Kiln 


This work demonstrated that fir common could 
be dried with this type of kiln and our company 
installed fourteen of them and recently placed in 
service fourteen more, making a battery of twenty- 
eight. I want to tell you about this kiln and the 
results we are getting. Before doing so, however, 
I feel a statement is due you as to my position 
in regard to the internal fan kiln for the reason 
that two well known kiln companies have placed 
this type of kiln on the market. Our company 
developed this kiln to its present state of per- 


fection for our own needs and we naturally feel a 
paternal interest in it, but I] do not want my re- 
marks about it to be interpreted as a sort of sales 
talk. 

Our kiln battery is composed of twenty-eight 
rooms. The walls are of &-inch interlocking tile 
placed on reinforced concrete sub-walls. Inside 
they are 110 feet long and 11 feet wide; loaded 
they will hold about 33,000 feet of 1-inch lumber 
and 45,000 feet of 2-inch lumber. The 35-pound 
rails are fastened to 7-inch ship channels that are 
set in the concrete sub-walls. In the 5-foot space 
under the rails is the air distribution system. It 
consists of a long line shaft that is held in posi- 
tion by means of ball bearings in hanger frames. 
On the shaft are disc fans. About the shaft and 
fans is a metal duct that deflects the air to the 
loaded kiln trucks overhead. 

The line shaft is rotated by means of a small 
motor and a silent chain drive. The rotation of 
the motor is controlled by a double throw switch 
which permits reversal of the line shaft and fans, 
and which in turn enables us to change the direc- 
tion of the air flow through the lumber. 

The heating system contains about 4,500 lineal 
feet of pipe, divided into two coils, one at each 
side of the kilns, and rests on the channels be- 
tween the rails and the walls. The condensation 
is returned to the front or green end of the kilns, 
where the traps can be readily attended. For 
humidification two lines of perforated pipe extend 
the length of the chamber. Both the temperature 
and humidity are recorded and controlled by an air 
operated instrument. This instrument is set for 
the desired conditions to be maintained during the 
drying operation for the particular stock in that 
room. Then the steam is turned on and the motor 
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started. The only interruption during the process 
is when it is desired to reverse the motor. The 
lumber is dried under uniform temperature, hu- 
midity and circulation conditions. 

Sefore going into further detail a statement of 
the plant operations is desirable at this point, 
The entire cut of the mill except the ties and tim- 
bers and other green shipments pass through the 
kilns. A Tanner stacker having thirty-two pockets 
is used to sort the lumber to grade, thickness and 
length. Even so, in a 1-ineb clear load all widths 
from 3 to 20 inches and both vertical and slash 
grain are found. 


Seven Truck Loads in a Charge 


A kiln charge normally consists of seven truck 
loads. These are assembled on a track back of 
the kilns and, when ready, are pulled into the 
chamber from the transfer at the dry end of the 
kilns at one operation. To accommodate the sey- 
eral lengths of kiln trucks three unstacking. ma- 
chines are employed and as the lumber is taken 
down it is grade marked and pulled off, according 
to grade, length and width into packages for 
monorail transportation either to planing mill or 
rough sheds for storage. After running to pat- 
tern, back of the planers, the stock is again graded, 
trimmed, bundled, loaded into dollies and trans- 
ported to the car or dressed stock shed. 


Reverting back to the kiln operation: Each day 
green moisture determinations are made of the 


several kinds of lumber. Not only does the origina] 
moisture content run high but the fir is dense as 
well, which means it is heavy even when dry, 
Recently a customer in the middle West sent us 
a 2-inch sample he had received from us, Stating 
it was wet. Upon testing it for moisture content 
it showed 8.7 percent, One-inch clear fir rung 
about 5S percent, the 22-inch clear 45° percent 
and 1- and 2-inch common 40 and 38 percent re- 
spectively The average is about 45. percent. 
After drying each kiln charge is tested again for 
the kiln dry moisture content. Tor this purpose 
slush grain boards from the end trucks are taken, 
for it is our experience that in the same drying 
vertical grain material has a lower moisture e¢o)- 


tent. Our stock in December ran as follows ag 
to moisture content : 

a Co. gene ReaSt : 7 Sa 
DPI O WR) COO 6s so ic 6 vba ee 86, a «5 
Ue MEBINOND 5.0.50 “aslo. 5. 6: ei alg eles Ai vt aco mo eerale, are 16.90 
SADOR COMBO 6 cises bale Uo pain oog ene seems 24.80 


I appreciate that moisture content means but 
little to the average manufacturer; he is more 
interested in weights per thousand feet. The con- 
sumer on the other hand hus to work the lumber 
and he has to be satisfied. Moisture content jn 
terms of weights per thousand feet means some- 
times the difference between profit and loss. The 
weights that follow are actual carload weights of 
straight items; and also please bear in mind they 
ure for stock dressed to the new standards : 


Lbs. Cars 
Flooring, iIx4...... seal erbvc borane rele 1,743 15 
Drop siding, No, 106... 1,681 3 
Drop siaing, No. Lid........ .. 1,801 1 
Drop siding, No. 11t..... ees 1 
CONE, Sens) 6 haca.& Oi cos ws 1,175 1 
Soards, S2S and S4S8...... 1,990 1s 
EDS EES goa ease ay aes belay a's ces . eat 4 
Dimension, 2x4x42 ... ces 2,161 25 


As to the time required to dry our lumber: 
We do not try to see how fast it can be done; we 
are content to log the mill and get quality Jumber 
doing so. We handle all species of wood together, 
and the wide is mixed in with the narrow. How- 
ever, in) December, we completed 148 kiln runs, 


totaling a bit over four und three-quarters million 
feet. 


I will not bore you with figures on statisties as 
to degrade. We are doing even better in that 
respect than at Tacoma or Onalaska. <A recent 
check showed a degrade in 1x12-inch—16-fvot 
No. 1 common of 5.1 percent from rough green to 
the surfaced form; 1x10 flat finish S48 resulted 
in a loss of 5.3 percent. 

In concluding, let us assume that a loss of 20 
percent is sustained in kiln drying No. 1 common 
and say it is worth $20 a thousand; also that it is 
shipped on a 60-cent rate. Then from every 1000 
feet we ger 


SOG feet at S20 -OGuaIs soos a5 ke ssre se es $16.00 
and 150 feet No. 2 at $17 equals aka See 
and 50 feet No. 3 at $15 equals...... T5 


$19.30 

On this we would have a loss of 70 cents. 

Now the weight of air dry 
pounds a thousand, 

lap is 1,850 pounds a 

pounds a 

60° cents 


shiplap is 2,200 
Weight on kiln dried ship 
thousand. Difference, 550 
thousand; 350 pounds at the rate of 
would be $2.10 and deducting the 70 
cents loss shown above we would have a_uet 
gain of $1.40. 

We know the stock is brighter, that we obtain 
the low weights every day in the year and be 
lieve kiln drying common is cheaper than air dry 
ing it. 


This completes my story of kiln drying com 
mon. Its past is meager: in facet, it is doubtful 


if it has any: its present is at least deserving of 
attention ; and its future is most promising. 


Europe as a Lumber Buyer 

Axel Oxholm, of Washington, D. C., chief of 
the lumber division, bureau of foreign and 
domestic commerce, who recently returned from 
eighteen months abroad, spoke on ‘‘What May 
Be Expected of Europe as a Buyer of Lumber.” 
He visited France, the Netherlands, Belgium 
and Switzerland, and prefaced his remarks by 
saying that Murope had not been taking so 
much of Pacific coast woods as might be desired, 
and that the attitude of the buyers in Europe 
had not been without reason. 

He told the lumbermen that they could make 
an excellent impression by setting forth the 
merits of their product, by expanding on such 
facts as that Douglas fir had been used in a 
British battleship ov in decking for the Maure- 
tania. He referred to short lengths, and odd 
and even lengths, saying that stowage on board 
ship was poor if a cargo consisted solely of long 
lengths, and that the ship captains were favor- 
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able to short lengths. ‘‘If you are to make any 
money on Douglas fir,’’ he said, ‘‘you must 
take up that question; you could even ask for 
a special rate.’’ The French had complained, 
not unjustly, of the grade of spruce delivered 
+, them: and if the defeets were not remedied 
ye predicted that spruce for airplanes would 
he displaced by metal plates. There was an 
excellent chance, he said, for some enterprising 
manufacturer to set up special stock of west 
Coast woods and market it in Europe. 


Tells of the Wholesaler 


Sherman L. Johnson, representing the Na 
tional-American Wholesale Lumber Association, 
delivered a brief and incisive talk from the 
standpoint of the wholesaler, noting that the 
friendly interest between the various branches 
of the lumber industry was expanding to the 
benefit of everyone. During his experience he 
hat found the wholesalers to be business men 
of a very high type, particularly in 
terested in square dealing; and he referred 
intimately to the development of the Pacific 
Coast Shippers’ Association and the high 
standard set by its members in the approval of 
arbitratition and the 


of ethies. 


largely 


establishment of a code 


Report of Nominating Committee 
If, C. Knapp, of the Peninsula Lumber Co., 
Portland, Ore., submitted the report of the 
nominating committee, of which he is chairman, 
the other members being Harry Morgan, George 
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GERLINGER, 
Dallas, Ore 


Member 
Nominating Committe 


Gerlinger, Fred J. Wood, H. W. Stuchell, W. B. 
Nettleton, J. G. Dickson, A. L. Paine, R. H. 
Burnside, George R. Hackett, J. A. Ryan and 
J. hk. Wilson. The committee placed in nomina 
tion the following named lumbermen as trus 
tees: : 

_ Oregon district——C. D. Johnson, Pacifie Spruce 
Cor oration, 

_ Willamette Valley districet—-A. ©, 
Kelly Lumber Co, 

Columbia River district—C. Hl. Watzek, Crossett 
Western Co. 

Portland distriet- W. W. 
Lumber Co 

Willapa Harbor distriet-—F. \ 
Lumber Co 

Centralia-Chehalis district 
Doty Lumber & Shingle Co. 


Grays Harbor district—J. EF. 
Lumber Co. 


Dixon, Booth 


Clark, Clark & Wilson 
Hart, Quinault 


K W Mersereau, 


Fowler, A. J. West 


c, pacoma district—J. E. Manley, Moore Liumber 


Seattle distriet—W. A, 
Way Lumber Co, 
Bellingham district—James H. Prentice, Bloedel 
Donovan Lumber Mills. 
pooritish Columbia distriet——D. LL. 
ortage Lumber Co, 
.' The report left open the nomination of a 
trustee for the Everett district. Mr. Stuchell 
“uggested the name of B. F. Bird, of the Cas- 
rade Lumber Co., Snohomish. President Dolge 
said the board would fill the vacancy. 

lhe report was adopted, and the nominees 


Whitman, West Water 


Cameron, Rat 





J. H. PRENTICE, Cc. D. JOHNSON, 

Bellingham, Wash. ; Portland, Ore. ; 
‘Trustee Trustee Oregon 

sellingham District District 


declared to be elected. At the first meeting of 
the trustees, to be held Feb. 7, the board will 
organize, selecting a president, two vice presi- 
dents, a treasurer and secretary-manager. Mr. 
Dolge, having declined to serve another term 
on the board, will not be eligible for reélection 
as president. 


Vote Assessment for Advertising 


On motion of C, D. Johnson, seconded by 
Ralph Burnside, the meeting voted unanimously 
to recommend to the trustees the levying of 
an assessment of 2% cents per thousand, the 
money to be used in market extension and the 
advertising of fir lamber; and the appointment 
of a suitable committee. The question was 
debated at some length by A. J. Tennant, 
George Osgood, A. C. Dixon, R. W. Vinnedge, 
KM. C. Knapp, and W. A. Whitman. Mr. John- 
son explained that an additional assessment of 
2% cents a thousand would mean a fund of 
approximately $100,000. 

Under the head of new business, Mr. Vin- 
nedge moved that the proceedings of the last 
year be edited and printed under the direction of 
Mr. Dolge. The motion prevailed. This closed 
the business session. 


Banquet and Entertainment 


At the banquet in the Italian room of the 
Hotel Olympic, Mr. Dolge presided. The en- 
tertainment features included vocal and instru- 
mental solos, humorous stories, and a sleight- 
of-hand performance that was especially mysti 
fying to R. F. Morse and Karl Houston, of the 
Long-Bell Lumber Co. The program was under 
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the direction of Lloyd Spencer, president of the 
Pacifie Coast Association of Advertising Clubs, 
who told a number of stories, convulsing the 
audience. The speech of the evening was de- 
livered by I. E. Vining, of Ashland, Ore., presi- 
dent of the Oregon State Chamber of Commeree. 
It was an extraordinary piece of oratory, defy- 
ing analysis or proper reproduction, holding 
the keenest attention of the audience to the 
close. One phase of the speech dealt with ‘‘ The 
Highway of the Mind,’’ Mr. Vining urging the 
lumbermen to ‘‘send out tonight as a result of 
the convention, the first trainload of good will 
along the highway of understanding.’’ 

At the head table with Mr. Dolge were Mr. 
Osgood, Mr. Vinnedge, Mr. Botsford, Mr. Whit- 
man, Mr. Oxholm, C. D. Johnson, 8. L. Johnson 
and Albert Schafer. 

During the evening, Mr. Burnside humorously 
remarked the fact that Mr. Dolge was exceeding 
his prerogative in presiding when his suecessor 
(not yet chosen) ought to be in the ehair. ‘‘ Will 
you surrender the chair to Mr. Vinnedge?’’ 
demanded Mr. Burnside. After a second of 
hesitation Mr. Burnside, seconded by Mr. 
Dixon, moved that Mr. Vinnedge take the chair. 
Mr. Knapp took the floor, saying: 


I have claimed this privilege, since I am _ the 
only centenarian present. It is my wish to say 
that, without any reflection on Mr. Vinnedge or 
any other past president of the West Coast Lum 
bermen’s Association, I question if we have ever 
had an executive who has worked harder, or more 








Cc. H. WATZEK, A. C. DIXON, 
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untiringly, or with less selfishness, for the lasting 
good and the upbuilding of this industry, than has 
Mr. Dolge. As you all know, he has exerted him 
self to the utmost at a time when we have needed 
a man of his type; and we have seen him devote 
himself willingly to the work, going from the 
Pacific to the Atlantic. Having these things in 
mind, I move a rising vote of thanks in apprecia 
tion of what Mr. Dolge has done for us during the 
last twelve months, 


The entire assemblage was on its feet in an 
instant. Mr. Dolge responded becomingly, say 
ing he had taken the job with reservations, not 
knowing whether he would make good or not; 
he had taken great pleasure in the work, ana 
lle remembered with keen satisfaction the fine 
acquaintances he had made and the friendships 
he had formed. He was leaving the presidency, 
he said, not with any desire to shirk; and he 
wanted everyone to realize that ‘‘If I am 
needed at any time, I’ll be there to help.’’ 


The final chapter of the evening added a 
touch of pathos. Mr. Dolge referred with deep 
feeling to the splendid services to the industry 
rendered by W. H. Boner, manager of the 
Weyerhaeuser Timber Co., Everett, Wash.; he 
spoke of the serious illness of Mr. Boner, ex 
pressing the hope that he would be restored to 
health; and then he asked that as a mark of 
appreciation the entire assemblage rise to its 


feet. 
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Hardwood Institute Confers on Problems of Industry— 


Aim Is Better Results in Production and 


Houstox, Tex., Feb. 3.—More than thirty 
producers of hardwoods were represented at the 
all-day session Saturday at the Rice Hotel of 
the Hardwood Manufacturers’ Institute. No 
other Institute meeting was ever marked by 
more enthusiasm and keen interest in the sub- 
jects discussed, according to J. M. Pritchard, 


of Memphis, secretary-manager, who conducted 
the discussions. 
J. W. Link, general manager’ of the Kirby 


Lumber Co., presided and in introducing Mr. 
Pritchard said the meeting was called to talk 
over operation from the stump to the car in a 
way that would be particularly beneficial to 
those who are now getting their first experience 
in the production of hardwoods. He invited a 
free exchange of views on all questions, such as 
cutting timber, logging, manufacturing, care 
and grading. The object, he said, was to get 
the best results both for the producer and the 
consumer. 

The morning hours from 9 to 12:30 were de 
voted to a general talk by Mr. Pritchard and 
of cutting and logging. 
From 12:30 to 1:30 the delegates were the 
guests of Mr. Link at a Juncheon at the Rice 
Hotel. The secretary-manager was requested 
to devote the remainder of the afternoon to 
outlining briefly the major activities of the 
Institute. 

Accordingly, Mr. Pritchard touched upon the 
statistical service of the Institute, inspection 
work and the advertising and trade extension 
campaign for gum and oak. The statistical 
activities, he said, are making rapid progress. 
The membership had increased from 116 units 
in August to 183 units on Dee. 1, each band 
mill being a unit. The new members and the 
entire hardwood lumber industry, including 
producers, consumers and distributers, he said, 
are availing themselves of this information. 
The statistical reports of the Hardwood Man- 
ufacturers’ Institute, it was pointed out, include 
monthly bulletins of hardwood stocks on hand 
at the source and weekly information on the 
actual past sales. 


an open discussion 


Seeks Cooperation on Inspection 

Mr. Pritchard invited the fullest coéperation 
of all producers in the matter of inspection. 
The inspector, he said, should be given the 
benefit of any information that would aid him 
in accomplishing his work to the best advantage. 
For example, if it should be the poliey of any 
mark its lumber in any way the 
inspector should know this. It is the policy of 
the Institute to rotate inspectors, Mr. Pritchard 
declared, for ‘‘it is human nature for a man 
to be influenced a little by the views of others 
with whom he is often thrown in contact. The 
inspectors are switched about as often as deemed 
expedient in order to get the best impartial 
inspection. ’’ 


concern to 


Much gratitude was expressed over the 
‘“splendid results’? already obtained in the 
gumwood advertising campaign, and it was 


agreed that it is most advisable to inaugurate 
a similar campaign for oak. It was brought 
out that the Gumwood Service Bureau of the 
Hardwood Manufacturers’ Institute is advertis 
ing gumwood as gumwood with a view to edu 
cating the consuming public to the beauty and 
adaptability of this American wood to all 
kinds of fine cabinet work. Specimen advertise 
ments by the bureau, showing handsome _in- 
teriors of homes and paneled doors were distri 
buted among those present, together with appli 
cation blanks for membership in the Gumwood 
3ureau and the Oak Service Bureau. 
Several signatures were obtained. 


Getting the Most Out of Logs 


Considerable stress was laid on the importance 
of employing an experienced woodsman for 
every hardwood operation of any consequence 
in order to get the right kind of logs to the 
mill. It is vastly important, Mr. Pritchard 
said, to mark the right sort of trees. He told 


Service 


of recently visiting «a new hardwood operativa 
put in by pine people which would have had 
a splendid start but for the fault of giving 
little attention to the cutting of the proper 
logs. This producer, he said, had a splendid 
system, but of the 500,000 feet of logs at the 
mill 20 percent were worthless. This reduced 
the profit on the whole operation. After dis- 
covering its mistake, this producer employed an 
expert woodsman at a good salary, and now 
it is well on the way to recovery from the 
original mistake. 

Too much attention can not be given to the 
utilization of every portion of the log, he said. 
Much of the territory now being cut over for 
hardwoods will never again be used for grow- 
ing hardwood trees. Pointers were given on 
the sawing of trees with certain defects, such 
us a crook. 

Mr. Pritchard declared that the hardwood 
men in the entire southern territory are going 
to be compelled to organize the cutting of logs 
so that deterioration will not set in before the 
logs are put through the mills. He advised 
strongly against keeping logs in the warm, 
damp climate of southeast Texus more than 
thirty days. ‘‘If you expect good results get 


the logs to the mill quickly from the woods. 
I know it 


has been the custom down here to 
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a big supply of Jogs when the rainy 
was due to set in. Almost invariably 
the logs have been kept too long. The worms 
and the stains have simply given the inspee- 
tion department h..l. We have found the 
finest quarter-sawed white oak full of worms.’’ 

One producer said that in order to follow 
out the suggestions it would be necessary at 
times to shut down operations. ‘‘ Yes,’? said 
Mr. Pritchard, ‘‘there are times when it would 
he advisable to close down for a few weeks. 
You can lose money mighty fast by deteriora- 
tion of logs at the mill.’’ He offered sugges- 
tions as to piling up logs during the winter 
time. In response to a question, he said there 
would perhaps be some value in painting the 
ends of logs in reserve. 

In the discussion of sawing southern hard 
woods it was agreed that 4-inch should be 
allowed for shrinkage in plain sawed boards 
and %<-ineh in quarter sawed. Here again was 
stressed the importance of conserving all hard 
wood resources. 

Progress in Standardization 

Mr. Pritchard explained the progress made 
in the hardwood standardization program. He 
said the Hardwood Consulting Committee of 
the Central Committee on Lumber Standards 


soon will hold a second meeting further to con- 
sider the recommendatious made by the Forest 


Distribution 


Products Laboratory at Madison, 
survey of consuming requirements and produe- 
tion possibilities. 

In touching upon the reforestation of hard. 
woods, Mr. Pritchard stressed the need of the 
industry’s cooperation with the Department of 
Agriculture in working out 4 sound national 
policy of reforestation. 

At the meeting were several mill represent: 
atives interested in both pine and hardwood 
operations and some who lately had begun the 
manufacture of hardwoods. They frankly ad. 
mitted their ignorance of uptodate methods 
and were eager for every pointer they could 
get on improved methods of produetion and 
conservation. 

Among those present were: 


Wis., in its 


Chairman J. W. Link, Secretary-manager J. M, 
Pritchard, L. A. Burley, of the Pickering [umber 
Co. of Haslam; C. C. Smith, W. N. Sangster, F. W. 
Smith and Mr. Horan, all of the Kirby Lumber 
Co.; E. Poitevent, of Poitevent & Favre Lumher 
Co., Mandeville, La.; Mr. Goodman, of the Trinity 
River Lumber Co.; J. J. Ryan, of the Foster Lum- 
ber Co.; E. C. Smith, of Fostoria, Tex.; A. G. 
Meck, of Hillyer Deutsch Edwards, Oakdale, La.; 
W. G. Stebbins, of the Lyon Lumber Co., Gary- 
ville, La.; J. W. Lewis, of the Martin Wagon Co,, 
Lufkin; L. C. Teek, of the Southern Pine J.umber 
Co., Diboll; M. J. Taylor, jr., W. T. Carter Lumber 
Co., Camden, Tex.; R. U. Fletcher, Peavy-Byrnes 
Lumber Co., Shreveport, La.; F. A. Clark, Clark & 
Boyce, Dallas; A. C. Havens, of the South ‘Texas 
Lumber Co., Houston; Fred Gye, Palestine; F. E. 
Bixler, Temple Lumber Co., Pineland; O. L. Avery, 
Krost-Johnson Lumber Co., Shreveport, La.; Allen 
A. Few, of the Jasper Lumber Co., Jasper: F. H. 
Wilson, of the Frost-Johnson Lumber Co., Nacog- 
doches, La.; C. D. Craighead, of the William Gray- 
don Hardwood Co., Grayburg; L. E. Ingram, Hous- 
ton; H. B. Anderson, of S. B. Anderson & Son, 
Plaquemine, La.;:P. A. Ryan, of P. A. Ryan Lun- 
ber Co., Lufkin; J. E. Stone, manufacturer of 
Center, Tex.; George W. Cleveland, of the George 
W. Cleveland Lumber Co., Houston; R. V. Young, 
of the South Texas Hardwood Co., Dayton; O. F. 
Spell, of the South Texas Hardwood Co., Dayton; 
B. C. Kelly, of the Angelina Hardwood Co., Ewing, 
Tex.; Dallas Tourtellot, of Houston; F. L. Elkins, 
of the Lumbermen’s Reciprocal Association ; A. W. 
Larkin, of the American Lumber Underwriters 
who acted as secretary of the meeting: and Ive 
Ziegler, of the Martin Wagon Co. of Lufkin 

F SREB LAAEGAAAGAD 


To Hold Series of Dealers’ Institutes 


Boston, MAss., Feb. 3.—Detailed informa- 
tion regarding the production, properties, 


vrades and uses of west Coast woods is to be 
presented to eastern dealers at a series of 
‘* Dealers’ Institutes’? which the West Coast 
Forest Products Bureau, the field service or: 
ganization of the west Coast lumber industry, 
working in conjunction with the Northeastern 
Retail Lumbermen’s Association, is planning 
to hold in important lumber centers in the 
northeastern States. Some dealers who are 
now selling west Coast woods have not had 
an opportunity to visit the West, and these 
conferences are planned to bring them first 
hand information through discussion and il 
lustrated talks. Experts on the various west 
Coast woods are to give advice on the best 
methods of selling them, and these confer 
ences also are expected to enable the west 
Coast Iumbermen to learn how the require 
ments of the eastern market ean best be met. 

In an official announcement to New England 
retail dealers it is stated that these ‘‘ Dealers’ 
Institutes’? will offer a big opportunity for the 
retailer, as the meetings will be held for the 
henefit of the dealer, his assistants and sales 
men, The several cities selected for the con- 
ferences will be picked with a view to their 
ease of aceess for the dealers in the surround 
ing territory. The idea is to hold sessions for 
one day, or possibly two days, so that it wil: 
he well worth the time of any dealer to takeé 
the short trip to the place where the institute 
is held. In connection with each institute 
there will be a big evening meeting for tlie Té 
tail lumber merchants, at whieh time the dea 
ers will have the opportunity to take up loca 
problems. 
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National Exporters Celebrate Their Silver Jubilee— 
Adopt Standard Bundling—Appoint Advisory Committee 


BALTIMORE, Mp., Feb. 2.—The twenty-fifth 
anniversary meeting of the National Lumber Ex- 
orters’ Association, which was held at the 
Emerson Hotel, Jan. 28 and 29, brought to- 
gether sixty or more of the members and is 
regarded as one of the most successful and 
interesting as well as memorable ever scheduled. 
The visiting members were made to feel thor- 
oughly at home by the Baltimoreans, who had 
heen unremitting in their labors to arrange for 
the comfort and entertainment of the delegates. 
Moreover, the proceedings developed a number 
of matters of commanding importance for the 
trade, so that the action taken at the several 
sessions will make for further expansion of the 
usefulness of the organization to the shippers 
of lumber and will widen its influence. 

Starting twenty-five years ago with about a 
dozen of the then recognized exporters, the 
association has grown until it now numbers 
exactly 100, the Cincinnati delegation bringing 
in the one-hundredth member by wiring to that 
city and securing the application of Leland G. 
Banning. 

The sessions were presided over by President 
KF. k. Hoffman of Ft. Wayne, Ind., and Co 
lumbia, S. C., many matters of exceptional im- 
portance being taken up. One of these was the 
naming of an advisory committee consisting of 
the president and one other member, with the 
request that they be added to the advisory 
board to be formed by the forestry division of 
the bureau of foreign and domestic commerce, 
whieh is to act on all matters relating to 
the exportation of American woods and forest 
products. This advisory committee, it is con- 
fidently expected; will become a valuable me 
dium for straightening out some of the diffi 
culties experienced and for widening the avenues 
for the distribution of American lumber. 

From one of the British trade organizations 
had come an overture suggesting action to define 
the channels through which individual members 
of the association might do their selling. The 
association took the stand that it is beyond the 
province of the organization to seek to control 
the action of members in this respect, and that 
before they should be allowed 
individual freedom. This matter came up as 
question in trade ethics. 


hereafter as 


Standardization of Lumber Bundling 


Much time was also devoted to the standard 
gation of bundling Jumber for export. Many 
shippers have made up bundles with pieces of 
different lengths, thicknesses and widths and 
with a varying number of picees, which have 
caused extra labor in making measurements, 
accasioned difficuity with through bills of lading 
and given rise to other complications. Stand- 
ardization of bundles by making them uniform 
has heen suggested as a means of obviating 
these difficulties, and after a prolonged discus 
sion of the problem it was resolved to recom- 
mend to the individual members the adoption 
of a standard by which all the pieces in a 
bundle would be of the same length, breadth and 
Thickness, with the number of pieces uniform, 
80 that a guaranty of contents could be given 
'o the transportation lines, which would simplify 
pment vreathly and also facilitate issuance of 
Through bills of Iading. This recommendation 
was adopted and will be put into practice with 
It dese y 

Tn connection with this question the issue of 
‘adopting regulations that would work to pre 
vent breakage and other damage and that would 
make it possible to deliver stocks on the other 
side in better condition also received consider- 
ation. In the opinion of the association the 
standardization of bundling will go far to bring 
about this result. 

_The reports of the officers showed the asso 
“lation to have made further headway during 
the last year, Much encouragement was derived 
trom the statement of President Hoffman, and 


the survey of Seeretary Harvey M. Dickson, 


went into considerable detail regarding many of 


the problems that have had to be disposed of 
during the year. 
A report from A, C. Hamerton, the foreign 
representative at London, also was read. 
Resolutions were adopted thanking the Balti- 
more members for the entertainment provided 

















EF. B. HOFFMAN, esa: 
It. Wayne, Ind. : 
President 


LINEIIAN, 
Cincinnati, Ohio; 
First Vice President 


und thanking others who helped make the stay 
of the visitors pleasant. 


Election of Officers 

Officers were elected as follows: 

President——F. EB, 
Rt. Wayne, Tnd 

First vies president J. J. Linehan, of the Mow 
bray & Robinson Co. Cincinnati, Ohio 

Second view president--G. A. Farber, Turner 
Farber Love Co. Memphis, Tenn., and London 

Treasurer John iL. Aleoek, John I. 
Co.. Baltimore. Mad 

Secretary and traflic manager 
on. Baltimore, Md 

Directors— J. W. Mayhew. W. M. 
Co., Columbus, Ohio; J. N. Penrod, Penrod Walnut 


Ilarvey M. Dick 





J. i. ALCOCK G. A 


FARBER, 
Memphis. Teun 


Second Vice 


Baltimore. Mad 


Treasurer resident 
& Veneer Co... Kansas City, Mo Lucius KE. Moore 
Lueas E. Moore Stave Co., New Orleans, La. ; 
Re. OT. Turner, Turner Farber-Love Co., Memphis 
Tenn.: Hugh MeLean, MeLean Lumber Co., Buf 
falo. N. Y. (for unexpired term of J. ©. Marsh 
resigned ) 

Directors (hold over)—M. J. Dukes, R. A. & J. OS. 
Williams, Co.. Philadelphia: H. B. Johnson, Mans 


field Hardwood Lumber Co., Shreveport. La.: John 
faine, Mendow River Lumber Co Rainelle, W 
"na WoT. Barr, Barr Holiday Luimber Co., Green 





Hoffinan, Hoffman Lumber Co., 


Aleock & 


fitter Lumber 


field, Ohio; H. @. Fowler, Case-Fowler Lumber 
Co., Macon, Ga.; Harry A. Freiberg, Freiberg 
Mahogany Co., Cincinnati, Ohio, and W. Granville 
‘Taylor, Asheville, N. C. 

soard of managers—W. H. Russe, of Gauze- 
Baird Plywood Co., Memphis; W. Eckman. 
M. B. Farrin Lumber Co., Cincinnati; Fred Arn, 
J. M. Card Lumber Co., Chattanooga, Tenn.: Ed- 
ward Barber, Howard & Barber Lumber Co., Cin- 
cinnati, Ohio: R. S. Huddleston, Huddleston Ma- 
hogany Co., Norfolk, Va.; Dwight D. Hartlove, 
Price & Heald, Baltimore, Md. 

A. (. Hamerton of London was again ap- 
pointed foreign representative to look after the 
interests of the members abroad. 

The diversions ineluded the trip around the 
harbor as far as Sparrows Point, the luncheon 
given by the steamship representatives, and the 
hanquet with the visitors as hosts and the Balti- 
more members of the organization as guests. 

Banquet Speakers Discuss Various Topics 

At the banquet, which was held last Thurs- 
day night and which was attended by about one 
hundred persons, John L. Aleock, chairman of 
the entertainment committee, acted as toast- 
master, calling on various transportation line 
representatives and members for short addresses. 
These included Robert Ramsay, steamship rep- 
resentative; Edward Neilson, Pennsylvania 
Railroad; F. J. Couse, Baltimore & Ohio Rail- 
i. A. Ryan, International Mercantile Co. 

A. KE. Boadley of the lumber division, bureau 
of foreign and domestic commerce at Washing- 
ton, told of the division making a study of the 
quantities and the various kinds of lumber 
exported to Europe, and he showed by the figures 
collated that not less than 65 percent of the 
total of the exports went to England, with the 
remaining 35 percent distributed between the 
other countries, such as Germany, France and 
Holland. 

The only foreign visitor, H. W. Flatau, of the 
London firm of Flatau, Dick & Co., informed 
the banqueters that English business had confi 
dence in the present conservative government 
and that conditions in England pointed to an 
excellent year. 

Chairman Alcock remarked with a smile that 
the organization of the National Lumber Ex- 
porters’ Association twenty-five years ago was 
prompted by the existence of certain problems, 
the settlement of which was deemed very im- 
portant to the trade, but that the organization 
had no sooner been formed than the problems 
ceased to exist, and ever since then the rela 


road: 


tions between the shippers and the transporta- 
tion lines had been characterized by 
amity and good will. 

Among others who spoke briefly was William 
H. Russe, of the Gauze-Baird Plywood Co., of 
Memphis, a former president of the association 

The steamer trip around the harbor was made 
during a driving snow storm, but the party o1 
the boat was kept snug and comfortable and 
manifested much interest in the terminal faeili 
ties of the various railroads and steamship lines, 
viewing at close range the means provided to 
expedite the movement of lumber and other 
products. No landing was made during the trip, 
which took up Thursday morning, the 
heing brought back to the hotel in time for 


pertect 


party 
} p 


luncheon. 

In commemoration of the silver jubilee of the 
association souvenirs of silver in the form of 
paper knives were distributed at the banquet. 

‘SRB LBABLBAAAAAGASE 

THE STATE TAX system is not responsible for 
the denudation of forest areas according to a 
report issued by the New York special joint 
legislative committee on taxation and retrench- 
ment after a careful investigation of the prob- 
lem. New lands are constantly being seeded 
with trees despite high taxes, it is stated. The 
report points out that reduction of taxes on 
forest properties means an increase in the taxes 
on farms and dairies, in arriving at the conclu- 
sion that no single phase of the rural tax prob- 
lem can be treated separately. 
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| Between six hundred 
and seven hundred had 
registered when — the 
thirty - fifth annual 
convention of the Ih 
nois Lumber Merchants’ 
Association got under 
wiv at the Hotel Sher 
A. C. GAUEN 
Collinsville, J 
President 
man, Chicago, Wednes 
day afternoon, Feb. 4. 


The program is replete 


with yvood things fo 

the delegates, who will be wel repaid for the 

thine dit Reb. 4 to 6--spent in rubbing 
oulders ith thre fellow retailers, 

President A.C. Gauen, of Collinsville, was 
on the job promptls at ] o’clock, Wednesday, 
but it was nearly 2 p.am. before the real busi 
ness of the session started, the intervening 
time being pleasantly spent Jistening — to 
thre Benson Orelye stra of five pieces, The Ch 
tire audience then joined in the signing oft 

America,’ ’ following which the Rev. J. W. 
George, of the Parkside Methodist Kpiscopial 
Chureh, of Chicago, pronounced the invoen 

Extends Welcome to Delegates 

Homer J. Buekley, of the Chicago Assoeiu 
tion of Commerce, in extending a welcome 
to the city, imparted a real message to the 

sitors, Ssuying, in part: 

The Association of Commerce jis vitally inter 
ested in the industry you people represent. We 
believe it is one oof the basic industries of the 
country which needs support. The burning ques 
tion of the hour is) distribution The American 
business man during the last decade has brought 
industry to the highest proficiency, but there is a 
lack of «ficiency in the selling end of the business 
or the distribution The high cost of doing busi 
ness concerns every individual. The spread be 


tween the cost and the price the consumer pays is 


too much, and Ways and inmeans must be found to 
reduce that spread, Around the selling end of the 
business is where you should concentrate in your 
eonvention We are anxious to see the selling cost 
reduced and the way to do it is to put greater 
eflicieney inj your selling methods We are in a 


period of intensive selling, and you must give seri- 


ous study to vetting new business and holding old 
eustomers 
Mr. Buckley said that the high cost. of 


hiring and firing is one of the faetors in the 
high cost of selling. ‘‘You must find means 
to bring down your overhead,’? he said. In 


closing, Mr. Buckley urged the delegates to 


take part in the discussions and in this way 
bring out some real ideas which will be 
Valuable in their business. 


Something in Common with Chicago 


Charles L. Sehwartz, of Naperville, in re- 
sponding to the address of weleome, said that 
wea carry the Mr. Buekley 
home with us it is going to be of wonderful 
service in enabling us to serve better our cus 
at home and the people of Tllinois 
generally, As we down State prosper and 
develop, the resultant increase in business is 
felt by the factories and transportation lines 
centering in Chicago, and we feel therefore 
that we have something in common. with 
Chic We hope the Chicago Association 
of Commerce will help us with its advice, 
Our association has during the last few years 
had an opportunity to work with the Chicago 
Associntion of Commeree, and it is a splendid 
thing for both organizations to work together 
to serve the membership better.’?’ 

President’s Address. 

At the outset of his annual address, Presi- 
dent Gauen commented on the progress made 
by the association during the last thirty-five 
years, and also the steady growth in member- 
ship, which has now almost reached the 700- 
mark, these members constituting the 


we 


message of 


tomers 


ago, 


ce¢on- 


Note: A report of the Friday sessions 
of the annual meeting of the Illinois Lum- 
ber Merchants’ Association will appear 
in the Feb. 14 issue of the AMERICAN 
Lt MBERMAN.—EDITOR. 





the retail Jumber in- 
dustry who are constantly contributing their 
time, effort and money to perform a service 
for the entire industry. ‘*Non-members may 
be termed obstructionists or Jethargists,’’ 
suid Mr. Gauen, ‘‘but in extending to them 


structive element yn 


the glad hand of welcome we must follow 
what is termed the new ideal found in busi 
ness, Which is service.’? 


New Ideal in Business 


Most people think of business as money making, 
but more and more the men of business are realiz 


ing the truth that business is service and that 
money is only the wage of service, The recogni 
tion of service as the law of business is ushering 
in a new age. Formerly business was regarded as 


ao matter of gainful trade in which the advantage 


of barter was counted as the measure of suecess. 
A new conscience is dawning, and in the United 
States at least success is measured by service 


rendered. Life in early times was a struggle for 
existence and men formed unions for defense. 
There are two lines of development for man 

the line of his individual development and the line 
of development in unity with his fellowman, It 
is the line of development in the unity of associa- 
tion with his fellowman that begets mutual defense 
and protection but also strength in individual de 











velopment. We develop as we serve, and the great 
est service in the world is the service of business. 
Under the ferm business we may comprehend all 
service. There is the business of production ; 


there is the business of manufacture; there is the 
business of transportation; there is the business 


of commerce cobrdinating production, manufacture 
and transportation. 


President Gauen commented on the faet 
that some of the wealthiest men in the 
United States are entitled to a niche in the 


hall of fame for what they have done for the 
advancement of the public’s interests. Among 
the most notable he mentioned Henry Ford 
for his efforts in expanding and cheapening 
the world’s transportation service; John D. 
Rockefeller for his conservation of waste 
products into 260 different services for man- 
kind, and the Vanderbilts for their contribu- 
tion to our transportation systems. These are 
instances, said President Gauen, of just 
wages for service rendered, and continued: 
Fundamentals of Business 

If you will now bring down to the present day 
these new principles of wages and service, you will 
perhaps view our present day problems in a new 
light. As business men we are asking what are to 
be our wages in the future, but another question 
is, What is to be your service in the future? The 
business of this country, the business of great 
corporations and the business of the individual 
workers will be according to service rendered, 

No man’s service begins with his hands; his 
serviee begins with his mind. The fundamental 
of business is security; security in government ; 
security in the banking system; security in the 
diffusion of intelligence and morality. The funda- 
mental of business is sound in this country. The 
people are behind President Coolidge and his busi- 


“not 


Illinois Lumber Merchants Find Distric 


ness policy for reduction in taxation, and the on); 
improvement needed is for Congress to give hin 
full support. 

President Gauen touched on the banking 
and financial system, stating that ‘‘we have 
now the soundest and strongest in the world, 
Money, credit and investment funds are j; 
greater supply than ever before in the history 
of the world, The sole question is how we 
shall maintain proper balance between falling 
money rates und commodity prices, and 
whether we ure in danger of a boom begotten 
of cheap money, abundant credit and invest 
ment supplies.’ President Gauen then went 
on to give some interesting statistics showing 
gains in deposits in banks and trust com 
panies; lumber cut in 1924; Portland cement 
and brick production. Regarding building 
operations and farm products, he said: 

Suilding operations in the principal cities dur 
ing the first eleven months of 1924 totaled $2,986, 
000,000, compared with $2,870,000,000 for the 
same period of 1923, an increase of 4 percent. It 
is estimated that general construction costs are 4 
percent lower than a year ago, and 25° percent 
below the high point, which was in June, 1920 

Farm products of grains for 1924 amounted t 
only 5.103,000,000 bushels, compared with 5,393 
000,000 bushels the year before, and a_ previous 
five-year record of 5,347,000,000 bushels, indicating 
that there is a real reason for the higher grair 
prices, 

Gauen continued: 

Four Fundamentals of Balanced Business 

Four fundamentals of a balanced business situa 
tion which have ushered in periods of sustained in 
dustrial and trade prosperity in the past are agair 
operative. These are: (1) Inereasing industria] 
production after periods of low output; (2) good 


President 


prices for farm products; (3) increasing export 
trade, and (4) sound and easy credit conditions 
During 1925 bond and stock prices will almost 
surely reach their high points and turn down 


Building will probably go forward in large but 


record volume, more especially in agricultural 
sections, 

Wholesale prices, wages and costs of living will 
probably move higher. There will be little unem 
ployment. Output of steel and iron will be much 
greater than in 1924. Competition in the automo 
bile industry will be greater than ever before, with 
output of passenger cars and trucks estimated at 
3,600,000. 

And as members of one of the greatest. retail 
dealers’ associations in the world, let us see to it 
that we are in line with these thoughts and new 
ideals and that our officers gain more inspiratio 
as seen in the new light of things. 

President Gauen urged the members to. se 
that the district organizations function wit) 
the new ideal of service in mind, so that loca 
conditions in communities can be improved: 
that the association endorse the Government 
plan for planting of forests, and that a united 
effort be made for lumber standards and to 
help all allied associations in the interest of 
uniform lumber sizes, known = as 
Lumber Standards. 

Other touched on in President 
Gauen’s address were coédperation with the 
manufacturer ‘‘to the extent of 100 percent 
distribution through the legitimate dealer”’: 
credits and collections; advertising; cost ac 
counting ete. He paid a tribute to Secretar 
of Commerce Hoover for his efforts in the 
elimination of waste in industry, and thanked 
the trade journals for their valuable assist- 
ance in the way of publicity, also the associa 
tion officers for their cooperation during the 
vear, 


Americau 


topics 


In closing, President Gauen said: 

It seems reasonably safe to foreeast prosperity 
almost sure to continue to the summer of 1925 
and likely to carry to the summer of 1926. It Is 
likely to be a year of increasing business accelera 
tion approaching the speed limit and in some 
danger of incurring consequent penalties in 1926 
et us speed up our association toward a new 
goal and hope that the new business year will be 
one of prosperity and happiness. 

The Galesburg Ladies’ Quartet, consisting 
of Mrs. E. FE. Hinchliff, Mrs. Glenn Scott, Mrs. 
Dwight Beatty and Miss Dorothy Drum, wit! 
Mrs. Frank Greene as accompanist, next fa- 
vored with a couple of selections which wet 
greatly enjoyed and heartily applauded. 
r * ay ant 
[hese Jadies also rendered songs at frequent 
intervals during the session. 


Secretary J. F. Bryan then made severd 
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lubs Successful and Plan for Expansion 


announcements, among them being that 
Thursday morning would be devoted to an 
inspection of the exhibits. He also read the 
following telegram from F. L. Lowrie, of 
Detroit, Mich., president National Retail 
Lumber Dealers’ Association: 


I wish to extend best wishes for the most suc- 
cessful convention in the history of the Illinois 
association. To advance the interests of our in- 
dustry every dealer should be a member of his 
jocal, his State and the National association. The 
National association greatly appreciates your co- 


operation toward achieving this goal. 
Secretary Reviews Year’s Activities 
Secretary Bryan, of Chicago, then read his 
report, reviewing in detail the activities of his 
office during the last year. This report, practi- 
cally in full, follows: 


The last year has been a period of substantial 
progress for the Illinois Lumber Merchants’ Asso- 
ejation. Nothing spectacular—no boom—just a 
steady, satisfactory growth, development and _ in- 
crease of efficiency. 

State officers and the various committee fune- 
tioned actively during the entire year. Generally 
speaking, the membership has been loyal and help- 
ful—codperating in every possible way. So far 
as headquarters is advised, there is very little of 
dissatisfaction with the progress of the 
tion. On the contrary, there seems to be an abun- 
dance of enthusiasm and a determination to make 
the Illinois State association one of the best in 
the entire country. 

All of the bureaus and departments have been 
active and have given a high type of service. 

Record of Traffic Department 

The volume of business handled by the traffic 
bureau is the largest in the history of the organi 
zation. This is because of inereased membership 
and a general recognition of the benefits and help 
that the traffic department is able to give dealers. 
Since the last convention our traffic bureau has 
given to our members about sixteen hundred indi 
vidual rates. More than thirteen thousand freight 
bills have been audited and about $3,000 collected 
through claims filed for members. The bureau has 
heen very active in helping to expedite the move- 


associa- 


ment of freight. Approximately seven hundred 
and fifty shipments consigned to members have 


been located and followed through to destination, 
expediting delivery materially. 

About 30 percent of our membership is using 
the traffic bureau. This 30 percent is enthusiastic 
because of the help they have been receiving from 
Mr. McBride and his assistants. They have 
learned the value of the traffic bureau. This 30 
percent is well scattered over the State and in- 
cludes some of the largest yards as well as the 
small ones, 


Service Performed by Legal Department 

The last year has been a record breaker for 
service from the legal department. The associa 
tion retains Good, Childs, Bobb & Westcott as 
association attorneys to give advice and counsel: 
but not to go into court, make eollections, or 
handle contested matters. One hundred and sey 
enty-five cases have been submitted to our attor 
neys. They were requests from members for in- 
formation, advice and interpretation of laws gov 
erning their business. All of these matters have 
been handled promptly and with care. Occasion- 
ally a member asks for some legal help that he is 
not fully entitled to under our contract with the 
attorney. Sometimes a member asks to be advised 
on legal questions outside of his business or he 
wants to know something about the laws in some 
other State. These are not properly ineluded in 


our arrangement with the attorneys but all such 
requests have been handled. However, it is well 


for members to keep these facts in mind. 


Association Plan Service Growing 

One hundred and forty of our members are now 
using the association plan This is a 
larger number than at any previous time. We 
have had no complaint or eriticism about this 
fervice, Mr. Bowes, Mr. Branton and their as- 
Sistants have been prompt, diligent and energetic 
all their dealings with our members so far as 
the secretary’s office has knowledge. Their blue- 
print service is admirable and our members are 
finding it very helpful. 


service, 


National Cost Accounting System 
Our board of directors during 1922 endorsed the 
— ee system of the National Retail Lum- 
ver Dealers’ Association, recommending it to our 
members, Since the board’s endorsement there 


has been an active campaign of education on the 
subject “Know Your Costs.” This has stimulated 
a desire on the part of dealers for a complete 
system of cost accounting and the National rep- 
resentatives have installed the system for a num- 
ber of our members. Our membership has shown 
increased interest, individuals have improved their 
own systems and worked out better methods; so 
it is safe to say a larger number of dealers in 
Illinois now know their costs than at any previous 
time. 
System of Estimating Building Costs 

Karly in the year the 
ranged with the HoltBid Service Co., of Minne- 
apolis, to install its system with any of our 
members wanting it. Mr. Holt, originator of the 
system, has visited a many members in the 
State, has attended a number of our distriet meet- 


board of direetors ar 


good 


ings and the result is a widespread interest in 
this new way of quickly estimating the cost of 


building. Already something like 
members are using the HoltBid. 
give it high endorsement and 
other dealers. 


sixty of our 
They generally 
recommend it) te 


Information Given by Headquarters 


This feature of association work is growing and 


developing. Our members know that they can 
get information on almost any subject by writing 
the secretary’s office. They know that if what 


they want is not on file, the association can get 
information-and facts on various subjects and thus 
be helpful to them. These cases are varied and 
embrace a wide range. But the oflice force has 
been able by diligence and care to assemble faets 
and figures when requested to do so and very 
rarely has it taken very long to get satisfactory 
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Chicago: 
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Secretary of 


I}linois Retailers and Treasurer 
information for members who have asked for it 
This is a feature of the work that is valuable 


and every member is invited to use the associa- 
tion when he wants information, facts or figures 
upon any subject-—keeping, of within the 
bounds of reason. 


New Plan of Organization 


COUPSE, 


At the last convention new bylaws were adopted 
by vote of the membership which provide for 
district organization. Immediately following the 
convention the officers started the work It was 


a big job, but the president, vice president, di 
rectors and office force worked persistently and 
continuously The first district to be organized 


was the ninth at the extreme southern end of the 
State. embracing fifteen counties This meeting 
was held at) Harrisburg resulted in the elec 
tion of Rolla M. Treece as district chairman, 
and Chester L. Schwartz as secretary. 

Following the organization of the ninth, the 
other districts were organized as follows: Eighth, 
in May; third and fourth in June: seventh in 
July: first in August; sixth in October; fifth in 
November, and the second in December. 

Fourteen district meetings have been held 
May 21. All the districts are now well organized 
With a chairman and = secretary in and a 
county chairman in each of the counties, so that 
we now have county chairmen in 90 percent of the 
hundred and two counties in the State This dis 
trict plan is proving very and your 


and 


since 


each 


satisfactory 


officers and directors be- 


lieve that good results 
will follow. The district 
programs are all eduea- 


tional and the doors are 
always open. There are 
no secrets and no star 
chamber sessions. 

Under the new bylaws 
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each district elects a di- 
rector for a_ three-year 











term. With this conven- 
tion the term of three 
directors expires—George 
F. Colton, Roekford, second district s.. We. 
Mackemer, Peoria, third district, and John <A. 
Bryden, Springfield, sixth district. Two directors 
have been eleeted by district vote—Mr. Colton 
being elected to succeed himself after serving 
part of a term (eighteen months), and F. B 
Elliott, of LaSalle, being elected to succeed Mr 
Mackemer. The sixth district director will be 
elected during the convention at a meeting of 
members of that district ealled by the district 
chairman, H. S. Hargrave. This plan seems to 
work well and the membership consider it real 
“Home Rule.” 
Enlarged Program Planned 
At the July meeting in East St. Louis, the 


bourd of directors decided upon extending the 
activities of the enlarging its) pre 


gram and giving recognition and service to build 


association, 


ing supply dealers who do not handle lumber. 
With this object in view the board of directors 
was increased from nine to twelve members, the 
three additional to be known as “directors at 
large.” The board selected as these three, Fred 
Faber, Peoria; Jas. B. Flannery, East St. Louis. 
and M, L. Heeker, Champaign They all aecepted 
service and have been working diligently with 
other members of the board in the interest of 


lumber and building supply dealers of Illinois. 

In this program was included more extended field 
work. It has been impossible for the 
to do as much work in the field as 
done, and so the board employed an 
field worker, W. G. Joyce, of East St. Louis. Mr 
Joyce has been with the Cahokia Lumbermen’s 
Club for three or four years, giving most excellent 
service. Mr. Joyce is to divide his time fifty 
fifty between the State association and the Ca 
hokia Lumbermen’s Club. He entered upon his 
duties the latter part of November, and has made 
progress. His field is to be the southern 
part of the State; that is, the territory south 
of Springfield ; while the secretary does tield work 
in the northern half of the State. Of course the 
secretary will attend meetings in the southern part 
of the State and if Mr. Joyce’s services are needed 
in the northern part, he will be ready to go. 

Association in Good Financial Condition 

This organization is in very good financial con 
dition. Its bills are all paid and we enter upon 
the new year in splendid condition. Soon after 
the State convention the board of directors 
designated a fiscal year to close on the last day 
of January. It was thought advisable to have a 
definite time when the books could be closed and 


secretary 
should be 
additional 


good 


when all reports could be made. In view of 
this change, the reports that are made te this 
convention will really cover a period of about 
eleven months, from the close of the 1924 con 
vention and ending with Jan. 31 1925 rhe 
treasurer will submit to the convention a corn 


plete report of receipts and disbursements for that 
period, 

Upon recommendation of the auditing 
tee of 1924, some changes were made in bookkeep 
ing methods at headquarters. The 
tions of the committee were followed 
while only one new record book was 
the accounts now are more complete 


commit 


recommenda 
and 
necessary, 
Under this 


closely 


system monthly-reports of receipts and disburse 
ments are made to the board of directors, a copy 
being furnished to each member and at every 


meeting of the board a full report is submitted. 
Thus, the officers and directors know every month 
the exact financial condition of the association 
and are advised about receipts and disbursements. 


Board Meetings Wel! Attended 
lburing the year twelve meetings of the board 
of directors were held. All have been well at 
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tended. At every one of them there has been more 
than a quorum present The president and one 
director, J. W. Mackemer, attended every 

eeting, and Mr. Springman missed only 
meeting The attendance record of the other 
I President 
all of the district 





have 


has one 


Gauen has attended 


onicers is lini 


practically meetings and at a 


number of local meetings some of the directors 
ave been present. These officers have devoted a 
lot of time, given much of energy and effort, valu- 

le service without hope of reward other than 


he satisfaction of helping the industry and Ili 





dealers 


Credits and Collections 


This is a most important matter in the conduct 


of any business and especially that of lumber and 
tilding supply dealers. President Gauen hi 
made an exhaustive study of this question and 


at all of the district meetings and some Jocal meet 

ngs, he has given an instructive, intelligent ad 

dress on this vital | subject Vey 
f 


business direc 
tion of the board of directors each of the 


districts 


has appointed a committee of three twenty-seven 
in all—to consider the subject of credits and col 
Jections 
Association Year Book 
\ real service to our members was the publica 
on of the 1924 Yearbook, which was issued and 


distributed 


at and immediately following the 1924 


convention, This publication was in charge of 
(}iarles L. Schwartz, who devoted «a good deal 
oY time and a lot of energy and thought to the 


That he 
verdict of 


enterprise, succeeded admirably was the 


veneral 


members and our advertisers, 

The Year Book contained much valuable’ in 
formation, including a directory of Illinois dealers 
With members of the association indicated—the 


resolutions 
reports 


officers 


officers 


adopted by the convention— 
and a lot of yveneral information 
that was useful regarding the trade Mr. Schwartz 
will 1925 Year 
sible after the close of this convention. 

During the fiscal year the secretary has attended 
seventy-two meetings. At thirty-five of these 
meetings he gave an address on “Home Building 


issue the Book as soon 4s pos 


and Home Owning.”” He has attended all of the 
district meetings and a good many local meetings. 
During the year he visited two hundred and fifty 
dealers in their yards and offices 
Substantial Gain in Membership 

During the year, eighty four new members were 
added to the association rolls We had six with 
drawals which leaves a net membership at this 
time of 682, a substantial increase over one year 
ago A few of the members are a little behind 


in payment of dues but generally speaking our 
membership has been prompt in discharging their 
financial obligations to the association 

Members of the “700 Club” have given most 
excellent service Our of the sixty-three who 
volunteered, forty-eight have qualified by securing 
each a new member A few secured two, and 
one—Rolla M. Treece, of West Frankfort, —-sent 


in ten applications with checks 
very grateful to these men and the thanks. of 
the entire association is due them The ninth is 
the banner district, increasing membership in the 
State association from thirty to sixty-four in that 
district which is a gain of thirty-four. or 112 
percent 


State officers are 


Plans for the Future 
While detailed and -definite plans for 1925 ean 
not properly be decided until the new officers have 


been elacted and entered upon their work, vet 
the secretary has some very well defined ideas 
as to the activity which should follow if we are 


to continue in a progressive way Of course we 
will have more intensified work in the field) and 
special attention can be given individual members 
and localities where such service is needed With 
our district plan of organization, nine district 
chairmen and secretaries and almost a hundred 
county chairmen, we should make greater progress 
during 1925 than in 1924. We are all hopeful 
that this association may continue to increase in 
membership, to grow and develop and become more 
useful and more efficient not only to our mem 
bers, but to the trade in general and the great build 
ing publie which we serve. 

Personally, I want to thank the officers and 
directors of the association for their splendid sup 
port, their interest and enthusiasm: and for the 
loyalty that has been displayed and the sacrifices 
of time and effort they have made for the State 
association. The thanks of the secretary are also 
extended to the membership for their support and 
loyal coéperation. 

Help from the Press Appreciated 

The association has been well supported by the 
trade journals and other publications. They have 
treated us very generously in the way of space 
and in this way have made valuable contributions 
to our work. Especially is the thanks of this 
association due the AMERICAN LUMBERMAN, Build- 


ing Supply News, Southern Lumberman, Lumber 
Manufacturer and Dealer, Chicago Journal of Com- 
Chicago Commerce and the Illinois Journal 
papers throughout the State 
helpful, a number of them 
and club with reporters 
satisfactory reports of the proceedings. 
help from the press is appreciated 

to function efficiently, 
the codperation and support of dealers throughout 


merce, 
of Commerce, Local 
have been very 
ing our district 
who 


Thi 


To enable the association 


cover 
meetings 


rave 
gave 


the State is absolutely necessary Your officers 
can not make a good organization They can do 
the administrative and detail work, but coopera 
tion from all parts of the State is necessary to 
SHCCOSS We all feel that such support will) be 


forthcoming and we are all hopeful that 1925 will 
eo another successful vear for the [inois Lumber 


Merchants’ Association 


Field Secretary Reports Progress 
W. G. Joyce, field secretary, stated that 
this marks the fifteenth convention of 
the Ilbinois associntion which he has attended. 
He said that in traveling around he had noted 


greater enthusiasm among the dealers in the 
State today than ever before in the associa 
tion’s history. He found that in calling on 


dealers in the last few months that they felt 
the association has grown to the point where 
it is un asset to the membership; they have 
faith in the future of the association, and feel 
it is going to help them in their business. 
Mr. Joyce urged the members to get behind 
the officers in the constructive program out 
Jined for the association, as the individual 
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member only get out of an organization what 
he is willing to put into it. 

The finances of the association are in splen- 
did condition, according to Treasurer Hl. A. 
report: showed a balance on 


Leonard, whose 


hand Feb. 1, 1925, of almost $1,000, 
Organization Great Economic Force 
J. W. Maekemer, of Peoria, commented on 


the very satisfactory financial showing as in 
dicated by the report, and said 
that this was the 


treasurer 8 


due in great measure to 


efforts of President Gauen and Seeretary 
Bryan. Mr. Mackemer = stated that he had 
been a member of the association for over 
twenty-five years, and said he was sold on 
the associntion, and urged the members to 
use more freely the services of the various 


departments conducted by the nssocintion for 
the benefit of the membership. 

today is 
suceeed 


economic forees of 
Men prosper and 


One of the 
organization, he 


yreat 


said 





who work with economic forces. Everywhere you 
turn vou bump against an organization Phe 
laboring man is organized from A to Z. and pays 


comparatively in dues to his union at least ten 
times as much as we dumbermen pay to our asso 
ciation, vet he thinks, and we mostly admit it, 
that we are superior in intelligence and ability to 
him. The question arises, is it more necessary for 
most trades and vocations—-the nations have been 
trying for some time to organize to be organized 
and well financed than for retail lumbermen to be 
organized 4 

The average retailer has to be implored and 
coaxed to join his association I know from ex 
perience that no man ever conducted his own busi 


ness, and no man ever will. There are severa} 
factors which have a part in running it; for ip. 
stance, public opinion, organized labor, municipa), 


State and Federal regulations and laws have q 
part. A man’s individual knowledge of economics, 


his training, his broadness of mind—or the lack of 
these—play a vital part in his business, and lag, 
but by no means least, the fellow who really runs 
your business is your competitor, who forces yoy 
to sell low or high grade lumber in your territory 
and causes you to do many other things which you 
otherwise would not want to do. That being th 
case is it not logical for you to become better 
acquainted with your competitor, as he may posses, 
some valuable information that he may be able ft, 
impart to you? 

All price wars are economic waste, as no com 
munity is benefited by two concerns trying to up 
derbid for trade in the same territory, which may 
eventually put one or both out of business, Fajj- 
ures are a curse and an economic loss to a econ 
munity. The Illinois association was formed ty 
educate dealers to a realization of such wastefy} 
practices. It is not our intention to make a profit 
for you; you should know enough to make a profit, 
but if you make use of the various departments of 
this association you will be able to come oy 
ahead, as the association pays large dividends t 
its members. With or without your coéperatioy 
it is true that this association makes a large por 
centage for you every year. 


More Cooperation Essential 


Mr. Mackemer cited a humorous instunce of 
too much operation and not enough codpera- 
tion, and continued: 

This association needs you and your coéperation 
All of us working together can remove mountains 
while each working alone can only stop and bewail 
our shortcomings. The slogan adopted by the na 
tion and our association is ‘“‘Coédperation.’ Com 





RAY 
Harrisburg, Ill. ; 


DURHAM, JT. W. MACKEMER, 
Peoria, I 
sanquet Committee Exhibits Committee 
mercial statistics show that only 444 men out of 
every 100 succeed in business. Retailers const) 
tute 70 percent of the total failures in the United 
States. It looks to me like we retailers have over 
rated ourselves and that we should get together for 
our mutual information and advancement. ur 
association is nothing more or less than a school 
which teaches us how we may learn to do business 
profitably. 

Mr. Mackemer touched upon the advantages 
of the the National cost accounting 
system, stating that after having had it 1) 
operation for a year he would define sales 
manship as ‘*the art and science of selling 
gsoods at a profit.’’ 

Jolu M. Bissell, manager of the Maratho! 
Lumber Co., which has a southern pine opera 
tion at Laurel, Miss., came to the conve 
tion as a representative of the Southern Pint 
‘CA manufacturer,’’ he i 
elared, ‘should try to meet personally every 
retail lumber dealer to whom he 
product, for when the principals are per 
sonally acquainted with each other, the bus 
ness conducted between them is more perma: 
nent and satisfactory, and misunderstandings 
ure less liable to arise.’’ ; 

Members of his association, suid Mr. Bissell 
produce about 40 percent of the total so ithern 
pine production, all leading manufacturers 
being members. From the standpoint of thes 
declared, he could 
tiously come to the meeting as an apostle ot 
good cheer, tor there has been n arked 
stability in both production and eonsun ntion, 


use oft 


\ssociation. 
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nd a stupendous demand for building, about 
alf residential. He discussed statistical 
compilations which have already appeared in 
the pages of the AMERICAN LUMBERMAN, as 
to production, shipments and orders, both do- 


mestic and foreign. 
Foresees Good Business in 1925 


Ye summed up 1924 as a notable year, and 
hen gave the retailers an optimistic glimpse 
of probabilities in 1925. 

There is already stored up a surplus of unfilled 
ynilding demand, he said, shown by permits that 
have been issued, though the work has been held 
up temporarily, due to seasonal, economic or other 
reasons A lJarge proportion of these will develop 
into building contracts during the coming months. 
It is, therefore, likely that building will continue 
on a relatively large scale for at least the greater 
nart of 1925. Then, with the farmers in almost 
vyery section much better off than they have been 
in several years, and with many improvements 
needed on the farms, it is likely that in the early 
spring months—or as soon as weather permits 
we will see a marked revival of rural construction. 

An excellent year is forecast for the railroads, 
he continued. Many new enterprises are likely to 
joom up during the coming year, enlargements oft 
ndustrial plants or new industries. The inereas 

s population is demanding more publie and edu 

tional institutions 


Touches on Campaign for Remodeling 


Also, campaigns encouraging home beautification 
ud improvement seem to be growing more popular. 
4nd if this type of demand is catered to enthusi 
istically by the retailers of building materials, it 
should turn up a very creditable volume of busi 
uess—for people seem to have more money, and a 
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portion of these 
wtimately in 
improvement 


outlet 
and 


find 
homes 


savings will probably 
first payments for new 
of old homes 


Production Will Continue Indefinitely 


Mr. Gissell then turned to a consideration 
of the trends in southern pine production and 
supply. The Southern Pine Association, he 
said, had realized the diffieulty of arriving at 

reliable estimate, because so many factors 
entered, and had begun a study that would 
cover several] more months. As factors he 
mentioned standing timber, present and fu 
ture production, new growth, forest fire pro 
auction, lumber substitutes and new uses for 
wood, and the many efforts toward closer 
utilization, The directors of the association 
will publish its findings as these become avail 
able, Mr. Bissell mentioned as specifie diffi 
variations in timber estimating 
lice, necessity for considering the chat 
er of mills cutting out and the districts in 
‘h they have operated, as well as remem- 





bering that many have prolonged their opera 


ons beyond former estimates, snd 


i) 


making 
‘OWance for the output of many small mills 


dat had arisen to take the place of large: 
Operations. In 1919 it had been expected 
Hat the cut would steadily decline, but the 


194 cut was larger than that for 1919. Tak- 
1 consideration that growing stumpage 
aue would enforee utilization, and 
iat much attention was being given to re- 

is likely that the life of the 





closer 


+ 
20restatiar 


southern pine indsutry will be prolonged in- 
definitely. 
Use Proves Value of Dealer Helps 


Retail lumbermer throughout the United 
States and Canada paid over $30,000 for 


Southern Pine Association literature in 1924, 
said Mr. Bissell, many orders being repeats. 
‘‘The retail lumber dealers are too wide 
awake, and too keen business men, to spend 
over $30,000 unless the expenditure was pay- 


ing handsome dividends in the way of in- 
crensed volume of sales,’?’ he reasoned. The 
association plan service is one of the most 


extensive in the country. It is being con- 
stantly added to, and this year will be sup- 
plemented by pictures, sketches, perspectives 
und measured drawings, together with ma- 
terial lists, in booklet form and also on sepa- 
rate plan sheets for the convenience of the 


retail Jumberman, and will help toward in- 
creasing the use of wood for such articles 


garden seats ete. Panels of 
southern pine in popular finishes, for display 
purposes, are also in preparation. 


Stock Graded on Its Merits 


One of the most important activities of the 
Southern Pine Association, said Mr. Bissell, is 
grading «and inspection. Trained inspectors 
follow up the stock and grade it on its mer- 


as pergolas, 


its. Every vear claims grow fewer and fewer, 
although about 90 percent of the southern 
pine marketed is being sold on association 
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vrades. In 1924, less than one-tenth of one 
percent shipped was found below grade; about 


YOO 000,000 feet was shipped, and only 3, 


SOO,000 feet found off grade. These results 
indicate, Mr. Bissell claimed, that the retail 
dealer should) prefer buying from member 
mills. The inspectors go through mill stocks 


und report on the standing of each grader, a 
stunding of 95 percent being not 
because of systematic checking. 
members of the Illinois Lumber Merchants 
\ssociation to procure copies of the Southern 
Pine rules, study them them- 
selves, and have their employees study them 
and make practical application of them in the 
retail thousand feet o1 
more of the ordinary run of stock. 

Mr. Bissell declared that the 
contact between principals, buyer 
immeasurable asset, and ex 
cordial invitation to 
Pine Association’s tenth annual 


uncommon 


He asked 


’ 


Association 


vards, by grading a 


In closing, 


personal 
und seller, is an 
tended the 

the Southern 


retailers a 


ut New Orleans, La., March 24-25. 
LL. S. Trainor, of Chieago, district engineer 


Portlind Cement 


esting account 


Association, gave an inter- 
of the educational and promo- 


tional activities of the organization to im- 
prove and extend the uses of concrete. 
Committee Appointments 
President Gauen announced the personnel 
of various committees, as follows: 
Auditing—-Joe Mallonee, Harrisburg, chairman ; 


J. L. DuPlain, Toluca: Omar B. Wright, Belvidere. 


Nominations—E. E. Hinchliff, Galesburg, chair- 
man; L. M. Bayne, Ottawa; Fred Hess, Jonesboro : 
John Berscheid, Champaign; H. H. Sonnemann, 
Vandalia. 

Resolutions—Charles A. Glore, Centralia, chair- 
man; George E. Jacobsen, Neoga; W. S. Robinson, 
Abingdon; W. J. Sackman, North Chicago; Lewis 
Buenger, Granite City. 

Adjournment was taken until 1 p. m., Thurs- 
day. 


THURSDAY AFTERNOON 


The complimentary luncheon tendered to 
those on the honor roll of the ‘‘Seven Hundred 
Club,’’ composed of members who have each 
secured one or more new members, was attended 
by forty-one, each of whom pledged himself to 
obtain a new member for the association this 
year. 

President Gauen opened the Thursday after- 
noon session promptly at 1 o’clock, at which 
time solos were rendered by Miss Margaret 
Lyon, accompanied on the piano by Miss Har 
riet Lyon of Fairfield, Iowa, both these young 
ladies being nieces of John M. Lyon of Lu 
Harpe, Il. 

The first speaker on the program was N. A. 
Aimer of the Prepared Roofing Association, 
who deseribed in considerable detail the manu- 
facture and uses of prepared roofing, 95 percent 
of which, stated Mr. Aimer, is sold through the 
retail lumberman. As an organization, the Pre 
pared Roofing Association does not support anti 
shingle legislation, said Mr. Aimer, stating that 
the merits of their product are what the manu 
facturers rely on for a more extended use of 
prepared roofing. 


Results Through Cooperative Effort 


‘“Organized Business’? was the topie inter- 
estingly discussed by John Van der Vries of 
Chieago, manager northern central division of 
the Chamber of Commerce of the United States. 
He commented on the results secured 
through cooperative effort and compared them 
with the poor results which came from purely 
individualistic effort. Mr. Van der Vries spoke 
of the eaneellation evil, and referred to the 
recent distribution conference in Washington, 
D. ©., at which time Secretary of Commerce 
Hoover addressed the delegates on the great 
spread in price of the original product as com- 
pared to the cost to the final consumer. These 
two subjects are to be given close study by the 
conference during this year, together with the 
great variety of the same kind of commodities 
now manufactured and how some of them ean 
he eliminated. 


good 


Mr. Van der Vries went on to say that organ- 
ized business has its own problems to solve, as 
well as those in common with other lines of en- 
deavor. American business recognizes the right 
of the individual to determine the line of effort 
he will follow in order to make a livelihood, 
without any outside interference so long as he 
conducts his business according to right prin- 
ciples and methods, and this is the plan on 
which most American businesses are being con- 
dueted at present. The speaker said that thi 
Chamber of Commerce of the United States is 
working with one end in view, that ‘‘ we shall 
find the kind of solution to our problems that 
shall be for the best interests of American busi- 
ness in all phases of activity.’’ 

Charles W. Spiess of St. Louis, Mo., member 
of the St. Louis 1925 lumber convention com- 
mittee, extended an invitation to the members 
of the Illinois association to attend the joint 
convention of the various retail associations to 
he held in St. Louis March 24-26. 


Credit Suggestions from Attorney 


James B. Wescott, 
presenting some credit suggestions, said that 
the basis of all credit is the financial responsibil- 
itv of the man to whom the retailer extends 
eredit and the moral risk involved. ‘‘ Before 
you furnish material you must ascertain what 
is back of the contract and determine the title 
to the property,’’ said Mr. Wescott. ‘‘I think 
if the members of this association would observe 
a little more care in the first instance in ex- 
tending credit where they expect to rely upon 
the rights which the law gives them to collect 
for the account, there would be much |] 


association attorney, in 


1ess of 
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grief, and they would find yourselves confronted 
with the loss of fewer accounts.’’ 

The Galesburg Ladies’ Quartet then rendered 
‘<Old Black Joe’’ and ‘‘ Annie Laurie’’ to the 
great delight of the large audience. 

Value of Local Organizations 

President Gauen in introducing the next 
speaker, A. H. Holcomb, of Sycamore, said he 
was one of the association’s old war horses, 
and had a real message for the retailer. 

Mr. Holeomb’s subject was, ‘‘ Value of Local 
Meetings,’’ and he said, in part: 


It is on aceount of the business value ot such 
meetings and the ideas I get from them that I 


getting an idea we secure value out 
work. I am a strong organization 
man. whether it be of lumbermen or chambers of 
commerce and the like. Two years ago after at- 
tending the convention of the Illinois association 
several of us went home and called a meeting of 
northern Illinois dealers and formed the DeKalb 


attend. By 
of association 


County Lumbermen’s Club. Our local association 
is a small one, embracing forty dealers, most of 
them located in small communities. At the first 


meeting a great part of the time was taken up in 
introducing each person present. At subsequent 
meetings we discussed credits and collections, cost 
of doing business, home owning Campaigns, meet 
ing mail-order competition, short lengths, standard 


sizes, cost accounting, building and loan associa 
tions, and many other subjects of vital interest to 


the dealer. 

The thing that makes these meetings valuable is 
the fact that we have roundtable discussions. After 
the subjeet is introduced eyery dealer present is 
ealled upon to express his opinion in regard to it 
It seems to me that more of the dealers should 
take part in the discussions at the State association 
convention. At every meeting of our local organiza- 
tion we endeavor to secure some prominent speaker 
to give us an inspiring talk. One of the greatest 
sources of value at these meetings is the forming 
of acquaintances, because then you find that your 


competitor has the same problems that confront 
every other dealer. In our organization we have 


smoothed out a good many grudges and sore spots. 

I favor meetings once a week around the 
Juncheon or dinner table. You can not reasonably 
expect to go much beyond your natural trade ter 
ritory for business. It develops also that 
not set your own price in retailing lumber; it is 
largely your competitor who sets the price of 
your material, An exchange of ideas benefits the 


you can 


retailer. In my opinion the one thing that will 
get the small dealer out of a rut is the local or 
ganization. When he realizes that the most sue- 


cessful retailers are getting a better price it will 
spur him on to do likewise. There is nothing 
secret about our local meetings, and we invite 
representatives of the farmers’ codperative asso- 
eiations to sit in with us. Local organizations 
are a means of teaching the merchandising of 
lumber to the retailer. There are a good many 
spots made brighter in this State by reason of 
the existence of these district associations. 
Central Committee Sends Greetings 

Secretary Bryan read telegrams from the 
Spokane Hoo-Hoo Club of Spokane, Wash., ex 
tending an invitation to attend the 1925 Hoo- 
Hoo Annual in that city in September next, also 
one from the Central Committee on Lumber 
Standards, Washington, D. C., extending greet 
ings and best wishes for a most successful meet 
ing, the last paragraph reading: ‘‘As one of 
the many organizations which officially accepted 
the American Lumber Standards, it is the hope 
of the Central Committee that you will continue 
your effort toward the general observance and 
universal application of these standards. ’’ 

Association Plan Service 

President Gauen, in introducing P. W. Bran- 
ton, said that the association plan service had 
been a splendid thing for the membership as 
well as the association, the latter having bene- 
fited financially to the extent of $1,800 through 
sales made to the members. 

Mr. Branton gave a general idea of what tl 
association is doing at present on the plan 
service. He said that about 140 dealers in the 
State are using the association service, and the 
retailers are gradually learning to realize that 
pictures will sell homes far more quickly than 
cold type. 

Harry J. Colman, Chicago, outlined the bene- 
fits to be derived through the dealer adopting 
the National cost accounting system. His re- 
marks were along the same lines as presented to 





other retail organizations, notably the South- 
eastern Iowa association at Burlington last week. 

The last speaker on the afternoon program 
was A. W. Holt of Minneapolis, who described 
in detail the Holt-Bid estimating plan, which 
he told the dealers would create business for 
them, as it gives the prospective builder infor- 
mation in the terms that most interests him. He 
spoke a good word for plan books and said a 
knowledge of plans and building costs is vital 
to the the retailer’s business 
days. 


The session adjourned at 4:15 p.m. 


success of these 


Annual Banquet is Enjoyable Affair 


The annual banquet of the association, held 
Thursday evening, was thoroughly enjoyed by 
the large number of members and ladies present. 
President A. (. Gauen presided. After several 
enjoyable musical numbers, and the introduction 
of past presidents, the assemblage listened with 
interest to a very illuminating address upon 
the railway transportation situation by Samuel 
O. Dunn, editor Railway Age, Chicago. 

Mr. Dunn began his address by saying that 
there is real danger that the facts that the rail 
ways are now handling a record breaking freight 
husiness, and that the net return being earned 
is showing an increase may give birth in the 
public mind to an exaggerated idea as to the 
profits being made, and thus stimulate agitation 
for rate reductions which not only are not 
justified by the facts, but which if successtul 





A. H. HOLCOMB, S. 
Sycamore, Il. ; 
Told Local Club's 
Value 


O. DUNN, 

I. 
Transporta- 

Situation 


Chicago, 
Discussed 


tion 


would prove disastrous both to the 


and to business in general. 


railways 


He proceeded to show that the average re- 
turn earned in the four years ending with 1924 
was only 3.92 percent, whereas during the four 
years ending with 1909, which included the 
panic year 1908, it was 5.42 percent; in the 
four years ending with 1913, 4.92 percent; in 
the four years ending with 1917, 4.74 percent. 
With the nation entering a period of increased 
business activity, what the public most needs 
is a continuance by the railroads of their pro- 


,gram of enlarging their facilities, said the 
speaker. If the public wants good and adequate 


railway service it should call a halt on the in- 
creasing of railway taxes, and on tinkering with 
rates until the transportation system of the 
country can get back on its feet financially. 


The matter of allowing the railways to earn 
enough profits to enable them to furnish good and 
adequate transportation service is one in which 
lumber manufacturers and merchants should be 
especially interested, continued Mr. Dunn. Forest 
products originate prineipally in the Northwest 
and South and have to be hauled long distances to 
reach their principal markets. There are wide 
fluctuations in the amount of them produced and 
shipped. In consequence the demands for trans- 
portation that they make upon the railways vary 
widely. In periods of dull business the car sur- 
pluses of the railways are greatly increased by the 
decline of shipments of forest products among 

other causes. On the other hand, in 


periods of 


active business the great demand for cars in whj-j 


to ship lumber often has contributed largely ®. i 


“car shortages.” 

Those who are engaged in the lumber business, 
whether as manufacturers or merchants, can, of 
course, make their largest profits in periods whey 
there is an active demand for lumber, provided 
they can get adequate railway service for its trans. 
portation. It is, therefore, to their interest to 
have the railways provide sufficient capacity to 
be prepared always to handle the peak load of 
business. 

These points are well illustrated by what oe 
curred on our railways back in 1906 and _ ip. 
mediately subsequent years and by what has 6. 
curred within the last five years. Almost twenty 


years ago there developed on our railways and 
continued for some time a serious ‘“‘shortage of 
cars,’ Which was really a shortage of all kinds 


of railway facilities. I recall at that time the 
lumber manufacturers and merchants of the coun 
try were among the leaders in denouncing the 
railways because of failure to move promptly many 
millions of feet of lumber which were ready fo) 
shipment. There can be no doubt that the car 
shortages of that period caused lumbermen 
losses. 


heavy 


In the vears 1925 and 1924 the railways loaded 
and moved 7,396,000 carloads of forest products 
This was 384% percent more than were. shipped 
in 1921 and 1922 and the average number of car 
loads of forest products handled annually in 1923 
and 1924 was 20 percent more than in 1920. It is 
an outstanding fact, however, that the lumber 
shipments of 1923 and 1924, which greatly ex 
ceeded all previous records, were handled by th 
railways without “ear shortages” or serious dé 
lays. Lumber manufacturers did not have large 
amounts of capital tied up in products whieh 
accumulated at their plants because the railways 
could not take them away. Lumber merchants 
did not have to tie up their capital in excessivi 
stocks beeause of fear that lumber they had or 
dered would not be promptly delivered by the rail 
Ways. Suilding operations throughout the country 
were not interfered with and delayed because of 
inability to get lumber promptly. 

Why Service Has Improved 

It is impossible to estimate how much this kind 

of service is worth to the lumber industry, but it 


must be worth a great deal. What has made it 


possible for the railways recently to render such 


service? Two things. First, within the last two 
years they have invested $1,900,000,000 in new 
facilities and improvements, ineluding 6,300. loco 


motives and 840,000 freight cars. Secondly. by 
cooperating closely among themselves and als 


securing the codperation of shippers through the 
recently *organized regional shippers’ advisory 
boards they have been able to distribute freight 
cars much better than formerly and to improve 
their operating methods. 

In October, 1924, when the railways handled 
the largest month’s business in history, the aver 
age freight car moved almost 31 miles per day as 
compared with 27% miles in August, 1920. when 


the previous high monthly record of business 
handled was made. When the railways were rf 


turned to private operation in 1920 their facilities 
were wholly inadequate. There has been an in 
crease of traffic since then, but it has not been 
as large as the increases whieh normally occurred 
before the war, and the railways have taken ad 
vantage of this to enlarge their capacity more in 
proportion than the traffic has increased. These 
are the facts which explain the good service the! 
recently have been able to render. 


Expanding Business Demands Heavy Investment 


There is strong reason for believing we have 
now entered a period when increases of freight 
business will be as large as they used to be before 
the war. If this should prove to be the case it 
will be necessary for years to come for the rail: 
wavs to go on investing at least a billion dollars 
annually in their properties if they are to be abl 
to continue to give good and adequate transporta 
tion service, The large amounts of new capital 
that have been invested within the last two years 
have been raised by railway managers, not because 
the railways have been earning adequate net Tr 
turns—they have not been—but because railway 
managers have had initiative and courage and have 
shown confidence that when business conditions 
became normal the business men and shippers 0! 
the country would stand with them for a poliey 
railway regulation which would permit the carriers 
to earn the profits necessary to pay a reagonablt 
return upon increased investment 

If the people of the country are to continue t 
have good and adequate railway service thes must 
demonstrate by the policy of railway regulation 
they cause to be followed that the courage shown 
by railway managers in borrowing so much capital 
for improvements was justifiable and that the 
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confidence they have shown in the business sense 
of the American people was not misplaced. 
Activities of Ladies’ Auxiliary 

The Ladies’ Auxiliary, organized one vear 
ago, is in flourishing condition, now having 110) 
members enrolled. A full program of enter 
tainment was provided by the auxiliary for its 
members and guests. Wednesday afternoon 
about eighty-five ladies attended a theater party, 
witnessing the play ‘‘ Applesauce.’’ Thursday 
afternoon an enjoyable card and game party 
was given in the Gray Room of the hotel, which 
was largely attended. This was preceded by a 


business meeting, at which a constitution was 
adopted, and the following officers elected for 
the ensuing year: - 
President—Mrs. W. W. Tilden, Bloomington, Il. 
Vice president—Mrs. A. C. Gauen, Collinsville, 
Il. 
Treasurer—Mrs. 
ville, Tl. 
Secretary—Miss Helen A, 


Charles L. Schwartz, Naper- 


Leonard, Chicago. 

Friday forenoon the ladies are to enjoy a 
personally conducted tour through one of the 
large retail establishments, followed by a lunch- 
eon and style show staged especially for their 
benefit. 


What Some of the Visiting Dealers Say 


R. HW. Pearse, of W. IT. McKee Lumber Co., 
Quincy, 11]-—Business has been slow the last few 
weeks, due to weather conditions, but as soon as 


the frost is out of the ground we look for a splen- 


lid demand. Farm trade is good and collections 


are very satisfactory. Stocks are broken in our 
section. Business all through 1924 was fully up 


to expectations, and we expect 1925 volume to be 


eyen greater, Mr. Pearse said that W. I. McKee 
recently returned from a long sojourn in South 
America. 

VaL Reis, of the Wood River Lumber & Supply 


(‘o., Wood River, Ill.—Our turnover at present is 
fair, but we are looking for a nice business in 


1925, We are located in an industrial section, 


and much construction work is under way and 
quite a lot planned during the year. Refineries 


are pretty busy, and the industries generally look 
forward to a big volume this year, which will, of 
course, be reflected in a good demand for lumber. 

J. T. McBroom, Watseka, Ill—-We are located 
in a farming community, and the farmers have not 
wen doing much for the last few months, but pros- 
pects are encouraging, as farmers are in pretty 
good shape financially. They are marketing their 
corn now and getting good prices. Collections are 


just fair, but about as good as they have been 
during the last few years. 
W. Paybur, Central Illinois Lumber Co., East 


St. Louis, Ill.-—While business is rather slow at 
present, there is an optimistic spirit prevailing. 
tetail and building prospects are encouraging, and 
we are beginning to figure on work to be under- 
taken in the spring. Collections are holding up 
very well, We utilize two trucks and two teams 
and deliver within a radius of five miles on the 


average, 


W. I. GILnLuaAM, president Farmers Lumber Co., 
Brighton, Jl Prospects are pretty good for 
spring trade. Last year’s volume was 40 percent 
better than the year before. Collections are just 
fair; small bills are a little slow, but the larger 
accounts are coming in satisfactorily. The farmers 
last year had good crops of oats and hay, but corn 
and wheat were rather poor 


Morris 1. 
twenty four 
history, and 


Hecker, Champaign, Ill-—-Nineteen 
wus the year in our business 
prospects are for a lot of apartment 


biggest 


and residence construction Collections have been 
very good the last sixty days. We operate seven 
trucks, two of which are Ford runabouts with 


bodies for light orders of 400 to 500 pounds ; we 


ilxo ¢mploy two teams and a dozen wagons in 
our delivery service. 

POE, ew Ga: Cairo, Ill Two new high schools 

re being built at Cairo and we expect consider 

more construction work when spring opens 

ip. Collections were rather slow for a while, but 

are now improving. Prospects are good for this 


gan commented on “Old Ilomes Made 














ished by the AMERICAN LUMBERMAD 
ne that the ideas contained therein would 
elt eve videawake retailer 
N. HH. Swanson Lynn Center, I1].—There 5 
Cmuch activity in the building line in our se 
mu last y and trade is pretty quiet now. We 
ter to farm trade exclusively, and find old ac 
Pts hard to collect, but the material sold ré 
iuly has been paid for in a reasonable time. 
1 - SIMpson, of W. D. Alexander Co., Anchor, 
bes arm prospects are good this year Collec 
‘ONS are pretty fair. There has been no great 
“mount of house building in town, but the farm 
vay are making some improvements and figuring 


considerably more later. 


on 0. FovuLKr, Macomb, I11.—We enjoyed a good 
Mme of business in 1924. Collections are fair, 


and money is coming in more freely sinee the 


farmers have been getting good prices for their 
City demand is good and the rural trade is 
picking up. There was plenty of building in the 
city last year, and we expect a considerable amount 
of repair work this vear not only in Macomb, but 
also in the country districts. 


crops. 


W. E. 


burg, 


Terry, W. E. Terry Lumber Co., Gales- 


There is a better 


Ill.—City trade is fair. 





MRS. W. W. TILDEN, MRS. A. C. GAUEN, 
Bloomington, Il. ; Collinsville, IL; 
President and Vice President Ladies’ Auxiliary 


feeling among the farmers, who are getting some 
of their old debts paid off, and this will have a 
tendency to hold up retail trade. 


J. Hi. PATTERSON, JR., of J. H. Patterson Co., 
tockford, I1l.—Last year’s volume was very good, 
and the outlook is promising for 1925. Many 
new homes are going up and a considerable amount 
of remodeling is being done. We have thirty or 
forty copies of “Old Homes Made New’ dis- 


tributed among our ten yards located in northern 
Illinois. In the larger centers collections are pretty 
fair, but in the farm communities they are rather 
slow We look for an improvement in trade with 
rural customers, as farmers are now in better shape 
than for some time. 


Joun M. Lyon, Lallarpe, 111.—Business was 20 
percent better last month than in January, 1924. 
Collections are improving right along; we are get- 


ting some old bills cleaned up now that farmers 
are receiving good prices for their crops. Corn 


around our section was a good deal better than in 
a lot of other parts of Illinois. Prospects in the 
repair line are good, and we are quite optimistic 
over the outlook for 1925. 


D. ScuuLerR, Home Lumber & Coal Co., Dixon, 
11l.—Business last year was not very heavy as far 
as new houses were concerned, but some large 
building projects helped out sales. Farm trade is 
a little slow, but the outlook is encouraging, due 
to the better feeling among the farmers. Mr. 
Schuler stated that his father, W. A. Schuler, who 
is 67 years old, has been a _ subscriber to the 
AMERICAN LUMBERMAN for the last thirty years, 
and still takes an active interest in the retail 
business. 


J. €. RALSrTon, Ralston Bros., Caledonia, IlL.- 
We had a pretty fair business last year and 1925 
has started off in good shape. Colleetions are im 
proving. Our trade is largely with the farmers who 
are in better condition now than for some time. 


GEORGE DAHL, Forest City Coal & Lumber Co., 
Rockford, Ill-—We had a fairly good turnover last 
year, and the volume has been satisfactory so far 
this year. Collections have been fair. Construe- 
tion is rather quiet at present, but a number of 
large jobs are planned for the spring. 


HAROLD C. TIARBAUGH, of the Charles Harbaugh 
Lumber Co., St. Charles, Ill, says business is 
flourishing in his neighborhood. There is a lot 
of improvement in the way of new buildings in 
progress and the efforts being made by some of 
the wealthy citizens to beautify the town and sur- 
roundings is helping create a good demand for 
building materials. His father, who is usually in 
attendance at the annual convention was absent 
this year, having recently left for a.trip to Cal 
ifornia. After spending a short time in the Golden 
State he will make a tour of some of the large 
manufacturing operations in Washington and Ore- 
gon. This is his first trip to the west Coast and 
he Jooks forward with much interest to seeing how 
the big trees are felled and the big lumber opera- 
tions are conducted in that territory. 


IL. G. NeGrorro, sales manager of Tremont 
Lumber Co., Rochelle, La., joined Clark, 
the company’s local representative in this territory, 
and together they spent considerable time eircula 
ting among the dealers in attendance at the econ 
vention. Mr. Negrotto reports a splendid outlook for 
business and thinks the output of the southern pine 
mills this year will be quickly sold. There has 
been a remarkable increase in export demand = re 
cently and mills in position to cater to that trade 
are finding about all the business they can handle 
and prices very satisfactory. 


the 


Roscoe 


Convention Exhibits Interest Retailers 


About fifty exhibitors had interesting displays 
of products handled by the retail lumbermen, 
the exhibits oceupying all the available space 
on the mezzanine floor of the Hotel Sherman, 
and much of the space on the convention floor. 
Among the more important exhibits were the 


Lollowimne: 
M4 


Wood Comversion Co., of 
tured DBalsam-Wool, a Jumber product which is 
applied between rough and finish floors to deaden 
sound, keep cold out in winter and keep 
cool in summer. There was also displayed 
application of Balsam-Wool and photographs of 
houses in which this wood product is installed. 
Around the booth were hung signs bearing the 


Cloquet, Minn., fea 


also to 


a house 


words : ‘Balsam-Wool, woolen underwear for 
homes,” The exhibit was in charge of H. R. 
Berlin. 


Weyerhaeuser Sales Co. exhibited samples of six- 
teen different kinds of woods, consisting of north- 
ern pine, Inland Empire products and Pacific coast 
forest products. Robert Markham, Fred Nutter 
and Lee Childs were very busy during the conven- 
tion explaining the merits of Weyerhaeuser forest 
products to interested visitors 


Gregertsen 
model 


Bros. Co., of 
bungalow 


Chicago, 
constructed 


displayed a 
entirely of red 


' ‘ 
about 3 


cypress, dimensions being 
feet high. ‘The model was built at Cairo, H., 
where the company has a fully equipped planing 
mill with a capacity of eight cars of finish lumber 
a day, and where it has 5,000,000 feet of dry red 
cypress on hand. W. J. Whyte, secretary and 
treasurer of the company, was in charge of the 
exhibit, ably assisted by H. L. Parsons, who covers 
the central part of Illinois for the concern. 


4x5 feet, and 


The Central Coal & Coke Co., with headquarters 
at Kansas City, Mo., showed longleaf 
and shortleaf southern pine and old growth yellow 
fir, also photographs of the large mill at Vernonia, 
Ore. KE. G. Koza was in charge of the exhibit 





samples of 


The American Steel & Wire Co., of Chicago, ex 
hibited samples of zine insulated American fence, 
Banner posts and gates. S. R. Hanna, R. N. 
Clover, W. W. Taylor, C. A. Cochrane and D. J. 
O’Connor represented the company. 

Insurance 
several 


The 
Ind., 


Lumber Indianapolis, 
had the job, who 
distributed useful ash-tray souvenirs to those who 
called at the booth. 


Agency, of 
representatives on 


The Lehon Co., of Chicago, displayed its well 
known product, Mule-Hide roofing and shingles, 
the “Mule” standing out conspicuously and at- 


(Continued on Page 99) 








QOKLAHOM LAITY, 
OKuLA., Feb. 2. The 
thirty - seventh annual 
meeting of the South 





western Lumbermen’s 


Association closed here 





I. HW. FORESMAN, 
Kansas City, Mo 
Elected President 





with the 


having 


last Friday 
distinction of 


{ oT 
1 heen the most successful 
| 





| convention in the history 








a\ of the ussociation. 
|Norre: A telegraphic 


the first two days’ sessions uppeared 
on pages 56-60 of the Jan, 51 issue of the 
AMERICAN LUMBERMAN.—-Eprror.| Not only 
was the attendance record broken with an official 
registration of 2,000, but the program 
surpassed those of previous years in educational 
and inspirational value and the entertainment 
a high standard that will be diffi 
cult to attain in sueeeeding years. As the con 
vention drew to a words of praise were 
showered on Oklahoma City for its true hos 
pitality as refleeted in the splendid manner in 
which the convention had been entertained. 

Kansas City, Mo., was chosen as the scene of 
next yenr’s convention by an overwhelming ma 
jority, after a representative of the Kansas 
City Chamber of Commerce had extended a 
cordial invitation to hold the meeting there. 
A standing invitation to hold the meeting in 
Oklahoma City at any time was issued by Ed. 
Qvyerholser of the local Chamber of Commerce. 
Had it not been for the limited hotel accommo- 
dations here the convention might have been 
returned to the Oklahoma capital, so pleased 
the members with the meeting. 


Officers Elected 

The report of the nominating committee, pre- 
sented on Thursday, Jan. 29, was confirmed and 
the following officers elected for the coming 
year: 

President—J. H. Foresman, 

Vice president—F. M. Hartley, of 
Kan 

Second vice 
more, Okla. 

Treasurer—J. A 

Secretary—B. FE. 

It is not often that the strenuous sessions of 
a retailer’s convention admit dramatic mo 
ments but one oceurred in the closing session 
of this meeting that will long be remembered 
hy those who were present. It came late in 
the morning as the officers were pushing the 
numbers on the program to secure adjournment 
of the session which already had run over time. 
Mr. Foresman, the new president, had just 
concluded a brief response to retiring President 
Woods’ introduction, when KE. C. Robinson of 
St. Louis, Mo., a veteran of many years in the 
retail lumber business, arose and asked if he 
might make a few remarks. 

Slowly, almost falteringly, the pioneer lum- 
herman directed his steps to the platform and 
there in a voice filled with pride and admiration 
told how in the early days when Oklahoma was 
opened to settlement he had come to that State 
and had taken the president-elect, then a boy, 
under his tutelage to train him for the lumber 
business. He told how he had directed the 
efforts of ‘‘the boy’’; how he had been given 
«a vard when he was old enough to manage a 
business; and then had given him a fine recom- 
mendation when he decided to enter the employ 
of the Long-Bell Lumber Co. ‘‘Now,’’ Mr. 
Robinson proudly declared, ‘‘ Harry has become 
a greater man than I am—the vice president 
of one of the largest lumber coneerns in the 
United States and the president of this great 
association.’?’ A hush fell over the convention 
as Mr. Robinson crossed the platform to extend 


report of 


over 


features set 


close 


were 


Kansas City, Mo. 
Zaldwin, 


president—Kennett Hudson, Ard- 


Bowman, Kansas City, Mo. 
Line, of Kansas City. 


SS 


1925 








Southwestern Retailers Favor Sing] 


his congratulation to ** thi boy.’ His fondest 
hopes had been realized; his wishes had been 
fulfilled: the Jad he had trained in the business 
had received the recognition his benefactor felt 


was due him. And he was happy in the fact. 

This touching little ineident so aroused the 
emotions of Mr. Foresman that be replied wii 
difficulty. Nevertheless, he 
debt he owed to Mr. 
that his former 
ulmost a godfather to him and that words could 
hardly express his gratitude. The and 
‘“the boy’? clasped hands again, and Mr. Robin 
son, With an unmistakable 
on his face, trudged to his seat. 

Mr. Robinson, it President 
Woods’ banquet for past presidents Thursday 


acknowledged the 
fill 


emplos 


Robinson in INCHSULE, 


had been 


saying 
veteran 
look of sutisfuetion 


Was unnounced ut 


evening, had attended every one of the thirts 


seven annual meetings of the association. At 
this sume function, Mr. Foresman told how Mr. 
Robinson had refused his request for a yard 


because he did not have enough eduention, but 
turned around and financed him for one year of 
au college education. 


FRIDAY MORNING 
The Friday morning session opened with the 


community singing. Director Roy 
Williams introduced « new jingle to the tune of 


customary 














F. M. HARTLEY, TALBOT FEILD, 
Baldwin, Kan. ; Hope, Ark. ; 
Ist Vice President Responded to Weleome 


**What’s the Matter With Father’? 
quite a jit. 


Which made 

It ran something like this: 

All in favor say aye, aye, aye, aye, aye. 

O! all in favor say aye, aye, aye, aye, aye. 

We've had a good time, O! yes, we say, 

And we'll come back again some day. 

O! all in favor etc. 
Second 

All in favor ete 

O! Foresman’s the guy so full of glee. 

He’s the bald headed sheik from old K. C. 

All in favor etc. 


Ve rse 


Secretary Line opened the formal part of the 
session by reading a telegram from the Spokane 
Hoo-Hoo Club extending congratulations and 
inviting Southwestern Hoo-Hoo to attend the 
national concatenation there next year. 

W. D. France of Enid, Okla., a former presi 
dent of the association, but who has severed 
his eonnection with the Jumber industry, was 
called to the platform by President Woods and 
asked to say a few words. Mr. France said it 
felt like getting back home to attend an annual 
of the Southwestern despite the fact that many 
changes had taken place since he had ceased to 
attend. He pointed out that people are de- 
manding service in the lumber industry to an 
extent never dreamed of twenty years ago and 
he urged the lumbermen to heed this eall. 


Report of Resolutions Committee 
The report of the resolutions committee was 
next presented by J. W. Berry of the Long-Bell 


Lumber Co., Kansas City, Mo. [The resolutions 
appear in full on the following page. 

Mr. Berry supplemented the reading oft), 
report with the declaration that IVention 
largest and best ever held by the ass 
Ite spoke of the beauty and convey 
ences of the Masonic temple, saying it was 1] 
hest place the association ever had to hold 


convention and that it couldn ’t have been bert 


Eprror. 


the co 


was the 


elation. 


had it been specifically designed for the pu 
pose, The report was accepted, 


Report of Committee on Necrology 

Secretary Line read the report of the con 
mittee on for its chairman, EK, ( 
Robinson, The names of those who had pussed 
away since the last annual, the date of thei 
death, firm connection, and home are as follows: 

C. C. Roop, Jan. 19, 1924, C. C. Roop Lumber 
Co., Wakefield, Kan. 

H. Galloway, Feb. 8, 1924, H. Galloway, Eng. 
land, Ark. 

W. B. Hamilton, March 3, 
Lumber Co., Afton, Okla. 
aaa C. Culbertson, April 22, 


necrology 


1924, Hamilton 


1924, Tarkio. 


Oo. 
G. R. Benedict, May 15, 1924, Lansing, Kan. 
A. L. Wagenseller, June 7, 1924, Geary County 

Lumber Co., Junction City, Kan. 

B. W. Zimmerman, June 24, 1924, president of 
Southwestern Lumbermen’s Association in 1890, 
Webster Groves, Mo. 

Milo R. Harris, July 7, 1924, president South. 
— Lumbermen’s Association 1899, Ottawa, 

an. 

John T. Edmunds, Aug. 25, 1924, Edmunds. 
Dyer Lumber Co., Carrollton, Mo. 

Z. H. Savage, Oct. 21, 1924, Amity, Mo. 

Dean R. Morley, Nov. 11, 1924, Morley & Sons, 
McGehee, Ark. 

Asa A. Morton, Dec. 19, 1924, Clarksdale, Mo. 

Bruce Holcomb, Dec. 22, 1924, Fayetteville. 


Ark 
Tells of Hoo-Hoo Objects 

Introduced as a man who correctly interprets 
the spirit of Iloo-ILoo, J. H. Allen of St. Louis, 
Mo., Snark of the Universe, told of a few of 
the objects and ideals of the order. Hoo-Hoo 
wants to improve the bad in us, he said. It 
only two things to sell, patriotism and 
brotherhood. Hence, he added, it is destined ti 
hecome the spiritual and fraternal backgroun¢ 
of the lumber industry. Referring to thi 
heautitudgs as real, practical principles, he inti 
mated they are exemplified in the aims of Hoo 
Hoo and continued by saying that their spirit 
can be attained and friendships multiplied eve) 
fen times through affiliation with the order of 
Hoo-Hoo. Mr. Allen appealed to the lumbe 
men to become members of the organization as 
a means of bringing the lumber interests closei 
together and inspiring the confidence of all. 

The speaker mentioned the work Hoo-I{oo is 
doing to encourage reforestation and paid 
tribute to Chief Forester Greeley. The Jumber- 
men should give Col. Greeley in his work tle 
cooperation he so well merits, he declared. 

Reminding the convention that the member 
ship rolls of Hoo-Hoo woud be closed within 
the next sixty days, Mr. Allen closed with a) 
appeal for the lumbermen to affiliate with thi 
order, saying that Hoo-Hoo was selling itself 
to the lumber world. 

The next address by Arthur T. Upson, Was! 
ington, D. C., on ‘‘Lumber Standardization,’’ 
Was the same as given at other conventions and 
was printed on pages 51-54 of the Jan. 24 issue 
of the AMERICAN LUMBERMAN. 

Credits and Collections 

‘Your Credits and Collections’? was tlic sub: 
ject of a practical address by Murray McLeod, 
of Warren, Ark. Mr. MeLeod told of the im- 
partial and business-like policy his firm pursues 
in handling credits and making collections. He 
said that there is an increased need in tlie 
lumber business for a more definite credit and 
collection policy. 

The day has passed when you can sell to every 
Tom, Dick and Harry and allow him to settle 
whenever he choses or perhaps never at all. No 
one else does. The lumberman is the last re- 
tailer to insist on a definite credit and collectio! 


lists 


policy. Webster defines credit as mercantile 
reputation, entitling one to be_ trusted. Spel 
firm lists three financial risks. The first class 


consists of those who have considerable property 
or money in the bank and who are known (0 


make prompt settlement. Included in the sec 


e Standard 4 ; 


t 
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ickness and Take Steps to Secure State Forestry — 


nd class are those who, while not having a 
rent gaecumulation of wealth, are of good char- 
acter, have a reputation for paying their debts, 
ind have a steady income in the form of wages 

salary. Among those falling in the third 
lass are parties who are known to be slow pay 

y who buy without the thought that there must 
eventually Come a time of settlement. We have 
ever had any trouble with the first class. 

We don’t hesitate to ask a man about his 
financial position. It pays to be frank, and in 
ost Cases the customer is willing to proffer the 
desired information. If he is not willing, it is 
hest to stay away from him for that is a pretty 
syye sign his finances will not bear inspection 
Yo one else will give him credit; so why should 
the lumberman 7? 

The best way to prepare for a definite policy 
< to have the terms of sale understood before 
the material is taken from the shed. Much ot 
ur trade is done with the farmers on a thirty- 

basis. Contrary to the ordinary assump- 
tion, the farmer is the best man to agree on the 


terms of the sale, if approached on the right 
pasis. We explain to him that selling on a 
thirty-day basis enables us to sell the lumber 


ita lower price since we do not have to include 
in the price the cost of collection, mailing oft 
statements, circulars ete. The lumberman 
makes a mistake in not familiarizing his trade 
with the terms of sale. These should be def- 
initely known and should be made to apply in 
ill eases unless other arrangements are made 
In our business bills are payable on or before 
the tenth day of the month following that in 
which the purchase was made. We have found 
that people before coming in have made up their 
mind just about what time they will be able to 
make payment. Twenty-five percent perhaps 
do not. If the terms of sale are understood or 
specifically arranged, this 25 percent will be 
vliminated. 

We have always preferred personal collection 
We have our man out the first day the bill is 
due, It shows you are business-like. Seventy- 
live percent of your trade works on a salary and 
isually the first man on the scene is the one 
to get his account settled. We try to be there 
first. The personal collector is better than a 
vritten statement, we have found, because he 
has an opportunity to sell the company to the 
individual. In ease the account of an individual 


listed in the first class is overdue we write him 
au tactful letter calling his attention to the fact 
but relieve the sting of the letter by an appeal 
to his vanity. This is gained by inviting him to 
come into the office to look ‘over something we 
have to show him 

How the Collector Works 

Isvery man we have carries a 
him when making collections. 
to put him off, he first endeavors to secure a 
small payment and a definite promise as to 
When the remainder is to be paid. The date 
agreed upon is then written down in the note- 
book with the customer looking on. We have 
found that by following this method the date is 
impressed upon the customer’s mind and he 
feels he is obligated to make some kind of set- 
tlement on that date. Where partial payments 
ure made we have the customer write his ap- 
proval on the account. This simplifies matters 
if a dispute arises as to the amount paid. 

The man who has an old account and is un- 
able to make settlement should not be hounded 
or you'll drive his business away. His cash 
business is worth getting and if you give him 
the impression you expect him to pay his old 
account in full some day, the chances are he 
will drop in with the money when you are least 
expecting it. Perseverence also is one of the 
best assets in a collection policy. And the little 
accounts are as important to clear up as the 
big ones. 


notebook with 
If the debtor tries 


Too many lumbermen try to get along without 
an attorney. Sometimes they file their liens 
without consulting a lawyer only to find they 
won’t stand a lawsuit because the property has 
not been properly described, or because of some 
other technicality. 

Mr. MeLeod’s parting admonition was to 
drive out the price cutter and the slow collector. 
For when that is done, he said, many of the 
tumble-down vards you see over the country will 
disappear and the lumber yard will be the best 
thought of business in the town. 

Jack Dionne, secretary of the Lumbermen’s 
Association of Texas, was seheduled for an 
follow that of Mr. MeLeod, but, 
according to announcement by President Wood, 


nddress to 





le was unable to be pres- 
ent on account of illness. 

At this juneture invi- 
tations to hold the next 
annual meeting of the 
ussocintion in Oklahoma 





kK. Eo WOODS. 
Claremore, Okla 
Retiring President 





City and Wansas City 
were extended by Ed 
Overholser, — president- 
manager of the Okla- 
homa City Chamber of 
Commerce and by « rep- 
resentative of the Kansas City chamber re 
spectively. As has already been chronicled, the 
convention was awarded to the ‘‘ Heart of Amer 
ica.’? Announcement was then made by Seere 
tary Line that the attendance for the thirty- 
seventh annual exceeded 2,000. He explained 
that the actual attendance was probably greater 
than the official registration figures showed as 
many had come in the last two days of the 
meeting who had not registered because the 
supply of identification badges had 
hausted. 


been ex 


Because of the lateness of the hour, discus 
sions on costs and colleetion were set aside to 
allow KF. E. Tyler, association attorney, to 
answer legal questions. A large number were 
propounded from the floor, most of which re 
lated to the lien laws of the various States. Mr. 
Tyler said that he was not attempting to make 
lawyers out of the assembled lumbermen_ but 
that he merely wished to arouse them to the 








Resolutions Adopted at Southwestern Annual 


WHEREAS, The work of our building and loan department has 
not only resulted in financing thousands of additional homes in our 
four States, but has also been of benefit to the entire lumber indus- 
try, through increased sales and better collections; and, 


WHEREAS, During the last two years this work has been merged 
into that of the American Savings, Buildings & Loan Institute, 
whereby a valuable text book on building and loan has been made 
available, for the use of our members and the promotion of building 
and loan education; now, therefore, be it 

RESOLVED, That this association endorse and recommend to its 
entire membership the use of the Clark and Chase text book, as an 
effective means of building and loan development at their respective 
trade points; and, that the services of the American Savings, Build- 
ing & Loan Institute now available, be secured in any needed local 
campaigns for such development. 


WHEREAS, Secretary Hoover of the Department of Commerce, 
realizing the advantage of the standardization and simplification of 
shingle grades, has issued tentative grading rules covering the manu- 
facturing of red cedar shingles with a request for their adoption; 
therefore, be it 

RESOLVED, That the thirty-seventh annual Southwestern Lum- 
bermen’s Association in convention assembled, go on record as 
endorsing the Government standards in principle and as recommend. 
ing that the members of this association be heartily urged when 
Placing orders for shingles to express a preference for the new 
standards. 

BE iT RESOLVED, That we reaffirm the position taken unani- 
mously by twenty-six retail lumber associations, including the Na- 
tion Retail Lumber Dealers’ Association, at the December, 1223, 
Washington general standardization conference that 13/16-inch is the 
minimum thickness fully defensible as a single standard for surfaced 
boards and finish. 


BE IT FURTHER RESOLVED, That our representatives at the 
next general lumber standardization conference are hereby instructed 
to stand for revision of the American Lumber Standards so as to 
make 13/16-inch the single standard of thickness for boards and 
finish; and be it further 
: RESOLVED, That our representatives at future general standard- 
ization conferences stand for a single standard of thickness and width 
of surfaced dimension, if and when the local building code situation 
makes such action feasible. 


RESOLVED, That conservation of timber and the most economical 
retail distribution and use of lumber requires that lengths shorter 


Othér resolutions expressed thanks to the city for its hospitality, the trade press and local press, 


ty thie 


ce 


than 8-foot shall be marketed separately and not included in random 
length shipments, except by special contract. 


RESOLVED, That our representatives at the next general lumber 
standardization conference be instructed to stand for inclusion in the 
American Lumber Standards of a paragraph stating that lengths 
shorter than 8 feet shall be marketed separately and not included in 
random length shipments, except by special agreement. 

In as much as the American Lumber Standards adopted by the 
industry under the auspices of the Department of Commerce are 
plainly in the interests of and for the protection of the consumer, 
our membership is urged to report to our secretary all specific de- 
partures from these standards by shippers or others with a view 
to aiding the Central Committee in enforcing the provisions of the 
American Lumber Standards such as sizes, grades, bundlings etc 


WHEREAS, The forests of our country are becoming rapidly de- 
pleted and the situation as regards reforestation has become acute 
and of prime importance to the future of the lumber industry, there- 
fore, be it 


RFSOLVED, That the Southwestern Lumbermen’s Association in 
convention assembled, hereby direct our president to appoint a com- 
mittee of three members from each State—Missouri, Kansas, Okla- 
homa and Arkansas—to appear before their respective legislatures 
and the governors, asking them to take such steps necessary to pre- 
vent forest fires and to encourage the planting of new forests, look- 
ing to a continuous production of timber. 

In as much as the bureau of the budget has again reduced the 
appropriation of the Interstate Commerce Commission, causing un- 
reasonable delay in deciding many cases on its docket to the injury 
of shippers, we strongly urge Congress to provide adequate appropria- 
tion to enable the commission efficiently to discharge its many 
responsibilities 

We reaffirm our confidence in the Interstate Commerce Commission 
and State Railroad Commission to give to shippers and carriers alike 
a square deal in all matters before them. 

We are opposed to the compulsory consolidation of railroads. 

We stress the importance of the public for representation on any 
railroad labor board whose function it is to investigate and decide 
disputes between the railroads and their employees. The public 
requires uninterrupted service. 

We condemn the so-called Howell-Barkley labor bill which proposed 
to exclude the public from any and all representation in the railroad 
labor board. 

We heartily congratulate the railroads upon the splendid transporta- 


tion service rendered the shippers the last two years. 
l clirectors, the see 


otlica, aaa retary, 


Masons for the use of their temple and finally, to the ladies for their Presence and sympathy. 
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possibilities of a properly filed mechanic’s lien 
und to advise them of some of the technicalities 
that they might protect themselves. He was 
heard with interest, and judging from the num 
ber of hypothetical cases proposed, this number 
was one of the best on the entire program. 


Introduction of officers followed this discus- 
sion number. In secede over the gavel to his 


successor, President Woods said he was confident 
that the affairs of the association were being 
entrusted to able hands. Mr. Foresman replied 
with a plea for the cobperation of the member- 
ship in making the coming year successful. It 
vas at the close of this response that Mr. 
tobinson paid his tribute to ‘‘Harry.”’ 

A big dance at the Huckins Hotel in the 
evening brought the most successful convention 
in the history of the Southwestern to a bright 
und happy close. Oklahoma City had shown 
other cities of the great Southwest how to put 
on 4“ real convention. 


CONVENTION EXHIBITS 

Sixty-five firms and organizations were repre 
sented at the convention by special exhibits 
which were located on the lower floors of the 
Masonic Temple. The booths were decorated 
in an unusually attractive manner and were 
visited by many Jumbermen during the conven 
tion, Practically every firm had some clever 
souvenir for the visitor to carry home. Con 
siderable literature was distributed by salesmen 
and factory representatives in charge of the 
exhibits. Admission to the rooms in which the 
exhibits were located was denied while the con 
vention was in session but at other times they 
were crowded, 

One of the largest exhibits in the whole con 
vention was that of the Long-Bell Lumber Co. 
It was attractively arranged and a large force 
of the company’s representatives were present 
to welcome visitors. The Long-Bell trade mark 
was prominently displayed as a background for 
the exhibit. Pictures of the wonder city of 
Longview hung on the walls and a panel display 
of the company’s national advertising was set 
in one corner. Nearby was u sample table of 
Long-Bell products, including white oak flooring, 
Douglas fir, and yellow pine lumber. At the 
other end was a model house. The dealer’s 
cooperative service was also prominently dis 
played. 

The Southern Pine Association was repre 
sented by a neatly arranged display in charge 
of L. KK. Sigur, of the association’s advertising 
staff. Mr. Sigur was kept busy extending the 

‘glad land’? to visitors and explaining the 
merits of southern pine. The exhibit consisted 
of colored views of standard homes taken from 
plan book, a panel display of 
the association’s publications and samples of 
southern pine ceiling, siding, edge and vertical 


the associution’s 


grain flooring mounted on special racks. 
Prominent in the diplay of the Andersen 
Launber Co. were two of the eelebrated Andersen 
frames manufactured in the company’s plant at 
Bayport, Minn. <A colored electric sign at the 
rear of the booth called attention to the ‘An 
dersen Genuine White i. Irames.?? 
hibit was in 


The ex 
charge of J. B. Rowland, who was 
ssisted by Fred W. Gusic. both factory repre- 
sentatives. Souvenir key cases and a cross word 
puzzle based on Andersen produets were dis- 
tributed, 

‘Is it us good us Wirby’s,’’ trade slogan of 
he Kirby Lumber Co., was much in evidence at 
the Wirhy booth. Wall placards, and souvenir 
pencils and windshield match boxes all bore 
this inscription. The booth was decorated with 
pine cones and boughs, the slender green needles 
imparting 


{ 


4 


the characteristic fragrance of the 
woods. The walls were hung with pictures of 
the Kirby operations at Evadale, Voth and 
Silsbee, Tex., and Merryville, La. R. A. Meyer 
of Oklahoma City, was in charge of the exhibit 
which was eatly admired by all who visited it. 

The Central Coal & Coke Co., Kansas City, 
Mo., found it necessary to occupy two large 
spaces to display its products and advertise its 
fine large mill at Vernonia, Ore. Views of this 
operation, showing the standing timber, logging 
trains, and sawmill adorned the wall, while 


samples of longleaf and shortleaf pine and old 
growth yellow fir lumber were spread on a 
convenient table. EF. R. Cameron of Kansas 
City, Mo., was in charge of the exhibit. He was 
ussisted by Marl hk. Wagner of Oklahoma City. 
The Upson Compuny’s booth was the product 
of considerable labor and expenditure of money. 
It represented a cross-section of a model room 
finished in Upson-Board, which is the Lockport 
(N.Y.) firm’s specialty. G. A. Pettibone, sales 
manager, and J. R. Walls, his assistant, were 
kept busy showing visitors the company’s new 
merchandising book for dealers. The book is a 
large affair containing many blueprints showing 
how Upson-Bourd may be economically in- 
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JAMES COSTELLO, LIBERTY, MO. ; 
Responded to Welcome for Missouri 


stalled. It attracted considerable attention dur. 
ing the convention. 


The Mulehide roofing slogan of ‘‘ Not a Kick 
in a Thousand Feet’’ was one of the first to 
meet the eye on entering one of the large 
exhibit rooms. G. C. Estes, sales manager, was 
in charge of the Lehon Company’s booth which 
was decorated with Mulehide placards and ¢a]. 
endars. A display panel of the company’s 
advertising helps for dealer’s was a feature of 
the exhibit. 

The Dierks Lumber & Coal Co.’s exhibit was 
as novel as any seen in the convention. It con 
sisted of a rustic bower constructed from rough, 
yellow pine logs and decorated with pine 
houghs. Within were cross sections of huge 
yellow pine trees, one of which had attained 
an age of 170 years before being cut. <A negro 
orchestra furnished music during hours when 
the exhibits were open for inspection. 

The Exchange Sawmills Sales Co. featured its 
retailer’s service by displaying some of its 
specialties on a panel where they could be 
easily inspected. Four representatives of the 
company were present to welcome visitors. The 
exhibit was in charge of M. F. Munson, adver. 
tising manager. 

Many lumbermen stopped at the Beaver 
Products Co.’s exhibit, according to those in 
charge. Interest was displayed in composition 
shingles and the method for putting them on 
over old shingles. The latter process was 
demonstrated. Other products of the company 
were also on display. 

While it is impossible to mention every 
exhibit individually, those of the American 
Steel & Wire Co., the Certain-teed Products 
Corporation, the Tri-State Lumber & Shingle 
Co. and the Louisiana Red Cypress Co., were 
outstanding in one respect or another and r 
valed the foregoing in the amount of interest 
and attention commanded. 


What Southwesterners Think of the Future 


C. C. Ronerrson, C. C. Robertson Lumber Co., 
Marshfield, Mo.—-Business will undoubtedly be bet- 
ter next year. The rise in the price of farm 
products should stimulate the lumber business. — I 
do not look for any great increase in business but 
at least an improvement ever the last three years. 
Trade has been dull for the last two months be 
cause of the severe winter but it should) pieck up 
soon. 1 expect considerable remodeling to be done, 
especially the addition of porches and the like, 


ALBERT MASON, Kiowa Lumber Co., Oklahoma 
City, Okla It is hard to forecast what the future 
holds for the lumber industry. As has been said 
there are “arguments” both ways. Personally I 
expect ao very good year in 1925. Business has 
been slow the Jast six weeks beeause of bad 
weather, Our trade is all in the city; not much 
buying is being done by the farmers. Consider 
able speculative building is being done in this city. 


C. If. Jorpan, Keefeton, Okla.—I expect lots of 
business next fall, most of which will be of the 
remodeling type, with the construction of some 
new homes. We are located in the cotton district, 
The farmers have been doing some building but we 
look for an inerease weather conditions 
linprove 


as SOO as 


O. 1). CHANDLER, May, Okla.—-The farmer was 
hard hit in our seetion and consequently trade has 
been poor Last year about 10 pereent was able 
to buy Jumber to meet immediate needs; this year 
we expect 20° percent more to enter the market, 
making fair sized purchases. On the whole pros 
pects for this year are good. 


J. R. Mooreneap, Lexington, Mo.——-The lumber 
men in Missouri anticipate a good business in 
1925, although conditions are not so favorable 
locally. The position of the southern pine ba 
rometer showing a Jow supply at the mills is a 
pretty fair indication that business will improve 
in the next twelve months. 


J. HW. Forp, T. HW. Rogers Lumber Co., Rocky, 
Okla.—We are located about 125 miles west of 
Oklahoma City. Conditions appear to be very 
favorable. There is not much doing now but con- 
siderable building was done last year and, with 
the crop outlook the best for many years, business 
should piek up very soon. ‘The farmer is paying 


up his back debts and is getting ready to make 
some more. We expeet considerable remodeling 
such as the building of additions to homes and 
the erection of some new barns, many chicken 
houses ete. 


J. CASTLEMAN, A. C. Houston Lumber Co., Milan 
Kan.—-I believe 1925 will be a better business year 
than the one just past. There will not be much 
trade until after harvest; but the wheat looks 
good and business should improve when it is hat 
vested. Considerable lumber will be sold for r 
modeling jobs and the erection of small farm 
buildings. Most farmers are. still somewhat 
debt but another good harvest should put them on 
their feet again. Personally I consider — the 
AMERICAN LUMBERMAN’S remodeling campaign é 
good thing and one destined to improve business 


E. M. WHARTON, Overland Park, Kan.—Our 
trade is mostly in suburban territory as we ar 
located on the outskirts of Kansas City. Business 
is better now than at this time last year. Ever 
one in Kansas City is looking for a big year. Mal 
new homes are being erected by subdividers, fur 
nishing an outlet for considerable lumber. 


Harry Brown, Chickasha, Okla.—We hope bus 
ness will be good but we don’t look for it. Th 
farmers have not been doing any figuring that 
would indicate an improvement. 


ont 
‘ 


Cc. E. Epwarps, Sun City, Kan.—Business is ¢ 
ting better. It looks as though we were gettine 
back to normal again. We expeet a good business 
Repair work and remodeling will consume consi 
erable lumber, The AMERICAN LUMBERMAN’S T 
modeling campaign is a good idea. That's wha 
we must have to encourage home owners to mask 
a start on remodeling. 


W. W. Srarr, Alva, Okla.—We have had th 
largest wheat crop in northwest Oklahoma we have 
had since 1914, and the acreage this year will 


exceed that of last by 10 percent, As a result 
of these “better times’ in agriculture the farmers 
have been able to pay off their debts at the banks 


leaving them in the best shape in several year. 
Next vear’s crop should give business a healthy 
impetus. Our accounts have been greatly I duced 


in the last year and we are preparing for more 


eourse, #4 


business in the next few.months. Of 
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do not expect any general construction activity 
put considerable remodeling and the erection of 
those buildings needed in diversified farming, 
which is making a good start in our section. Many 
chicken houses, brooders, cattle and machine sheds 
will be built. 


Tarpor FeILb, Hope, Ark.—Business is in bet- 
ter shape iis year than it was last. I look for 
ay increase in business at a better price. Prices 
were Cut last year and the rise will be getting 
hack on a basis that will permit taking of reason- 
able. profits. Lumber and building materials in 
veperal Will both be higher. We cleaned up many 





outstanding accounts last year and are now in a 
good position to take on new business. The 
AMERICAN LUMBERMAN’S remodeling campaign is 
a fine idea and should stimulate that type of busi- 
ness. 


R. M. Huppert, €. E. Sharp Lumber Co., Fargo, 
Okla.—In our section we anticipate a 1925. busi- 
ness approximately equal to that of last year. 


H. L. Cocnranx, T. HW. Rogers Lumber Co., 
Francis, Okla. From all appearances we ought 
to have good business in 1925. Prospects look 
better than ever before. There is more business 


in sight than for three or four years, although 
much of it will be remodeling. 


W. C. Taytor, Carey-Lombard-Young & Co., 
Greensburg, Kan.—The present outlook is good for 
1925. Crops were good last year and even better 
ones are expected this year. This is encouraging 
since it follows three partial failures. Most of 
the building will be general in character. 


J. T. Buren, Sulphur, Okla.—Our yard is lo- 
cated in a city famed as a summer resort. We 
expect an increase in business next year. Indica- 
tions are good. 


Western Canadians Discuss Yard Elimination and Credit Methods 





WINNIPEG, MAN., Feb. 2.—The Western Retail 
Lumbermen’s Association (Canada) concluded 
its thirty-fourth annual convention at the Fort 
Garry Hotel, this city, last Friday. [NoTE: A 
telegraphic report of the first day’s session 
appeared on page 69 of the Jan. 31 issue of 
the AMERICAN LUMBERMAN.—EDpITOR.| The 
general expression by all the delegates in at- 
tendance was that it was the most practical 
convention that the association had ever held. 

On the opening day Secretary F. W. Ritter 
in his report dealt quite extensively with the 
activities of the association during the last year, 
and the financial statement was the best that 
has ever heen presented during the thirty-four 
years the association has been in operation. He 
pointed out that even in the faee of a decreased 
membership; owing to elimination and amalga- 
mation of yards, and further in view of a 
reduction in dues which was made effective at 
the beginning of 1924, the association at present 
was in a very strong position financially. The 
building department for the first time in its 
a profit, and the official organ 
of the association also came through with a 
small surplus. 

The principal feature of the secretary’s report 
was in connection with the work which had 
heen accomplished through the association rela- 
tive to legislative matters in protecting the 
interests of retailers in western Canada. The 
association was particularly active in connec- 
ion with the proposed new freight classifica- 
tion No. 17 which was to be made effective last 
August and which if put into operation as 
outlined would have taken away a great many 
mixing privileges which were now enjoyed by 
the retail lumber industry, as well as raising 
rates to a much higher minimum than at present. 

In closing, Secretary Ritter appealed to the 
members for more codperation, particularly 
‘long the lines of securing additional members 

Effect of Elimination of Yards 

On Thursday morning W. P. Dutton of the 
Dutton-Wall Lumber Co. (Ltd.), Winnipeg, and 
an ex-president of the association, delivered an 
address on ‘‘Was the Elimination of Yards 
srought About Its Desired Effect?’’ The 
speaker pointed out that while in some instances 
the elimination of yards had worked out as 
expected, there were, however, cases where this 
‘limination had not brought about the desired 
effect. While certain points had been reduced 
‘0 one yard—and by so doing had materially 
increased the volume of business—he did not 
think that the yard left in these towns to serve 
he community was doing justice in the way of 
reduetion in prices to the consumer. He felt 
‘hat where a town had been reduced from a 
three-vard town to one yard, and by so doing 
cut down two overhead expenses, two invest- 
ments ete., the remaining yard certainly should 
b¢ able to do business on a great deal lower 
expense and, consequently, should pass this 
Saving, or a part of it at least, on to the con- 
‘umer, He further urged that the policy of 
“mination he continued, 
Following Mr. Dutton’s address there was 
Phy discussion, after which there was a round 
able conference between manufacturers, whole- 
“wers and retailers with Theo. A. Sparks, sales 
manager Theo, A. Burrows Lumber Co., in the 
‘lair, Various matters pertaining to all 
branches of the industry were considered. There 
discussion on an advertising eam- 

undertaken codperatively by the 


history showed 


+ 


Was also 


Palgn to he 


wholesalers, manufacturers and retailers. It 
was recommended that the committee be formed 
to go thoroughly into this matter. 
Credits and Collections 

The Thursday afternoon session was in 
charge of E. W. Stacey of Beaver (Alberta) 
Lumber Co. (Ltd.), Medicine Hat, and a general 
discussion took place on credits and collections. 
The first subject,-‘‘Has the Time Arrived for 
More Extended Credits?’’ was introduced by 
A. A. Sykes, credit manager Beaver Lumber 
Co. (Ltd.), of Winnipeg. He said that there 
seemed to be a difference of opinion on this sub- 
ject and at present he was not prepared to 
speak for or against extended credits, but he 
did feel, however, that in distriets where eredits 
had been given during the last year and where 





D. KONANTZ, W. P. DUTPIFON, 
Winnipeg, Man. ; Winnipeg, Man. ; 
tetiring Vice Discussed Yard 
President Elimination 
the farmers had materially reduced their obli- 
gations, lumber companies operating in these 
districts should be willing to loosen up on 
credits again. In other districts, however, he 
felt that the time had not yet arrived whereby 
any change in the credit policy should be 
brought about; he felt that farmers who were 
not in a position to take on any further obli- 
gations should not be encouraged to go further 
into debt. There was a very interesting debate 
following Mr. Sykes’ remarks, and some strong 
arguments were brought out both for and 

against the policy of extended credits. 

Best Method of Keeping Accounts Alive 

kk. W. Stacey spoke on ‘‘What Is the Best 
Method of Keeping Our Accounts 100 Percent 
Alive??? He stated that many small accounts 
were carried on the books to which little atten- 
tion was paid, and consequently ran month 
after month and in a great many cases from 
year to year, until finally they had to be 
charged off to profit and loss. He maintained 
that every account on the ledger of every com- 
pany should have some payment made on it 
each month and when an account lagged and 
ran beyond the period of thirty days, special 
attention should be given to it. By this system 
he said that he believed there would be far 
less loss taken and at the same time it would 
not only be keeping these accounts 100 percent 


alive but would also be educating the publie to 
look after these accounts every thirty days. 

The third subject, ‘‘The Best Method of 
Sizing Up a Credit Risk,’’ was introduced by 
H. Steinthorson, credit manager North American 
Lumber & Supply Co. (Ltd.), of Winnipeg. 
Mr. Steinthorson said that practically all the 
bad debts that were accumulated could really 
be traced back to the improper extension of 
credit at the beginning and this could be further 
traced back to the yard manager failing to 
take the proper time to find out whether or not 
i. man asking for credit was a good moral risk. 
He said that in lots of instances a man would 
come into the office for a small bill of lumber 
to be charged, and without any hesitaney the 
yard manager would give him the lumber with- 
out even in a great many cases asking him when 
he intended to pay for it. He felt that loose 
methods of credit extension right from the 
start of opening up an account was the cause 
of a great many of the bad debts in western 
Canada today and he suggested that before 
extending credit to anybody, yard managers 
should take particular pains and time to find out 
all they possibly could as to a man’s general 
reputation, his ability to pay, and his financial 
position. 

Securities for Lumber Credits 


The fourth subject, ‘‘Securities for Lumber 
Credits,’’ was introduced by Joseph Lee, credit 
manager of Lumber Manufacturers’ Yards 
(Ltd.), Regina. Mr. Lee briefly reviewed the 
various acts that were put into effect a number 
of years ago which at that time were very strong 
and gave ample protection to lumber companies 
extending credit. He then traced from that 
time up to the present, how from year to year 
some valuable part of these acts was gradually 
taken away or amended until at the present 
time he said he did not know of one single form 
of security which could be called ample protec- 
tion for any retail lumberman who wanted to 
do an extensive credit business. He spoke, too, 
of the mechanie’s lien act in Saskatchewan which 
when first put into effect was the best form 
of protection that a lumberman had, but he 
said he considered at the present time that act, 
as far as the lumber industry was concerned 
and as far as protection to them was concerned, 
was not worth the paper it was written on. 
Mr. Lee’s remarks brought on an interesting 
debate by the delegates, some of whom blamed 
the lumbermen for the present state of affairs 
in connection with these various acts, while 
others blamed politics for it. The result was 
that a recommendation was suggested for the 
association to appoint a committee to go thor- 
oughly into all acts affecting the retail lumber 
industry in western Canada with the idea of 
offering changes in the way of amendments 
which might strengthen these various acts. 

On Friday morning, the following officers were 
elected: 

President—A. K. Godfrey, general manager Mon- 
arch Lumber Co. (Ltd.), Winnipeg. 

Vice president—E. W. Stacey, general manager 
Seaver (Alberta) Lumber (Ltd.), Medicine Hat, 
Alta. 

Directors—(for Manitoba): D. McNicol. pur- 
chasing agent Beaver Lumber Co. (Ltd.), Winnit- 
peg: Theo. A. Sparks, sales manager T. A. Bur- 
rows Lumber Co. (Ltd.), Winnipeg. For Sas- 
katchewan: Geo. Fuller, secretary and general 
manager Reliance Lumber Co. (Ltd.). Saskatoon ; 
William Mertz, assistant manager Canadian In 
vestment Co. (Ltd.), Weyburn. For Alberta: F., 
W. Hess, general manager Revelstoke Sawmill Co. 
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(Ltd.), Calgary; Harold Manning, general manager 
Manning-Sutherland Lumber Co. (Ltd), Camrose. 


Urges Retailers to Assist Farmers 

During luncheon an address on ‘‘Some Rea- 
sons Why Lumber Sales Are Poor,’’ was given 
by William Iverach, president Canadian School 
Trustees’ Association and also a lumberman and 
member of the Western Retail Lumbermen’s 
Association. He said that a great many lumber- 
men were wondering, in view of the fact that 
wheat prices were so good and the credits during 
the last few years were so good, that there 
were so few sales being made. He said from his 
own personal knowledge of the country in which 
he was operating, he could very easily account 
for this as he found that wagon loads of what 
was supposed to be wheat which he saw coming 
into the town elevator, contained really about 
half weeds. The farmers he claimed in this 
country were growing just about as many weeds 
as they were wheat and he maintained that until 
such time as the farmers in western Canada took 
the business of farming more seriously, work 
harder, and kept their land and farms in condi- 
tion, they would never be able to accumulate 
enough surplus capital to buy anything outside 
of the necessities of life. Mr. Iverach com- 


mented on his experience in traveling around 
the country and making a study of various 
farming activities and recommended that the 
agricultural colleges should do more toward 
general survey work and the putting of men out 
to assist farmers to get their farms in proper 
shape in order that they might develop into 
successful farmers. He also laid stress on the 
point that he thought the retail lumbermen could 
do a great deal towards spreading propaganda 
of this nature and urged that the retail lumber 
dealers should take more interest in their com- 
munity. 


Discuss Taxes and Assesments 


At the afternoon session Walter Thorn, gen- 
eral manager Imperial Lumber Yards (Ltd.), 
Moose Jaw, Sask., outlined the new basis of 
assessment and taxation which was now effective 
in Saskatchewan. This was one of the most 
important matters which the retail lumber in- 
dustry had to deal with today in that Province, 
as they were all complaining that taxes in the 
towns and villages in which they were operating 
were entirely too high and it was a question of 
whether or not the system which was now in 
effect which assessed on the square foot basis 


was the proper system. Mr. Thorn told the 
delegates that a conference was to be held jy 
Regina in February to deal with this matter, 
After lengthy discussion by the delegates jt 
was finally decided that a committee be forme 
to work with Mr. Thorn on this matter. 


Annual Ball 


Following adjournment the new board of 
directors held a meeting. 

In the evening the annual lumbermen’s bal). 
attended by about eight hundred, took place anq 
wound up the thirty-fourth annual conventigy 
of the Western Retail Lumbermen’s Associa. 
tion. The committee in charge of the ball con. 
sisted of Theo. A. Sparks, chairman; Douglas 
MeNicol, L. E. Frost, Frank Dowse, H. Stein. 
thorson, Charles Dure, and Harvey Turnbull. 

in the evening the delegates attended a Hop. 
Hoo banquet and entertainment, at which Frank 
Dowse, president Winnipeg Hoo-Hoo Club, pre. 
sided. The main speaker was H. N. Wheeler 
of the United States Forest Service, who spoke 
on ‘‘¥Forest Conservation.’’? Following Mr, 
Wheeler’s address twenty-five kittens had their 
eyes opened. The concatenation being attended 
by a large delegation of old cats. 


American Wood Preservers’ Association Annual 


The twenty-first annual meeting of the 
American Wood Preservers’ Association was 
held at the Congress Hotel in Chicago Tues- 
day, Wednesday and Thursday of this week, 
a representative attendance of the association 
being present. 

The first session Tuesday morning was 
opened with an invocation and an address 
of welcome. P. R. Hicks, secretary and treas- 
urer, read his report, and President E. J. 
Stocking delivered his annual address. Sec- 
retary Hicks then reported as chairman of the 
publication committee. A greater part of the 
remaining sessions of the convention was de- 
voted to the presentation of authoritative 
papers and reports of various committees. 

C. Audrey Richards, assistant pathologist, 
office of investigation in forest pathology, 
bureau of plant industry, in coéperation with 
the Forest Products Laboratory, reported on 
‘‘The Comparative Resistance of Eighteen 
Species of Wood-Destroying Fungi to Zine 
Chloride.’’?’ E. Bateman and C. Henningsen, 
chemist and assistant chemist respectively, 
in forest products, Forest Products Labora- 
tory, reported on ‘‘A Theory on the Mechan- 
ism of the Protection of Wood by Preserva- 
tives. Part VI, Toxic Principles of Creosote.’’ 
L. C. Drefahl, chairman, reported for Com- 
mittee 4 on Preservatives, and A. M. Howald, 
senior industrial fellow, Mellon Institute of 
Industrial Research, University of Pittsburgh, 
Pittsburgh, Pa., presented a paper on ‘‘ A One- 
Movement Process for Impregnating Timber 
with Zine Chloride and Petroleum.’’ H. E. 
Horrocks, chairman, reported for the com- 
mittee on the Treatment of Fir Ties, and 
the report of the committee on the Treatment 
of Car Lumber, was presented by C. Marshall 
Taylor, chairman. H. 8. Valentine, chairman 
of the committee on Treatment of Piling, 
read its report. ‘‘The Relative Cost of 
Treated and Untreated Timber’’ was the sub- 
ject of a paper presented by J. D. MacLean, 
engineer in forest products, Forest Products 
Laboratory. ‘‘Wood Preservation in Europe’’ 
was reported on by C. Marshall Taylor, and 
the report of the Service Bureau Board was 
presented by Carl G. Crawford, chairman. The 
report of the committee on ‘‘Non-Pressure 
Treatment of Poles’’ was presented by J. D. 
Burnes, chairman, and ‘‘When Is Rot Not 
Rot’’ was the subject of a paper presented 
by W. H. Long, forest pathologist, bureau 
of plant industry, Department of Agriculture, 
Albuquerque, N. M. Z. M. Briggs, chairman, 
reported for the committee on ‘‘Tie Service 
Records,’’ and the report of the committee 
on ‘‘Utilization and Service of Treated 
Posts’? was presented by William Steen, 
chatrman. ‘Material Handling’’ was the 
subject of a committee’s report which was 


read by J. R. Helson, chairman, and a brief 
report on ‘‘Steam Treatment’’ was presented 
by George M. Hunt, chairman of the commit- 
tee to which that subject had been assigned. 

A comprehensive paper on ‘‘Temperature 
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and Moisture Changes in Wood Under Steam- 
ing Treatment’’ was presented by R. M. 
Wirka, engineer in forest products, Forest 
Products Laboratory. 


Election of Officers 


At the annual election of officers of the 
association, held Thursday morning, the fol- 
lowing were chosen: ; 

President—S. D. Cooper, of Topeka, Kan., as- 
sistant manager of treating plants, Santa Fe Rail- 
way. : 

First vice president—C. F. Ford, Chicago, of the 
tie and timber department, Rock Island Lines. 





Second vice president—O. C. Steinmayer, To- 
ronto, Ont., Canada Creosoting Co. 
The program of entertainment for the 


ladies included on Tuesday a luncheon at the 
Congress Hotel at noon. In the afternoon 
they were taken on a specially conducted 
trip through a large retail store, and in the 
evening a theatre party was provided for 
them. On Wednesday the ladies were en- 
tertained at a luncheon at the Blackstone 
Hotel. In the afternoon they were taken on a 
motor tour to various points of interest and 
were served with afternoon tea at the South 
Shore Country Club. On Thursday the ladies 
were entertained at a noon luncheon at the 


Drake Hotel, and in the afternoon at a movie 
matinee. 

The banquet of the American Wood 
Preservers’ Association, which was_ held 
Thursday evening at the Congress Hotel, was 
participated in by the members and ladies 
in attendance at the National Association of 
Railroad Tie Producers, whose annual meet- 
ing began on Thursday. The banquet dif- 
fered from most such affairs in that there 
were no speeches. 
for the ladies. 


Celebrate Results of Safety Campaign 


PHILADELPHIA, PA., Feb. 2.—To celebrate the 
results of the 1924 safety campaign, Henry 
Disston & Sons (Ine.), widely known saw man- 
ufacturers, with headquarters in this city, held 
an ‘fAnnual Safety Meeting’’ recently at its 
Philadelphia plant. Among those actively par 
ticipating in the proceedings were President 
Frank Disston and Vice Presidents William 
Disston and Satterthwaite, in addition to other 
officials of the concern who have been working 
for years to secure the results celebrated. Hun: 
dreds of Disston workers were also present. 

Some interesting figures were presented by 
A. N. Blum, chief engineer and chairman 0! 
the general safety committee who organized the 
safety committee nine years ago, and who has 
been in charge of the campaign since that time 
He showed that in 1916, with a smaller working 
force, 5,471 working days were lost as the result 
of about three hundred men being injured due 
to accidents. This was an average loss of eigi 
teen days per accident. In 1924, only seventy: 
one men suffered an accident causing loss 0 
one or more days’ time, and but 1,174 working 
days were lost through accidents, with the 
average days lost per accident reduced to les 
than seventeen. The figures submitted by Mr 
Blum showed that since 1916 a reduction @ 
about 80 percent had been made in the numbet 
of accidents at the Disston plant, and th 
number of days lost had been lowered about 
percent. 

The thought that Disston officials give 
safety and allied subjects is shown in a nef 
plan of insurance for employees. The polit? 
offered is a combination accident, sick bene 
and life insurance, written through one of tl 
standard insurance companies specializing “ 
industrial insurance. Participation on the pa 
of employees is voluntary, but the payment 0° 
part of the premiums by the company make 
complete protection for the individual ava 
able at extremely low and favorable rates. “* 
Disston executives look upon their campér’ 
for safety as a necessary and profitable act. 
to the men and to the company. 
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West Virginia Dealers Consider Lumber Standards, 
Retail Merchandising Problems, Juvenile Welfare Work 


CLARKSBURG, W. VA., Feb. 2.—Frank discus- 
sions of many problems characterized the twelfth 
annual convention of the West Virginia Lumber 
& Builders’ Supply Dealers’ Association, which 
was held here Jan. 29 and 30. In all 217 
dealers from all sections of the State were 
registered and the convention was declared to 
have been very successful. [Nore: A telegraphic 
report of the first day’s session appeared on 
page 63 of the Jan. 31 issue of the AMERICAN 
LUMBERMAN.—EDITOR. | 

Coincident with the election of C. I. Cheyney 
of Bluefield as the new president, Bluefield was 
selected for the 1926 convention. 

Other officers elected were as follows: 





First vice president—R. W. Marshall, Wheeling. 

Second vice president—Oscar Henry, Charleston. 

Third vice president—W. J. Waldie, Point Pleas- 
Fourth vice president—C. M. Shinn, Fairmont. 
Secretary—H. Eschenbrenner, New Martinsville. 
Directors—O. L. Showalter, Clarksburg, and 
J. C. Burchett, Williamson. 

At the first meeting of the new board, Mr. 
Eschenbrenner, who has been secretary since 
1918, was reélected for another year; the board 
also voted to affiliate with the National Build- 
ers’ Supply Association. 

Resolutions Adopted 

Resolutions covering a number of topics were 
adopted after some discussion. One resolution 
declared that ‘‘if the lumber standardization 
movement is to receive a continuation of the 
support of the lumber dealers and the confidence 
of the public it must be based on a fully de- 
fensible standard’’ and instructed ‘‘our repre- 
sentatives at future conferences on standard- 
ization to stand for a single standard of 13/16- 
or 25/32-inch thickness for surfaced boards 
and when the local building code situation makes 
such action feasible. ’’ 


Another resolution adopted resolved ‘‘ that all 
hollow tile manufactured for sale in West Vir- 
ginia shall be of the standard sizes and weights, 
in accordance with the simplified practice 
recommendation No. 12 of the United States 
Department of Commeree.’’ 

Another resolution put the association on 
record in opposition to the West Virginia gross 
sales tax, while still another favored a measure 
pending before the State legislature providing 
for the establishment of a division of com- 
munity work at the State University. Another 
resolution endorsed manual training and other 
constructive work being done at the State 4-H 
camp at Jackson’s Mill, while still another 
thanked various individuals and organizations 
who-contributed to the success of the convention. 

Significance of Lumber Standards 

At Thursday morning’s session William DuB. 
srookings, of the lumber division, Chamber of 
Commerce of the United States, spoke inter- 
‘stingly on ‘‘The Battle of the Thirty-second, 
and the Significance of Lumber Standardiza- 
tion.’? Mr. Brookings devoted the first part 
of his address to a short review of the history 
of the lumber industry in which he followed the 
gradual advance from pioneer days up to the 
Present, when conditions have made it neces- 
‘ary for the industry to adopt certain standards. 
Following out this line of thought, Mr. Brook- 
ngs continued: 

; It should not be inferred that the industry had 
“*n entirely without standards of measurements 
pe ad until the recent standardization move- 
vent. The regional groups referred to developed 
“irge effective trade associations and one of their 
stan ns Pleces of work was the development of 
tae to of grades, dimensions and practices cov- 
- r own kinds of woods. These regional 
ae served the purpose well until with fur- 
regions fence of the standing timber in different 
from Sime and mane lumber came to be drawn 

Fy producing centers. 

in Rp = most New England Jumber 
é pply of dry common boards sur- 


faced on two sides of spruce, hemlock, pine and 
white fir drawn from nearby forests. There would 
have been in those yards no pine from North Caro- 
lina, nor southern pine from States south, nor 
Douglas fir brought through the Panama Canal. 
In less than five years shipments of Douglas fir 
from the Pacific Northwest to the Atlantic ports 
have grown from approximately two hundred 
million to a billion feet. Today New England 
yards have boards from all regions, often boards 
of varying thicknesses due to the varying standards 
of different regions, as well as to the numerous 
standards of individual manufacturers disregard- 
ing any standards. 


The great lumber associations of different reg- 
ions had set up their standards and practices 
pretty much of self-protection in the keen com- 
petition between different woods. Distant buyers 
and users could know exactly what they were 
buying of that particular kind of wood—but there 
was no uniformity between different kinds of 
woods from different regions and this lack of uni- 
formity gave opportunity for much manipulation 
of grades and dimensions, and there resulted im- 
position on the public. This situation profited a 
few but it was agreed by the leaders of the in- 
dustry that it was wasteful, that it was not fair 
competition, and I stress this point, that it was 
not a square deal for the public. 

For years the paper shell house has been an 
object of newspaper jibes. Two or three years 
ago the press carried with glee the story of the 











irate bill collector who, when the door was locked 
in his face, kicked a hole in the house and en- 
tered. I myself have been guilty of ripping 1%- 
inch boxboards into 2x4 studding for California 
bungalows, and half-inch sheathing for roofers 
seemed all right where they don’t have snow. (In 
justice to my fellow lumbermen in southern Cali 
fornia let me say there is no truth in the story 
that they use especially heavy grade of wall paper 
in southern California to stiffen the houses.) The 
leaders of the industry recognized that it must 
stop the drift toward skimp dimensions and what 
is more they were ready to make real sacrifices to 
accomplish it. 
Inauguration of Standards Movement 


As early as June, 1919, a conference was held 
by representatives of various branches of the lum 
ber industry to consider standards of lumber, grad- 
ing, names and sizes, and studies were carried 
on during 1919 and 1920. Fortunately for the 
lumber industry as well as for the consuming 
public when Mr. Hoover became secretary of com- 
merce in 1921 he inaugurated a movement for 
simplified practice and national standards to 
benefit American industry in general. His di- 
vision of simplified practice undertook this work 
as a cardinal activity of his department and nu- 
merous industries have sought its aid to eliminate 
excess varieties and to set up proper standards. 
In an address before the National Lumber Manu- 
facturers’ Association in convention in Chicago 
Mr. Hoover emphasized the value of such prac- 
tices if they could be applied to a great basic 
industry like lumber. Following this address the 
lumbermen asked Mr. Hoover’s aid and requested 
him to call a conference of all branches of the 
lumber industry, including consumers, architects, 
engineers, railroads, wholesalers, retailers and 


manufacturers to consider a general lumber stand- 
ardization program. So in May, 1922, the first 
conference was held in Washington, D. C.. And 
let me emphasize right here the fact that this con- 
ference was the first in all of Mr. Hoover’s long 
series of standardization conferences to represent 
every branch of the industry, and what is of the 
highest importance, the consuming public. Here 
the user had a voice with the producer and dis- 
tributers. Other conferences had determined sizes 
of stoves, bed springs ete., but they were confer- 
ences of one branch of industry. 


Such were the forces and questions leading up 
to the conference of December, 1923. Previous 
conferences had agreed on many of the non-con- 
troversial issues, or I should say, less controversial 
issues of lumber standardization, but when this 
conference reached the question of what should con- 
stitute a standard board, a dry standard board 
surfaced one side or two sides, it developed a real 
conflict. 


Outwardly the decision seems a slight thing. 
But to search out all factors involved in that de- 
cision one would have to start with the forest in 
Washington or West Virginia or Louisiana and 
wind up, perhaps, with a board on the floor of the 
attic over his head or under his feet. On the way 
would come questions of sawmill machinery, the 
proper methods of drying woods, freight rates by 
rail or water, building codes, and customs of the 
retail trades, and a dozen other things. 


Standard of Board Foot Measure 


Ever since I was a boy, in the yard of my 
father’s sawmill, I knew that what constituted 
board measure ‘was a mooted question. Fortu 


nately for the conferenee, agreement was reached 
on the point that the standard of board foot meas- 
ure should represent an even inch thickness of 
green lumber twelve inches square. 3ut to deter- 
mine a standard surfaced dry board was a dif- 
ferent question. The press at Washington had 
considerable fun with it. It seemed quite a joke 
that after all these years lumbermen did not know 
a board. They just couldn't understand why an 
industry producing billions of feet of lumber an 
nually could get so worked up over a little thirty- 
second of an inch. This viewpoint reminds me of 
au remark I heard made by Jack Eddy, one of the 
owners of the Fort Blakely Mills of Puget Sound. 
A visitor commented that the saw kerf was only 
au small proportion of a large timber being cut. 
“That’s the wrong way to look at it,” was Eddy’s 


reply. “You should visualize the facet that that 
saw is grinding all day long and think of the 


amount of lumber it chews up in that time and in 
a year.’ So if we could visualize the pile of 
lumber involved in that thirty-second of an inch 
we should have some picture of what the diseus- 
sion was all about. 


The public might get that simple picture, but 
some of the finer issues I am sure only lumbermen 
would get. The public would not realize that a 
thirty-second of an inch, representing 3 percent of 
the volume of a board might easily represent 15 
percent or 25 percent profit on an operating in- 
vestment, depending upon the rate of the turnover 
of Jumber produced. 30x manufacturers and sash 
and door manufacturers realized that a_ single 
thirty-second of an inch distributed between two 
or even three slats might give sufficient thickness 
to make those slates serviceable; whereas without 
it there would result a loss much greater than a 
thirty-second ; also the very important point that 
manufacturers with low freight rates ean afford 
to manufacture thicker lumber and by establishing 
a thicker standard contro] markets against more 
distant competitors. I have been guilty of keep- 
ing lumber in a given market extra thick so that 
a group of mills manufacturing thin lumber for a 
Jong rail shipment could not get into our market ex- 
cept at a disadvantage. I hada smallfreight which 
to some degree offset the loss I made in giving 
unnecessary thickness, Sut increased stumpage, 
increased manufacturing cost and the growing con- 
sciousness that unnecessary thickness of lumber 
is a waste, have tended greatly to decrease the 
practice of getting trade by extra thick dimen- 
And with this consciousness also came, 
as I have stated above, the consciousness that the 
tendency to put out thin lumber had reached such 
a stage that if the industry was not to suffer in 
the public mind it must call a halt. It was too 
easy for substitutes to shoot at. 

Compromise on Two Standards 

But to return to our conference, and the battle 
over the thirty-second. Lumbermen know that 
such issues as those just mentioned go to the very 
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sion was tense. It 1 ced for a time as though 
the whole conference ¥ ld be split wide open by 
so narrow a wedge a rty-second of an inch. 
Then at the eleventh hour, speaking literally and 
figuratively, Mr. Hoover came to the front with 
his suggestion; that the manufacturers and the 
reteilers each appoint a minittee of five and that 


the joint body meet at night in Mr. Hoover's offices 
ind try to hammer o greement This they 


a 

did and after a Jong evening session reached a 
compromise. Jt was decided that the standard 
ard board dry and rfaced be 25/22 of an inch 
thick and that there be an extra standard yard 
board of 26/32 to meet the needs of certain dis 
triets 

This compromise of what appears to be two 
standards is certainly unique, for of all things 
ou would expect a standard to be single. But I 
insist that it is a striking commentary on. the 
innate common sense of the American business 
man and of his ability to find a way when there 
is a desire to do 8 This arrangement of two 
standards is not as foolish as it sounds—for in 
reality the agreement was to set up two standards 
ind let practice and tit determine which shall 


be standard 


Agreement upon the principles that should de 
termine standard and extra standard boards made 
possible rapid progr in other related phases 
of standardization A later conference in May, 
1924, carried on the general work of lumber 
standardization, Thu fur, if applies to yard 


conferences are 
hardwood 


Jumber only, and further 
structural 
softwood factory lumber 


planned 
Jumber and 


to cover timber 


Movement in Interest of Better Business 


The significant feature about the establishment 
of Jumber standards b the lumber industry is 
not that it will redound to the benefit of the Jum- 
ber industry itself, but that it is a movement in 
the interest of better business which in turn is the 
unseen demand of modern indus@ry for business 
vhich serves not itself alone but the general 
public. Take this one phase of standardization 
of adopting a standard thickness. As a matter 


of faet many regions will not profit through its 
adoption lor some it means thicker Inmber, 
This will take more freight, use more stumpage 
and broaden competition seme regions will profit 
directly Others may save in freight and in raw 
material, but will Le. the intangible good will 
that goes with thieker dimensions Other regions 
whose standards contorm closely to existing stand- 
ards may be litth: affected exeept through = in- 


creased competition 


The issues just mentioned above are wrapped 


up in the problem ot tablishing a standard board, 
They go to the very heart of a man’s business, 
sometimes determining its success or failure, No 
wonder many felt that it was impracticable to 


agreement on such 
But the leaders 


to reaeh an 
vital issues 


expect Jumbermen 
ontroversial and 
f the industry. among them men who have be- 
ome national figure realized that, regardless of 
the effects upon different regions, the whole future 
of the lumber industry and in faet of industry in 
general, depended in large part upon a suecessful 
performance by the lumber industry of this task 
of service. These leaders of vision saw that in 
this modern complex industrial life one of the 
zreatest issues confronting American industry is 
“self-regulation vs. Government regulation.” They 
realize that modern industry is so complex and of 
such magnitude that industrial problems could no 
longer be handled as they were when units were 
small and when communities and even families 
were self-supporting Problems of today did not, 
could not, exist then. Today there must be new 
rules of the game, and unless industry shows its 
ability to make those rules in the public interest, 
the public itself will make them. 

It would have been perfectly possible and legal 
for some government agency without any consulta- 
tion with lumbermen to formulate rules of lumber 
standardization and them into a law. 3ut 
this question of commercial standards falls in the 
Department of Commerce and fortunately the mind 
of Secretary Hoover does not work that way. I 
quote from one of his addresses of nearly a year 


ago: 


enact 


“The question is whether rules and regulations 
(for industry) are to be developed solely by Gov- 
‘rmoment or whether they can not be in some large 
part developed out of voluntary forces in the na- 
tion. In other words. can the abuses which give 
rise to government in business be eliminated by the 
systematic and voluntary action of commerce and 
industry itself? This indeed is the thought be- 
hind the whole gamut of recent slogans, ‘Less Gov- 


ernment in Business,’ ‘Less Government Regula- 
tion,’ ‘A Square Deal,’ ‘Elimination of Waste,’ 


‘Better Business Ethics,’ 
Again he says: 


_ “In the main, however, the public acts only when 
it has lost confidence in the willingness of business 


and a dozen others.” 





Legislative action is 
adjustment to 
often enough produces new 
more abusive than those in- 
tended to be cured. Government too often be- 
comes the persecutor instead of the regulator. 
“The vast tide of these regulations that is sweep- 
ing onward can be stopped if it is possible to 


abuses. 
incapable of 


to correct jts 
always 
shifting 


‘ conomiec 


own 
clumsy—it is 
needs, It 
currents 


devise, out of the conscience and organization of 
business itself, those restraints which will cure 
abuse; that will eliminate waste; that will pre- 


vent unnecessary hardships in the working of our 
economic system, that will march with our larger 


social understanding. Indeed it is vitally neces 
sary that we stem this tide if we would preserve 


that initiative in men which builds up the char- 
acter, intelligence, and progress in our people. 

“T am one of those who believe in the sub 
stratum of inherent honesty, the fine vein of ser- 
vice and kindliness in our citizenship. 


Practical Problems to Be Met 


find solution to these 
Government regulation we 


collective 
must 


“If we are to 
issues outside of 


meet two practical problems: 

“Kirst, there must be organization in such form 
as can establish the standards of conduct in this 
vast complex of shifting invention, production, 
and use, There is no existing basis to check the 


failure of service or the sacrifice of public inter- 
est. Some one must determine such standards. 
They must be determined and held flexibly in tune 
with the intense technology of trade 

“Second, there must be some sort of enforce- 
ment. There is the perpetual difficulty of a small 
minority who will not play the game. They too 
often bring disrepute upon the vast majority; they 
drive many others to adopt unfair competitive 
methods which all deplore; their abuses give rise 
to public indignation and clamor which’ breed 
legislative action. 

“T believe we now for the first 
method at hand for voluntarily organized deter- 
mination of standards and their adoption. I 
would go further—I believe we are in the presence 


time have the 
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of a new era in the organization of industry and 
commerce in which, if properly directed, lie forces 
pregnant with infinite possibilities of moral prog- 
ress. I believe that we are almost unnoticed in 
the midst of a great revolution—-or perhaps a bet- 
ter word, a transformation in the whole super- 
organization of our economic life. We are passing 
from a period of extremely individualistic action 
into a period of associational activities. 

“For years aggrieved persons and some of the 
trade have been agitating this question of lumber 
standards in Congress. Numerous bills have been 
introduced. If this effort (to establish standards 
by the industry itself) succeeds, no legislation will 
be necessary. This is keeping the Government out 
of business through the remedy of abuses by busi 
ness itself. 

“The test of our whole economic and social sys- 
tem is its capacity to cure its own abuses. New 
abuses and new relationships to the publie inter 
est will occur as long as we continue to progress. 
If we are to be wholly dependent upon Government 
to cure these abuses we shall by this very method 
have created an enlarged and deadening abuse 
through the extension of bureaucracy and the 
clumsy and incapable handling of delicate economic 
forces.” 

Herbert Hoover will stand out in history, as the 
leader of American industry whose experience, 
clear thinking and confidence in the American busi- 
ness man, helped in great part to stem the tide 
of foreign bolshevism, communism, and socialism 
that threatened to engulf the world, and against 
repressive domestic government regulation that 
would stifle initiative and individualism in Amer- 
ican industry. 

The one sure antidote for repressive government 
regulation he has prescribed, viz.—show the public 
before it is too late that the best thought in in- 
dustry can be counted on to take the leadership 


and effect the necessary reforms. For example, 
when owners of forests wholeheartedly enter into 
measures to grow forests, how illogical it is to 
aim legislation at them on the ground that theip 
only joy in life is to see the noble tree felled to 
earth; when retailers unite to establish standards 
that benefit the public, when they take the leag 
in the homebuilding activities of the community, 
it is difficult to class them as idle cog wheels jy 
the business machine, as parasites living off their 
community. 

You retailers know that your business more and 
more tends to enter the realm of service. Witness 
for example the growth of the building and loap 
associations established and supported in large 
part by lumbermen, the service rendered in home 
planning and remodeling, and the greater participa- 
tion by lumbermen in all the problems that go with 


home building and the betterment of conditions 
within towns and. cities. Personally I neyer 


warmed up to the word “service” tied up with a 
red-blooded business like lumber. It always 
sounded a bit sentimental, and all right, perhaps, 
for public utilities. 3ut we are living in a new 
and on a different scale and plan than eyer 
before, If there is anything to this idea, and there 
is, that industry is doing so much for mankind 
and civilization, surely industry must have ae. 
quired new tasks and duties to discharge to g0- 
ciety, and, fundamentally, this is “service.” Th 
battle of the thirty-second was not only a dramatic 
incident in the industrial life of the lumber in 
dustry—it was an evidence of appreciation by that 
industry of an obligation to the public. 

The Chamber of Commerce of the United States 
is not concerned primarily with the technical ques 
tions of exactly what should be the standards, 
but it is concerned with the fundamental problem 
of “standardization,” as a means of eliminating 
waste in industry, promoting better trade prac. 
tices, as a service to the public, and as a demon- 
tration that American industry can cure its own 
abuses. Unless industry itself solves these prob- 
lems, it is natural and inevitable that the Govern- 
ment will. 

In conclusion, therefore, I emphasize the out: 
standing value of the lumber standardization movye- 
ment carried out by manufacturers, wholesalers, 
and retailers, in showing that Ameriean industry 
can be depended upon to cure its own abuses, and 
render service in the public interest. 


age 
age 


Committee Appointments 


The following committees were appointed: 

Auditing—Robert Briggs, Williamstown; J. M. 
Riley, Shinnston; E. W. Shore, Weston. 

Nominating—W. Lee Savage, Charleston; R. W. 
Marshall, Wheeling; C. W. Piersie, Bluefield; E. 
R. Glenn, Clarksburg. 


Resolutions—G. ,. Dickerson, Tfuntington ; 
Vv Sar 


4 Perkins, Bluefield; C. G. Conaway, Fair 
mont. 
3uilders’ supplies—G. M. Mossman, Hunting 


ton; Reuben Stamm, Clarksburg; G. S. Snodgrass 
Moundsville; C. L. Fundes, Wheeling; John € 
3iddle, Clarksburg; Oscar Henry, Charleston 
G. M. West, Clarksburg. 

Experts Discuss Cost Accounting 

The first speaker on Thursday afternoon was 
A. W. Holt of Minneapolis, of the Holtbid 
Service, who spoke on ‘‘Service to Customer,’ 
and related the advantages or differences of the 
Holt service in figuring up costs. He gave 4 
blackboard illustration of determining costs 
under his plan. Mr. Holt was followed bi 
L. G. Battelle, of Battelle & Battelle, account: 
ants, of Dayton, Ohio, who spoke on the cor 
rect method of figuring lumber and_ builders’ 
supplies, using a blackboard to show the costs 
that should enter in, their proportions and the 
like, 

‘*Making Your Motor Equipment Pay’? Ws 
the subject of a practical talk by George H 
Pride, of the Auto Car Co., Ardmore, Pa. Mr 
Pride said that he had operated trucks in ! 
number of States for ten years and he gave th 
convention the benefit of knowledge gained i 
actual contact with trucks and drivers during 
that time. [Mr. Pride’s address is printed 1 
full in the Motor Truck department on page 1! 
of this issue-—EDITOR. | 


Roundtable in Plan Books 


J. M. Riley, of Shinnston, conducted a roun 
table on the use of plan books which brougt! 
out that these books are pretty generally uset 
by dealers although many of the plans a 
altered before being finally adopted. One dea 
said he found most customers wanted chang 
in the plans, while another stated that he g& 
erally suggested changes that he thought wou” 
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be better for the particular customer in the 
hope that he would be more satisfied. 
Discuss Credit Terms and Collections 

A regular experience meeting was held when 
c, I. Cheyney of Bluefield led a discusion on 
collections and kindred subjects. Mr. Cheyney 
started out by asking the question, ‘‘ How many 
of you do a cash business?’’ and nobody stirred. 
Proceeding on the assumption that all did a 
eredit business, he then asked about terms. Re- 
plies were any place up to ninety days, and it 
was pretty generally agreed that most dealers 
in asking a customer hew he wants to pay 
allows him to make his own terms. After a 
number had told what their terms were, Mr. 
Cheyney asked how many stick to these terms 
when once made and how many have a regular 
form of sales contract, and again there was 
silence. 

Agreeing that all were about in the same boat 
so far as terms were concerned, the discussion 
was turned to collections. Some said they used 
personal letters, some form letters, some made 
notations on bills and some made personal e¢alls. 
Local credit and collection bureaus also entered 
into this discussion. 

Rotarian Addresses Dinner Guests 

More than three hundred attended the dinner 
held at the Waldo Hotel Thursday night, which 
was followed by a dance. Mr. Cheyney presided 
at the dinner and the principal speaker was 


the camp and assistant director of the exten- 
sion department of the State University, who 
said: 

The opportunity that presents itself in coming 
before you men, is the effect of a very practical 
effort to work out a plan of training that keeps 
a boy’s dinner plate before him. All boys build 
houses, and all men build boys. This is our 
actual basis of codperation. 

West Virginia stands out among the States be- 
cause of a system of boy and girl training that is 


called Four-H development, which means the 
simultaneous advancement of head, hand, heart 
and health. Jackson’s Mill is the cap sheaf of 
some forty county camps, or short courses. At 


Jackson’s Mill, the location of the State camp, 
the boys and girls are being built for the future. 
We have built well. The youngsters made with 
their State the bargain that if she would buy 
the ground and furnish the necessary buildings, 
the boys and girls would do the rest. They have 
already raised $75,000 and used it at Jackson’s 
Mill to construct county cottages, or dormitories 
ete. 

The summertime program has been aimed at 
developing keenness of mind, skill of hand, service 
of heart, and the “pep” of health. Sueh training 
has enabled these Four-H youngsters to take a 
prominent place in the life of existing churches, 
homes, schools and most all other organizations 
which offer youth an opportunity to live, work 
and serve. 

The spirit of the youth attending Jackson's Mill 
demands that the opportunities of Four-H training 
be continued during the winter. Because we have 
built well, and due to the fact that 90 percent of 





Boys at work in the shops, 


Frank Roy Yoke of Morgantown, district Ro 
tary governor and alumni secretary of the State 
University, who spoke on ‘‘ West Virginia.’’? He 
was followed by Jesse Pugh of Chicago, an 
entertainer, who spoke in humorous vein. 


What Constitutes Side Lines 

Opening the discussions on Friday morning, 
G, M. Mossman of Mossman Bros. Co., Hunt- 
ington, spoke briefly on ‘‘Do Sidelines Pay??? 
Mr. Mossman asked the question, ‘‘ Just what 
are sidelines??? and continued by stating that 
what may be considered as sidelines one year 
may be big items in the business the next year. 
He said that most dealers were inclined to add 
everything for which there is any demand at 
all and while many of these dé not pay, he does 
not consider them as sidelines. 

In the diseusion of this subject, dealers pres- 
ent mentioned concrete coloring, colored cement, 
metal joists, suspended ceilings and so on as 
among things that might now be 
sidelines. However, it declared, all are 


eonsidered 


Was 


coming to the front and it may not be long 
until they are regarded as standard com- 


modities. 


Welfare Work Among Younger Generation 

An interesting review of what is being done 
at the State 4-H camp at Jackson’s Mill— 
Where Stonewall Jackson spent his boyhood days 
—Wwas given by W. H. Kendrick, in charge of 


4-H camp at Jackson’s Mill 


our boys drop out before finishing high sehool, last 
winter we tried out our plan on fifteen boys who 


were out of school. Our entrance requirements 
are as follows: (1) Those who are mentally and 
physically fit; (2) those who must earn their 
Way; (3) those who want to work. 


Human Problem Paramount 
With the 
problem the 


fifteen boys, we found the human 
paramount one. We had to get at 


the problem of shoes and winter “duds.” Only 
two of them had both parents living. Jesse Haig 
ler got homesick and kept company with “Mike,” 
who had neither parents nor guardian We asked 


“Mike”? what he would do if he got 
“T have the feeling frequently, but 
to go.” We Jet one boy 
felt more at home 
to the director. 
drop out of 
about 


homesick 

have nowhere 
bring his doy, because he 
wtih his dog—complimentary 
There are a lot of the boys who 
school who have a change of heart 
seventecn and want to vet bael There are 
also boys who are caught by misfortune and have 


to make their own way To these fellows who 
want to work we have something to offer. 
Training That Fills Dinner Plate 

We were forced to work out a system of train 


a fellow while he 
“Training that keeps 


worker.” so owe 


ing that would pay the way of 
works, adopting the slogan : 
a dinner plate before the 
to work on a swimming pool thit 
cavated. Pouring 


went 
was already ex 


conercte was the order of the 


day. These fifteen boys used up seventeen car 
Joads of material and have done the greatest stunt 
of any group of fifteen boys east of the Missis 
sippi. his was real work, and we lost one boy 


in the process. The ones who stuck have proved 


‘either 


worth while. We then started building shops. 
During bad weather we have made stools. The 


boys are under Mr. Westfall, a practical builder. 

We have made it fine so far, and the boys all 
have money in the camp bank. They go to school 
in the morning, work in the shop in the afternoon, 
then go to school again after supper. It is hard 
luck that a boy in West Virginia has to go to 
Pruntytown or Institute to prepare for 
skilled workmanship. When our boys get going, 
we have to run them out of the shops; they like it 

Needs and Opportunities Are Big 

Next year the Four-H boys and girls will have 
completed the following county cottages: Lewis, 
Webster, Upshur, Harrison, Marion, Gilmer, Ohio, 
Monroe, with Doddridge Monongalia and Barbour 
following closely. In these cottages we can house 
the boys. The new dining hall, the Mt. Vernon 
of West Virginia, will be completed, so we are 


ready to go. We now have two woodworking 
shops and a garden. 
We need some more shops. We need a farm. 


We need two State cottages—a director's cottage 
and an administration building. We will have te 
have these to do our best work. ‘All boys build 
houses, and all men build boys, so here is where 
you come in.” 


(1) What do you want a boy to know who 
comes to you for work? 
(2) You may know of a boy who needs the 


Four-H 

(3) We are interested in the great fundamentals 
of life-vision, leadership, skill, honor, industry, 
sympathy and reverence. We are not interested 
in starting a school only as it may agvance these 
ideals. We may do some school work‘to keep our 
boys from getting behind. We are interested in 
the “Makin’s of men.” 


idea and training. Get us together. 


(4) We need tools and machines, the kind you 
want boys to know how to operate and care for. 


We are anxious to turn out some young men 
that we can guarantee to you. We have been 


brought together by necessity—we of the Four-H 
Camp hope we can go forward profitably. 


Ardent Believer in Association Work 


HW. 3. Curtin of Clarksburg, head of the 
Pardee & Curtin Lumber Co., and president of 
the National Hardwood Lumber Association, 
brought telicitations and good wishes from his 
association and “welcomed the dealers to Clarks- 
burg, his Mr. Curtin said he was an 
ardent believer in cooperation and association 
work and announcing that he had understood 
the convention heard a tatk on ‘*The Battle oi 
the Thirty-seeond,*? deelared that he proposed 
to eall his talk ‘* The the Thirty 
second.’’ He said there was no trouble in the 
hardwood industry, and while all the inspee 
tors were not exactly what they ought to be, 
conditions were improving and he credited this 
condition to the National Hardwood Lumbér 
Association, which he said, was organized twen- 
ty-seven years ago and now has a membership 
of 1,300. 


Bringing a short 
Rdward DP. Ivory of San 
California white and sug: 
Lumber Standards. While admitting that in 
this Lake States white pine mostly is 
used, Mr. Ivory explained the growth, cuts and 
uses of the California product. In his talk, he 
told of the development cf the pine industry, 
as well as California, since 


749, Mr. 


home. 


eace of 


Californian, 


Franeiseo told of 
pines and Ameriean 


message from 


section, 


before the days: of 


Ivoryv’s address, as delivered at 


other conventions, was printed im full on page 
199 of the Jan. 31 issue of the AMER LuM 
BERMA? DITOR. | 
Sees Indication for Better Business 

Under the subject, ** The Outlook for 1925, 
John ¢ Ilowell of the Brookmire Keonomie 
Service of New York, declared there was every 
indication of better business during the vear 
althoug competition vill be stronger ina 
dealers will have to contend with normal condi 
fions sueh as existed a uber of yvears before 
the wat Mr. Howeil nented on the inter 
dependet e of busimess i the importance of 
“the other fellow’s iwiness’’? to the general 
prosperit 

Conditions in 1920-24, lowing the abnormal 
business of 1919, were reviewed by the speaker, 
who related that in 22 there was a little 
loosening up, and in 1925-24 things generally 
were ol substantial basis. The present, he 
said, is period of severe competition wher 
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only those who know their business can get by. 

Elements of strength that control the present 
situation were reviewed in some detail by Mr. 
Howell. He said that there is more general 
confidence now than at anytime since 1919, due 
to a number of reasons. The rapid rise in the 
stock market, he said, gave general evidence of 
business expansion, while the result of the 
November election was characterized as ‘‘about 
4s great a tonic as business ever had.’’ The 
election result meant the end of disturbing fac- 
tors in business, he said, while the acceptance 
in Europe of the Dawes plan was cited as a 
great step toward placing the foreign countries 
in position to contribute to general prosperity. 

Improvement in agricultural conditions, the 
credit situation, low rates for money, the re- 
serve of rediscounts and the low reserve of 
goods in stock of the retailer all were declared 
by the speaker to be evidences of better condi- 
tions for 1925. He said the world is short of 
goods and these stocks must be built up to 
bring stability to markets. 

Activities and purposes of the new National 
Builders’ Supply Association were discussed by 
EK. K. Cormack of Detroit, Mich., business man- 
ager of the organization. He said the associa- 
tion is dealing exclusively with the problems 
of the building supply dealers of the country 
and reviewed some of these problems briefly. 

The afternoon session of the closing day 
started with a luncheon for lumber and building 
material dealers only, at which there were general 
discussion of numerous topics. After the election 
of Mr. Cheyney as the new president, he made 
a short talk in which he thanked those present 
for the honor conferred and promised to devote 
his best efforts to the position. 

In the general discussion following the adop- 


tion of the resolutions reported by the commit- 
tee, business conditions in various sections of 
the State were reported on. In the Parkersburg 
and Williamstown section it was reported quite 
a bit of new building is in prospect. 

In Bluefield, it was reported business was not 
quite as good last year as in 1923, largely due 
to the fact that the coal business had been 
‘“shot to pieces,’? but there is much optimism 
over the outlook for the year 1925. 


In Huntington, business during 1924 was re- 








J. M. RILEY, A. F. BELTZ, 
Shinnston, W. Va.; Bridgeport, Ohio; 
Retiring Vice Presidents of the Association 


ey, 


ported as splendid, being better than the pre. 
vious year, and the outlook is ‘‘wonderfully 
good’’ for 1925. Building permits in the cit 
for the year reached nearly $10,000,000, while 
the present year has started off big. 

In Williamson, Clarksburg, Wheeling, Mor. 
gantown and Charleston, it was reported that 
considerable new building is in prospect for 
1925. While most of this is homes, there are 4 
number of large business buildings in prospect, 
Because of the lack of a market for coal and 
mining disorders, which have handicapped pro. 
duction at many points, there has been little 
if any building recently about the mining 
properties. 


Cites Benefit from Group Meetings 


Oscar F. Henry of Charleston made a report 
on results that have been achieved from group 
meetings held in several sections of the State, 
One of the main benefits of these group meet- 
ings every month or every few months, he said, 
is the opportunity for disposition of problems 
as they come up. J. C. Burchett, of William. 
son, suggested that the program for next year’s 
convention be made up mostly of talks by deal- 
ers themselves. 

Concluding the convention there was a ban- 
quet followed by a dance. At the banquet, 
Samuel R. Bentley, president of the Clarksburg 
Chamber of Commerce, was toastmaster, and Guy 
D. Goff of Clarksburg, United States senator- 
elect, and Douglas Malloch of Chicago, ‘‘Lum- 
berman Poet’’ of the AMERICAN LUMBERMAN, 
were the speakers. Col. Goff spoke on West 
Virginia and West Virginians, while Mr. Mal. 
loch, after telling a number of humorous stories, 
recited several of his poems. 


Pennsylvanians Discuss Mark-up, Turnover, Credits, and Who 
Should Supply Large Users—Prefer Own Cost Systems 


PHILADELPHIA, Pa., Feb. 2.—The Green room 
of the Bellevue Stratford Hotel formed the 
setting for the thirty-third annual convention 
of the Pennsylvania Lumbermen’s Association, 
held here Jan. 28, 29 and 30. [Norts: A tele- 
graphic report of the first day’s sessions 
appeared on page 74 of the Jan. 31 issue of the 
AMERICAN LUMBERMAN.——EpITOR.] With a 
heavy snowstorm in progress, and the conse- 
quent slow transit, the assembly was delayed 
considerably past its scheduled start. President 
W. H. Lear of Philadelphia opened the Thurs- 
day morning session with a short, highly en- 
thusiastic talk, concluding it by saying: 

Business conditions during the last year have 
been satisfactory as a whole. While the general 
report received from our members is that their 
percentages of profits were not as large as the 

revious year, there seems to be an optimistic view 
or the early part of this year. I hesitate to make 
any prediction at this time, as there are so many 
elements which enter into the cendition that it is 
hardly possible to make a forecast of future busi- 
ness. It is quite true that money is plentiful and 
rates are low. Will this stimulate business in our 
line, or will certain other lines, which have been 
very dull during the last year take on new life 
and our industry pass through a short period of 
duliness? This is a matter to which all members 
of our association should give very serious con- 
sideration, as we have enjoyed a period of pros- 
perity. I believe, therefore, it is advisable in our 
industry to be conservative at the present time. 


Recommendations ef Secretary 


Following the president’s message, Secretary 
J. F. Martin of Philadelphia presented his re- 
port. He expressed appreciation of the will- 
ingness with which leading men in the lumber 
industry freely and unselfishly gave of their 
time and knowledge, advising the members that 
their success would be governed by the degree 
to which they adopted the modern ideas in 
business, thus learned. Mr. Martin was of the 
opinion that there are too many laws on our 
American statute books, and too lax an enforce- 
ment. Fewer laws and better enforcement were 
his suggestion. He further advised the lumber- 
men to keep a close watch on the activities of 
the legislatures that were now in session, to 
see that no detrimental regulations were 


adopted. Mercantile tax laws and inheritance 
taxes were declared as too high, and unjust to 
the business man. The secretary further recom- 
mended compulsory arbitration as the finest 
means of settling disputes without litigation and 
the bringing in of countless legal technicalities; 











and the establishing of local units throughout 
the State in order to create closer contact with 
and between members. 


Would Confer on Industrial Trade 


In raising the question as to who should 
supply the large industrial establishments and 
contractors, Mr. Martin touched a very vital 
problem. 


One of the things which to me seems to com- 
mand our most serious consideration today, he 
said, is the supply of lumber to the large indus- 
trial establishments and contracting firms. This 
trade has in the past been considered too big for 
the retailer, and the average wholesaler has held 
aloof from it, thinking possibly he might be en- 
croaching upon the trade of the retailer. In con- 
sequence, a great many commission firms, without 
any great financial responsibility have been able to 
take this trade away from both the retailer and 
the wholesaler. In fact, some of these firms have 


become quite prosperous. Many have given slight 
consideration in respect to the ethics of the trade. 
I ask the question—How long shall this condition 
continue? There is certainly some proper and 
lawful way in which the wholesalers of Philadel- 
phia and the retailers may settle this question. 
Let us have a perfect understanding as to who 
shall have this trade. Millions of feet are being 
delivered in Philadelphia today, and sold right 
under the eyes of the wholesalers and retailers, 
neither getting any part of the business. I have 
recommended before that a trade relations commit- 
tee be appointed by our association to take up just 
such questions with the wholesalers and discover 
if there is not some proper solution to this problem. 

Field Secretary J. H. Reiter gave a summary 
of his activities since he has occupied that 
position, telling of the problems and difficulties 


that confront a field secretary. 


Discuss Unit Organization of Industry 


Fred H. Ludwig of Reading, taking immediate 
action on the secretary’s suggestion that units 
be formed, opened a discussion to test the 
opinions of the lumbermen. The questions 
raised were whether units should be limited by 
geographical areas, or established by competitive 
areas; if the secretaries should be lumbermen 
or outsiders, and be partly paid by the mother 
association, and the best means of establishing 
a credit checking system. Representatives of 
existing units in various counties were called 
upon to tell of their experiences and a number 
of retailers voiced their opinions. The problem 
of limiting area was left with the committees 
entirely, as suggestions were so varied. By far 
the majority were in favor of an outsider 48 
secretary, insurance men being frequently men- 
tioned. The salary question was left pending 
on whether the association could bear the ex- 
pense without undue increase in dues. In the 
matter of credit, the consensus was for a system 
limited to lumbermen only, in each unit, that 
would give reliable information as to the re 
sponsibility of buyers, upon inquiry, and an 1D- 
terchange of data between units on request to 
the secretary or credit man. 

After the discussion, the arbitration com- 
mittee chairman stated that all eases had been 
satisfactorily adjusted, a disinterested third 
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party being the juror in each case. _ The stand- 
ardization committee reported that it is contin- 
uing in its efforts to codperate in establishing 
4 13/16-inch standard as a single standard if 
nossible. The chairman mentioned that the 
committee is advocating standard sizes in all 
millwork, also quoting the wide differences in 
sizes of window frames as an example. 

Treasurer J. H. Derr summed up the activi- 
ties of his department by stating that the 
deficit of the previous year had been wiped 
out, all expenses met for the current year, and 
4 surplus of $563.10 existed, plus $3,000 in 
assets. A total of $41,164.63 was the income 
for the year. For 1925 a budget system is being 
installed, whereby expenses would be carefully 
tabulated and alloted to assure a still greater 
surplus for the operation of the new services. 

The morning session ended with a short dis- 
cussion as to the merits of establishing a one- 
price system, granting excess discounts; and 
the advisability of extending credit to small 
purchasers. A one-price system was considered 
generally unfavorable. A wide number of dis- 
count methods was brought up, extending from 
2 to 7% percent, usually given for cash pay- 
ment by the middle of the following month. 
Small purchasers were considered as an asset 
or liability by an equal number of men, the 
smaller retailers naturally taking the former 
view. 

THURSDAY AFTERNOON 


The Wednesday afternoon session opened with 
an address by W. W. Orr of the National Asso- 
ciation of Credit Men, who touched upon the 
vital phases of credit extension and receiving, 
mentioning a number of highly valuable points. 
He suggested building credit methods upon a 
definite basis, but considering each applicant 
on his individual merits. Central bureau infor- 
mation, he said, should be used only as a basis 
for alloting credit, not as final judgment. Char- 
acter, capacity and capital should be the guid- 
ing motives in determining an _ individual’s 
credit. Mr. Orr advised the lumbermen to keep 
their affairs liquid at all times. He claimed 
that by making a customer live up to his ac- 
counts the entire community is commercially 
benefited. 

Four guiding rules were submitted, in the 
nature of tests, by Mr. Orr. These were: 


1. Watch the relation, each month, between 
sales and the amount receivable on the books; and 
do not permit the percentage of the latter to mount 
too high. 2. Do not make yourself an investment 
broker. 3. Keep track of your turndown on credit 
applications. Use only facts in making your de- 
cisions, and see by later development if your judg- 
ment is vindicated. This will serve as a later 
guide. 4, Make every effort to lift the slow ac- 
counts by cajoling, education and appeal. If they 
have the latent development, your putting them on 
4 firm footing will help them, yourself and the 
community at large. 


Discussion of Credit Problems 


An open discussion followed, in which various 
credit problems were brought up, and opinions 
given by Mr. Orr. Mr. Ludwig raised the 
question as to what action should be taken in 
a case where credit had been extended without 
question for a number of years, and a sudden 
installation of credit system would cause the 
purchaser to turn over his business to a com- 
petitor. To this Mr. Orr replied that changes 
should be gradual; that it was necessary to have 
lunbermen brought together to operate in unison 
on such questions; and that it was very bad to 
compete on terms of sale. Several attempts 
were made to have the speaker give definite 
figures on what should be the safest outstanding 
amount against certain volumes of business. 
His answer, however, was that this was not 
practical, but that efforts should be blended in 
reducing the present percentage. 

President Lear then asked Mr. Orr, ‘*We 
have had three years of good credit. What 
conditions do you think safe for the coming 
year? Should we extend or curtail credit?’’ 
The reply was that such a recommendation 
would be difficult. At: present the demand was 
fretting heavier and the sources farther and 
farther away. A great deal depended on what 
Possibilities there were for development in the 
lumber field. 

Several problems in relation to liens and 


judgment notes were brought up, and the legal 
phases explained by Mr. Martin, who is an 
attorney. When asked whether he thought it 
best to keep a lien might or take a judgment 
note, Mr. Orr favored the former. Several men 
who spoke on experiences in taking notes in 
payment of accounts receivable to clear them 
off the books, were in favor of this practice, 





W. H. LEAR, PHILADELPHIA, PA.; 
Reélected President 


as it assured the money being paid by a certain 
date, and permitted discounting at the bank. 
The advisability of placing judgment notes on 
record was then discussed. Some favored the 
practice because it meant safety for the lumber- 
man. When one man dissented by asking, 
‘“How about the other creditors—the plumber 
and the carpenter—when you put your note on 
record?’’ Popular accord favored his view- 
point. 

The subject of credit insurance came up 
after this. None of the members seemed to 
care very much for it. Mr. Lear stated that in 
the three years in which he used it he had 
found that he just about broke even with the 
time when he did not use it. Its danger, he 
said, was that it is liable to make the credit 
man a little lax in extending trade terms. 


The Question of Side Lines 


An open debate on the subject ‘‘ What Side 
Lines Should a Retail Lumber Yard Handle???’ 
was next inaugurated. An excellent talk was 
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given by James T. Eliason of Neweastle, Pa., 
on this problem. The speaker presented an 
exposition from the point of the small town 
dealer, favoring as wide a line of goods as 


could be carried. He said that in the smaller 
town and suburban location it was much easier 
to get capital than volume of business, hence 
the wide variety of lines. Mr. Eliason’s reasons 
were the following: 

A wide line gives a greater volume of business. 
Side lines are highly profitable and offer less com- 
yetition. By increasing volume of sales, profit is 
increased. ‘The same selling effort required to dis- 
pose of lumber and millwork will also dispose of 
building accessories. The centralization of ac- 
counts for the small builder or contractor who can 
get all his material on one bill instead of having 
a confusing array of them, is an excellent practice. 
Deliveries can be made on small orders without 
loss, as a number of orders for other lines are in- 
variably on hand and can be put on the truck going 
to a certain vicinity. There is a rapid turnover. 
The amount of lumber going into any one project 
is continually diminishing as new commodities and 
substitutes are placed on the market. By having 
all lines, the lumbermen only changes his business 
instead of losing it entirely. 

Louis W. Brosius of Wilmington, Del., re- 
plied to this exposition from the angle of the 
large city yard. He discouraged the carrying 
of side lines on the grounds that in the large 
city there were firms specializing in them who 
could get better prices and render better service, 
carrying a much more extensive stock. Several 
other men agreed with him. The unquestionable 
consensus stood entirely in accord with a com- 
plete line for the small town lumber yard. The 
majority favored side lines for the large city 
yard also. One man stressed the point that the 
lumbermen received valuable advertising by 
handling substitutes and side lines, because the 
companies bore half the expense of advertising. 
The meeting adjourned at 5 o’clock, with the 
announcement of a theater party for that even- 
ing. 

FRIDAY MORNING 

The Friday morning session opened much 
earlier than had that of the first day. The first 
speaker was William Lucas of the Eastern Mill- 
work Bureau, New York City, on ‘‘Cost Ac- 
counting.’?’ Mr. Lucas said that he did not 
think it was possible to price lumber fairly and 
exactly unless the dealer knew the exact cost 
to himself. Several individual questions were 
brought up, to which the speaker made reply. 
No especial interest was manifested in the sys- 
tem, the members appearing content to follow 
their present ways or install similar methods 
of their own origin. Several told of having 
done this, mentioning that they found a great 
deal of help by its means. 

‘“Courtesy on the Telephone,’’ was the sub- 
ject of a talk given by H. F. Ettinger of the 
Bell Telephone Co., who explained forcefully 
many of the faults in service and courtesy 
extended over the wire by lumber offices. 

George W. Norris, governor of the Federal 
Reserve bank in Philadelphia, was the main 
speaker of the morning. His topic was ‘‘Cur- 
rent Business Conditions.’’ Mr. Norris ex- 
plained the value of the Federal Reserve sys- 
tem, telling how it carries its member banks 
in times of depression, and its great value to 
the merchant. He told of the market condition 
bulletins sent out gratis, and the credit infor- 
mation service furnished by the reserve. His 
speech touched on the agricultural question, and 
the relation of the farmer to all other industries. 


Reports on Sectional Conditions 


Members from different sections were next 
called upon to say a word as to conditions in 
their territory. John D. Hauser of Plainfield, 
N. J., said that conditions in his vicinity were 
normal, the market stable, and that his com- 
pany looked forward to a brisk business in 
industrials and hardwoods with the larger cus- 
tomers. Mr. Penrose of Wilmington,.Del., told 
about that city beginning a large scale improve- 
ment and expansion program that would bring 
much business to lumbermen. The harbor was 
being improved, new schools and _ buildings 
erected, and industrial activity advancing. H. F. 
Goslin of Wildwood, N. J., said that the sum- 
mer resort was on the verge of a decided 
growth, and he was looking forward to one of 
the busiest years in his experience. Charles B. 
Wolf, of Mount Wolf, Pa., a thriving little 
town of 1,000 inhabitants, delivered an intensely 
interesting talk on how his firm had increased 
its business over 500 percent in five years by 
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cobperation with the community and creation 
of good will among customers. 

A wire was received from the Hoo-Hoo Club 
of Spokane, Wash., wishing the Pennsylvania 
lumbermen a successful convention. 

The nominating committee, composed of 
Harry J. Meyers, chairman, Fred H. Ludwig 
and Fred Sterner, then brought in its report 
of members selected for the board of directors, 
as follows: Wilson H. Lear of Philadelphia, 
Charles B. Wolf of Mount Wolf, Pa., and 
James T. Eliason of Newcastle, Pa. No oppos- 
ing candidates were nominated by the member- 
ship, and these were unanimously installed for 
three years. The chairman called attention to 
the fact that it had considered young blood and 
new energy in picking the directors. Mr. Lear 
then asked why the committee had picked on 
him. Someone suggested that perhaps as a 
checkmate. Mr. Lear then recalled how, as a 
farmer boy, he used to hitch an old horse 
alongside a colt, as a pacer, alluding to himself 
as the old horse. Mr. Underhill called out from 
somewhere in the rear, ‘‘ Yes, but in this case 
it may be the other way around,’’ which 
brought a roar of laughter. 


FRIDAY AFTERNOON 

The afternoon session drew the largest at- 
tendance of the convention, about 400 being 
present. It was opened with a debate on the 
query, ‘‘How Much Stock Should a Retail Yard 
Carry???’ One member gave his opinion as 
based upon three factors: Capital, contemplated 
volume of sales, and experience and method of 
buying. He asserted that he carried two-and- 
-a-half to three times the volume of his monthly 
sales, and had a turnover of three to four times. 
In hardwoods and some other kinds there was, 
of course, a smaller turnover; hence less stock. 
To eliminate small stock, he cut as much as 
possible from his larger sizes. He said that he 
never permitted stock to run down and, when 
necessary to fill an order, would buy from a 
competitor at retail rates. Another lumberman 
suggested that there should be an inventory of 
at least $30,000, inferring that a lumberman 
must have at least $25,000 to go into business. 
His remark was greeted with a suecession of 
suppressed guffaws, and an answer from the 
president that he personally had much less than 
that sum in his initial investment. W. C. Coles 
of Camden, N. J., said that he carried an aver- 
age stock of three to four months’ sales. He 
advised, however, that such a matter depended 
on the locality and brands handled, and that 
time must be allowed for shipments in transit. 
A three to four months’ supply was apparently 
the average carried in all the commoner grades, 
the stocks of better grades varying with indi- 
vidual yards and locations. The question of 
how great a turnover a yard should have was 
raised here. There was one instance told of 
a yard that had an eight-to-ten-time rate, which 
brought a great deal of surprise. By far the 
greatest number were three-time turnovers. 
Stocks of specialties were generally kept in the 
same proportions as stocks of regular lumber. 

Increasing Sales 

A clear, masterful exposition was next pre- 
sented by Fred H. Ludwig of the Merritt Lum- 
ber Yards, Reading, Pa., on the subject, ‘The 
Increase of Sales by the Creation of New 
3usiness.’?? Mr. Ludwig divided lumbermen into 
two classes—the man who is willing to accept 
every order turned his way and the man who 
goes outside to merchandise his product. There 
are, he said, three reasons why the first is a 
mere order taker. He has a monopoly of his 
section and an unusually loose line of eredit 
which brings him a large volume of business; 
or he has unusual financial abilities and many 
diversified interests and connections that compel 
business to come to him. The second elass, the 
merchant who goes out to create business, is 
selling ‘‘service’’ rather than a commodity. 

The speaker suggested the first steps for 
bringing business. First, get the yard in first 
class shape and condition; then put the office 
in such arrangement as to create a most favor- 
able impression. Get the right kind of employees 
and pay them salaries that permit them to wear 
the look and clothes of satisfaction. Handle 


only quality merchandise. If possible have dis- 
play rooms fixed up. With his house in condi- 
tion, the lumberman is ready to go out and 
solicit customers. Advertising, naturally, is 
the first means and an absolute essential. Ad- 
vertising is a peculiar thing and must be carried 
out correctly. A big splash occasionally does 
not have much value, for newspaper and peri- 
odical advertisements have a purely cumulative 
value; and the merchant must keep his name 
constantly before people. 

Mr. Ludwig suggested that the merchant first 
determine just how much money he can spare, 
and then farm it out correctly in the various 
channels. Direct mail advertising, he considers 
as one of the best channels. Lists of home 
owners, contractors, newlyweds, industrial con- 
cerns and lot owners are secured from directory 
agencies. Direct personal form letters and 
literature are addressed to them. Figures show 
an average of 8 percent return on these forms. 
The speaker cautioned against mailings to reach 
the addressee Saturday or Monday. On the 
former date the recipient is in a hurry to 
depart or clean up for the week end and will 
probably discard the letter. At the beginning 
of the week he is busy laying out and plotting 
the week’s activities and will again overlook it. 

In selecting newspapers, Mr. Ludwig urged 
great care in picking those which reach the most 
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desirable class of people and have the greatest 
influence. Billboard and street car advertising 
were rated as third in value. As to program 
advertising, the speaker advised cutting down on 
these, for they have no great value. Plan books, 
own-your-home and remodeling campaigns were 
mentioned as productive of excellent results. In 
the service matter, there should always be an 
experienced man in the office, delegated to go 
over the problems of each individual and even 
aid him in the primary steps necessary to 
building. In conclusion Mr. Ludwig stated that 
he believed business grew in the measure in 
which a merchant’s community grew; therefore 
it was meet that a merchant should put back 
a certain amount of time and money into his 
town. 

When Mr. Ludwig concluded President Lear 
arose and told of a visit he had made to the 
Merritt yards. He said that he had been sur- 
prised at the order, efficiency and_ service 
methods, and that Mr. Ludwig had carried out 
every principle of which he spoke, with the 
greatest success, and a steady growth in busi- 
ness and standing. 

The convention closed at 5:30, with a meeting 
of the board of directors and the report of the 
resolutions committee. The resolutions presented 
and unanimously adopted were as follows: 
An expression of appreciation to the railroad 
companies for their excellent freight handling 
and car facilities during the last year, a vote 
of thanks to the Philadelphia Wholesale Lum- 


ber Dealers’ Association for pleasant relations 
the extension of courtesies and the Thursday 
luncheon; an expression of good will and appr. 
ciation to the National Retail Lumber Dealers) 
Association for its traffic letter and the servicgs 
of a traffic manager in rate legislation; ay 
endorsement of the efforts of Secretary Hooyer 
in the standardizing and simplifying of sizes. 
and an expression of thanks to the officers fo 
their efforts in behalf of the association’s 
welfare. 
Election of Officers 


All the officers were reélected, as follows: 


President—W. H. Lear, Philadelphia, Pa. 
Vice president—Luther Ogden, Cape May 
“Treasurer—John H. Derr, Philadelphia, Pa, 
Secretary—J. Frederick Martin, Philadelphia, 
a. 


Five new concerns were accepted as members 
of the association. They are: Luther T. Shear. 
er of North Wales, Pa.; Joseph Miles & Sons of 
Manayunk, Pa.; J. Gale Wendle of Shenandoah, 

?a.; Penn Lumber Co. of Wildwood, N. J.; 
and Wildwood Lumber Co. of the same city, 

In the evening a banquet was held at the 

3ellevue Hotel. Maj. Pratt of the United 
States Army, and one of the round-the-world 
fliers who had gone as far as Alaska, were 
the speakers. 


Discusses North American Forestry 


Orrawa, ONT., Feb. 2.—‘‘ Ninety percent of 
the forests of Canada are publicly owned,”’ said 
R. S. Kellogg, secretary of the News Print 
Service Bureau, speaking at the annual banquet 
of the Canadian Forestry Association in this 
city last night upon the subject of a forest 
policy for North America. 


Twenty-four percent of the forest resources are 
publicly owned in Sweden, 35 percent in France, 
and 53 percent in Germany. In the United States, 
however, all but 20 percent of the forest area is 
privately owned and controlled. It may be ques 
tioned if Canada’s percentage is unnecessarily 
high, but the United States needs a greater pro- 
portion of public forests. In Canada, so far, 
exploitation exceeds the amount expended upon 
the public forests; in the United States the ex- 
pense to date exceeds the income. Public forest 
ownership means public responsibility for timber 
production. 

Mr. Kellogg went on to define forestry. It is 
not a law compelling tree planting or diameter 
cutting, he said, nor is it arbitrary control over 
private enterprise—nor fire prevention alone, 
Forestry is the growing and using of timber crops. 
It is a serious business, not sentimental gush. 

The basic principles for the proper application 
of forestry are everywhere the same. Nature 
knows no international boundaries. Neither do 
fire, insects and disease. ‘These principles are: 
Effective forest protection so that forests may be 
insurable risks; forest surveys and _ inventories 
so that we may know what we have; management 
for sustained yield through cutting methods or 
planting; research upon growth and reproduction 
through experiment stations; better utilization of 
forest products, aided by tests and experiments 
conducted by forest products laboratories. 

Then again, said Mr. Kellogg, forestry is a ques 
tion of transportation. In well known German 
forests there is one mile of macadam road for 
every 220 acres of forest land, and one mile of 
dirt road for every 105 acres. As high as 33 cents 
an acre of forest area per year is spent upod 
roads alone. As a result, there is complete utiliza 
— of every forest resource—and there are 00 
ires, 

Legislative fiat alone will not grow trees, con: 
cluded Mr. Kellogg. Neither will indifference pro 
duce a timber crop. It is cheaper and easier 
save and protect our present forests than to grow 
new ones. Real progress is being made in the edu- 
cation of the public in the problems of permanent 
forest production. Federal legislation recently 
enacted in the United States and proposed by the 
pulpwood commission in Canada is in agreement 
upon the necessity for Federal, State or provincial, 
and private codperation for the solution of pres& 
ing problems in forest protection, forest manage 
ment and forest utilization. 

SR RSRBARRBEBRABEaEABABE 

THE DISPOSAL of slash in California has beet 
left to the discretion of the operators during 
the last year, but the State board of forestry 
is preparing to take an aggressive stand t0 
reduce fire hazards. H. R. Braden, the budget 
maker of the State board of control, will re 
commend an appropriation of $10,000 a year 
by the legislature to cover enforcement of the 
nuisance act. This will enable the State boaré 
of forestry to keep a staff of inspectors 1 
vestigating and rectifying slash conditions. 
When the cleaning up of slash on cut-over lands 
has been neglected, the board will do the work 
and send the bill to the owners. 
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Building and Loan Associations Featured at Southwestern 
lowans’ Annual—Home Remodeling Campaign Commended 


(Creston, Iowa, Feb. 4.—The nineteenth an- 
nual convention of the Southwestern Iowa Re- 
tail Lumbermen’s Association opened here this 
morning With prospects for an attendance of 
300, including lumbermen and their wives, whole- 
salers, and sales representatives of lumber and 
building supply companies. Sessions are being 
held in the Jowana Hotel where the convention 
has met for several years. 

There were no business sessions yesterday, the 
afternoon being given over to registration and 
the making of acquaintanceships. In the eve- 
ning the lumbermen and their wives enjoyed a 
dance which was attended by probably forty 
couples. Salesmen and their wives were also 
guests at this function. Preceding the morning 
sessions the visiting retailers mixed in the lobby 
of the hotel while the ladies occupied the mez- 
zanine floor. 

Although the opening session was attended by 
a large number of dealers, many more are ex- 
nected to arrive during the day, which will ma- 
terially swell the total attendance. The meeting 
was called to order by President W. S. Rich- 
ardson, of Clarinda, Iowa, who called upon See- 
retary W. H. Badeaux, of the Northwestern 
Lumbermen’s Association, to lead the singing. 
After a few exhortations and pleas ‘‘to come 
on boys,’’? Mr. Badeaux got his chorus in tune 
and the boys burst into rapturous song that 
would have delighted a Methodist choir leader. 

Mayor Ed. Keith was then introduced. In a 
bluff, hearty speech, punctuated with real hon- 
est-to-goodness humor, Creston’s chief executive 
assured the retailers they were welcome to the 
city and said he hoped they would continue to 
make Creston their convention headquarters. 
President Riehardson made a brief and appro- 
priate response, 

Report of Secretary 

The report of Seeretary R. O. Treichler, of 

Afton, was as follows: 


The first important work of your secretary con- 
cerned the western classification rate adjustment 
case. A cireular letter from the Northwestern 
Lumbermen’s Association called attention to the 
fact that the classification would be submitted to 
the Commissioners at their next meeting. A cir- 
cular letter was sent out to fifteen jobbers request 
ing a statement as to what effect such a change 
would have on the rates of commodities they 
handled. Only five responded. Through other 
sources I found local rates would be increased from 
25 to 50 percent. 

A circular letter was, therefore, mailed to every 


dealer in this distriet with the request he write 
our commissioner, Fred P. Woodruff, protesting 


the change. A few complied with the request. In 
the meantime. however, the bill was tabled and will 
probably be brought up at some future meeting. 
It is important that the lumbermen present united 
front against this bill if it is again considered. 

_ The Burlington case, as it is commonly known, 
is not being agitated at present but favorable ac- 
tion is hoped for. Your president and secretary 
attended a meeting in Iowa City on Oct. 25 to 
arrange dates and plan ways and means for the 
coming conventions. It was decided to form an 
organization of the presidents and secretaries of 
the various State associations meeting every sixty 
or ninety days at the call of chairman. At a 
meeting in Des Moines on Dec. 10 such an or- 
ganization was effected. Its duties will be to act 
aS 4 general council in State affairs and keep track 
of activity in the legislature. Officers were elected 
and a program in harmony with activities of the 
Northwestern association was outlined. 

_The only meeting of the directors of this asso- 
fation this year was held on the Friday following 
tanksgiving When plans were laid for this meet- 
mm everal members have not paid their 1924 dues. 
This Matter should be attended to at once as de- 
linqueney in paying dues is a serious handicap 
a the association. As many as possible should 
pay thier 1924 dues, if in arrears, and also those 
for 1925 before leaving this convention. 


Secretary Treichler, who also serves the asso 
ogee as treasurer, reported the finances of 
4. ganization to be in sound condition and 
“'S report was turned over to the auditing com- 
hays At this point President Richardson 
nelle aol pond of F rank Hulbert, of Fonta- 
this cn ms the convention and he ealled upon 
ona oy association worker to say a few 

8. Mr. Hulbert, who removed from this 


vicinity a few years ago, said he was glad to be 
back and that he expected to remain for the 
entire convention. 


Committee Appointments 


The following committee appointments were 
announced by the president: 


Nominations—Harry Cox, Hawkeye Lumber Co., 
Oskaloosa, Iowa, chairman; I'red Ward, Spahn & 
Rose Lumber Co., Dubuque, Iowa; Guy Thurman, 
Ridgeway & Thurman, Blanchard, lowa. 

Auditing—T. If. Potter, Green Bay Lumber Co., 
Harlan, Iowa, chairman; F. M. Tuttle, Rose & 
Tuttle, Newmarket, lowa; IF. Hf. Hanson, Midland 


Lumber Co., College Springs, Iowa. 
Resolutions—-R. G. Berry, Green Bay Lumber 
Co., Shenandoah, Towa; J. LL. Daniels, Midwest 
Lumber Co., Dubuque, Iowa; John McDermott, 
John McDermott Lumber Co., Bridgewater, Iowa. 
Points Out Lumbermen’s Opportunities 
H. I’. Clark, professor of engineering eco- 


nomics at the lowa State University, Ames, 
Iowa, delivered a peppy address exhorting the 
lumbermen to look around them for opportuni- 
ties to increase their business, especially by for- 
warding the activities of building and loan as- 
sociations. In part, his talk follows: 

| wonder how many of us got up this morn- 
ing with the realization that this is 1925? Not 
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W. S. RICHARDSON, 


R. O. TREICHLER, 
Afton, lowa; 
Secretary 


Clarinda, Iowa; 

Vice President 
1924, or 1923, or any other year but 1925. The 
problems of today are not those of yesterday. 
Those are in the limbo of forgotten things. 
Are we setting our stakes ahead each morning 
to meet the new conditions? Are we ready for 
the changes which crop out of every corner in 
our business? If we are not, we might just 
as well nail up the old shutters, padlock the 
door and throw the key in the ditch. For the man 
who makes good today is the man who stops 
every day and takes account of himself, of his 
business, and of all the things his competitors 
and everyone else in the same country are 
doing. 

i come here with a 
business conditions of the next year will prob- 
ably be a lot better than they have been for 
the last eighteen months. We are now in the 
period which the economist calls the period of 
recovery. I told that to one of the men at 
the clay products’ convention the other day, 
and he said if things didn’t start to recover 
pretty soon, there would not be anything left 
to pick up! 

The trouble with us is that we always try to 
force things. We get into trouble. Business 
lags. Every one is discouraged. No one buys 
in any quantity. Then it seems that the whole 
world has gone to the dogs. We are ready to do 
two or three times as much business as there 
is business to do. Then along comes someone 
who says it is all nonsense—that we ought 
to be doing a lot of business. And he tries to 
force prosperity down our throats. That is 
what happened in 1923, and it happened too 
soon. The present period of recovery is an 


message of hope. The 


attempt to pull ourselves out of the hole which 
this forced prosperity launched upon us. 
Avoid Over-Confidence 


The normal run of the business cycle can 
never be determined in advance. Sometimes 
it runs its course in two or three years, as it 
did between 1920 and 1923, and then again it 
may take seven or eight years to complete the 
cycle. The cycle itself can not be avoided, but 
every individual business can take steps which 
will head off Old Man Trouble before he ar- 
rives. The very things that change the busi- 
ness cycle will tell you in advance that a change 
is coming if you will take the trouble to read 
the writing on the wall. 

Anyone can make money in a boom, but it 
takes a thoroughbred to make it in periods like 
these we have been going through since the 
summer of 1923. It takes a real business man 
to stop and figure out which way he is headed. 
Most of us will not take the trouble. 

In times of prosperity, everything seems good 
and all the world looks rosy. We can set almost 
any price on our goods and people continue to 
rush in and take them off our hands. No mat- 
ter what price we buy goods for, we can sell 
them at still higher prices. And profits come 
easily. Just stop a moment and think of the 
prices people paid for everything in the last big 
boom period of 1919-20. 

This sort of thing breeds over-confidence. It 
looks easy. Banks have plenty of money to 
lend. Fiveryone is paying his bills. The buy- 
ing fever is in the air, and everyone over-buys. 
And over-confidence comes to most of us. 

You are selling a capital good—a thing which 
people buy to use for many years. You are in 
one of the most romantic of all businesses— 
helping to provide people with homes. The 
man who said that anyone will fight for his home 
but not his boarding house knew what he was 
talking about. We need people in homes, but 
we need people in contented homes. We need 
people who are not worrying about the rent 
collector, or about the payments on the mort- 
sage. 

Now we all know that capital goods must be 
paid for out of savings. And we can’t have 
savings unless we have time enough to accumu- 
late them. It is easy enough to sit back and 
say that ‘‘when people get the money let them 
come and buy from me.’’ You are glad enough 
to go out when they have it and get them to 
buy. But how about providing the means that 
will enable them to buy? 

Maybe you think that 
ness or the business of the building and loan 
association. And of course it is. But if you 
help the banker and the building and loan asso- 
ciation to accumulate more funds, won’t there 
be more buying power for your lumber and 
materials? 


is the banker’s busi- 


How to Help Your Business 


If you want to help your own business, you 
need to help the individual building and loan 
association. We have only sixty-nine of them 
in Iowa, while all our neighboring States have 
many more. Can you think of any better way 
to increase your own business than to put the 
power to purchase your commodities into the 
hands of your customers? Five hundred homes 
a day are being built over the country as a 
whole through money furnished by the building 
and loan associations. With more than 25 mil- 
lion dollars in assets, the Iowa building and 
loan associations have started to do their share, 
but they have hardly scratched the surface. 
At that they have trebled their average assets 
in ten years. And every dollar of their money 
is put to work at once in the kind of things 
you are selling. 

Building and loan money means increased 
sales, it means better collections, and it means 


cash sales. By helping the building and loan 
associations, you help yourselves more. 

These little local associations in your com- 
munity and mine seldom fail. Now and then 
some dishonest offcial runs away with the 
funds, but not as many of them run off as in 


the case of the State and national banks. The 
associations take in money regularly, pay their 
dividends promptly, and, what is more impor- 
tant, they put the money to the greatest use 
in the world—the promotion of thrift and home 
ownership. And this money buys your goods. 
It buys them for cash, and helps you to pro- 
mote the business interests ef the whole com- 
munity. The associations promote thrift but 
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not parsimony. They encourage productive 
spending. 

Did you ever stop to think that when you 
begin to spend money together with someone 


else, you get a lot better acquainted, and help 


both of you along the path of prosperity? No 
man ever hurt himself by helping the other 
fellow. If you want to work together, spend 
money together. Watch any young couple, if 
you don’t believe this means anything. All the 


time that they are jazzing around before they 
get married, they have everything else on their 
minds but money. It is the last thing they 
think about. Maybe they never think about it. 
But the day after the wedding. Then it is a 
different story. Of course ‘‘we have to have a 
new tea set.” 3ut there isn’t money enough 
for the purpose. So the young lady watches for 
the first pay envelope, slips out a dollar, puts 
a rubber band around it, and drops it into an 
empty jar. The original sinking fund! Some 
day there is going to be enough money in that 
jar for the tea set, and in another one for 
the vacuum cleaner, and in another for a new 
set of table linens, and so on. 

What are you doing toward steering that 
young couple into the building and loan asso- 
ciation—the greatest system for building up a 


sinking fund that we have ever devised? 
When Frank Chase and I began writing this 
new textbook on building and loan associations, 
we did not know where we were bound. We 
thought we saw the way to a better under- 
standing of the association business. We 
wound up the book the other day and sent it 


to the printer, convinced that no other institu- 


tion of our time has accomplished so much 
for the people of our times than these com- 
plex, yet simple, little institutions which are 
spread all over this country. 
Lumbermen at the Forefront 
The work we have undertaken has been 
financed largely by the lumbermen. If we had 


waited for the association men to furnish all the 


funds, I am afraid it could never have been 
done. Certainly it would have taken much 
longer. Slowly the associations are taking up 


the burden, but if the educational work which 
we have started is to accomplish its goal, it 
will be necessary to go on for many years build- 
ing up a fund of knowledge as accurate and 
complete as that which has been developed by 
the American Bankers’ Association. There is 
no limit to what the building and loan associa- 
tions can accomplish, if all of our people recog- 
nize them and attempt to supply their needs 
for saving and home owning through the asso- 
ciations. 

In time the American Savings, Building & 
Loan Institute should be as great an institution 


as the American Bankers’ Association. But it 
will depend on the forward looking vision of 
the big men who are to benefit by it. Are you 


men looking forward to the Dig things ahead? 
Or do you see only the narrow path right at your 
door? You know that the consumer is king over 
the army of retailers, and that you buy what 
he demands, 

Now in Period of Recovery 

I started this talk with the idea that we are 
now in the period of the business cycle called 
recovery. You have seen the recent fight among 
automobile manufacturers in the matter of mar- 
keting a “line eight” car. If you have thought 
about it at all, you must also know that the 
reason for the attempt to market this new type 
of car is in order to meet the competition of 
a lot of other types of. cars which were over- 
produced during the winter of last year. The 
present attempt is designed to pull the auto- 
mobile business out of the slough of despond 
that it entered last spring. At that time every- 
one was telling us that we were due for a 
vear of great prosperity; that is, everyone was 
saying this but the men who were watching 
the signs of the times. We were in a period 
of fictitious prosperity just before that, in the 
latter part of 1922 and early in 1923. 

We have a great deal more factory capacity 
in this country than we need in normal times, 
and the men 'who own these factories want to 
keep them busy. They told us we were pros- 
perous, and tried to make us believe it. 3ut 
the result was they produced more goods than 
we needed just at that time, and we had a 
severe set-back. Now we are in the period of 
recovery. You can tell it by all the regular 
signs: Advancing security prices; strong bull 
market in stocks; commodity prices on the up- 
grades; business is becoming more active. It 
is the finest period of the whole business cycle 
for the man who is wide-awake and on his 
toes for business. There is ample business for 
all if we go after it in the right way, analyzing 
our methods, our market, and ourselves, as we 
go along. 


We don’t need the period of prosperity. That 


is the time when trouble is bred. What we need 
is a long-continved period of recovery. A period 
of good, steady business, with just enough of 
the speculative element in it to be interesting, 
without the dangers which always come to the 
front when the price curve begins to shoot up- 
ward too fast. The long swings make every- 
body happy. When prices start up, this is the 
time you need most closely to watch events. 
How closely does vour business follow the gen- 
eral business cycle? Is price ahead or behind 
the general commodity price curve? When your 
costs begin to rise more rapidly than the rise 


in prices, then is the time to watch out, and 
begin to work off your inventories. Only the 
exceptional man will take the trouble. Only 


the man who is willing to go to the trouble to 
compute his costs every month, or every week, 
or perhaps every day, will be ready. If you 
take off a cost only once in six months, it will 
be ancient history by the time the cycle has 
swung against you. Costs to be useful must 
be current costs. And a system of cost ac- 
counts that tells the truth is an indispensable 
part of the equipment of every merchant to- 
day: that is, if he wants to avoid trouble. 
Prices are the funniest things in the world, 
and, oh, how they do depend on each other. 
Subtle, intangible forces are at work in the 
market place, and we can not always tell which 
way they will jump. It is reasonable to expect 
transportation charges to advance with the price 
of railway labor, or tile to go up when lumber 
goes up. But why should lumber go up when 
wheat advances? Or butter with eggs? Or 
lumber with iron, brooms, or clothing? We 
know these changes can and do occur. It is 
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Creston, Iowa; 


JACKSON, 


HARRY COX, 
Oskaloosa, Iowa; 
Introduced Ladies 


Retiring Vice President 


probably due to the possible substitution. The 
higher prices on one list of commodities break 
through the established system and affect all 
prices. Curiously enough, advances all along 
the Ine are fairly regular, but the breaks are 
almost always irregular. Whenever you see a 
break in one list, look for breaks in others. 
Unusual amounts of business are not being 
dropped in your laps right now. They won't 


be for a while yet. Go out and coédperate with 
someone who is willing to spend money for the 
same cause that you want to promote. Help 
the other fellow to find himself. And in doing 
that you will have the grandest time in modern 
business, 

The closing number of the morning session 
was the presentation of the Ladies’ Auxiliary. 
Harry Cox, of Oskaloosa, won the lasting favor 
of the ladies by his clever and complimentary 
introduction. Determined to make a good im- 
pression on their industrious husbands, the ladies 
carried out the lumber idea in the stunt which 
they then presented. Five young ladies in 
charming gowns with shingle trimmings and 
wearing paper hats first appeared and sang the 
““Wow Do You Do’? song. Their number was 
then augmented by the rest of the auxiliary, 
each Jady carrying a shingle on which was 
pasted the words of an original song, ‘‘Our 
Lumbermen.’’ This was sung to the tune of 
‘“Maryland, My Maryland.’’ And maybe you 
think their husbands were not pleased! 


WEDNESDAY AFTERNOON 


President Richardson called the afternoon 
session to order at 2 o’clock, with the request 


—— 


that Harry B. Huston, of Omaha, Neb., intro. 
duce the main speaker of the afternoon, R, f. 
Saberson, of the Weyerhaeuser interests. Mr, 
Huston responded with an appropriate intro. 
duction in which he told of his close friendshj 
with Mr. Saberson in their boyhood days. My 
Saberson pointed out that we are entering ay 
era of intensive sales effort which must be par. 
ticipated in by the retail lumberman if his 
business is to yield a profit in the future. Jy 
addition to working the territory to find prog. 
pective customers, their needs etc. we must make 
use of lumber in ways never utilized before. One 
means of attaining this end, he said, is through 
the remodeling of old homes. It was at this 
point that Mr. Saberson heartily commended the 
AMERICAN LUMBERMAN’S remodeling campaign, 
Continuing, he said that it would be a serious 
mistake if the lumbermen do not show the pub- 
lic how to remodel its homes at a saving of 4) 
to 50 percent of the cost of a new one, when the 
AMERICAN LUMBERMAN has provided the way, 


This remodeling campaign is one of the big 


constructive thoughts of the year in the retajj 
lumber business. It provides the way for utiliz. 
ing buildings already built and brings forth at. 
tractive dwellings for those who can not afford 
to erect a new home.’’ The remainder of Mr, 
Saberson’s address was identical with that given 
at Burlington last week, a report of which ap- 
peared on pages 65 and 74 of the Jan. 31 issue 
of the AMERICAN LUMBERMAN. 

The remainder of the afternoon was given 
over to the display of two films, one showing 
the process of manufacturing cement and the 
other on the ‘‘Romance of Clay.’’ The first 
was supplemented by a talk by W. L. MeLaugh- 
lin, of the Cement Corporation Extension Bu 
reau, and Prof. W. D. Gerber, of Chicago, made 
a few remarks in connection with the showing 
of the clay products film. 

Sunset Club Elects Officers 
At a meeting of the Sunset Club, wholesil- 


ers’ auxiliary, the following officers wer 
elected: 


President—H. B. Huston, Omaha, Neb. 


Secretary and treasurer—Ned. A. Trowbridge 
Marshalltown, Iowa. 
Director (for 3-year term)—A. J. Weir, jr 


Council Bluffs, Iowa. 

Director (for 2-year term)—J. E. Dodds, Omaha 

The*Ladies’ Auxiliary meeting in the after 
noon was featured by two interesting demon- 
strations. Mrs. Fred §. Larkin, of Omaha 
Neb., gave the first on ‘‘ Plasmic Chrome’? ant 
Mrs. Harry Cox, of Oskaloosa, Iowa, the sec: 
ond on ‘‘ Decorative Lamp Shades.’’ This eve 
ning the ladies will enjoy a theater party, fo: 
lowed by games and a social hour at the Hotel 


THURSDAY MORNING 

[Special telegram to AMERICAN LUMBERMAN] 

CrESTON, Iowa, Feb. 5.—Prospects of definite 
action by the retailers on some of their ow 
common problems were manifest at the close 0 
the Thursday morning session when R. G. Perry, 
of Shenandoah, proposed that a special sessio 
be held to thrash out the problems that hat 
been presented by the speakers of the morning 
The dealers voted unanimously to hold the ses 
sion in the afternoon. 

W. H. Badeaux, secretary of the Northwest 
ern Lumbermen’s Association, opened the 
morning meeting with a discussion of side lines 
He said that, according to a survey made by lis 
association, the volume of sides lines carried by 
the average dealer amounted to 35 percent 0 
the total volume of his stock. On many of thes 
side lines, Mr. Badeaux declared, the dealer * 
making less than 15 per cent gross profit. ‘'s! 
is time for the retailers to make a stand for ® 
legitimate profit on these items.’’ He urged the 
lumbermen to get together and demand the rig! 
to set their own prices on the side lines the 
were carrying and not permit the manufacture? 
to dictate what -profit they should receive. Ont 
a fair price is set it should be maintained au¢ 
not cut, he added. The speaker also declare’ 
he was not sold on national advertising, but 
thought it would be better to allow some of t 
millions spent for this purpose to be transferté! 
to the retailer in larger margins. : 

W. T. Anderson, of the Green Bay Lumht 


Co., Clarinda, Iowa, in the short discussion which 
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followed, told of some of his experiences in 
pandling side lines. He condemned the manu- 
facturers’ policy of sending representatives to 
the scene when a contract is let and the draw- 
ing of the contractor into the deal when the 
business could be handled by the dealer with 
little expense. 
Building Prospect List 


‘¢Building a List of Prospects’’ was the sub- 
ject of an interesting address by J. E. Dodds. 
Mr. Dodds pointed out that the retailer must 
become a Salesman if he is to secure his share 
of the money in the community. Among the 
steps he must take in making a sale the speaker 
mentioned the creating of a desire for a home 
or other building, letting the community know 
what is going on and what has been accom- 
plished in the way of building new homes, ap- 
pealing to the women who eventually decide 
what building will take place, the efficient use 
of literature prepared by associations or build- 
ing interests and actual study of the principles 
of salesmanship. 


J. L. Daniels, of the Midwest Lumber Co., 
Dubuque, Iowa, next made an able presentation 
of the subject of credits, turnover, and the cost 
of doing business. He urged the retailers not 
to be lax in their credit policy, emphasizing the 
evils that follow such a practice by reading an 
excerpt from the AMERICAN LUMBERMAN on 
the subject ‘‘Be Frank with Your Customer.’’ 
He said, ‘‘Show him you are a prompt collec- 
tor and you will never go broke.’’ He also ad- 
vocated cooperation with competitors for putting 
the slow paying customer on a cash basis, a 
knowledge of court records, and the use of the 
credit bureau. Mr. Daniels strongly condemned 
the use of the lien law as a basis of credit, say- 
ing that the mechanics lien should be used as 
a last resort to secure settlement. The kind of 
a credit system is no so important, the speaker 
said in closing, if the dealer makes use of the 
system he has. 


The Closing Session 


The first number of the closing session on 
Thursday afternoon, following the community 
singing led by Lawrence Dodds, was a chalk 
talk on the cost of doing business, by Curtis 
M. Johnson, president Minnesota State Fair 
Association. Mr. Johnson was very successful 
in combining the practical and the inspirational 
in an address that was probably the feature of 
the convention. Starting with the assumption 
that the lumber dealer should realize a fair 
profit on his investment the speaker jotted down 
on a chart the various items of cost of doing 
business in an average lumber yard in this sec- 
tion as they were called out by the dealers, 
and then proceeded to total them. The conclu- 
sion reached was that the cost of doing business 
was 17 percent of the investment. This figure, 
Mr. Johnson declared, was low, and that 25 per- 
cent would be a more accurate estimate. The 
remainder of the address was an appeal for 
more cooperation between the hardware man 
and the lumber dealer, who as the builders of 
the community should aid in developing a com- 
munity spirit. 


Convention Adopts Resolutions 


Resolutions were adopted extending condo- 
fences to John Byrnes, of Des Moines, who was 
prevented by illness from being present; regret- 
tng that Parson Simpkin was unable to attend 
the convention; urging dealers to avail them- 
selves of the building and loan text book by 
Horace F, Clark and Frank A. Chase; thanking 
R. E. Saberson for his address, Lawrence Dodds 
and Mrs, H. C. Cox for their part in providing 
music, and the Sunset Club for providing enter- 
‘ainment for the visitors; thanking W. H. 
Badeaux for appearing on the program, and 
complimenting him upon the stand which he 
‘ook against the use of liquor at the North- 
Western meeting in Minneapolis; favoring the 
American Lumber Standards when not used en- 
Urely for the benefit of the manufacturers; 
Protesting against’ the reduction of the Inter- 
state Commerce Commission budget; and oppos- 
ing the Western Freight classification in this 
territory. 


At this juncture the convention was favored 


by a saxophone solo by Leland Dalbey, son of 
Mr. and Mrs. I. J. Dalbey, of Mount Ayr. Mr. 
Dalbey responded to an encore with a vocal 
solo. He was accompanied by his mother. 


Discuss Credits and Cash Discounts 


J. E. Daniels was called upon to continue his 
talk on credits and collections which was cut 
short by the early closing of the morning ses- 
sion. Mr. Daniels feels that the cash discount 
system has not been utilized to its full extent, 
and he also believes that interest can be charged 
on accounts allowed to run over thirty days. 
Closer credits are imperative, ‘‘Our investment 
must be cut by cutting our book accounts,’’ 
he said. I. J. Dalbey, of Mount Ayr, said he 
believed the cash discount system was as big an 
evil as any the lumber dealer faces, because the 
tendency is to increase the discount rate. R. G. 
Berry expressed much the same opinion, saying 
that it is not necessary to give cash discounts 
in order to get the money; that it is a matter 
of collection. Mr. Badeaux said that if the 
dealers desired it the Northwestern would work 





J. E. DODDS, OMAHA, NEB.; 
Who Spoke on Business Building 


Southwestern Iowans Say 


T. If. Porrer, Warlan, lowa.—Dusiness is quiet 
at the present time, and it is hard to tell whether 


or not it will improve in the near future. The 
corn crop was short last year and the farmers 
have not been able to buy much lumber. How- 


ever, I think business will be better next fall. 


J. W. Benn, Shenandoah, Iowa.—The outlook 
for 1925 is about the same as for the last four 
years. There will be nothing to make new business, 
as far as I can see, until we get the new crop. The 
farmers are feeling better, though, and are paying 


their debts, which is encouraging; but they 
are not putting their money into cireulation 
through ordinary buying channels. There never 


was a time when there was so much deferred build- 
ing throughout this section as at the present time. 


R. O. TreicuLer, Afton, Iowa.—Conditions are 
not so favorable. Business is good in local- 
ities and not so good in others; but on the whole 
I would say it is not satisfactory. A poor corn 
crop coupled with low priced hogs and high feed 
prices has almost removed the farmer from the 
market for lumber. The bank failures in this 
State have further served to put a damper on busi 
ness. 


some 


Conditions 
North Dakota and 


W. S. Ricuarpson, Clarinda, Iowa. 
are not as good here as in 
South Dakota, but they are better than in the 
northern part of Towa. The farmers were hit 
pretty hard in that this vear. On the 
whole, though, I expect 1925 business to equal 
that of 1924 or possibly exceed it. There will be 
some spring business, and if the small grain crop 


section 


is good the fall business should be quite satis- 
factory. <A large amount of building and repair 
work on the farm has been deferred for several 
years now and a start on this will soon have to 


out a standardized credit system and submit 
it for their approval. 

The auditing committee reported that the 
accounts of the treasurer had been examined 
and found correct. 

The following officers and directors were 
elected: 


President—G. M. Livengood, Omaha, Neb. 


Vice president—W. S. Richardson, 
Iowa. 

Secretary-treasurer—R. O. Treichler, 
Iowa. 

Directors for 3-year term—R. M. Hall, Truro, 
Iowa; J. A. McCarthy, Missouri Valley, Iowa; I. J. 
Dalbey, Mount Ayr, Iowa. 


Additional Resolutions Adopted 


At the executive session the following resolu- 
tions were adopted: 


Resolved, That the Southwestern Iowa Retail 
Lumbermen’s Association condemn as unethical 
and unbusinesslike the direct selling or solicitation 
of any and all items of building materials by 
manufacturers and their representatives. 


Resolved, That this association recommend that 
the Northwestern Lumbermen’s Association adopt 
and publish standard terms of sale that can be 
used throughout the association’s territory. 


Convention Activities of the Ladies 


The Thursday program for the Ladies’ Aux- 
iliary was varied and quite complete. In the 
forenoon the demonstrations begun on Wednes- 
day were completed, and at noon the ladies en- 
joyed a Duteh treat, at which function Mrs. 
Willis Royce of Creston, and Lawrence Dodds 
of Omaha sang, and Miss Stella Spies of Creston 
gave a reading. In the afternoon Carl A. Tay- 
lor of Omaha talked on landscape gardening, 
and a business session was held at which all of 
the officers were re-elected. 

The officers of the auxiliary for the coming 
year, together with the new directors, are as 
follows: 


President—Mrs. J. E. Dodds, Omaha, Neb. 

Vice president—Mrs. Ed Rose, Shenandoah, 
Iowa. . 

Secretary-treasurer—Mrs. N. A. 
Marshalltown, Iowa. 

Directors—Mrs. W. T. Anderson, Clarinda, Towa ; 
Mrs. R. O. Treichler, Afton, Iowa; Mrs. H. C. 
Cox, Oskaloosa, Iowa. 


Clarinda, 


Afton, 


Trowbridge, 


A big banquet this evening, followed by a 
danee at the Elks’ Club, will bring the eonven- 
tion to a close. 


Farm Situation Is Better 


be made. The corn crop this year was poor, but 
there was a good small grain crop. The farmer 
is in better shape, although he says he didn’t sell 
anything. He has been paying off his debts and 
improving his credit. Considerable remodeling 
work will be done in 1925, I believe. The AmBmr- 
ICAN LUMBERMAN’S remodeling campaign is good. 
I have had a large number of remodeling jobs in 
this section in the last few years, and I only wish 
I had had pictures of the jobs, before and after, 
taken, as the AMERICAN LUMBERMAN has done. 


J. E. Dopps, Dodds Lumber Co., Omaha, Neb.— 
My opinion is that conditions are gradually im- 
proving. The zero point was reached last year 
and a healthier tone is to be noted; we are on the 
upgrade. The farmer is in a much better position, 
and will expend some cash for building in the com- 
ing year. For the last three or four years he has 
been embarrassed by heavy debts; these are now 
being paid off in many cases, although some fore- 
closures may be expected about the first of March. 
With his debts squared the farmer will be in a 
position to buy or at least his credit will be re- 
stored so that he may borrow money to make 
necessary improvements. 


L. B. Scnneiper, Lamoni, Iowa.—Business is 
not very good at present because of bank failures 
which have taken place since the first of December. 
The outlook for the spring seems reasonably bright 
and for the fall even more so, provided, of course, 
that the crops are good. 


B. C. Patrick, Hawkeye Lumber Co., Tabor, 
Iowa.—Conditions look better, although there is 
not a great deal doing at present. It is likely 


that things will pick up some in the spring, par- 
ticularly along the line of repair and remodeling 
work, 
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Pennsylvania Retailers Consider Standardization, Better 
Merchandising Methods and Plan For Bigger Trade 


[Special telegram ty AMERICAN LUMBERMAN] 

PITTSBURGH, P Feb. 4.—E. V. Babcock, 
ex-mayor of Pittsburgh sand widely known 
lumberman, gave the eighteenth annual con- 
vention of the Retsil Lumber Dealers’ Assgso- 
iation of Pennsylvania a splendid send-off 
when, at the opening of the convention this 
morning, he bade the visitors welcome most 


heartily to the city He stuted that he has 
followed the lumber business for many 


and has known the fathers and the 


years 


orand- 


fathers of some of the present members of 
this association. He reealled many changes 
and commented on t number of new faces 
before him. He has seen the manufacture of 
white pine fade from the State and only 
a few of the old firms are still operating under 
names that were familinr when he entered 


the business. 

Lumber has been one of the great businesses 
f the country, Mr. Babcock said, and it has 
never been disereditable to follow it. Lumber- 
men have been aceused of 
things, but the fact remains that no one has 
had more than a moderate profit from it and 
many who were not careful in their work and 
their management have nothing. He repeated 
that he was proud to be a lumberman and to 
be associated with the clean, wide awake and 
honest men who have earried on the 
Mr. Babeock commended the association on 
the character of its work and its wisdom in 
doing those things that make for a better 
industry. The last vear has been a hard one, 
but the general feeling is more hopeful. Tle 
expressed the hope that there would be no 
runaway market, saying that inflation brings 
paper profits that are 
ceeding reaction 


wrongfully some 


business. 


swept away in the sue 
The speaker said that all 
weleome to Pittsburgh. Its citizens are proud 
of their city. At present a 60-story building 
projected to house the university, 
that marks new departure in 


good men are 


is) being 
Pa | project 
education, 

Mr. Babcock presented police cards from 
the mayor to the president and secretary and 
told the visitors they were welcome to every 
department of the city. He closed with a wish 
for «a most successful meeting. 

President W. R. Cole, of Punxsutawney, in 
responding stated that all eighteen of the 
aussociation’s annual meetings had been held 
in Pittsburgh. He reported the association in 
2» flourishing condition, with the largest mem- 
bership in its history. He thanked the officers 
and members for their coéperation and said 
the organization hopefully on the 
threshold of a new year 

Treasurer G. P. Textor, of Wilkinsburg, 
gave an account of the association finances. 

William A. Gately, of the division of sim- 
plified practice of the Department of Com 
meree, Washington, D. C., spoke at length on 
the new effort of the Government, through 
that department, to aid in standardizing and 
simplifying sizes in millwork. In explaining 
the general situation underlying the work of 
the department of simplified practice he stated 
that although the United States had but 6 
pereent of the world’s population it produees 
in nine important lines more than half of the 
world’s production. This creates an enormous 
draft on American raw materials. 


stood 


A survey made some time ago by Seeretary 
Herbert Hoover diselosed that about half of 
the labor and the raw materials used in cer- 
tain important industries is wasted. It is 
with a desire to save this waste that stand- 
ardizing efforts are being made. One source 
of waste is too great variety of styles and 
sizes. Mr. Gately told of simplifications 
already attempted in a large number of in- 
dustries. 

Mr. Hoover, he said, has never believed in 
governmental interference in business when it 
can be avoided. His department contemplates 


Note: A report of the Friday or con- 
cluding session of the annual convention 
of the Retail Lumber Dealers’ Associa- 
tion of Pennsylvania will appear in the 
Feb. 14 issue of the AMERICAN LUMBER- 
MAN.—Ebitor,. 





no legislation but merely offers a neutral 
meeting ground where industries may solve 
their own problems. Efforts in the field of 
millwork are being confined primarily to the 
over-ali sizes of sash, doors and blinds. Ar- 
chitects are showing great interest in the 
program and are willing to help reach satis- 
factory standards. Preliminary work is now 
being done looking to a general conference 
Inter. Mr. Gately asked the dealers to study 
the memoranda carefully and come to the 
give to their representatives 
their opinions and their ex- 


conference or 
the benefit of 
perience, 

If. M. Wisdom, of Wheeling, W. Va., crit- 
icized the grading rules of the Southern Pine 
Association and suggested a rearrangement 
and codification that would make them more 
easily used by retailers and more exactly un- 
derstood. 

Dr. Robert MacGowan, of Pittsburgh, in the 
course of an eloquent address, made a plea for 











trees, their preservation and replacement, 
and made many comparisons of their life and 
growth with the life and growth of society 
and of the human soul. At the close of his 
address the convention by a rising vote made 
him an honorary member of the association. 


Advertising as a Selling Asset 


Frank J. Campbell, of Pittsburgh, spoke on 
the subject of advertising and considered it 
solely as a selling asset. He gave figures show- 
ing the short life of the average retail business 
and stated that the trouble was in poor 
salesmanship. It is a fundamental principle 
of business that a man makes money on what 
he sells and not on what he buys. Mr. Camp- 
bell gave a number of modern business 
maxims and urged the dealers to study their 
community needs and fit their advertising 
to those needs, with the single purpose of 
aiding in making sales. 

Edward P. Ivory, of San Francisco, in 
speaking on California woods, told the story 
of the discovery of gold by a lumberman in 
his mill race. He abandoned the mill to hunt 
for gold and died a poor man. The forests of 
California have been of infinitely more value 
than have its gold deposits. He gave accounts 
of different kinds of lumber manufactured in 
that State and said the mills of the California 
White & Sugar Pine Manufacturers’ Asso- 
ciation are cutting according to American 





lumber standards. At 
the present rate of cut- 
ting the California for- 
ests will supply lumber 
for two centuries and 
reforestation promises a 
continuing supply for 
an indefinite period. 

[ Note. — Mr. Ivory’s 
address, as delivered at 
several of the retail 
conventions, was printed 
in full on page 49 of the 
Jan. 31 issue of the 
AMERICAN LUMBERMAN, 

DITOR. | 








The afternoon session 
closed with motion pic- 
tures of a house built in 
nine days by the Charles 
If. Haney Lumber Co., of Rochester, Pa. 

An interesting feature of the session was 
the musie furnished by an orchestra and sing. 
ers, and community singing led by Will A, 
Davis, of Pittsburgh. 

This evening the Pittsburgh Wholesale 
Lumber Dealers’ Association is giving 4 
dinner and smoker for the convention visitors, 
Kk. H. Pickett is chairman of the committee 
having this matter in charge. 

THURSDAY MORNING 

[Special telegram to AMERICAN LUMBERMAN] 

PirrspurGH, Pa., Feb. 5.—At the Thursday 
morning session, following music by the Greater 
Pittsburgh male quartet, Adolph Pfund_ spok 
on the ‘Lumber Problems of a Nation.’’ After 
mentioning the important contribution this west: 
ern Pennsylvania organization has made to the 
National association, both in ideas and men, 
the speaker-went on to outline the need of the 
National voice to speak for the retail interests 
as a whole. Some misunderstanding was cur- 
rent in the early days of the National organ- 
ization, but its work during the war in speaking 
for all parts of the industry convinced lumber. 
men that it was truly national in scope and 
spoke for every part of lumber retailing. 


We 20. 
Punxsutawney, Pa, 
President 


COLE, 


Mr. Pfund touched upon the number of na 
tional problems that, while broad in scope, gi 
directly back to the individual yard and affect 
the standing and prosperity of the local dealer. 
Among these are maximum yard distribution, 
uniform cost systems, transportation service, 
business surveys and the like. The speaker 
developed each at length, and then discussed 
the importance of the standardization movement 
and the necessity of going to the public with 
single standard which can be presented as ell: 
bodying the real welfare of the public. 

At the conclusion of this address, Secretary 
Stayer read a telegram of greetings from F. |, 
Lowrie, president of the National Retail Lum 
ber Dealers’ Association. 

Banker Discusses Financial Situation 


D. C. Wills, chairman of the board of the 
Federal Reserve Bank of Cleveland, then read 
an address on the financial situation. He stated 
that the last ten years had been very difficult 
because of the war and the inflation and eo 
lapse that had followed it. 
at the beginning of an era of consolidations ant 
this will be an excellent thing if it does not be 
come topheavy. It will reduce overhead ast 
the cost of selling, and thus will reduce prices 
to the public. The development of automat 
machinery and the inerease of personal efficient 
will allow America to compete with the cheap 
labor of Europe. The Dawes plan is aidill 
Europe and will eventually aid America by 
suring an outlet for American goods and fat 
products. There are many hopeful features ” 
American business, such as general busine 
housecleaning, improvement in agriculture, 14) 
road expansion and the like. While the bul! 
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ing industry has in part caught up with the 
housing shortage caused by the war, there is a 
continued demand, caused by replacements and 
the needs of expanding population. The speak- 
er ended his address with a description of the 
Federal Reserve system. 

The next feature was an amusing comedy 
played by J. L. Broido, Charles H. Weber, Jd. D. 
p, Kennedy and James G, Nelson, all members 
of the Estimators’ Club of Pittsburgh. It 
showed the contrast between the old method of 
inaccurate figuring of millwork and the new 
method by the use of Cost Book A. 


Tells of Advertising Campaign 


F. A. Moesta, of Ford City, Pa., then deseribed 
the big advertising campaign, put on by the as- 
sociation with the aid of allied trades, in the 
newspapers published in the territory of the 
association. This campaign costs about $75,000 
a year and is based upon the publication of plans 
and pictures of houses from the association plan 
hook. Mr. Moesta described some of the benefi- 
cial results gotten from this campaign and 
stated that it was the best means of counteract- 
ing mail-order publicity. About 80,000 copies 
of the different association plan books have been 
distributed and these books have been of in- 
estimable value to the members. 

A. K. Roswell, a Pittsburgh story teller, en- 
tertained the association, and the session closed 
with a motion picture of the operations of the 
Great Southern Lumber Co., at Bogalusa, La. 


THURSDAY AFTERNOON 

The Thursday afternoon session opened with 
an address by E. Bruce Hill, of Pittsburgh, 
on the subject of ‘‘ Lifters and Leaners.’’? It 
was a talk on association activities and mem- 
bers. The speaker mentioned such activities 
as cooperative advertising, cost accounting, 
arbitration, plan book training of 
estimators, insurance and standardization. He 
urged the members in thinking of standardiza- 
tion to remember the large number of matters 
already agreed upon instead of thinking only 
of quarrels over one or two sizes. The dis- 
tribution of lumber, he said, is before the bar 
of public opinion and the lumbermen must 
prove their case by showing speedy handling 
and reasonable costs. 

Lifters and leaners he described as two 
kinds of association members. Lifters are 
usually the small group who bear their own 
burdens and those of others and are repaid 
only by the general improvement in the indus- 
try and in their own satisfaction in having 
done a useful work. Leaners feel that they 
have done enough if they criticize without 
offering to help. The speaker developed this 
point at length and suggested in closing that 
a personal inventory ought to be taken as 
well as a stock inventory. 

J. Clyde Gilfillan, of Newcastle, 


service, 


-a., spoke 


about the kind of wholesalers to patronize. 
Long ago there 


vas a saying ‘‘Let the buyer 
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beware.’’ It came down through the cen- 


turies, was incorporated in the common law 
and is still recognized in the laws of Pennsyl- 
vania, but it is bad morals and bad business. 

Mr. Gilfillan said he wanted to deal with 
the wholesaler of right ideals, who ,would 
grade correctly and be fair about the price 
without haggling; make shipments at the time 
promised; make adjustments when they should 
be made; and who had the right idea about 
the place of the retailer in lumber distribu- 
tion. He paid a tribute to the great majority 
of wholesalers, who do measure up to these 
standards, and asked them to aid in diseiplin- 
ing those who still cling to the old heathenish 
idea that cheating a customer is all right if 
it can be done. 

Discusses Business Problems 

Dr. Louis K. Manley, dean of the school of 
business administration of the University of 
Pittsburgh, made an address on the broad sub- 
ject of ‘‘Business Problems.’’ He said that 
one of the factors conditioning American com- 
mercial development has been the great 
wealth of natural resources and the compara- 
tive poverty of man power. America has pro- 
duced enormous wealth. In the last ten years 
our national wealth has inereased by $135,- 
000,000,000, and if this is adjusted to fit the 
depreciated dollar the actual inerease in this 
period has been 11 percent. 

American industries have been extractive, 
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such as mining and lumbering, and compara- 
tively little attention has been given to the 
problems of distribution. While the end of 
our raw materials is not actually in sight, it 
is appreciably nearer. Russia and China have 
more wealth in raw materials than has the 
United States and in course of time they will 
be great producing areas while America fol- 
lows in Europe’s wake and becomes a manu- 
facturing country. 

One of the coming factors in business will 
be the invention of substitutes. These may be 
of material, as, for example, a substitute for 
Jumber that might possibly alter the condi- 
tions of lumber selling very sharply. It may 
be an invention of service. The invention of 
the electric washing machine already has seri- 
ously threatened the laundry business. Such 
developments may threaten the established 
order of any business at any time. 

Freight rates have a tremendously vital rela- 
tion to business welfare and to control them 
would be to have the power of making any sece- 
tion at will enormously wealthy. New methods 
make possible the utilization of raw materials 
previously considered worthless. Low grade coal 
is now being mined and used. There used to be 
a market only for firsts, but new methods and 
the pressure for goods have made possible in 
many lines the use of seconds and thirds. The 
great scientific development in the immediate 
future will doubtless be in the field of distribu- 








Ss. W. MEANS, W. B. STAYER, 
Pittsburgh, Pa. : Pittsburgh, Pa 
Ist Viee President Seeretary 
tion. Dr. Manley then touched upon advertis 


ing, knowledge of costs and attention to prac 
tical service. 

Following the address by Dr. Manley the 
audience stood while the secretary read the list 
of deceased members, after which a quartet 
sang ‘‘Still, Still With Thee.’’ 


Officials Presented Service Certificate 

Secretary W. B. Stayer at this juneture in 
troduced a matter that was not on the program 
In an eloquent address he paid a tribute to the 
men who had borne the burden of association 
work. He then called torward each former and 
present officer and director and presented him 
a certificate of service and a white rose. 

George FE. Evans, of Fairchanee, Pa., then 
made a talk about association plan books. He 
described the books and methods of using them. 
He urged that they he used not only in selling 
the lumber bill, but also all the other materials 
used in building the house. He recommended 
strongly that the books be distributed liberally 
and said they were the best and cheapest form 
of advertising. Most of the members have been 
using the books and many thousands of them 
have been printed and set to work selling homes. 

C. R. Wiers, advertising manager of the 
Shawmut National Bank cf Boston, made a 
vigorous address on the human side of direct 
by mail advertising. He jaid great stress on 
manly leadership and character. He 
mentioned such points in letter writing as clear 
ness, naturalness, tact and poise. He bade his 
hearers to smile generously in their advertise- 
ments and to beware of business ruts, 


sound 


The afternoon session closed with an amusing 
comedy staged by officers and members showing 
what kind of work the association depicted is 
doing. The play is called ‘‘The Change of 
Heart.’’ 

Annual Banquet Features 


The annual banquet is being held this eve 
ning in the ball room of the William Penn 
Hotel, with President W. R. Cole presiding, 
and A. M. Haines, of Connellsville, acting as 
toastmaster. The speakers are Douglas Malloch 
of Chicago, lumberman poet, of the AMERICAN 
LUMBERMEN, and Jefferson L. Barbour, of Fall 
River, Mass. The banquet will be followed by 
dancing. The convention will be concluded to- 
morrow. 

The program for the 
of a committee 
Hatch, Mrs. W. 
Barnett. 


lies has been in charge 
composed of Mrs. Walter E. 
R. Cole and Mrs. Bruce K. 


W. J. DETHLOFF, superintendent of the Wis- 
consin Humane Society, has devised a new type 
of coop for the transportation of fowls. The 
old, pyramid type coop has a wooden bottom 
which is likely to slide back and forth during 
a journey, causing injury to the feet and legs 
of the fowls. Mr. Dethloff discovered a way to 
make the bottom rigid i prevent injury. 
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Northeastern Dealers Predict Wonderful Season 


NEw York, Feb. 2.—This city was given over 
Jast week to the hundreds of delegates to the 
Northeastern Retail Lumbermen’s Association, 
which held its thirty-first annual convention at 


the Pennsylvania Hotel. Despite the fact 
that the thermometer was close to the zero 
mark and a heavy snow was falling during 


practically all of the convention days, the New 
York lumbermen devoted their time to seeing 
that the visitors were properly entertained. The 
number of registrants exceeded the thousand 
mark and, judging by the expressions gained 
from more than fifty of the visitors, all were 
optimistic, believing that the lumber business 
is destinéd for a big boom when the spring 
season opens up. In fact, all of them declared 
that the situation was far more propitious than 
it was a year ago at this time. 

Expressions secured from some of the leading 
lumbermen in attendance follow: 


SECRETARY PauL S. COLLIER—It was the biggest 
convention we have ever had, If I know any- 
thing about association meetings, this one was a 
credit to the industry. We are very proud of our 
showing. Our members have responded nobly. 


WILLIAM LL. Henricnu, of Buffalo, retiring presi 
dent of the association, had nothing to say of 
prospects. “Let the members talk for themselves,” 
he said. “I don’t think any association in the 
country has anything on us. We are going right 
ahead and will continue to expand.” 


WALTER R. Perrir, of Huntington, L. I., the 
incoming president, is firm in his belief that the 
lumber industry is going to make wonderful strides 
in the next few years. Mr. Pettit is president of 
the Long Island Dealers’ Association and in the 
last year has attended every important meeting of 
lumbermen held in the East. 


A. D. LatHaM, of Latham Bros. Lumber Co., 
Mineola, I.. I., said that he expected good business 
to continue for five years at least. He thereby 
became the chief optimist of the convention. Mr. 
Latham said: “We in the vicinity of New York 
ean not help but grow. We will go forward by 
leaps and bounds on Long Island. When com- 
munities close to the Greater City have been fully 
built up, we will still have lots of room for ex- 
pansion in the building line. We are preparing 
to enlarge our plant and we will be prepared for 
still larger improvements as time wears on.” 


WILBUR CRANNELL, of Albany, is a frequent 
visitor in New York and is very well acquainted 
with the local trade. He was here with the 
Northeasterners and is most hopeful for the ‘lum 
ber trade from every angle.” 


MORE THAN eighty names had been signed Tues- 
night for the annual tour to the Pacific coast to 
be conducted under auspices of the association. 
The party will leave New York early in February. 
Mrs. W. L. Latham and Mrs. George L. Latham 
are among those enrolled for the long journey. 
Arthur Loper, of Loper Bros. Lumber Co., Port 
Chester, announced that he would be one of the 
“trippers.”’ William Schonke, of the Schonke Lum 
ber Co., Hewletts, L. I., also is going to the 
Coast, but hopes to be back in time to “open shop” 
in March. Mr. Loper said that business has been 
good “with me all winter,” and added, “I can 
afford to take a long vacation.” 


N. M. Watson, of Watson & Morehouse, 
Kent, Conn., said Connecticut will not be lagging 
when the “big times’ come. He is planning to en- 
large his yard and says he will make it one of the 
best in Connecticut. 


ALvAH F.. STAHL, treasurer of the association, 
of Rochester, N. Y., said that the western end of 
the Empire State would not be lacking when the 
hunt for business begins. He feels that the in- 
dustry is going to prosper “greater than it thinks.” 


CHARLES C. BEHAN, a national councillor of the 
Chamber of Commerce of the U. S. A., of Roches- 
ter, was here with the delegation to the North- 
eastern convention. Mr. Behan said the chambers 
of commerce have no complaints against lumber 
dealers and are with them in every move to make 
improvements in business conditions. 


THOMAS H. BENNETT, a member of the associa- 
tion’s committee on legislation, whose home and 
business are located in Oswego, N. Y., says that the 
legislature is well primed to “carry on” without 
injury to the lumber trade. He believes the 


housing laws will be extended, if necessary, and 
that the lawmakers will otherwise act to the better- 


ment of business. Of business in Oswego, Mr. 
Sennett said: “There is none better.” 

W. G. Sweet, Elmira, one of the most promi- 
nent of uptodate Jumbermen, praised improve- 


ments that have been made for the purpose of in 
creasing transportation facilities between the East 
and the middle West. Mr. Sweet says that Elmira 


will be the center of a big lumber boom this 
spring. “We have no misgivings,” he added. 

A. B. THOMAS, of Utica, N. Y., said Utica is on 
the lumber map ‘‘good and strong,’ and “we will 


stay there,’ he added. 


Epwarp LP. Ivory, of San Francisco, representing 
the “Sugar VPiners” of California, said he was 
“enthusiastic over the enthusiasm shown by the 
members of the Northeastern.” He was one of the 
speakers, 


JOHN C. ScuwarzZ, jr., of 
rector of the association, said 
eut are set for a 
our end,” he added 


sridgeport, adi 
things in Connecti- 
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WILLIAM J. Ri.ey, of the Hartford Lumber Co., 
a former president of the Lumber Dealers’ Associa- 
tion of Connecticut, said all dealers in the Nut 
meg State are forward to good business. 
“We are in the habit of giving lumber a fast turn 
over,” he asserted, “We think the movement will 


looking 


“THE PRINCE OF OPTIMISTS” was the title cop. 
ferred upon J. Albert Mahlstedt, president the 
MahlIstedt Lumber & Coal Co., of New Rochelle 
and also head of the Mahlstedt Millwork Cor. 
poration. Mr. Mahlstedt was booming Westchester 
County as “one of the greatest building centers jy 
the country.” He thinks association work is a big 
thing for the industry and cites the wonderfy] 
growth of the Northeastern association ag 4 
“pointer.” 

LYNN Case, of C. P. Chase & Co., Spring. 
field, Mass., thinks New England’s position in the 
industry is going to improve. ‘We are becoming 
more and more dependent upon the outside,’ he 
said. ‘But we will follow the course that is laid 
down for us and will meet our needs. The business 
outlook with us is very bright.” 


JUDGE HUBBELL, once a justice of the peace jn 
Kelly’s Corners, N. Y., who since has lost his first 
name, thinks 1925 will be a great year. He was a 
big favorite with “the boys’ in the hotel lobby 
today. He is president of the Hubbell Lumber Co 
“T think we'll have a big year in 1926, too,” he 
asserted as the interviewer passed along. 


GEORGE ADAMS, of Far Rockaway, was lending 
his support to the convention ‘‘good and strong.’ 
His establishment at Far Rockaway is one of the 
most uptodate in the district, though Mr. 
Adams will not admit so much. Tfowever, he wags 
the host of several automobile parties to his plant 


even 
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Striking exhibit of its products made by the Wheeler, Osgood Co., of Tacoma, Wash., at both the 
Northeastern and Ohio retail conventions 


speed up in the early spring. Connecticut is going 
to make its mark in the immediate future of the 
industry.” 


H. A. Heiiyer, of Tenafly, N. J., the yard plan- 
ning expert, was about early in the day. Mr. 
Hellyer said that on an average the yards in the 
Metropolitan district are laid out better than in 
any other section of the country. “There's room 
for improvement,” he added. 


KEpwarp P. HANYEN, of Tarrytown, the West- 
chester executive, attended the convention with 
no misgivings. Mr. Hanyen said at the meeting of 
the National retailers last October that there 
was no “brighter spot on the lumber horizon than 
Westchester County.” He said he was still of the 
same opinion. 


Hat A. BELLows, of Springfield, Mass., a booster 
for the Northeastern, said that all New England 
looks for guidance to the association. ‘We be- 
lieve 1925 will be good to us,” he said. 


GEORGE S. ALLISON, of Harvestraw, N. Y., was 
one of the early arrivals for the convention activi- 


ties. “Our section is looking for a building boom,” 
he said. ‘‘We can see no chance of discourage- 
ment.”’ 


RICHARD MourpHy, of the Frank Miller Lum- 
ber Co., Bridgeport, Conn., said he came to New 
York for a good time and did not expect to be 
called upon for a statement. ‘We'll do a big 
business in 1925,” he said. 


and the visitors braved an eighteen-mile ride in a 
driving snowstorm to get there. 


BEN DOWNING, of Downing Bros., Locust Valley, 
L. I., claims that his company in the last year 
has made just as big headway as any concern that 
can be named. Improvements in the plant are con 
templated to care for anticipated new business. 


Dan Woop, of Farmingdale, N. Y., reported 
that a building boom “second to none” was in the 
offing. 


Howarp Brower, of the Nassau Lumber-Co.s 
main plant in Hempstead, L. I., engaged a room 
at the Pennsylvania until Friday. Mr. Brower 
said that write-ups in the AMERICAN LUMBERMAN 
had convinced many persons that he has a “wonder 
plant.” He added that the company has done its 
best to put the retail business on the highest plane. 


FRANK BARRETT, of the W. Wilton Wood (In¢.), 
Huntington, N. Y., one of the oldest firms 1 
the State, says the movement of lumber this 
spring will eclipse even the “war years.” 


K. B. SHortes, of the H. C. Grieme Lumber Co., 
Amsterdam, N. Y., is satisfied with the present and 
the future, and he is not disgruntled over the 
past. ‘‘We’re there,” he said. 


James E. Froyp, of Yonkers, and Frank M. 
Carpenter, of New Rochelle, reiterated the expres: 
sions of Mr. Mahlstedt about the “fine prospects 
in Westchester County.” 
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WHAT THE ASSOCIATIONS HAVE IN 











Feb, 9—Northern Wholesale Hardwood Lumber Associa- 
tion, Milwaukee, Wis. Annual. 

Feb. 10—Northern Hemlock & Hardwood Manufacturers’ 
Association, Milwaukee, Wis. Annual meeting. 

Feb, 10—Lumber Deslers’ Association of Connecticut, 
Hotel Bond, Hartford, Conn. Annual. 

Feb, 10-11—Northern White Cedar Association, Minne- 
polis, Minn, Annual. 

Feb. 10-12—Wisconsin Retail Lumbermen’s Association, 
Pfister Hotel, Milwaukee, Wis. Annual. 

Feb. 11—Georgia-Florida Saw Mill Association, Mason 
Hotel, Jacksonville, Fla. Special meeting. 

Feb, 11—Northwestern Lumber & Sash & Door Travel- 
ing Salesmen’s Association, Pfister Hotel, Mil- 
waukee, Wis. Annual. 

feb. 11-12—Northwest Iowa Lumbermen’s Association 
and Central & Northeastern Iowa Lumbermen’s As- 
sociation, Hanford Hotel, Mason City, Iowa. Joint 
annual meetings. 

Feb, 12—Florida Lumber & Millwork Association, 
Seminole Hotel, Jacksonville, Fla. Quarterly 
meeting. 

Feb. 12—North Carolina Pine Association, Monticello 
Hotel, Norfolk, Va. VPre-annual meeting. 

Feb, 14.—Massachusetts Retail Lumber Dealers’ Asso- 
ciation, Boston, Mass. Annual. 

Feb. 17—Lumber Trade Club of Boston, Boston, Mass. 
Annual. 

Feb, 17—Northern Pine Manufacturers’ Association, 
Radisson Hotel, Minneapolis, Minn. Annual. 

Feb. 18—Michigan Old Guard, Pantlind Hotel, Grand 
Rapids, Mich. Annual luncheon. 

Feb, 18-20—Western Planing Mill & Woodworking As- 
sociation and Millwork Institute of California, Los 
Angeles, Calif. Special joint conference. 

Feb. 18-20—Cornhusker Knot-Hole Club, Rome Hotel, 
Omaha, Neb. First annual institute. 

Feb. 18-20—Michigan Retail Lumber Dealers’ Associa- 
tion, Pantlind Hotel, Grand Rapids, Mich. Annual. 


Feb. 18-20—Nebraska Lumber Dealers’ Association, 
Rome Hotel, Omaha, Neb. Annual. 

Feb. 18-20—Western Retail Lumbermen’s Association 
(U. S.), Olympic Hotel, Seattle, Wash. Annual. 


Feb. 19—Eastern Iowa Retail Lumbermen’s Association, 
La Fayette Hotel, Clinton, Iowa. Annual. 

Feb. 21—East Texas Mill Managers’ Association, An- 
gelina Hotel, Lufkin, Tex. Monthly meeting. 

Feb, 23-27—Consulting Committee on Lumber Standards 
and Hardwood Consulting Committee, and subcom- 
mittees, Congress Hotel, Chicago. 

Feb. 24—Roofer Manufacturers’ Club, 
Monthly meeting. 

Feb. 25-26—Southern Retail Lumber Dealers’ Associa- 
tion, Hotel Chisca, Memphis, Tenn. Annual. 

Feb. 25-26—North Dakota Retail Lumbermen’s Associa- 
tion, Fargo Commercial Club, Fargo, N. D. Annual. 

Feb. 26—Northern Indiana & Southern Michigan Retail 
Lumber Dealers’ Association, Oliver Hotel, South 
Bend, Ind. Annual. 

feb. 26-27—Naticnal Association of Commission Lumber 
Salesmen, Lumbermen’s Club Rooms, Chicago. An- 
nual, 

March 10-12—American Railway Engineering Association, 
Congress Hotel, Chicago. Annual. 

March 11-12—South Dakota Retail Lumbermen’s Asso- 
ciation, Sioux Falls, 8. D. Annual. 

March 18-19—National American Wholesale Lumber As- 
sociation, Ambassador Hotel, Atlantic City, N. J. 
Annual. 

March 24-25—Southern Pine Association, 
Hotel, New Orleans, La. Annual. 

March 24-26—Southeast Missouri Retail Lumber Dealers’ 
Association, Northeast Missouri Lumbermen’s Asso- 
ciation, Central Missouri Association of Retail Lum- 
ber Dealers and Southern Illinois Retail Lumber 
Dealers’ Association, Chase Hotel, St. Louis, Mo. 
Joint annual convention. 

March 26—North Carolina Pine Association, Monticello 
Hotel, Norfolk, Va. Annual. 

March 28-April 4—Milwaukee Home Show, Auditorium, 
Milwaukee, Wis. 

April 6-11—Home Complete Exposition, Manufacturers’ 
Building, Indianapolis, Ind. 

April 13-15—Lumbermen’s Association of Texas, Beau- 
mont, Tex. Annual. 

April 16-17—Millwork Cost Bureau, Congress Hotel, Chi- 
cago. Annual, 

April 21-22—Appalachian Logging Congress, 
Hotel, Cincinnati, Ohio. Semiannual meeting. 

April 28-30—National Lumber Manufacturers’ Associa- 
tion, Chicago. Annual. 


wie 2S—Cenoan Standardization Conference, Washing- 
on, D. C, 


Macon, Ga. 


Roosevelt 


Sinton 


May 5-6—Hardwood Manufacturers’ Institute, Hotel 
Chisca, Memphis, Tenn. Annual. 

May 20-22—Chamber of Commerce of the U. S. A., New 
Washington Auditorium and New National Chamber 
suilding, Washington, D. C. Annual. 


Playlet for Wisconsin Convention 

MILWAUKEE, WIs., Feb. 2.—A playlet ‘‘Call 
It A Day’’ written by Benjamin F. Springer, 
secretary of the John Schroeder Lumber Co., 
this city, and presented by himself and asso- 
ciates, all employees of the company, will be a 
feature of the thirty-fifth annual convention of 
the Wisconsin Retail Lumbermen’s association 
which will convene here on Feb. 10 at the Hotel 
Pfister. 

The playlet is a dramatic presentation of a 
day in a lumber office utilizing a prologue and 
one act to contrast the difference between the 
conduct of many lumber offices and the conduct 
of a progressive and modern lumber store. 
Modern methods of merchandising and practices 
of buying are especially emphasized and because 
of this fact the playlet should be of direct 
benefit to salesmen and manufacturers doing 
business with lumber firms. 

Buffalonians to Meet Jointly 

3UFFALO, N. Y., Feb. 2—The Buffalo Lumber 
Exchange and the Buffalo Lumber Dealers’ 
Association, representing the wholesale and re- 
tail interests, will hold a joint supper and enter- 
tainment at the Hotel Statler on Feb. 18. The 
speaker will be Chester J. Hogue, of the West 
Coast Forest Products’ Bureau, who will pre- 
sent among other things a large number of 
slides illustrating the Japanese earthquake. The 
dinner will begin at 6:30 and will be followed 
by dancing, as ladies are invited. 

Plans of Southern Piners 

NEw ORLEANS, Feb. 2.—Secretary-manager 
H. C. Berckes, of the Southern Pine Associa- 
tion, announced today that preparations are 
under way for the tenth annual meeting of the 
subscribers of the association, to be held in 
New Orleans, March 24 and 25. Arrangements 
have been made for meetings of the assocation’s 
board of directors and the various committees 
on March 23, the day preceding the general 
meeting of subscribers. All sessions will be 
held in the Roosevelt Hotel. 

The program for the annual convention is 
now in course of preparation and Secretary 
Berckes states it will be particularly interest- 
ing, providing for discussion of many subjects 
and problems of vital concern to the entire 
lumber industry of the South. Prominent 
speakers of national reputation and experts on 
the various questions presented will be heard 
at the sessions, the program for which will be 
announced later. 

Advance reports already received from lead- 
ing lumbermen throughout the southern pine 
belt indicate that the attendance at the tenth 
annual meeting of the association will likely 
exceed the record which was established at the 
ninth annual convention in New Orleans in 
March, 1924, when more than 600 lumbermen 
were registered. 


Nutmeggers Plan Live Meet 

HARTFORD, CONN., Feb. 3.— Rapid progress 
has been made in whipping into shape the plans 
for the coming annual convention of the Lum- 
ber Dealers’ Association of Connecticut, to be 
held here at the Hotel Bond on Tuesday, Feb. 
10. Chairman Wiiliam J. Riley of Hartford, 
heads a strong committee composea of James 
H. Morgan of the Edwin Taylor Lumber Co., 
Hartford; Leo A. Korper of the Capitol City 
Lumber Co., Hartford; John C. Barry of Port- 
land; John G. Schwarz, jr., of Bridgeport, 
Richard Warren of New London, and as ex- 
officio members, Secretary Carlton E. Under- 
wood of the Norwalk Lumber Co., Norwalk, and 
President N. B. Richards of South Manchester. 
The day will open with a directors’ meeting at 
10 a. m., and the convention proper begins at 
2 p. m. 

How to handle the customer who calls the 





firm on the telephone is to be demonstrated in 
a humorous and practical manner by a salesman 
who has proved his success in handling business 
from his desk. What dealers have done to 
promote home building and to secure industrial 
business in their respective communities is to 
be the subject of discussion by several dealers. 
One of the big problems which has been puzzling 
Connecticut retailers is the demand of con- 
tractors for a 10 percent discount when pur- 
chasing building material. 

““What 1924 Has Shown About the Cost of 
Doing Business’’ is to be discussed by William 
Lueas, director of the cost accounting bureau 
of the Northeastern Retail Lumbermen’s Asso- 
ciation. 

It is expected that an expert in the organi- 
zation of home financing institutions will ad- 
dress the meeting on ‘‘ What the Retail Lumber 
Dealer Can Do Toward Financing the Prospec- 
tive Home-Builder.’’ 

The convention will conclude with a big din- 
ner in the evening, to be addressed by a speaker 
of ability. Several surprises are being planned. 
The latchstring is out and a cordial reception 
awaits all dealers who come. 


"RRB EEE: 


New Northern Pine Date 


MINNEAPOLIS, MINN., Feb. 3.—In connection 
with the annual convention of the Northern 
Pine Manufacturers’ Association, the date for 
which was recently postponed, announcement of 
the new date has been made by Secretary W. A. 
Ellinger, as follows: 


The twentieth annual meeting of the Northern 
Pine Manufacturers’ Association, which had been 
postponed from Jan. 27 to same future date, will 
be held at 2 o’clock on the afternoon of Tuesday, 
Feb. 17, 1925, at the Radisson Hotel, Minneapolis, 
Minn., for the election of officers, receiving reports 
of the various officers and committees, and the 
transaction of such other business as may come 
before the meeting. 


Massachusetts Retailers’ Program 


Boston, Mass., Feb. 3.—Massachusetts lum- 
bermen and many of their friends and asso- 
ciates from other eastern States are eagerly 
looking forward to Feb. 14, the day set for the 
annual convention of the Massachusetts Retail 
Lumber Dealers’ Association. Several prelim- 
inary meetings to arrange the program have 
already been held. Chairman U. M. Carlton of 
the Dix Lumber Co., Cambridge, is very opti- 
mistic concerning the outcome. With President 
Fred Basley of Newtonville, Frank M. Curtis 
of Boston, A. Wayland Wood of Worcester, and 
Hal Bellows of Springfield, he has been putting 
in a lot of time recently planning for a helpful 
and inspiring program for the benefit of the 
lumber retailers and their assistants throughout 
the Bay State. 

The morning session will be given over to a 
discussion of important problems confronting 
Massachusetts retail lumber dealers. C. J. 
Hogue of the West Coast Forest Products 
Bureau, will discuss the results of his investiga- 
tion of the use of Douglas fir in the eastern 
market, and what can be done to meet the 
requirements of dealers and consumers. The 
chairmen and secretaries of the several district 
groups will be heard from as to conditions ob- 
taining in the several sections of the State and 
what can be done to improve them. Thomas M. 
McIntosh, field secretary of the Northeastern 
Retail Lumbermen’s Association, will present 
the new features of the merchandising service 
offered by the association and tell of some of 
the interesting things he has learned in calling 
on the dealers throughout Massachusetts and 
the eastern States. William Lucas, secretary of 
the Eastern Millwork Bureau, will discuss some 
interesting discoveries made in studying the 
cost of doing business in Massachusetts and 
its application to various lines handled by the 
retail dealer. 

One of the most interesting topics to be taken 
up at the morning session will be the procedure 
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which should be followed in opening a new 
account. This is to be handled by a represen- 
tative of the Boston Credit Men’s Association 
and will be presented in a very graphic way. 

After dinner will follow the election of offi- 
cers. Governor Fuller of Massachusetts is ex- 
pected to be present and will address the 
gathering. 

The afternoon session is not going to be 
merely an entertainment. One of the leading 
addresses will be delivered by one of the out- 
standing retail lumbermen of the country who 
is intimately familiar with the everyday prob- 
Jems of the retail dealer and who always carries 
a message of practical value and inspiration. 
Douglas Malloch, the ‘‘Lumberman Poet’? of 
the AMERICAN LUMBERMAN, Chicago, will enter- 
tain the dealers with his philosophy and fun. 


Hardwood Institute Date Changed 


MEMPHIS, TENN., Feb. 3.—Due to the number 
of conventions to be held in Memphis the week 
of May 11 it has been found necessary again to 
change the date for the annual meeting of the 
Hardwood Manufacturers’ Institute to Tuesday 
and Wednesday, May 5 and 6, according to an- 
nouncement made today by J. H. Townshend, 
executive vice president. Wfeadquarters will be 
at the Hotel Chisea here. 

A representative of the Hardwood Manufac 
turers’ Institute will attend the joint meeting 
of the Southwestern Hardwood Manufacturers’ 
Club and the West Side Hardwood Club, which 
is to be held in Shreveport, La., on Feb. 11, 
according to the announcement made today by 
J. H. Townshend, executive vice president. 


Georgia-Floridans to Meet 
JACKSONVILLE, FLA., Feb. 2.—The Georgia- 
Florida Saw Mill Association will have a spe- 
cial meeting at the Mason Hotel, Jacksonville, 
Wednesday, Feb. 11, at 19 a. m. There will 
be a general discussion of manufacturing and 
market conditions. 


Wholesalers Plan Annual 

NEW York, Feb. 2.—The annual meeting 
committee of the National-American Whole- 
sale Lumber Association held a meeting at 
Pittsburgh Jast week and considered many 
plans in connection with the forthcoming con- 
vention, March 18 and 19, at the Ambassador 
Hotel, Atlantic City, N. J. 

In connection with the eonvention two 
directors’ meeting will be held, one on March 
17 and the other on March 19. At the former 
the convention program will be finally out- 
lined and at the meeting convention actions 
will be considered, in order more fully to de- 
velop the work for the sueceeding months. 

President Dwight Hinckley and Secretary 
W. W. Sehupner will cover the organization 
activities for the Jast year. There will be a 
departure in the submission of committee re- 
ports, which will be orally presented by the 
chairmen, only specific recommendations be- 
ing in writing. Some of the reports will be 
printed in advance for distribution at the 
meeting, only the ‘‘high spots’’ being touched 
upon. This will give the members opportu- 
nity for fully considering, at leisure, the com- 
mittees’ activities and provide more time for 
the discussion of topies of direct interest. 

Because of the growing importance of. in- 
tereoastal business as a factor in the whole- 
sale lumber industry, this subject will be dis- 
cussed in all its angles, suitable speakers be- 
ing selected to bring out the several view- 
points and the relationship and effects of 
west Coast lumber upon the eastern markets, 
with southern and North Carolina pine, 
spruce ete. 

For the last year the association has ener- 
getically pursued a study of the cost of con- 
ducting a wholesale lumber business, and See- 
retary Schupner states that the canvass in- 
dicates that many of the cost problems are 
so similar that a discussion on the subject at 
the convention will bring out many points 
of interest and value to the membership. 

The arbitration committee will have sev- 
eral recommendations to make and some by- 


Jaw amendments will be offered. There will 
also be a discussion on the matter of em- 
ployment of salesmen and policies for keep- 
ing them informed, suitable leaders being 
selected to cover the viewpoint of both employer 
and salesman. 

A dinner dance will be held at the Am- 
bassador Hotel on Wednesday evening, March 
18, and the annual banquet takes place on 
Thursday, March 19, with two speakers of na- 
tional repute. During and following the ban- 
quet entertainment will be provided. 


Codperation Through Forestry Act 

Houston, Trex., Feb. 3.—The private owners 
of thousands of acres of cut-over timber lands 
in east Texas were represented at a special 
meeting last Saturday of the East Texas Mill 
Managers’ Association at the Houston Lumber- 
men’s Club. 

The meeting was for the purpose of hearing 
an address by J. T. Peters, representing the 
United States Forest Service. It was Mr. 
Peters who in 1914 framed the law passed by 
the State legislature, creating the State forestry 
department. 

Mr. Peters explained briefly what codperation 
private owners may expect through the Clarke- 
McNary forestry law, recently enacted at Wash- 
ington. The plan ultimately is to have the 
private owners pay one-half and the public 
one-half through the State and Federal govern- 
ments, he said. 

él he law authorizes three cooperative appro- 
priations. First, $25,000,000 for the prevention 
of forest fires; second, $100,000 a year for the 
distribution of forest trees to farmers; third, 
$100,000 a year for assistance to farmers in 
the management of woodlands. The actual ap- 
propriation for 1925 he said is $660,000 for fire 
protection and $50,000 for each of the other 
two items. 


Takes Shingle Secretaryship 

SEATTLE, WASH., Jan. 31.—Edward Bevan, 
well known expert on the red cedar shingle in- 
dustry, has gone to Vancouver, B. ©., to be- 
come secretary-manager of the British Columbia 
Shingle Manufacturers’ Association, succeeding 
to the position vacated by Fred H. Lamar, who 
has become connected with the Creo-Dipt Co. 
(Ine.), North Tonawanda, N. Y. The _ posi- 
tion has been vacant since Dee. 1. Mr. Bevan 
has had a varied experience. At one time he 
was employed in the office of the Mackie Mill 
Co., at Markham, Wash.; was time-keeper for 
the Carlisle-Pennell Lumber Co., at Carlisle, 
Wash., and later local sales manager for the 
Merkley-Massie Shingle Co., at Ballard, Wash. 
He has also had considerable experience in asso- 
ciation work. He is a brother of Arthur Bevan, 
treasurer and assistant secretary-manager of 
the shingle branch, West Coast Lumbermen’s 
Association. Offices of the British Columbian 
Shingle Manufacturers’ Association are now at 
108 Yorkshire Building, having been moved 
from the Metropolitan Building, Vancouver. 


California Forest Protective Annual 

San Francisco, Cauir., Jan. 31—At the 
thirteenth annual meeting of members of the 
California Forest Protective Association held 
at the association’s office here, Jan. 22, the fol- 
lowing officers were elected: 


President—William M. Wheeler. 

First viee president—O, C. Haslett. 

Second vice president—G. D. Oliver. 

Third vice president—Otis R. Johnson. 

Secretary-treasurer—S. R. Black. 

Soard of directors—W. I. Wilson, California 
Door Co.; Donald MacDonald, Pacific Lumber Co. ; 
W. W. Peed, Hammond Lumber Co.; Otis R. John- 
son, Union Lumber Co.; O. C. Haslett, Spanish 
Peak Lumber Co.; B. A. McAllaster, Albion Lum- 
ig Co.; R. D. Baker, Lassen Lumber & Box Co.; 

T. Buzard, C ottone va li — Co.; G. D. Oliver, 
Hobart Estate Co.; E. J. James, ‘Sage Land & 
Imp. Co.; William "M. Ww heeler, Wheeler Timber 
Co.: Edwin M. Eddy, Eddy Bros. @ (o:. Ciatd,) : 
KE. 'T. Dusenbury, The Little River Redwood Co.; 
Miles Standish, Standish & Hickey (Ltd.); F. J. 
Solinsky, jr., Charles F. Ruggles. 

Board of managers—William M. Wheeler, G. D. 
Oliver, O. C. Haslett, Otis R. Johnson, Miles Stand- 
ish, R. T. Buzard and R. A. MecAllaster. 


Resolutions were passed outlining the policy 


of the association on blister rust control, forest 
experiment stations, fire weather fore reasts, and 
the Clarke-MeNary Act. 

Immediately following the meeting the board 
of directors held a discussion of pending fores. 
try legislation and other matters of immediate 
interest to the association. <A resolution was 
passed endorsing the work of the Western 
forestry & Conservation Association and pledg. 
ing the continued support of the California 
Forest Protective Association to the extent of 
its ability. The board approved of the proposed 
amendment to the State constitution which, if 
passed, would exempt growing trees on eut- 
over lands from taxation and thereby place 
second growth timber crops in the same class 
with farm crops in the eyes of county assessors, 
The board also strongly endorsed a propored bill 
giving the governor power to close the hunting 
season in pe eriods of drouth or other eme rgency ; 
a bill reducing the open hunting season for deer 
by two weeks; and a bill making trespass upon 
posted lands a misdemeanor. 

The treasurer’s report showed that the asso- 
ciation had prospered during the last year and 
that its work was being supported by more 
members than ever before in its history. 


Shingle Representatives at Conventions 


SEATTLE, WASH., Jan. 31.—The field men of 
the Red Cedar Shingle Bureau will be in at- 
tendance at a great many of the conventions 
scheduled for Fehruary and March. R.S. Whit- 
ing, secretary manager, will attend these meet- 
ings: Illinois Lumber Merchants’ Asociation, 
( coer” Wisconsin Retail Lumbermen’s Asso- 
ciation, Grand Rapids; National Association of 
Cachan Lumber Salesmen, Chicago. F. J. 
Parker will attend the Southwestern Iowa Re- 
tail Lumbermen’s Association, Clinton. J. W. 
Warden will have the Canadian Lumbermen’s 
Association, Quebec; Nebraska Lumber Dealers’ 
Association, Omaha, and the joint annual con- 
vention of the Southeast Missouri Retail Lumber 
Dealers’ Association, Northeast Missouri Lum- 
bermen’s Association, Central Missouri Asso- 
ciation of Retail Lumber Dealers and Southern 
Illinois Retail Lumber Dealers’ Association, St. 
Louis. C. i. Marsh will remain in Atlantic 
coast territory, attending the Retail Lumber 
Dealers’ Association of Pennsylvania, Pitts- 
burgh; Lumber Trade Club of Boston, Boston; 
and National-American Wholesale Lumbermen’s 
Association, Atlantic City, N. J. Arthur Be- 
van, assistant secretary-manager of the shingle 
branch, West Coast Lumbermen’s Association, 
will attend the meeting of the Western Retail 
Lumbermen’s Association, Seattle, Wash. 


Survey on Shorts and Standards 

NEW ORLEANS, La., Feb. 2.—The Southern 
Pine Association is at present making two im- 
portant surveys, the first to determine the pro- 
duction of short length yard lumber by its 
subscriber mills, and the second to ascertain 
the extent of the demand by the lumber dis- 
tributing trade for the ‘‘standard’’ and ‘‘ex- 
tra standard’’ thicknesses of certain items of 
lumber as established by the new American 
“o% Standards and made effective on July 
1, 1924. 

Action on the question of short length pro- 
duction is in accordance with the decision of 
the Central Committee on Lumber Standards, at 
its meeting July 1, 1924, that information on 
this subject should be obtained from the various 
regional associations of manufacturers. Secre- 
tary Berckes has sent out a questionnaire to 
the association subscribers embodying the in- 
formation required by the Centr: al Committee 
for consideration at its meeting about Mareli 
1. The questionnaire embraces the following 
questions: 

What percentage of the mills’ total production 
of yard and shed stock, not including timber, con- 
sisted of short le ngths during 1924; what wa 
the relative distribution of these short lengths 
among the different items of yard stock; the dis 
tribution of the short lengths among the different 
classes of trade; the principal items of short 
lengths bought by the industrial trade ; the og 
tice respecting requirements made of retailers to 
take a specified amount of short lengths ; whether 


any short lengths are included in orders calling 


for 10-, 16-, or 20-foot lengths; the average dif- 
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ference in prices a thousand feet, between short 
jengths and long lengths, and the average differ- 
ence in price between selected lengths and random 
Jengths. 

The association has also sent out a letter to 
its subscribers requesting that the mills report 
the approximate percentages of orders received 
from the trade for ‘‘standard’’ size lumber as 
compared with ‘‘extra standard’’ and ‘‘sub- 
standard’’ sizes, in order that the experience of 
the southern pine manufacturers may be re- 
ported to the Consulting Committee on Lumber 
Standards at its meeting in Chicago the week 
of Feb. 23. From opinions expressed in southern 
pine circles, it would appear that manufacturers, 
with very few exceptions, are dressing their 
stock to the 25/32-inch, or standard size, and 
are having little difficulty in securing accept- 
ance of this stock by the distributers and the 
public. 


Mountain Manufacturers Elect 


t 


Vancouver, B. C., Jan. 31.—Officers elected 
at the annual meeting of the Mountain Lumber 
Manufacturers’ Association held in Calgary on 
Jan. 27 and 28, were: 

President—C. M. Pennock, of the Crows Nest 
Pass Lumber Co., Wardner. 

Vice president—H. C. Meeker, Nicola Pine Mills, 
Merritt. 

Secretary-treasurer—lIrving R. Poole, Nelson (re- 
elected). 


In his report Mr. Poole said there was 


Lumber 


Activities of Portland Club 

PoRTLAND, OrE., Jan. 31.—The regular weekly 
luncheon of the Portland Lumbermen’s Club held 
in the banquet room of the Sign of the Rose 
here last Wednesday was well attended. Fred 
W. Roblin, president of the club, presided. 

The regular routine of the business session 
was livened by the raffling of two golf clubs. 
Kh. L. Sturgeon, of Morrill & Sturgeon, held the 
winning number for a handsome driver and 
J. P. Austin of the AMERICAN LUMBERMAN won 
the mashie. 

The man chosen to be the principal speaker of 
the day was unable to be present. Therefore, 
an impromptu discussion of market conditions 
and matters of interest to the industry was held. 
C. E. Putman reviewed the shingle market situa- 
tion. He claimed that the day of the 6/2, or 
thin shingle, has gone and predicted that the 
ordinary extra clears containing flat grain 
shingles is on the wane. 

William A. Dunean, Seattle representative of 
C. A. Mauk Lumber Co., of Toledo, Ohio, was 
introduced as a man representing one of the 
large wholesale distributing companies. He 
spoke rather at length on conditions, and in 
summing them up, said that his company could 
see nothing else to do but continue on a day- 
to-day basis, without attempting to forecast 
what the future might bring forth. 

H. A. Templeton, formerly a Montana retail 
lumberman, and still interested in that field, but 
now more recently a resident of Portland and 
a member of the wholesale lumber fraternity 
here, was introduced by the chairman as a versa- 
tile lumberman, being interested in practically 
all branches of the business. 

It had previously been announced that H. J. 
Anderson, member of the club, had been ap- 
pointed a committee to attend the Western Re- 
tail Lumbermen’s Association convention at 
Seattle Feb. 18-20, and there extend an invita- 
tion of the club to the retailers to hold their 
1926 institute in Portland. Mr. Templeton 
heing vice president of that association ex- 
pressed his pleasure that this invitation was 
to be extended to the Western association. He 
spoke of Portland as the most favorable possible 
location for this convention, and expressed the 
pinion that if the Portland club made a special 
effort he believed it could induce a very large 
delegation of California retailers to attend the 
convention here, which would be in itself a 
sreat service to the association. 

Fred D. Becker, Seattle, 


Wash., lumber 


a spirit of optimism and confidence in the 
future. High prices of grain had helped both 
Canada and the United States where markets 
were showing improvement, and the economic 
situation in Europe has become much better. 
This, too, would be reflected in better condi- 
tions in the lumber industry. 


Activities of Canadian Associations 


Toronto, ONT., Feb. 2—The Lumbermen’s 
Section of the Toronto Board of Trade held its 
annual meeting recently and elected the follow- 
ing officers: J. L. Campbell, chairman; W. W. 
Carter, vice chairman; H. Boultbee, secretary- 
treasurer; A. E. Clark, W. C. Gall, J. B. Jarvis, 
Cc. G. Anderson and Sam McBride, committee. 

The Province of Quebee Retail Lumber Deal- 
ers’ Association will hold a joint meeting with 
the Montreal Retail Lumber Dealers’ Associa- 
tion, at the Windsor Hotel, Montreal, on Feb. 
21. 


Proud of Record Cut 


Evectric MILs, MIss., Feb. 3.—E. E. Hall, 
assistant manager and sales manager of the 
Sumter Lumber Co., manufacturer of the famous 
‘¢Nearwhite’’ product, is all smiles over a record 
eut made in January, the mills having turned 
out a little over 6,000,000 feet. Mr. Hall says 
there is a strong demand for ‘‘ Nearwhite’’ 


which, because of its inherent quality and the 
splendid publicity that it has been given, finds 
a ready sale even where there is no demand for 
other material. An example of this was re- 
ported by a salesman in Pennsylvania territory 
last week. This salesman went into a buyer’s 
office, introduced himself as a representative of 
the Sumter Lumber Co. The buyer did not im- 
mediately connect Sumter and ‘‘ Nearwhite’’ 
and told the salesman he was not in the market. 
During the conversation, however, ‘‘ Nearwhite’’ 
was mentioned and the buyer immediately re- 
sponded that he was in the market for three 
ears of ‘‘Nearwhite’’ to be shipped at onee, 
saying that he had always had splendid satis- 
faction with this material and was prepared to 
send in an order that day. The lumber was 
wanted for a customer whom the dealer wanted 
particularly to please and rather than take a 
chance he had decided to supply ‘‘ Nearwhite,’’ 
as he felt sure of what he would get. 

D. H. Foresman, general manager of the 
Sumter Lumber Co., and John Alexander, of 
Aurora, Ill, one of the principal owners, will 
leave Feb. 10 on a combination pleasure and 
business trip through Florida and while away 
will also make a short trip to Cuba. . 

SAAB LAEBLASAGASAG@G@’EQZQx™’j’s 

THE PEOPLE of this country are spending 
$2,000,000,000 for residential construction an- 
nually, according to information issued by the 
‘Better Homes in America Association.’’ 


Clubs and Exchanges 


buyer, took a view somewhat different from 
many of the other wholesalers, namely, that the 
fir lumber market was not weak as many of 
the wholesalers had expressed themselves. He 
spoke of Coast cities, such as Portland and 
Seattle, having building booms of their own 
which consumed a very great part of No. 2 
common from those districts, and he pointed 
out the small stocks prevalent among the saw- 
mills, the particularly strong condition of ear 
material, and stated that he had found cutting 
much harder to place than other buyers had 
indicated. He said that bridge stringers were 
especially strong, and the cargo mills seem to 
be fairly happy. 

J. P. Austin of the AmzEricAN LUMBERMAN 
also spoke briefly of the possibility of the de- 
mand for lumber iz the remodeling of old 
houses, taking up che slack where the demand 
for new buildings passed the peak. 

@raataeaaaaaea 
Hear of Railroad’s History 

CINCINNATI, Ou10., Feb., 3—The history of 
the Cincinnati Southern Railroad was outlined 
to the members of the Lumbermen’s Club 
of Cincinnati, at the monthly dinner held at 
the Hotel Havlin last night by Washington 
T. Porter, trustee for the road. The railroad 
is owned by the city of Cincinnati, being the 
only municipally owned line of interstate 
steam railroad in the country. It extends from 
Cincinnati to Chattanooga and is Jeased and 
operated by a subsidiary of the Southern Rail- 
way system. Recently the Southern Railway 
has made an offer to the city for the pur- 
chase of the road and this has caused a great 
amount of discussion among the business and 
civie organizations of the city. No action 
vas taken at the meeting, but sentiment in 
the city generally is against any sale of the 
property. 

Edward Barber made a brief report of the 
meeting of the National Lumber Exporters’ 
Association held at Baltimore the preceding 
week. Cincinnati had the honor of present- 
ing the hundredth member of the associa- 
tion in the nomination and election of the 
L. G. Banning Lumber Co. at the convention. 

The Anderson Lumber Co, and W. L. Down- 
ton, representing the Edgecomb-Newham Lum- 
ber Co., of Vancouver, B. C., were elected 
to membership by the club. 

Short talks on trade conditions were made 
by Grover C. Jones, Emil Thoman, V. B. Kirk- 
patrick, Wilson 8. Klein, Wilbur J. Wright, 


Edward Dunlap and F. T. Atkinson. 
President Karl Hart was chairman of the 
meeting. C. W. Tunis, chairman of the en- 
tertainment committee, announced that ar- 
rangements for a dinner-dance for members 
of the club at the Business Men’s Club on 
the evening of Feb. 19 had been completed. 


To Wind Up Club’s Affairs 

SEATTLE, WASH., Jan. 31.—The Metropolitan 
Club, the membership of which is largely made 
up of lumbermen having offices in the Metro- 
politan group of buildings, will close its doors 
today, in accordance with action taken Monday 
at a meeting of the board of directors. The 
financial affairs of the organization have been 
in bad shape for more than a year, and for the 
last six months the club has been losing money 
steadily. Obligations to merchants and labor 
amount to about $4,200, with outstanding ac- 
counts of about $700—leaving a total of about 
$3,500 as the obligation of the membership. 
Accordingly, the board has levied an assessment 
of $25 against each member, and has announced 
that as soon as the money comes in the directors 
will wind up the affairs of the elub. 
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Win “Twoto One” Record in Basketball 


JACKSON, Miss., Feb. 3.—Lumbermen of this 
section were very much interested in the second 
basketball game played last Saturday night at 
D’Lo, Miss., between teams representing the 
Great Southern Lumber Co., Bogalusa, La., and 
the Finkbine Lumber Co., of the former place. 
The first game between the teams resulted in 
a win for the Finkbiners, 47 to 21. The Boga- 
lusa team came up to D’Lo determined to even 
the score, accompanied by several Bogalusa 
people. The final result was Bogalusa Y. M. 
C. A., 13, Finkbine Y. M. C. A., 71. Despite 
the lopsided score, the game was replete with 
thrills and good sportsmanship was displayed 
by winners and losers. The Great Southern 
boys felt that they were not disgraced, because 
the Finkbiners have defeated everything they 
have met the last two years. The Finkbine team 
defeated the strong team of Centenary College, 
Shreveport, La., formerly coached by Bo MeMil- 
lan, Thursday night 47 to 20; and Friday night, 
60 to 27. The Lumberjacks, as they are called, 
have had a new nickname tacked on to them, 
now being called the ‘‘Two-to-One’’ team, hav- 
ing beaten all opponents by at least this major- 
ity. 
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Takes Over Arkansas Pine Operation 


Mapison, Wis., Feb. 3.—The Ozark-Badger 
Lumber Co, has been incorporated in Wisconsin 
to take over the mill, lumber and other hold- 
ings of the Ozark-Badger Co., Wilmar, Ark. 
The organizers are L. K. Pomeroy, president 
and treasurer, Madison, Wis.; Robert J. Con- 
nor, manager C. C. Collins & Son (Ine.), this 
city, vice president; H. H. Kessler, Stough 
ton Wagon Co., Stoughton, Wis., secretary, 
and Roman A. Heilman, local attorney. The 
company, which will be under the direct man- 
agement of Mr. Pomeroy, takes over the new 
plant immediately, and will manufacture and 
sell Arkansas shortleaf pine. Mr. Pomeroy, who 
who was formerly connected with the Edward 
J. Young organizations, leaves for Arkansas 
this week. 


Seesaeneaeasaaaawaansan 


Two Companies Elect Officers 


MERRILL, Wis., Feb. 2.—The Bissell Lumber 
Co., which has its sawmill and veneer mill at 
Tripoli, has clected EF. K. Bissell, president ; 
W. H. Bissell, vice president; Benjamin D. 
Stone, treasurer, and L. H. Schoenhofen, secre- 
tary. The above officers and W. W. Gamble 
are directors. 

The Yawkey-Bissell Lumber Co., which oper- 
ates a sawmill at White Lake, has reélected W. 
H. Bissell, president; W. W. Gamble, vice 
president and general manager; C. C. Yawkey, 
treasurer; A. P. Woodson, secretary. The fore- 
going and Walter Alexander are directors. 


Reproduces Yards in Miniature 


DENVER, CoLo., Jan. 31—A complete lumber 
establishment in miniature, from the main 
office to the smallest stack of 2 x 4’s under the 
last shed, was the unique exhibit shown by the 
McPhee & McGinnity Lumber Co. at the In- 
dustrial Exposition here from January 26 to 
Jan. 31. The exact reproduction of the firm’s 
yards occupied the whole background of the 
display, while in the foreground were two dis- 
tinct models of first class homes, which at- 
tracted the attention of thousands of people 





Building Material Headquarters 23" & Blake Sis. 





be lifted, thereby showing the furnished house 
on the inside. The stucco model with tile roof 
on the right was equally attractive and caused 
muny inquiries regarding building materials. 
Many requests have been made by school 
teachers for Mr. Cooper to bring his models 
into the class rooms and lecture to the students 
on the value and uses of lumber and to give 
actual illustrations as shown in his models. 
Were he to do this, he would find little time for 
his work in the home promotion department of 
the McPhee & MeGinnity Co. However, some 
of the demands have been so insistent, due 
to the appeal of the display, that he has decided 
to give the younger generation a few practical 


. ‘pointers. 7 
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Nebraskan Cites Proof of Improvement 


OmaAHA, NEp., Feb. 2.—As ‘‘ proof that Chase 
County, Nebraska, is on the upgrade to better 
conditions in its various lines of business,’’ a 
Imperial (Neb.) insurance man has submitted 
the following: 


I note particularly the change in real estate busi 
ness since carly this fall; demand for and sales of 
land have increased easily 75 percent over the last 
three years. Inquiries come in from all over the 
country for land again from people who wish to 
buy and settle here. Many home people are again 
buying, as well as people from the thickly settled 
parts of the Kast who desire to invest. Lots of 
moisture during the fall and winter, which makes 
the fall wheat good is making for better business 
conditions in all lines and the outlook is far ahead 
of what it has been for a number of years. Better 
prices for farm products are also quite an item 
in making everyone feel that this section of 
Nebraska is indeed far along on the upgrade to 
that much talked on condition, “Normalcy.”’ 


(gqg@a@@@@ea@e8@@a02008 


Northern Companies Elect 


MILWAUKEE, WIs., Feb. 3.—Meetings of 
several Chippewa Falls (Wis.) lumber compunies 
were recently held at that city, and officials 
elected as follows: Chippewa River Improve- 
ment & Log Driving Co.—President and treas- 
urer, i. M. Weyerhaeuser; vice president, I. E. 
Weyerhaeuser; secretary, William Irvine. 





Miniature display made by the McPhee § McGinnity Co., Denver, Colo., at Industrial Exposition 


attending the exposition. According to M. L. 
Cooper, who was responsible for the display in 
its entirety, great interest was manifested in 
the little home models by the visitors. It is 
estimated that 175,000 persons attended the 
event. 

The bungalow type house at the left was 
complete in every detail even to lace curtains 
and rugs, and, being lighted on the interior, 
presented a very cozy and enticing model. In- 
terest was added by the fact that the roof could 


Chippewa Lumber & Boom Co.—President R. 
M. Weyerhaeuser; vice president E. B. Ingram; 
secretary-treasurer William Irvine. Chippewa 
Lumber Co.—President, R. M. Weyerhaeuser, 
vice president, F. G. Denkmann; secretary, Wil- 
liam Irvine. Northern Lumber Co.—President, 
R. M. Weyerhaeuser; vice president, F. 8. Bell; 
secretary, William Irvine. American Immigra- 
tion Co.—President, William Irvine; vice presi- 
dents, F. 8. Bell and J. T. Barber; treasurer, 
F. E. Weyerhaeuser; secretary, H. J. McKusick. 


Will Reforest Large Area in Hardwoods 


NEW ORLEANS, La., Feb. 4.—Dispatches from 
Opelousas, La., announce that the police jury 
of St. Landry Parish yesterday approved 4 
contract whereunder the Thistlethwaite Lumber 
Co. dedicates 11,300 acres of hardwood land to 
reforestation under the State law. 


This is the first hardwood reforestation eon. 
tract to be executed in Louisiana, and is sajq 
to be the first hardwood tract specifically set 
apart for reforestation in the entire South, 
The St. Landry project is therefore a notable 
one and may prove of historic importance jf 





J. R. THISTLETHWAITE, OPELOUSAS, LA.; 
Who Has Set Aside Large Area for Hardwood 
Reforestation 


it paves the way, as some expert observers pre- 
dict it will, for large scale reforestation of 
hardwood in the southern timber belt. 

The new American hardwood forest has been 
designated the Lote Thistlethwaite Reserve, in 
honor of the late Lote Thistlethwaite, who for 
fifteen years practiced intelligent forestry on 
this tract, including selective logging, care to 
prevent damage to young timber growth, and 
fire prevention. Thanks to his careful super- 
vision, seed trees were left on every acre, the 
young trees were given a fair chance to live 
and thrive, so that today the entire tract is 
said to be covered with a fully stocked and 
healthy stand of mixed hardwoods, including 
hickory, red oak, white oak and gum. 


Superintendent V. H. Sonderegger, of the 
forestry division, Louisiana Conservation De- 
partment, welcomed the offer of the Thistleth- 
waite Lumber Co. to devote the tract to refore- 
station under a State contract and codperated 
in the successful negotiations to win its ap- 
proval by the St. Landry police jury. Mr. 
Sonderegger’s experience and_ investigation 
have convinced him that reforestation of hard- 
woods in the South is not only entirely practic: 
able but highly desirable. Many of the hard- 
woods make rapid growth, are hardy and produce 
second-growth timber of fine quality. There 
are millions of acres over the South which are 
specially adapted to hardwoods, and much of 
the hardwood timber now being logged is second 
or third growth from stands that reforested 
naturally. With the practice of scientific for 
estry, perpetuation of the South’s hardwood 
resources can, it is argued, be made entirely 
secure, 

The Lote Thistlethwaite hardwood reserve 2 
St. Landry Parish will become, it is predicted, 
as famous and as useful for practical demonstra 
tion purposes in the hardwood field, as Henry 
Hardtner’s ‘‘New American Forest’? of south: 
ern pine at Urania, La. 

John R. Thistlethwaite, president of thé 
lumber company, is a director of the Nationél 
Hardwood Lumber Association. 
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Western Pine Testimony Completed 


MINNEAPOLIS, MINN., Feb. 3.—Federal Judge 
Wilbur F. Booth today has before him evidence 
on which he is to decide whether the Western 
Pine Manufacturers’ Association is a conspiracy 
in restraint of trade, as charged by the Depart- 
ment of Justice following a long investigation 
by the Federal Trade Commission, or is engaged 
in legitimate trade practices for mutual benefit 
of its members and not to restrain trade, as 
contended in the defense of the association. 


The government seeks to restrain the associa- 
tion from continuing its trade practices. The 


association is fighting for its existence on the: 


ground that its policies and functions are like 
those of hundreds of other trade organizations 
and that it operates for the benefit of members, 
and the public as well, and that such operations 
do not stifle competition. 

The case has been on trial in the Federal dis- 
trict court for more than a week. It has just 
been closed. 


Contends, No Right to Inform Competitor 


‘‘The Government maintains that a firm has 
no right to disclose information as to any part 
of its business to a competitor,’’? C, E. Elmquist 
of counsel for the defense, said. ‘‘The asso- 
ciation’s defense was that it is legal to exchange 
information as to the amount of stock on hand 
and the prices at which lumber has been sold, 
so long as the information is presented in un- 
identifiable form.’’ 

The Government in the case, called among its 
witnesses J. H. Taylor of Coeur d’Alene, Idaho; 
J. L. Lansing, Missoula, Mont.; and W. C. 
Geddes of Winchester, Idaho. 

The Government in its case undertook to show 
that the association fixed prices, controlled pro- 
duction and further violated the anti-monopoly 
laws. 

A. W. Cooper, general manager and secretary 
of the Western Pine Manufacturers’ Associa- 
tion, Portland, Ore., and T. A. McCann, of 
Minneapolis, a former president of the associa- 
tion, were the principal witnesses for the de- 
fense. 

Mr. Cooper and L. J. Sharp, statistican for 
the defendant association, were called to the 
stand early by the Government to identify doz- 
ens of exhibits, chiefly manuscripts, letters, price 
lists and informational bulletins circulated 
among association members. 

Reports Only on Past Transactions 

Mr. Cooper was the first witness to testify 
under cross-examination when the defense 
opened its case. He testified that the companies 
engaged in the lumber industry in the Inland 
Empire, despite their affiliation with the West- 
ern Pine Manufacturers’ Association, operated 
as 4 whole at a loss during the period from 
1909 to 1915. The advent of the war years, with 
attendant increased demand and higher prices, 
enabled the lumber corporations to produce at 
a profit, he said. 

The need of an association, the witness said, 
to act as a clearing house for information of 
a statistical nature is imperative to Inland Em- 
pire operators and, moreover, it is strictly 
within the law, since the information distributed 
deals only with transactions which have been 
completed and includes nothing intended to in- 
fluence future prices or business methods. Such 
an information bureau is particularly important 
and essential in matters of freight rates and 
Car supplies, he continued. 

‘Keen and frequently hostile competition’? 
how exists between members of the association, 
Mr. Cooper said. 


Inland Empire Competes With Other Pines 


Mr. McCann, who is vice president of the 
Shevlin-Hixon Co., which operates large lumber 
mills at Bend, Ore., said that the Inland Empire 
products, moving east of the Mississippi River 
to their chief markets, are thrown into compe- 
tition with lumber from the northern forests, 
from Canada, from the southern pine belt, and 
from California. 


This testimony was significant in view of 


the Government contention that western white 
pine, as produced by the association members 
in the Inland Empire, is a distinctive wood, 
classified by itself in the lumber trade and not 
subject to effective competition from products 
of other soft pine belts or from the pine forests 
of the South. For certain kinds of building 
and manufacture, Government attorneys sought 
to show, buyers refuse to permit substitution 
of other woods for Inland Empire pine. 


Draws Own Conclusions from Facts 


As an executive of a company which is an 
association member, Mr. McCann said that in- 
formation supplied by the Western Pine Manu- 
facturers’ Association is of value to his concern, 
as it contains facts on prices and production 
which aid in planning effective distribution and 
sales methods. He agreed with testimony pre- 
viously given, however, that each company em- 
ployed this information in its own way after 
drawing its own conclusions from the figures. 
When cross-examined by the Government coun- 
sel, he said that the association’s price listings 
had value to the Shevlin-Hixon organization 
only in helping the company to estimate future 
conditions, and in no sense as a definite guide 
in fixing quotations. 

Any attempt to inflate prices in so highly com- 
petitive a market would mean loss of sales, 
according to Mr. McCann. 


Spirited Competition Among the Members 


M. W. Teufel of Chicago, buyer for the 
Edward Hines Lumber Co., and C. V. MecCreight 
of Pittsburgh, wholesale lumber dealer, were 
on the stand for the defense. Both said spirited 
competition for sales exists among members of 
the Western Pine Manufacturers’ Association. 
They expressed opinions as buyers who deal 
with many members of the association, and 
said that the companies and firms affiliated with 
the association are on anything but a basis of 
concerted effort to fix uniform prices. The 
Inland Empire pine, likewise, is forced to fight 
for sales in the large eastern markets, where 
heavy shipments of forest products from all 
fields meet. Freight rates also have an import- 
ant bearing on lumber distribution, and the 
rate structures have the effect of ruling In- 
land Empire Pine virtually out of certain im 
portant markets, according to the testimony. 


War Time Meetings Did Not Set Prices 


One of the points brought out in the case 
dated back to the period of the war. The Gov- 
ernment directed attention to frequent meetings 
of producers of lumber who are affiliated with 
the association, and these were criticised 
sharply. 

Defense counsel made much of this attack 
by the Government, and through witness sought 
to show that wartime meetings of association 
members, which the Government alleged were 
for the purpose of fixing prices, were legal and 
necessary in that time of national crisis. These 
meetings have been discontinued. The ques- 
tioning brought out testimony showing that in 
the rush period after America’s entrance into 
the war, lumbermen in the association had to 
meet a great many times, that when they met 
they naturally talked ‘‘shop’’ but that there 
never was an agreement to fix prices or to 
adhere to any price schedule. 


Quotations Always Varied Widely 


Mr. Sharp, the association’s statistician, on 
the final day of taking testimony Monday pre- 
sented a mass of statistical figures, dealing 
chiefly with lumber market prices and accom- 
panied by charts and graphs. He explained 
these exhibits, covering the operations of the 
association for several years prior to 1921. He 
testified that prices for which the Inland Em- 
pire pine actually was sold in a given month 
showed a wide variation from and did not har- 
monize with figures quoted in ‘‘basic price’’ 
lists published in the association’s bulletins in 
the same month. The Government, through its 
testimony, sought to show that the association 
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You Are Invited 


| pow YOU we are showing during the 
Illinois Retail Lumber Dealers Conven- 
tion a MOVIE illustrating the cutting of 
trees, logging, sawing, and loading of Hard- 
wood Lumber, which afterwards comes to 
you as oak flooring, oak and gum mould- 
ing, trim, etc. 


Stop at our booth and see an interesting 
two reel picture, showing how they carry 
on lumber operations during high water 
etc., scenes you could not otherwise see 
unless you were on the ground. 


We will be looking for you. 


February 4th to 6th inclusive; 
Hotel Sherman, Chicago. 





E BARTHOLOMEW Harowooo Ca 


4052 Princeton Ave., CHICAGO Tel. Boutevard 0636 


2 ? 


2-7-25 





AAA 


The LUMBER 


Department Store 








Part of Our Three Million LATH, showing easy loading 
facilities, being served by three switch tracks. 


LATH! 
* 
Yellow Pine in No. 1 or No. 2 ; also Cypress 
in No. 1. 
Yes! We have them today in bunches of 56. 
Can ship straight or mixed cars of 


Longleaf Pine, La. Red Cypress, Sitka Spruce, 
Douglas Fir, Washington Red Cedar, Tenn. 
Red Cedar, California White and Sugar Pine, 
Redwood, White Oak flooring, Maple, Beech 
and Birch flooring. 


Julius Seidel 
Lumber Co. 


ST.LOUIS, : : MISSOURI 
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Down in the dumps, and feeling sore, 
‘Cause his lumber came in late—- 
This Dealer swore, that never more, 
Would he get in such a state! 





Now he smiles as there are no delays, 


ForWaite’s promptness is quite a feature— 
Ile says their service ts the kind that pays 
And ha' Experience, is a useful Teacher! 


That’s a fact 


Experience does prove that 
prompt shipment is a dependable 
feature of Waite’s service—that’s 
why we established our extensive 
yards at 


Minnesota Transfer 
so that our Customer’s orders will, 
in 9 cases out of 10, be shipped 
within 24 hours after receipt. 





Of course our lumber will be 
uniform and well-graded—it 
always is! 


Don’t buy until you get in 
touch with us. 





set up price schedules for use of its members, 
and that it attempted to control the pine market 
through maintenance of such uniform prices 
to the disadvantage of non-member competitors. 
Mr. Sharp, however, pointed out that the 
spreads between the prices actually quoted on 
various grades and sizes of western pine usually 
differed widely from the spreads noted in the 
association’s price bulletins. 

The taking of testimony concluded Jate Mon 
day. Attorneys for the Government and for 
the association are to submit briefs, and the 
oral arguments ure to be made before Jud 
Booth late in April or early in May. 


oe? 
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Box Distributers Make Good Showing 


San Francisco, Cauir., Jan, 31.—The Cali- 
fornia Pine Box Distributors Co.’s annual meet 
ing was held in the First National Bank Build 
ing, here, Jan. 29, and a good showing was 
made for the last year, taking everything into 
consideration. Willis J. Walker, of the Red 
River Lumber Co., was elected president and 
James Danaher, of the Michigan-California 
Lumber Co., vice president. John P. Hemphill, 
of the Sugar Pine Lumber Co., was added to the 
finance committee in place of A. H. Land. 
Charles R. Wisdom continues as general man- 
ager. During 1924 the total sales were 
149,000,000 feet of shook and the carry-over to 
the present year is comparatively small. 

Box manufacturers are not pushing sales as 
they see that the situation is gradually strength- 
ening. <A short time ago there was a weak 
market with a surplus of box lumber, but recent 
heavy sales of common have improved conditions 
at the mills. With only moderate stocks better 
prices for shook are expected when contracts 
are made. 


Lumber Capital Approves Advertising 


TacoMa, WASH., Jan. 31.—Continuation for 
another year of the advertising campaign, or- 
ganized and financed by the Tacoma Lumber- 
mens’ Club, which has made Tacoma nationally 
known as ‘The Lumber Capital of America, ’? 
was decided on this week, according to an an- 
nouncement made today by James G. Newbegin, 
president of the club. The question of continu- 
ing the campaign was submitted to the lumber 
mills and other contributors to the fund, and 
the vote was overwhelmingly in favor of a con- 
tinuation of the work. 

The club has spent $25,000 a year for the last 
two years on the advertising work, and the 
1925 campaign will be continued on the same 
scale. Nearly al of last year’s contributors 
have agreed to renew their subscriptions to the 
fund. 

The general scope of the campaign will fol- 
low the lines Jaid down during the last two 
years. The advertising in the lumber trade 
journals, the service to retail dealers, the ‘‘ build 
a home’? campaign and other features will all 
be retained. In addition, the advertising com- 
mittee is planning some new features, details 
of which will be announced later. 

A. Ti. Landram, sales manager St. Paul & 
Tacoma Lumber Co., who has been in charge 
of the work since its inception, will continue as 
chairman of the advertising committee. The 
other members of the committee are George J. 
Osgood and W. R. Ripley, Wheeler, Osgood Co.; 
John E. Manley, Manley-Moore Lumber Co.; 
P. H. Johns, City Lumber Co,; Ernest Dolge, 
Ernest Dolge (Ine.); J. G. Dickson, Pacific 
States Lumber Co.; J. G. Newbegin, Newbegin 
Lumber Co., and E. A. Wright, Pacific Mutual 
Door Co. 

The Izzard advertising agency will continue 
to handle the actual business. 

As a part of the advertising work for Tacoma 
and the Northwest, the club will contribute 
toward Tacoma’s share of the fund to finance 
the lecture tour of Frank Branch Riley, repre- 
sentative of the Northwest to the East and 
middle West. 

‘‘The advertising campaign of the Tacoma 
Lumbermen’s Club has established Tacoma as 
the Lumber Capital of America,’’ said Mr. 
Newbegin today in announcing the plans of the 


committee. We anticipate that the 1925 cam. 
paign will be even more successful than those 
of 1923 and 1924, as we will have behind us the 
work done during those two years. We are 
fortunate in having Mr. Landram in charge of 
the campaign, and his acceptance of the com. 
mittee chairmanship for another year is most 
gratifying.’’ 


November Pine Costs Were High 


NEW ORLEANS, La., Feb. 3.—Costs of man. 
ufacturing southern pine lumber were highe; 
during November, 1924, than in any of. the 
other eleven months of the year, according to 
the cost statement for that month just issued 
from the office of the Southern Pine Associa. 
tion. This statement, which is a summary of 
average costs per thousand feet, board measure, 
of producing and shipping lumber (not inelud. 
ing interest on loans or invested capital), shows 
that the cost for November was $25.29 per thou- 
sand feet, being 31 cents a thousand higher 
than for the previous month. This was based 
on reports from 91 concerns operating 102 
mills, which produced in November 299,538,244 
feet. The costs shown in the report run from 
$17.25, the lowest figure, to $36, the highest. 
Only 43 of the 92 concerns that reported showed 
a cost less than the average of $25.29. 


Will Market High Grade Red Cedars 


HoquiaM, WASH., Jan. 31.—Specializing on 
the ‘‘Grays Harbor Brand’? of red cedar shing- 
les, the Grays Harbor Sales Corporation has 
sprung at one bound into public favor as a ree 
ognized, going concern. At its head, as manager 
of sales, is the amiable and popular KH. L. Con- 
nor, known far and wide as ‘‘ Ted,’’ who during 
an active career extending over a quarter of a 
century has marketed billions of red cedar 
shingles from the Pacific Northwest. Since the 
launching of the new sales concern, only a 
short time ago, Mr. Connor has received a great 
deal of encouragement, and the most pleasant 
feature, he says, is found in letters of con- 
gratulation from representatives of the trade 
with whom he has been doing business during 
the last twenty-five years. 

° 


Markets Product of Five Mills 

Simply stated, the Grays Harbor Sales Cor- 
poration is a sales office for five mills, which 
have pooled their selling arrangements and en- 
trusted Mr. Connor with the task of managing 
that phase of their business. The concerns en- 
tering into the consolidated sales arrangement 
are the Mackie Mill Co., Aloha Lumber (o., 
Soule Shingle Co., Woodlawn Mill Co. and Red 
Cedar Shingle Co. These mills have a combined 
potential capacity of rather more than a mil- 
lion shingles in a shift of eight hours. Each 
of the mills has been making shingles for years, 
and all of them are well known on account of 
the high quality of their product. Their shingles 
are manufactured from virgin logs, not from 
stumps or refuse; and all of the logs are ob- 
tained in the Grays Harbor district, noted for 
the finest stands of old-growth timber. 


Standardized Inspection and Output 


Under the new organization, the output of 
the mills is inspected daily by one man who 
does nothing else, insuring uniform quality, n? 
matter from which of the mills any shipment 
may be made. In brief, the five mills with their 
consolidated sales office are like a single or 
ganization embracing several units, with 4 
down-town selling office for them all. 

A noteworthy result of the consolidation is 
found in the fact that the five mills are standard: 
izing as nearly as practicable on the Hoover 
plan. They are making three grades of perfec: 
tions, and three grades of clears and royals. The 
specifications of the Grays Harbor brand 0! 
No. 1 royals afford a splendid instance of the 
degree of excellence of manufacture. They Te 
quire shingles 24 inches long, butts ¥-ineh 
thick; strictly clear, 100 percent edge gral, 
random widths, free from sap, no shingle nar: 
rower than 4 inches; if packed by the thousane 
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must count 18 courses at each end of the bunch; 
7 bunches to the thousand; bunches must 
measure 9 inches across the butts when green, 
or 834 inches when dry. If packed by the 
square, must count 14 courses at each end of 
the bunch; 4 bunches to the square or 9 bunches 
to the thousand. Bunches must measure 7 
inches across the butts when green, or 6% in- 
ches when dry. 

Grays Harbor brand perfection call for shing- 
jes 18 inches long, 5 butts to 214 inches; 
XXXXX, premium clears, extra clears or com- 
mon clears, each 16 inches long, 5 butts to 2 
inches. 

There are no thin shingles at any of the five 
mills. All 6/2 stock has gone into the discard. 


Manager Is Noted Shingle Distributer 


‘«Ted’? Connor has been on the Coast so long 
that he has become a definite part of the cedar 
and fir industry. Yet it is of record that he 
began life at Big Rapids, Mich., where he 
worked his way through school, and then en 
tered his business career as a stenographer in 
the lumber office of Wixon & Bronson, at Rhine- 
lander, Wis. After he came to the Coast, he 
advanced to the position of senior partner of 
Connor & Bailey, Everett, which through his 
efforts became noted as ‘‘the Home of Red.’’ 
For a little more than a year, Mr. Connor was 
an owner in the Day Lumber Co., at Big Lake, 
Wash., first as treasurer and sales manager, 
and later as president of the company. 

J. Frank Jones, formerly of the Klipsun 
Lumber Co., Seattle, is associated with Mr. Con- 
nor in the Grays Harbor Sales Corporation, 
under the title of assistant sales manager. 


Coast Fir Mills Curtail Output 


SeattLe, Wasu., Jan. 31.—Curtailment of 
production by fir mills is in process in all parts 
of the west Coast territory, from the Columbia 
tiver to British Columbia. <A considerable 
number of operations, acting on their own 
initiative, have run only five days during the 
present week. A prominent operator remarked 
today that next week he would still further cut 
down his output by running only four days, 
and that if by the end of another week the 
market did not improve he would plan to run 
only three days; and, finally, if conditions did 
not warrant increased production by that time, 
he would shut down altogether. Practically all 
double shifts have been abandoned, The fir 
log market is soft, with concessions here and 
there on price schedules announced at opening 
of 1925. The fir market is weak. 


Sagaaaeanaae 


Plan to Erect Sawmill 


VANcoUuvER, B. C., Jan. 31.—Following an- 
nouncement a week ago of the largest single 
timber deal consummated in a long period, in 
this province, when the Bloedel, Stewart & 
Welch Corporation beeame the owner of the 
McLaren timber limits at Campbell River on 
Vancouver Island, principals of the big eom- 
pany have issued a statement that it is the 
plan to erect a large sawmill. 

The Bloedel, Stewart & Welch Corporation 
last year bought the Shull shingle mill on the 
north arm of the Fraser River, one of the 
largest shingle plants in the Province. This is 
now being operated, and at present the output 
is being shipped to Bellingham where the Bloe- 
del Donovan L umber Mills. plant is located. The 
company purchased with the Shull mill a site 
of ninety acres with half a mile of water front. 
On this site the proposed sawmill is to be built 
'o cut the timber from the Campbell River 
holdings just acquired. 

In stating the present plans of the company, 
Gen. J. W. Stewart, who with J. H. Bloedel, 
completed the purchase from the McLaren in- 
terests, said; ‘*We have not yet decided at 


What point the mill will be located on our 
property, ? 


Probably 400 men will be given steady em- 
ployment when the plant is erected. It is 
the intention of the Bloedel, 


Stewart & Welch 


Corporation to complete its logging operation 
at Myrtle Point as soon as possible. The equip- 
ment will be moved to Campbell River and 
operations begun on that area. ‘‘The first oper- 
ation at the new holding is to construct a rail- 
road,’’ said Gen. Stewart. ‘‘We will use as 
much of the plant equipment from Myrtle Point 
as possible. It will take twenty years, we esti- 
mate, to log off the timber at Campbell River. 
Several hundred men will be employed and the 
operation will be on a large scale.’’ 


(‘ag@mm@ananan: 


Make Auto Trip to Southern Mills 


Pana, Iuu., Feb. 2—Representatives of the 
O. H. Paddock Lumber Co. have returned from 
an automobile trip South during which a number 
of mills were visited. This trip was made under 
the direction of R. T. Paddock, president of the 
company, and was for the purpose of making 
a personal inspection of manufacturing condi- 
tions in the South and sizing up stocks with a 
view to making purchases for the nine retail 
yards operated in Illinois by this company. The 
trip was made in two automobiles and in dis- 
cussing the trip Mr. Paddock says they found 
they could go to almost any place in the South 
on all made roads except about eighteen miles 
in Missouri. From Pana to Cairo the party 
found pavement all the way. The river was 
crossed at Cairo by ferry to the Missouri side 
and the trip to Memphis was made on the west 
side of the river. It was in this 200-mile strip 
that eighteen miles of dirt road was eneoun 
tered, but it was not in bad shape. The rest of 
the distance to Memphis was all on made roads, 
partly gravel and partly pavement. From 
Memphis to almost any point in Mississippi, 
Louisiana, northern Florida and southern Ala- 
bama the journey can be made over gravel and 
pavement twelve months in the year. Mr. Pad- 
dock says that the mills they visited were all in 
full operation but they found stocks on mill 
yards low. The feeling among practically all 
of the sales managers was optimistic, all of 
them beleving there will be a firm market and 
that southern pine will not go below its present 
price for some time to come. Mr. Paddock says, 
““We had a very pleasant trip and can recom- 
mend the automobile method of traveling to any- 
one wishing to visit the mills in Mississippi, 
Louisiana, or parts of Alabama.’ 


New Wholesale Concern Organized 


LINCOLN, NEB., Feb. 2.—-Announcement has 
been made of the organization of the Capitol 
Lumber Co, in this city, under the direction and 
management of J. L. Vifquain, commonly known 
us ‘*Joe.’?? The new firm will sell to retail 
dealers in Nebraska quality lumber of all kinds, 
on a wholesale or a commission basis. Mr. Vif- 
quain has been in the lumber business in this 
city for several years, having been connected 
with the Dierks-Drumm Lumber Co. and the 
H. & W. Lumber & Supply Co., and has a host 
of friends among the lumbermen in this terri- 
tory who will be glad to learn of his new 
venture. 


ie . . 
Buy Fir Logging Operation 

PORTLAND, Orek., Jan. 31.—Peter Connacher, 
for twenty years manager of the production end 
of the Weyerhaeuser logging interests at Yac- 
olt, Wash., today announced the purchase of 
the plant and equipment of the Beaver Creek 
Logging Co., in the Vernonia district, Columbia 
county, Oregon, and a tract of timber, in the 
same county, on the line of the United Rail- 
ways, containing approximately 300,000,000 
feet of red and yellow fir. The transaction is 
said to involve in the neighborhood of $1,500,000. 

Associated with Mr. Connacher, who resides 
in Portland, are Corwin S. Shank, Seattle capi- 
talist, and Neils Troland, logging operator, 
Portland, who will have charge of the opera- 
tions. It is expected that the new concern’s out- 
put will reach from 60,000,000 to 80,000,000 
feet annually, cleaning up the tract within ‘five 
years. 








FALK 


Herringbone 





Gear 
Units 


afford the most efficient 
means of transmitting 
power from the motor to 
the driven machinery 
which it is possible to 
attain. 


They deliver all the 
power they receive 
smoothly, silently and 
without vibration, and 
cut power losses to an 
absolute minimum. 


You can buy Falk Her- 


ringbone Gear Units for 
nothing with the saving 
in cost of Power House 
equipment required to 
overcome useless fric- 
tion found in less efh- 
cient speed reducers. 


The Falk Corporation 
MILWAUKEE 


Representatives 


W. O. BEYER, 1007 Park Bldg., Pittsburgh, Pa. 
M. P. FILLINGHAM, 50 Church St., New York 
City. 


BP. OC. MYERS, Rialto Bldg., San Francisco, Calif. 
oO. on ——— Real Est. Exch. Bidg., Detroit, 


oaunen IRON WORKS, Wilkes-Barre, Pa. 

GENERAL MACHINERY CO., Brown Marx 
Bldg., Birmingham, Ala. 

MINE & SMELTER SUPPLY OO., Denver, Salt 
Lake City and El Paso. 


ENGINEERING EQUIPMENT ©O., LTD., 858 
Beaver Hall Square, Montreal, Quebeo, Oanada. 
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West Penn Lumber Co. 


Wholesale Lumber 





WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 





PITTSBURGH, PA. 




















White P ine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALSO | Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh, Pa. New York, N. Y. 











North Carolina Pine and 
West Virginia Hardwood 





CASING 
Kiln Dried, Well Manu- : 
factured, High Grade. BASE AND 
Capacity, 250,000 Feet MOULDINGS 
cites Mixed Cars Our Specialty. 











WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 











B. W. Cross Lumber Co. 
301 Oliver Building, PITTSBURGH, PA. 
WHITE PINE, YELLOW PINE, 
HEMLOCK and FIR 











MOTELS ©... 
HOTEL BENSON 


Portland, Ore. 


E_helieve 
that there is 
no other hotel in 











pe ‘¥. the entire United 
Ft 45° States more hand- 
iat i g : somely furnished or 
mi a4 4 that offers more to 
5 - £ <3 the traveler. 
a3 8 ~ 
Keller and Boyd 
Owners and 
Operators 











HANDY BOOKS For LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 


LUMBER TRANSPORTATION 


Heaviest Freight Loadings of Season 


WASHINGTON, D. C., Feb. 4.—Unprecedented 
loading of revenue freight continues for this sea- 
son, according to reports filed today by the car- 
riers. The total for the week of Jan. 24, was 
924,254 cars. ‘This was an increase of 32,773 
cars over the corresponding week in 1924 and 
54,790 cars above that week in 1923. Compared 
with the immediately preceding week, however, it 
was a decrease of 7,896 cars, the only increases 
over the week before being in the total loading 
of grain and grain products, forest products and 
merchandise and less than carload lot freight. 

Grain and grain products loading amounted to 
53,724 cars, an increase of 2,115 cars above the 
week before and 5,034 cars above the same week 
in 1924 as well as an increase of 6,929 cars over 
two years ago. In the western districts alone, 
grain and grain products loading totaled 36,509 
ears, an increase of 3,303 cars over the corre- 
sponding week last year. 

Forest products loading totaled 74,314 cars, 
873 cars above the week before and 1,259 cars 
above last year. Compared with the correspond- 
ing week two years ago, it also was an increase of 
4,837 cars. 

Loading of merchandise and less than carload 
lot freight totaled 239,064 cars, 3,669 cars above 
the week before and 13,416 cars above the same 
week last year. It also was 27,248 cars above 
the same week in 1923. Miscellaneous freight 
loading for the week of Jan. 24 amounted to 299,- 
253 cars, 1,775 cars below the week before but 
16,257 cars above the same week last year. It 
also was an increase of 12,983 cars above the same 
week two years ago. 

Coal loading totaled 201,299 cars, a decrease 
of 6,784 cars under the preceding week and 3,167 
cars below the same week last year but 6,847 cars 
above two years ago. Live stock loading for the 
week totaled 33,011 cars, a decrease of 5,448 cars 
under the week before and 2,688 cars under the 
corresponding week last year as well as 1,963 cars 
below the corresponding week in 19238. 

Coke loading totaled 13,381 cars, 309 cars under 
the preceding week, but 914 cars above the corre- 
sponding period in 1924. Compared with the same 
period in 19238, it was, however, a decrease of 
1,116 cars. Ore loading totaled 10,278 cars, 237 
cars under the week before but 1,748 cars above 
last year. It was, however, 975 cars below the 
same week two years ago. 











Extends Fourth Section Authority 


WASHINGTON, D. C., Feb. 2.—Division 2, Inter- 
state Commerce Commission, today extended until 
July 1 authority granted in Fourth Section Order 
No. 8577, covering forest products and sugar to 
points on and beyond the Kansas City, Mexico & 
Orient Lines, 


Commission Awards Reparations 


WASHINGTON, D. C., Feb. 2.—The Knox Box & 
Lumber Co., as the result of a decision by Divi- 
sion 3, Interstate Commerce Commission, will be 
awarded reparation on logs shipped to Black 
Creek, Wis., during Federal control. The amount 
will be determined by Rule V, and be based on 
a rate of 6 cents from Goodrich and Whittlesey, 
7.5 cents from Rib Lake, and 8.5 cents from Park 
Falls. 

A similar decision was handed down in Docket 
No. 15106—Pendleton Gilkey et al. vs. Director 
General as agent Canadian Northern et al. Divi- 
sion 3 finds that rates on poles and posts during 
Federal control from points in Minnesota to 
destinations in Minnesota, Iowa, Illinois, North 
Dakota, South Dakota and Montana were applic- 
able on some shipments and inapplicable on others. 


Rate Reductions on Southern Pine 


New Or-eEANS, La., Feb. 2.—The Southern Pine 
Association announces that the Interstate Com- 
merce Commission has authorized reductions in 
freight rates effective Jan. 26, on southern pine 
lumber and timber from points of origin in the 
southwestern territory to destination points in 
Kansas, Colorado, Nebraska and Missouri, which 
reductions were granted by most of the south- 
western railroads voluntarily as a result of negotia- 
tions between the carriers and the pine associa- 
tion’s traffic department and_ transportation 
committee. 

The rate reductions to the various points aver- 
ige about 4 cents a hundred pounds and are 
eifective to numerous points in Kansas and a 





considerable number of points in Colorado, Ne. 
braska, and Missouri. All of the trunk line 
railways in the Southwestern territory, excepting 
the Southern Pacific, Texas & Pacific, Louisiang 
& Arkansas and Louisiana Railway & Navigation 
Co., have consented to put the reductions into 
effect and negotiations are in progress between the 
association and the carriers that have not as yet 
made the reductions to secure their participation 
in the rate decreases granted by the large ma. 
jority of the southwestern lines. 


Announces Changes in Rates 


MEMPHIS, TENN., Feb. 3.—J. H. Townshend, 
secretary-manager of the Southern Hardwood Traf. 
fic Association, announces an extension in rates 
on lumber from points on the New Orleans & 
Northeastern Railroad to eastern territory to apply 
via the Louisville gateway, effective March 12, 
1925. This will open up an additional route for 
shippers and will be of benefit to those desiring 
to kiln dry lumber at Louisville, Ky. 

Announcement is made by the Southern Hard- 
wood Traffic Association of the publication of re- 
duced rates on lumber from Knoxville, Tenn., and 
other points on the Louisville & Nashville Raj). 
road to Canadian points taking the Montreal rates, 
The basis for Knoxville is 434% cents per 100 
pounds. 


Suspends Valley to Virginia’s Tariff 

WASHINGTON, D. C., Feb. 2.—The Interstate 
Commerce Commission today entered an order in 
I. & 8S. Docket No. 2330, suspending under June 2 
certain schedules in Supplement No. 12 to Agent 
I’. L. Speiden’s tariff I. C. C. No. 754, which pro- 
pose changes in carlot rates from Mississippi Va)l- 
ley points in Alabama, Louisana and Mississippi 
to destinations on the Norfolk & Western (Front 
Royal, Va., to Shenandoah Junction, W. Va., in- 
clusive), and to destinations on the Southern 
Railway (Rixlew to Harrisburg, Va., inclusive). 
The changes would result in both increases and 
decreases. Some proposed increases run as high 
as 6% cents a hundred pounds, 


NOTES FROM WASHINGTON | 


Treasury to Decide on Buildings 


The House Monday passed the $150,000,000 
public building bill, which carries authorization 
for ereeting additional public buildings in 
Washington costing $50,000,000 over a period of 
years to relieve the Government housing situa- 
tion here, and eliminate large rentals. The re- 
maining $100,000,000 covers public buildings 
throughout the country, the Treasury Depart- 
ment to determine where these buildings are to 
be erected. For many years the supervising 
architect of the Treasury has advocated this 
solution of the public building problem, but it 
required years to convince Congress. The Senate 
is expected to pass the bill. 


Bamana mm mas 


No 1925 Increase in Grazing Fees 


The grazing fees for sheep and cattle on the 
National forests of the West, which involve 
some 9,000,000 head of livestock, will not be 
increased during 1925 and 1926, according to 
Secretary of Agriculture Gore. Five-year per 
mits expired with the 1924 season. The pro 
posed plan is to issue 10-year permits. Only 
25 percent of any increase will be put into 
effect in any one year after 1926. 











Farm Corporations Heavily Taxed 


According to an analysis of tax statistics by 
economists of the Department of Agriculture, 
86 percent of the profits of agricultural corpor 
ations and allied industries in 1922 was pale 
out for local, State and Federal taxes. This 
tax, it is pointed out, was higher than that 
levied on any other type of corporate enterprise. 
Local and State taxes alone took 65 percent 0 
the profits of agricultural corporations, which 
was a higher percentage than all taxes com 
bined on the profits of other corporations. The 
department’s statement is based on income Te 
ports from 9,092 corporations engaged in agt 
culture and kindred lines. Of this number, 
7,747 were farm corporations, over half 0 
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which reported an actual deficit. It is believed 
that property taxes were an important factor 
in bringing about the losses. 


Protest Canadian Pulp Embargo 


The National Publishers’ Association has 
submitted to the Senate foreign relations com- 
mittee a formal protest against the threatened 
embargo on shipments of Canadian pulpwood 
to this country. ‘‘The Canadian manufacturers 
are trying to force the American operators to 

move their mills into Canada,’’ the protest says, 
‘¢where the wood would be transformed into pulp 
for the paper mills here. The next step would be 
to embargo pulp, thus forcing Americans to 
make their paper in Dominion territory and 
under the domination of the Canadian paper 
industry.’’ Available statistics, it is claimed, 
prove that the maximum quantity of pulpwood 
which could possibly be exported bears no re- 
lationship to a forest conservation policy. 


Can Inspect Bank Records for Tax 


The Supreme Court Monday affirmed the deci- 
sion of the United States District Court of 
Alabama in the First National Bank of Mobile 
case, holding that bank records are open to 
inspection by Federal agents in connection with 
the assessment of income taxes. 


Trucks idee Faster Than Cars 


According to Perey Owen, chief of the auto- 
motive division of the Department of Com- 
merce, the world in 1924 spent $3,360,000,000 
for new motor vehicles. An increase of 2,- 
750,000 in passenger cars, and about 550,000 
in trucks during 1924 reveals that registration 
of trucks showed a 23 percent increase, and 
passenger cars, 17 percent. The United States 
now has 84 percent of all the passenger cars, 
74 percent of all trucks, and 11 percent of all 
motor cycles in the world. On Jan. 1 there 
were in operation in all countries 18,615,000 
passenger cars, 2,892,000 trucks and 1,262,000 
motorcycles. 

Saaeaaeaaaaanaea 


Advises Against Increased Acreages 


The general outlook for American agriculture 
is fairly encouraging this year as compared 
with recent years, although there may be a 
slackening in domestic demand for farm products 
next winter, says the annual outlook report of 
the Department of Agriculture. The department 
advises the producers of the major farm prod- 
ucts, such as cotton and wheat, to follow about 
the same program of production as last year. 
Increased acreages are declared not to be ad- 
visable this year. 


(‘Sag aaaaaaaem: 


Honduran Mahogany Shipments Gain 


WASHINGTON, D. C., Feb. 2.—Consul William 
W. Early, Belize, British Honduras, reports that 
complete returns for 1924 will show that ma- 
hogany has regained its place at the head of 
the list of commodities exported from that 
country, which it had held from the early days 
of the colony until a few years ago, when chicle 
took first place in point of value. The quantity 
of mahos gany and cedar logs exported during 
1924 will exceed 14,000,000 feet, and a little 
more than 12,000,000 feet went to the United 
States. The quantity in 1923 was just under 
10,000,000 feet. In 1923 the divs season held 
up transportation to the ports, while 
year enabled contractors to get the logs out. 
The outlook for the exportation of an equal 
quantity of wood this year is bright. The 
British Honduran lumber industry is largely 
financed by American capital. 


floods Jast 


Finnish Lumbermen Meet Success 


WASHINGTON, D. C., Feb. 2.—Assistant Trade 
Commissioner mil Kekich, Helsingfors, reports 
to the Department of Commerce that during 
the eleven months ended with November, Fin- 
nish lumber exports totaled 928,000 sts nds irds, 
oF 1,837,440,000 board feet, and that the figures 
Tor the twelve months of last year will show 


Finland shipped the largest quantity of lumber 


in its history, considerably eclipsing pre-war 
records. Stocks on hand during the winter 


promise not to exe seed 148,500,000 feet, consid- 
erably less than a year ago. 


By the middle of 
Deeember advance sales for 1925 delivery had 
totaled 267,300,000 feet. There was a tendency 
in December toward increased prices. 


Premier Wisconsin Pine Is Cut 


WABENO, WIs., Feb. 2.—After a reprieve of 
nearly half a century from its original sentence 
to the woodsman’s ax, the premier white pine 
tree of Forest County has at last been reduced 
to logs, the ‘‘operation’’ taking place a few 
days ago. 

So distinctively in a class apart was this 
massive, overtopping pine about 1880 that a 
logging crew operating 
in this section, after 
actually starting the 
notch to fell it, aban- 
doned their design when 
investigation revealed 
that logs of such mam- 
mouth size would not 
pass through the gates 





S. D. Switzer (at right), 
manager of the G. W. 
Jones Lumber Co., in- 
specting the tree; his 
brother, W. E. Switzer, 
at left. 





of the dams enroute to 
its destination. 

Pat McHugh, old time 
lumberjack of Laona, 
was present at this 
event. He states that, 
to the best of his recol- 

“a 4 lection, this happened 

forty-five years ago. 
The logging was being done for Henry Sherry, 
lumberman of Neenah, and Arehie Sheppard 
was the axman who started to notch the tree. 

This tree, which takes high rank among the 
largest pines that ever graced the forests of 
Wisconsin, was cut on section 12, range 34, 
township 15, about eight miles northwest of 
Wabeno. It stood seven feet on the stump and 
yielded a total scale by the Doyle rule of 8,968 
feet. The top of the butt log, 16 feet long, 
measured 51 inches. So beautifully symmetrical 
was the trunk that a second 16-foot log at its 
top measured only one ineh less, and the third 
log, of equal Jength, measured only an inch 
less than the second. Altogether the tree yielded 
five 16-foot logs and one 14-foot. The top log 
measured 32 inches, due to the fact that the 
tree had been broken off by a terrific wind 
which antedates the memory of the oldest loggers 
in this section. 

To Fred Colburn, veteran logger for the G. W. 
Jones Lumber Co. of Wabeno, goes the honor 
of logging this, the most conspicuous pine, from 
the point of view of size, that remained in this 
territory. And Mr. 
enough, that the handling of it involved less 
trouble than is experienced with the large hard- 
It has been delivered to the landing 
at Laona for shipment. As the G. W. Jones 
mill here is not equipped to eut logs of this 
size, S. D. Switzer, vice president and general 
manager, states that they will be disposed of to 
some mill capable of cutting them up. 

Impressed by the fact of its great age and size 
and its uniqueness as a memorial of the dwind 
ling forests of this State, the citizens of Wa 
beno have Jaunched 2 movement to have the butt 
log preserved, The plan is to set if up in a 
conspicuous place in the village on a conerete 
foundation over which a roof would be placed 
to protect it from the weather. Attached to it 
would be a bronze tablet giving the pertinent 
facts of its size and scale. A committee of rep- 
resentative citizens has been appointed to con- 
sult with Mr. Switzer of the Jones company on 
the feasibility of the plan. 





Colburn comments, oddly 


wood logs. 





Do You 
Gamble? 


It’s somewhat of a gamble to sell on 
credit to the lumber buying trade with- 
out having the facts which this special 
credit service affords. 


Notice of changes twice a week keeps 
you constantly posted. 
Write today for rates and pamhlet No. 49-S 


We Specialize on lumber collections. 


LumBermen’s Crepit AssociaTION 
Suite 1746-68—608 So. Dearborn Street 
CHICAGO, ILLINOIS 
Eastern Headquarters, 157 East 44th St., New York City 

















Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one— 
your credit loss. That you can only guess 

at. And how often you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve months 
is determined in advance and nothing can 
increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders, 


The American Credit-Indemnity Co. 


OF NEW YORK 
511 Locust St. 











1045Ill. Mer.Bank Bld. 80 Maiden Lane 
_ St. Louis, Mo. — Chicago, HL New York, N. Y. 
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ROBE RT W. HUNT CO. 


INSPECTING ENGINEERS 
Independent Unprejudiced Inspection of 
LUMBER - PILING - TIES 
TREATED MATERIALS 


New and Used Rail and Equipment 


NEW ORLEANS, LA. JACKSONVILLE, FLA, 
Carondelet Bldg. Clarke Bldg. 


Gen’! Office—2200 Insurance Exchange, CHICAGO 
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Timber Estimates Logging Maps 


Drolet & Steenson 


General Forest Engineering Service 
for 
Timber Owners, Lumbermen & Bankers 


108 So. LaSalle St., CHICAGO 











elephone State 7631 
Southern Office, - - - Tu 1S¢ aloosa, Alabama 











GILBERT NELSON & CO. 


Public Accountants 
600-60! LuMBER EXCHANGE BUILDING 


CHICAGO 


TELEPHONE RANDOLPH 7777 








? CRUISING 
CONTOUR MAPPING 
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“Hardwoods! 


SOFT MAPLE 


2 cars 4/4” Ist & 2nds 
cars 4/4” No. | Com. & Btr. 
cars 4/4” No. | Com. & Sel. 


BASSWOOD 


ears 4/4” Ist & 2nds 
cars 4/4” No. | Com. & Sel. 
cars 4/4” No. 2 Common 


cars 5/4” Ist & 2nds 

cars 5/4” No. | Com. & Btr. 
cars 5/4” No. 1 Com. & Sel. 
cars 5/4” No. 2 Com. & Btr. 
cars 5/4” No. 2 Common 


cars 6/4” Ist & 2nds 

cars 6/4” No. | Com, & Btr. 
cars 6/4” No. | Com. & Sel. 
cars 6/4” No. 2 Common 


The Adams-Thom 
wwis’’ Lumber Co. 





ao 


Jean LaRue says: 
**She’s dam’ good 
maz:s to deal wid!*’ 


WHANH SObBwny Non 











JACKSON & TINDLE, Inc. 


MANUFACTURERS 
Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 


Maple, Elm, Birch, Beech, 
Basswood,Hemlock, Pine, 
Spruce, Cedar Shingles 


Main Office, BUFFALO, N. Y. 


Sales Office : 605 Murray Bldg,, Grand Rapids, Mich. 


Kindly address all inquiries care Dept. 7 
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Remember 


Mershon, Eddy, Parker Company 
SAGINAW MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 

Western White Pine and Idaho White 


Pine for direct shipment from Idaho. 
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VON PLATEN -FOX COPANY 


Iron Mountain, Michigan 
Manufacturers of 17 different species 


of Northern Hardwoods 
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That First Impression 


So Much Depends 
On It 


Hand your pros- 
pect, a, Wiggins 
card and you 
produce a first 












OTEEL COMPANY 


impression 

é ’ 
that com- PITTSBURON. PA 

nands re- €.K. HARRIS P1OHER BUILOING 
mands re SALES Acene CHICAGO 
spectful at- . ; " 
tention. pater on eat “ ; ‘ 


Wiggins Peerless Patent Book-Form Cards 
engraved with such skill and care that eachcard carries with it the 
distinction of supreme quality. 

Ask for tab of specimens, detach the card one by one and 
observe their clean-cut edges, and the protection afforded by 
their being encased in convenient book-form style. Samples free 
on request. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers 
1108 South Wabash Avenue, 


Die Embossers 
CHICAGO 














HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 


Recent Hoo-Hoo Happenings 


Big Concatenation at Milwaukee 

MILWAUKEE, WIs., Feb. 2.—One of the big- 
gest Hoo-Hoo concatenations of the middle West 
will be staged by the recently organized Mil- 
waukee Hoo-Hoo Club, No. 35, on Wednesday 
evening, Feb. 11, in connection with the thirty- 
fifth annual convention of the Wisconsin Retail 
Lumbermen’s Association. Just how many un- 
suspecting kittens will be initiated into the mys- 
teries of the lumbermen’s organization is not 
known hut all indications are that the class 
will be a record one. The concatenation will be 
held at the Hotel Pfister and will be preceded 
by a dinner which is open to all lumbermen in 
attendance at the retailers’ convention. The cere- 
monial will be supervised by E, A. Khlert, Vice 
gerent Snark for Wisconsin, who will be assisted 
in the work by a member of the Supreme Nine. 


Club Discusses Fir Importations 

Houston, Tex., Feb. 3.—The Houston ship 
channel will be used more extensively in the 
future for the importation of fir from the 
west Coast, Fred Peck, of the Vaughan Lumber 
Co., said last Friday at the luncheon of the 
Houston Hoo-Hoo Club. The Vaughan Lumber 
Co. recently acquired a tract of land near the 
ship channel for the importation of west Coast 
products. 

Old growth fir is so near a substitute for yellow 
pine that one can hardly tell the difference, Mr. 
Peck said. It will not be a great while until all 
retail lumber dealers in Houston will find it neces- 
sary to handle fir on a larger seale. If Houston 
Jumbermen but knew the amount of fir and other 
west Coast products shipped into the port of 
HTouston during 1924 they would be surprised. 

A. C. Ford, of the Palmetto Lumber Co. and 
the Oakhurst Lumber Co., discussed briefly the 
evolution of the lumber industry from the lum- 
berman’s viewpoint. ‘The hardships which 
Jumbermen were put to a quarter of a century 
ago in Texas developed some of the finest char- 
acters in the State,’’ he said. 

A question box was conducted by the Hoo- 
Hoo. James M. Rockwell presided. He will be 
chairman of the program committee for the 
meeting two weeks hence, it was announced. 

The club failed to go on record, as one mem- 
ber suggested, against the sale by Houston re- 
tailers of 6/2 shingles. It was coneeded that 
the public is demanding a better grade of 
shingles than formerly. 


Indianapolis to Organize Club 


INDIANAPOLIS, IND., Feb. 3.—W. H. Bultman, 
Vicegerent for the Indianapolis district of Hoo- 
Hoo will attend the Hoo-Hoo club meeting at 
I*t. Wayne next week, ostensibly to secure point- 
ers to aid in the organization of an Indianapolis 
Hoo-Hoo club. Mr. Bultman was named Vice- 
gerent shortly before the Indiana convention 
and plans to have a Hoo-Hoo club in full opera- 
tion before the end of the present month. G. W. 
Ziegler, of South Bend, State counselor of 
Hoo-Hoo, conferred here Jan. 31 with Mr. Bult- 
man concerning the organization of the new 
club. 


Spokane Hoo-Hoo Aid Charity 


SPOKANE, WAsH., Jan. 31.—At the Com- 
munity Chest day meeting this week of the local 
Hoo-Hoo club more than half of the $12,000 
quota set for the lumbermen in the drive to aid 
charitable and educational institutions here was 
secured. Charles Hebberd, speaking briefly for 
the ‘Committee of 21’? directing the Commun- 
ity Chest activity, outlined the plan and pur- 
poses of the work. 

Henry Klopp, president of the White Pine 
Sash Co., then took the floor as colonel of the 
lumbermen’s division of the Community Chest 
army. He unfolded a chart showing what the 
leading lumbermen are expected to give. 

Yesterday’s luncheon was notable for the 
first appearance of the Hoo-Hoo Glee Club under 
the direction of Horace L. Masterson with Cyril 
Mee at the piano. 

Forest fire prevention week has been set for 


the week of April 19 to 25, and Spokane ae. 
tivities this year will be under the special aus. 
pices of the Spokane Hoo-Hoo Club, according 
to a decision of the executive committee this 
noon. This is at the request of Fred Morrell, 
United States district forester at Missoula, and 
will be in codperation with the Forest Service 
which will detail one or two men here for that 
week and for some time previous, in prepara- 
tion for it. Roy R. Myers of the Myers-Noth 
Lumber Co., has been appointed chairman for 
the week with authority to select his own com- 
mitteemen and other assistants. 


Twin City Hoo-Hoo Plan Surprise 


MINNEAPOLIS, MINN., Feb. 3.—Members of 
the Twin City Hoo-Hoo Club have been invited 
to a surprise luncheon at the next regular semi- 
monthly gathering of the organization here, 
Walter Vawter, chairman of the club’s program 
committee, is reticent and declines to announce 
the details for the program. The event, accord- 
ing to friends who are on the inside, is to be in 
the nature of a burlesque on Miami. 

Members of the local organization Thursday 
night heard the speakers at the annual banquet 
of the Western Retail Lumbermen’s Association 
at Winnipeg by radio. Speakers and enter- 
tainers at the Winnipeg Hoo-Hoo Club also 
were heard. 


Credit Man on Business Optimism 

SEATTLE, WAsSH., Jan. 31.—There was an at- 
tendance of about a hundred at the fifth 
luncheon of the Hoo-Hoo Club of Seattle, Thurs- 
day, President Alvin Schwager of the Nettleton 
Lumber Co. in the chair. A musical program 
of exceptional merit was given under the direc- 
tion of Dan V. O’Brien of the Lloyd Hillman 
Lumber Co. A. B. Wastell of San Francisco 
made an eloquent three-minute talk, during 
which he expressed the greeting of Hoo-Hoo 
Club No. 9 of San Francisco. An address on 
‘¢Business Optimism,’’ was delivered by G. E. 
Gunung, secretary of the Seattle Credit Men’s 
Association, in which he brought out the point 
that profit was more important than volume on 
a vanishing margin. 

Visitors present were: W. J. Schusler, Cana- 
dian Lumber Yards (Ltd.), Moosejaw, Sask.; 
Robert G. Wright, Coale-Fraser Lumber Co., 
Tacoma; R. W. Martin, sales manager Booth- 
Kelly Lumber Co., Eugene, Ore.; William M. 
McCormick, Niles Bement Pond Co., New York; 
R. A. MeGrath, H. W. Kanouse Lumber Co., 
Detroit, Mich.; Karl J. Schmaelzle, Chicago. 

M. D. Haire of Wickes Bros., chairman of 
the fraternal committee, announced that E. L. 
Foster, a member of his committee, was absent 
on account of the birth of a daughter, weight 
seven and one-half pounds. Mr. Foster is con- 
nected with the Acme Box Co. 


Hoo-Hoo Notes from Headquarters 


Sr. Louis, Mo., Feb. 3.—William A. Allen, 
lawyer and income tax expert, addressed the St. 
Louis Hoo-Hoo Club at its luncheon Jan. 28 
held at the City Club. J. A. Anderson, of the 
Gideon-Anderson Co., presided at the meeting. 
Sidney May, of the Sidney S. May Lumber Co., 
received a vote of thanks for securing the ad- 
dress of Mr. Allen, who presented some very 
interesting information on the operation of the 
income tax law. 

Word has been received at Hoo-Hoo head- 
quarters here of a concatenation to be held 
March 5 by the Hoo-Hoo of the New York City 
district. The concat will be in charge of Vice: 
gerent Snark T. M. Ralston, sales manager 0- 
the Indiana Flooring Co. 


WISCONSIN had 104 establishments primarily 
engaged in the manufacture of furniture, 1 
eluding store and office fixtures, aceording to 
the 1923 census figures just announced by the 
Federal Government, Department of Commerce. 
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NECROLOGICAL RECORD OF ‘THE WEEK 








ALEX THOMPSON, president of the Thomp- 
son & Tucker Lumber Co., of New Willard, Tex., 
which for many years was one of the largest 
operators in Texas, and president of the Foster- 
Buhman Lumber Co., of Houston, Tex., large 
wholesale and commission concern, died at his 
home in Houston, Monday, Feb. 2, at the age 
of 42. Mr._Thompson had been ill only about 
a4 week. Funeral services, held on Tuesday, 
were attended by a number of prominent Texas 
lumbermen, among whom Mr. Thompson was 
well known and highly regarded. Alex Thomp- 
son Was a member of the family popularly 
known in east Texas as “The Lumber Thomp- 
sons.’ He was the son of John Martin Thomp- 
son, pioneer lumberman of that region who be- 
gan operations at Kilgore in the middle ’40s. An 
uncle, three brothers and a step brother of Alex 
Thompson were all in the lumber business in 
east Texas, and the third generation is follow- 
ing the same line today. Mr. Thompson was 
vice president of Thompson Bros., of Houston, 
an official of the Longleaf Lumber Co. and 
neaded a string of banks in east Texas, besides 
having numerous other interests in business and 
financial enterprises. He is survived by three 
prothers, J. Lewis Thompson, prominent lum- 
berman and banker of Houston; Hoxie H. 
Thompson and L. N. Thompson, equally well 
known in the Texas trade; a _ step-brother, 
James Allen Thompson, head of J. A. Thompson 
& Sons, of Taylor, Tex.; and two sisters, Mrs. 
J. C. Kelly, of Waco, and Mrs. Saunders Gregg, 
of Ranger. 





EDWARD SCOFIELD, twice governor. of 
Wisconsin, a veteran of the Civil War, and at 
one time one of the most prominent lumbermen 
of the middle, West, died at his home in Oconto, 
Wis., Tuesday morning, Feb. 3, at the age of 
83. after a protracted illness. Mr. Scofield had 
been in serious condition for two years or more, 
but so strong was his will to live that he fought 
back to a fair state of health which continued 
until last summer when he grew steadily worse. 
Maj. Scofield was a native of Pennsylvania. He 
made a briliant record during the Civil War and 
was cited for bravery. Following the war he 
moved to Wisconsin where he worked for ten 
vears as superintendent of an Oconto sawmill. 
He then engaged in the lumber business for him- 
self at that place. Later on he formed the 
Seofield & Arnold Co., of Marinette, in which 
his son, George, was associated with him. He 
was elected to the legislature in 1886 and as 
governor in 1896, serving two terms. He was 
elected the first time by the largest majority 
ever given by the State up to that time. He 
had lived in Oconto since retirment from politics. 





GEORGE W. HOPKINS, 81 years of age, one 
of the pioneers of Melbourne, Fla., and owner 
of upwards of 100,000 acres of timber and agri- 
cultural lands west of Melbourne, was claimed 
by death at 2 o’clock Wednesday morning, Jan. 
21, following a lingering illness of two years. 
Mr. Hopkins was president of the Union Cypress 
Co, at Hopkins, a suburb of Melbourne, which 
was named for Mr. Hopkins when established 
about ten years ago. The Union Cypress Co. 
has one of the largest lumber mills in the state. 
Mr. Hopkins also operated the railway which 
runs between Hopkins and Deer Park. 3efore 
going to Melbourne Mr. Hopkins was an exten- 
sive fruit grower in Michigan and for a time he 
operated a line of boats on Lake Michigan. His 
former home was at Bear Lake, Michigan. Sur- 
viving are his widow, a son, Arlie Hopkins, who 
1S a member of the legislature in Michigan, 
having served a number of terms, and two 
daughters, Mrs. W. H. Kempfer and Mrs. C. C. 
Burgess, both of Melbourne. 

FRED S. MORSE, of the Stevens-Eaton Lum- 
ber Co., New York, N. Y., died at his home in 
Mamaroneck, N. Y., on Jan. 31, after a long ill- 
hess of typhoid fever. Shortly before his death 
Mr. Morse was reportcd much improved and his 
many friends were given assurances that he was 
on the way to recovery. Unfortunately he suf- 
fered a relapse and the end came quickly. Mr. 
Morse was well known in the lumber trade of the 
Metropolitan district. He was 58 years old and 
for 25 years was in the lumber business, at 
~pringfield, Mass. He opened an_ office in 
Meridian, Miss., for the Stevens-Faton Co. in 
1919, and later in Montgomery, Ala., where he 
represented four eastern concerns. In 1321 he 
returned to New York, opening an office for the 
Pine Plurne Lumber Co. For a time he was 
associated with Henry M. McDewell in the New 
ork wholesale trade, but later returned to the 
vens-Katon Lumber Co. with which he re- 
mained until his death. 


Stey 


KEDWARD W. MARSHALL, lumber dealer of 
Tic oe JKy., and president of the Marshall 
a +12» Of Corinth, Miss., was found dead with 
Teuilet hole through his body in the Waldron 
It tel at Corinth on Friday evening, Jan. 309. 
Fain round that he had been murdered and 
Lumbew cing; president of the King Mill & 
trial wt 2: Of Paducah, Ky., is being held for 
hag connection with the shooting. Mr. King 
‘4S _ made no statement beyond saying that 


verything would be cleared up at the trial. Mr. 


Marshall was interested in timber holdings and 
was an extensive dealer in cross ties. He moved 
to Corinth in July and became interested in the 
Berkheiser mills there, later taking a lease on 
the plant and starting operations under name 
of Marshall Tie Co. He is survived by four 
brothers, all living in Kuttawa, Ky. 


JESSE CAPPON, prominent Milwaukee (Wis.) 
lumberman, manufacturer and banker, died at 
his home, 860 Sherman boulevard, that city, on 
Monday, Feb. 2, after having been ill with 
pneumonia for the last six weeks. Mr. Cappon 
was president of the Pine Lumber Co., the 
3adger Manufacturing Co., the West Side Man- 
ufacturing Co., and the Park Savings Bank. He 
was born in Milwaukee on Jan. 11, 1865, and 
was a lifelong resident of that place. In 1892 
he was married to Miss Mary E. Geisinger, 
Milwaukee. Besides his widow he is survived 
by one son, Lester J., who is a student at Har- 
vard University, three brothers and a sister, all 
of Milwaukee. 

PETER McNEIL, aged 70, president of the 

McNeil Lumber Corporation, Buffalo, N. Y., died 
early Tuesday, Jan. 27, at his home here in the 
Stuyvesant apartments, following an illness of 
three weeks. Mr. McNeil was born in Ireland 
and came to this country with his parents at 
an early age settling in Buffalo. He was a 
pioneer lumber dealer of that place, having 
established his business there with his son, 
Ashton McNeil, and remained active head of it 
until the early part of January when he became 
ill, In 1886, Mr. McNeil married Catherine 
Lanthier of Buffalo, who survives him. Funeral 
services were held at the home of his son, Ash- 
ton McNeil, in Buffalo, and at St. Joseph’s 
Cathedral, with interment in Holy Cross Ceme- 
tery. 
_ CHARLES A. BRADNER, who was interested 
in the lumber business in the vicinity of Pow- 
ers, Mich., and who in the early days was asso- 
ciated with the Jesse Spalding Lumber Co. in 
Cedar River, died on Thursday, Jan. 29, at his 
home in Powers, where he had been engaged in 
business forty-seven years. He was 76 years 
old and is survived by three sons, Melvin, of 
Missoula, Mont., Charles, of Coeur d’Alene, 
Idaho; Enos, and a daughter, Helen, at home. 

A. L. BANNING, JR., lumberman of Brook- 
haven, Miss., died at the home of his father in 
Memphis, Tenn., on Saturday morning, Jan. 31, 
at the age of 42. Mr. Banning had been in Mem- 
phis about a week when he became ill. He was 
not thought to be in a serious condition until 
late Friday night preceding his death. Mr. 
Banning was connected with a number of lum- 
bering concerns in Memphis and several Mis- 
sissippi points. His parents, « wife and four 
children survive him, 

[Special telegram to AMERICAN LUMBERMAN] 

Montreal, Que., Feb. 4.—Richard Lewellyn 
Roberts, timber exporter, well known in the 
Canadian lumber trade, died at Liverpool, Eng- 
land, on Feb. 3, from sleeping sickness, accord- 
ing to cable report received here today. 


Alabama Concern Sells Holdings 


TuscaLoosa, ALA., Feb. 3.—The Deal Lum- 
ber Co. and the Deal-Curtis Lumber Co., joint 
owners of the mill, standing timber, railroad, 
houses ete., of the Deal Lumber Co., at Buhl, 
Ala., have sold the entire holdings there, includ- 
ing 150,000,000 feet of standing pine timber, 
to C. H. Murphy, J. E. Holt and Joe Mahoney, 
of Eldorado, Ark. The new owners have organ- 
ized the Sipsey Valley Lumber Co. with head- 
quarters at Buhl. The mill is a new one, just 
recently completed but the Sipsey Valley Lum- 
ber Co. will double its capacity and will have 
a daily capacity of 150,000 feet. It is under- 
stood that the consideration in this deal was in 
excess of $1,000,000. 

The Deal Sawmill Co., of Tuscaloosa, of 
which H. B. Wood is general manager, will con 
tinue to operate as usual. It has the output of 
seven mills and is now building another mill at 
Abbeville, Ala., to manufacture roofers. When 
this mill is completed it will have a capacity of 
100,000 feet daily. 

The Copeland Planing Mill at Tuscaloosa has 
heen bought by J. L. Moulton and KE. M. String 
fellow, who have incorporated the M & 8 Lum- 
ber Co. with a fully paid in capital stock of $30,- 
000. They will put in dry kilns and remodel 
the plant. This company will buy from small 
portable mills and rework the stock here. Only 
boards will be handled. 
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For Big Values in 


HARDWOODS 


Buy These Items 


ears 4/4” F. A. S. Basswood 

cars 4/4” No. | Com. Basswood 

cars 4/4” No. 2 Com. Basswood 

cars 4/4” No. 3 Com. Basswood 

cars 4/4” Sel. & Btr. Birch 

cars 5/4” Sel. & Btr. Birch 

car 6/4” Sel. & Btr. Birch 

cars 8/4” Sel. & Btr. Birch 

O cars 4/4” No. 2 Common Birch 

car 4/4” No. | & Btr. Soft Maple 
cars 4/4” F. A. S. Hard Maple 

cars 4/4” Selects Hard Maple 

cars 5/4” No. | Com. & Btr. Hd. Maple 
cars 6/4” No. | Com. & Btr. Hd. Maple 
cars 8/4” No. | Com. & Btr. Hd. Maple 
car 4/4” No. 2 Common Rock Elm 
cars 4/4” No. 2 Com. & Btr. Rock Elm 
ear 5/4” No. | Com. & Btr. Soft Elm 
cars 8/4” No. | Com. & Btr. Soft Elm 
! car 5/4” No. 2 Com. & Btr. Wis. Oak 
3 cars 6/4” No. 2 Com. & Btr. Wis. Oak 
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Rust-Owen Lumber Co. 


DRUMMOND, WIS. 








Manufacturers of Wisconsin 
WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 


Drewed EXTRA STANDARD” 


















HARDWOOD FLOORING 
Maple - Oak - Beech 


Birch 
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NICHOLS & COX 
LUMBER COMPANY 
GRAND RAPIDS, MICHIGAN 
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PROOF ENOUGH — 


Four Homes built from 
this miniature in one town. 
Certainly this is proof 
enough that the model will 
sell the customer. 


Write for literature 
and prices. 


O. and N e 


Lumber Co. 
MENOMONIE, WISCONSIN 














HAND MADE 
We manu- 
facture 


CYPRESS | gien 
SHINGLES = #" 


Quality Guaranteed 


Rhem Shingle Co., Inc. 


RHEMS, S.C. 
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ON, WILLIAMS & LICK 


The Coupon Makers 


FORT SMITH, ARK. 








Books for Lumbermen 


The Building of Pine Homes 


Probably the best service that lumbermen 
can perform for home builders is to show 
them how to build good homes from wood; 
for next to the satisfaction that comes from 
home ownership is the satisfaction of know- 
ing that the home has been so built as to se- 
cure the maximum of comfort in all sorts of 
weather and the maximum of convenience 
without sacrifice in appearance. In the build- 
ing of a house, as in every other important 
undertaking, there are right ways and wrong 
ways; and it is to the interest of the lumber- 
man as well as to that of the home builder 
that permanent satisfaction shall be built into 
the house at each step in its construction. 


Seldom if ever have the essentials of cor- 
rect house building been so plainly and inter- 
estingly set forth as in a handsome booklet en- 
titled ‘‘Pine Homes’’ published by the Cali- 
fornia White & Sugar Pine Manufacturers’ 
Association under the direction of Austin 
Black, advertising manager. It is ventured 
that few who take this booklet in hand will 
lay it down until it has been read from begin- 
ning to end, for on every page it offers sug- 
gestions and information of the utmost inter- 
est to the home owner as well as the prospec- 
tive builder. The booklet contains some 
unique features that will not be mentioned 
here; suffice it to say that the skill of the 
artist and typegrapher have been so ¢om- 
bined with that of the editor as to produce a 
piece of home building literature that is hand- 
some at the same time that it is instructive 
and practical. 

Beginning with the foundation, the building 
of the house is carried straight through every 
operation, even including modern built-in 
fixtures—closets, bookcases, window seats, 
telephone cabinets, sideboards and breakfast 
nooks, as well as many others. Not the least 
interest in the booklet lies in the manner of 
giving important information. Note this 
about the framework of the house, which is 
referred to as the ‘‘skeleton’’: ‘‘Upon the 
stability of joists, studding and rafters will 
depend the service we may expect from all 
other parts of the house. . We must 
not fool ourselves and think, because the 
framework is covered up, that the material, 
workmanship and construction specifications 
do not count. If these are not right we may 
not see the fault, but the effects will be ap- 
parent in cracked plaster, sagging, squeaky 
floors, leaky walls or roof, and sticking win- 
dows and doors. A small fraction of the cost 
of trying to overcome the effect of poor fram- 
ing will assure a framework that will prevent 
such annoyances and depreciation.’’ 


‘“Braces between the studs,’’ the booklet 
sets forth, ‘‘ will block off the drafty passages, 
at a cost not to exceed that of a couple of tons 
of coal, and the saving in heat, to say nothing 
of comfort, will soon turn the cost into a profit 
on the heating bill.’’ Persons who have heard 
mice, and perhaps rats, running through their 
walls and floors will wonder why somebody did 
not take the following precaution in building 
their houses: ‘‘A strip of ordinary wire fly 
screen about two feet wide, properly arranged 
between the first floor joists, the plate and the 
studding, will prevent rodents from entering 
the house, or running up between the parti- 
tions.’’ The housewife will appreciate the 
service of the builder who takes this precau- 
tion: ‘‘ Well laid sub-flooring will prevent air 
and dust passing from floor to floor, and mate- 
rially deaden all noise in the home.’’ 


That part of the booklet dealing with roof 
construction is a mine of important informa- 
tion for the home owner, and nobody can read 
what is said about window and door frames 
without realizing that many of the annoy- 
ances of drafts, leaks and squeaks as well as 
*“sticking’’ doors and windows that exist in 
some houses could have been prevented at a 
cost that is infinitesimal in comparison with 


its contribution to the comfort of the inmates, 

‘*Pine Homes’’ is intended primarily for 
home builders, but it will readily be seep 
from the foregoing that it contains a vast 
amount of information for architects, builders 
and dealers. Throughout the book, in connee. 
tion with the description of each operation, 
the grades of California pine to be used are 
given, and at the end of the book all the 
grades are listed with thicknesses of Standard 
and Extra Standard. 

In addition to the ‘‘Pine Homes’’ booklet, 
the California White & Sugar Pine Manuface. 
turers’ Association has prepared a series of 
‘‘Information Sheets,’’ which are being 
mailed to architects, builders and dealers, 
Each sheet is devoted to certain phases or 
features of construction, the subjects being 
gone into somewhat more elaborately than in 
the booklet. Emphasis should be placed on 
the fact that in the ‘‘Pine Homes’’ booklet as 
well as in the ‘‘Information Sheets’? illustra- 
tions show the details of construction g0 
plainly that the methods can be understood 
almost without reference to the text; and yet 
the reasons for the methods of construction 
are so presented in the text as to convince the 
reader that the right way is the only way to 
build a home. Copies of the booklet and the 
information sheets may be obtained on re- 
quest from the California White & Sugar Pine 
Manufacturers’ Association, 690 Call Build- 
ing, San Francisco, Calif. 


New Standardized Molding Book 


In the new Standardized Molding Book, 
which is soon to be ready for distribution, 
the patterns will be illustrated full size by 
means of outline cuts, and the series of num- 
bers will begin With No. 7,000. The lists 
shown are double those in use in current mold- 
ing books. The price of the new book remains 
the same as the old—50 cents each for single 
copies, and reduced prices in quantities, with 
imprint. 

The new Standard Vest Pocket Book, re- 
vised to contain the new Standard List, ef- 
fective Jan. 1, 1924, and held awaiting the new 
Standardized Molding Book, also is ready for 
the press and soon will be ready for distribu- 
tion. This book is furnished in lots of 100, 
with imprint, at 55 cents each. Further in- 
formation and copies of the books will be sup- 
plied by the AMERICAN LUMBERMAN, 431 South 
Dearborn St., Chicago. 


SR RBAEBRBEEBBLGEABLAAS: 


Lumbermen Guests at Luncheon 


New York, Feb. 2.—Nearly six hundred 
policyholders of the Lumber Mutual Casualty 
Insurance Co. were guests of the company at 4 
luncheon in the Pennsylvania Hotel, Tuesday, 
Jan. 27. Among the prominent guests seated 
at the speakers’ table were William L. Henrich, 
retiring president of the Northeastern Retail 
Lumbermen’s Association, and Lee J. Wolfe, 
an eminent actuary. 

Maurice E. Preisch, president, said the com: 
pany had materially increased its business 1 
the last year and that the organization was 
functioning more efficiently than ever before. 
State supervision of insurance companies Was 
the subject of an interesting address by Francis 
R. Stoddard, former New York State superin- 
tendent of insurance. 

Another exceptional address was delivered by 
Leon Senior, member of the New York com- 
pensation inspection rating board. Mr. Senior 
spoke on the amendments inserted in the New 
York workmen’s compensation law during the 
last year, and on the revision of the workmen’ 
compensation premium rates that had just been 
completed by his board. 

J. F. Murphy, on behalf of the New York 
Lumber Trade Association, thanked the company 
for the luncheon and, speaking personally 
a policyholder, mentioned some of the fine T 
sults he had obtained with his insurance. 
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Opposition 
From up the Greenbrier, when a thaw 
Breaks winter’s chains, the ice 
down 
With roaring voice and crunching jaw 
And shouts its threats at bridge and town; 
We hear it grinding in the night, 
Seeking the bridge of stone to fright 
And piling high its cakes and floes 
As down the Greenbrier stream it goes. 


comes 


Well, winter comes, and snow and ice, 
And sudden rain, and thaws and things, 
For winter always is the price 
Of all the beauty of our springs. 
The year must have its icy days, 
And floods that springtime rivers raise, 
And then the crowded gorges groan 
And threaten bridges built of stone. 


The silent bridge the ice receives 
And answers not a noisy threat; 
But I come back when winter leaves 
And find the old bridge standing yet. 
The ice I heard so loudly roar 
I hear no more, I see no more, 
But still each brave and sturdy pier 
Survives the changes of the year. 


So noisy men will threaten you, 
Come roaring down the stream of life, 
But keep your courage, stand as true 
As stands the bridge in days of strife. 
The crunching ice will have its fling, 
But truth is certain as the spring, 
And truth the ice will melt away, 
Though falsehood now may have its day. 


Between Trains 


DuLtuTH, Minn.—Duluth celebrated ‘‘ Duluth 
Day’’ today and tonight under the auspices of 
the Chamber of Commerce. An old acquaintance, 
Julius H. Barnes, thrice president of the 
Chamber of Commerce of the United States, 
came all the way from New York to assist, and 
why shouldn’t he? for Julius was once a Duluth 
man, just as his successor in that high office is. 
And Chicago is not so near itself. And then 
next day Harry Newman of Toronto, Ont., in- 
ternational president of the Lions, also blew 
into town and welcomed us to Duluth. Then 
along came J. J. Lumm, sales manager of the 
Clyde Iron Works Sales Co., and also assured 
us that it was quite all right for us to come. 

It’s a funny thing about the American peo- 
ple, they talk and talk and talk about something 
for years, something so obviously good that you 
would think they would need to talk about it 
only a few minutes; but they don’t doit. Then, 
on the other hand, some day they suddenly rise 
up and do it. That is how we got equal suffrage 
and prohibition. And just so some day the 
St. Lawrence waterway linking the Great Lakes 
and the Atlantic, linking Duluth and Dantzig, 
Chicago and Cherbourg, will be accomplished. 
At present Congress thinks that a people who 
spend $5,000,000 a day for cosmetics and such 
can’t afford to spend $150,000,000 (the price of 
4 month’s receipts of the beauty parlors) for a 
canal that will link the heart of America to 
~urope—and incidentally get back the money 
in power created by the harnessing of these 
he waters. But it will come, some day, when 
“ongress is less concerned with personal poli- 
bs and more concerned with publie policies. 
Sea could not help but believe it after hearing 
: ag Craig, of the American commission, 
‘xpiain what has been done and will be done 
to bring this about. Some da ocean-going 
vessels will tray ’ j 
ns ravel from Muskegon to the Medit- 
“Tanean—and we hope our great grandchildren 
will enjoy the ride. 


oo Mo., This is the sixteenth year 
souri ee Week’? has been held in Mis- 
oes oday, under the joint auspices of the 
pe + Alana of agriculture and the University 

“issourl, the farmers convened again. The 


first session was held tonight, and it had been 
named in honor of this department. It gave us 
a pleasant opportunity to meet a lot of old 
friends in Missouri that we had never met be- 
fore. About a thousand of the farmers and 
the townsfolk gathered together, and the State 
board of agriculture, which had arranged this 
particular program, and invited us down for the 
oceasion, sat on the platform and pointed with 
more or less pride. 


LANSING, MicuH.—The Lansing Lions let out a 
loud roar tonight in celebration of their anni- 
versary, but it was a pleasant kind of roar. 
Right down in front sat N. B. Cove. ‘‘N. B.,’’ 
as we understand it, means ‘‘nota bene,’’ which 
is Latin for ‘‘note well,’’ and not for ‘‘not a 
bean,’’ as you may imagine. N. B. has sev- 
eral beans—not only in the bank, but one on 
his shoulders. 


Speaking of Soap 


Russ Kelleran, of Buffalo, N. Y., was in 
Menominee, Mich. (not Wis.), the other day 
and checked out at the Hotel Menomonie—no, 
Menominee—prior to supper time, but did not 
remove his grips. ‘‘When I returned,’’ Russ 
writes us, ‘‘I found the room all made up and 
this note on the bed: ‘Ples do not thake eny 
sop out of roomes’. This appealed to me, and 
I thought I would pass it on to you.’’ 

It does, Russ, and we are glad you did. 
Soap is one of our great American extrava- 
gances. Not the use of it, you understand. 
But the little cake put up expressly for the 
guests of this hotel. In Europe, of course, 
you carry your own soap, but that method is 
too sensible and economical to suit the Amer- 
ican mind. 

In our smaller hotels the proprietor does 
not attempt to furnish an individual cake to 
each individual guest. Instead there is a 
large and ancient cake that is handed down 
from guest to guest as sort of a hotel heir- 
loom. This is also economical, since nobody 
but the first man in the room ever uses it; 
not if he is a fairly cleanly person, as most 
of us are. 

But to get back to the larger hotel and, the 
smaller cake: Now, we are personally one 
of those persons who occasionally do thake 
sop out of roomes. We resent waste, and 
especially this soap waste forced on the land- 
lords by the traveling public, or, more likely, 
on the traveling public by the landlords. So, 
when we are forced to break the wrapper on 
a new bar of soap, we put the bar in our soap- 
box in our traveling case, and it is not wasted 
but does us for a couple of weeks or a month, 
instead of being thrown away at the end of a 
day, making a new bar necessary somewhere 
tomorrow. 

And, while we are on the subject, we are 
also a one-towel man. One face-towel and 
one bath-towel a day ought to be enough for 
any man, if he has any regard at all for the 
hotel and for his fellow travelers. We have 
visited some men’s hotel rooms and found them 
fairly littered with towels. We often won- 
der if they get away with this waste at home. 

Don’t get the idea that the landlord alone 
pays for it, because you also pay for it, and 
we pay for it. There is no waste in the 
world that the whole world doesn’t pay for. 

ANOTHER TRIUMPH for overalls over white 
collars is reflected in the report that more 
than 1700 of the 2700 night students at Car- 
negie Institute of Technology, Pittsburgh, Pa., 
this year are taking courses in the building and 
machinery trades. The growth in night student 
enrollment in these trade courses, which is this 
year about 100 percent over that of three years 
ago, gives further evidence, the report suggests, 
that young men are more and more appreciating 
the opportunities to win success by the ‘‘ overall 
route’’ rather than through the ‘‘ white collar’’ 
jobs. 














Flooring Gets a 
Severe Test Here 


The constant rolling and banging of 
heavy truck wheels and the sliding of 
heavy crates over the floors of ware- 
houses, soon proves the wearing quali- 
ties of different kinds of flooring. 

Michigan Maple flooring gets harder 
the longer it isin use. Its compact fibre 
withstands considerable abuse for long 
periods of time. 

You know that when owners of ware- 
houses and factories prefer Michigan 
Maple Flooring, surely it will offer 
builders the best value. 


SAFETY FIRST! Satisfy your 


customers by filling their orders with 
our 





Lumber merchandisers find our floor- 
ing a quick seller and a good “repeater.” 
It will pay you to give “Old Reliable” a 
trial on your next order. 


Mail Coupon Today 


and you will then be sure to obtain our 
regular stock lists which contain offer- 
ings worthy of your investigation. 


Grand Rapids Trust 
Company 


Receiver for William Horner 
Perkins Bldg., Grand Rapids, Mich. 
Plant: Newberry, Mich. 
=_=enwpep ae ae «== «= == «a= 


I 
: Grand Rapids Trust Co. i 
Receiver for William Horner 
| Perkins Bldg., Grand Rapids, Mich. { 
Gentlemen :— 

i Please send me your latest stock { 

list of Hardwood Flooring, also see 

j that my name is put on your regular } 

mailing list. 

i This does not obligate me in any | 
way. , 


Name 


Ce 
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Meadow River 
OAK FLOORING 





White and Red 
Oak Flooring, 
Maple, Birch, 
and Beech Floor- 
ing shipped in 
mixed cars with 
Oak, Chestnut, 
Maple, Poplar 

} and Basswood 
| interior trim, air 
dried and kiln 
dried hard- 
woods. 











Flooring That Will - 
_ Build Trade for you 


Made from famous West Virginia Oak which 
has long been preferred by manufacturers of 
furniture ond high grade interior trim, Meadow 

i River Oak Flooring takes the eye of the build- 
| er on sight and on close inspection convinces 
him that it offers more than average values. 
You'll find Meadow River Oak Flooring un- 
usually well manufactured. 


and see for yourself. 


Meadow River Lumber Co. 


| 

| 

| Write for a Sample | 
| 

RAINELLE, W. VA. 
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STOVER LUMBER CO. 


MOBILE, ALABAMA. 




















A useful vest 
Vest Pocket Ready Reckoner 4, <<! vest 
including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 


Letters from the Mail of a Wholesaler 


[A previous instalment of these letters ap- 
peared on pages 68 and 69 of the Dec. 27, 1924, 
issue of the AMrRICAN LUMBERMAN.—EDITOR. ] 


NEW ORLEANS, LA., Jan. 5, 1925. 
THB KNOCK-DOWN TABLE Co., Grand Rapids, Mich. 

Gentlemen: We have yours of the second and 
thank you for the offer, but we can not see our 
way clear to contract ahead at the prices you 
name. All of the mills are feeling better over the 
situation, and the general feeling at this end is 
that business is going to be considerably better 
and prices firmer. 

Our idea is about $5 a thousand better straight 
through, and if you can see your way clear to 
mect us on this we will be glad to book the entire 
contract. We are not trying to hold you up. We 
want the business, but we think you will find this 
puts the prices in line with the stock you expect 
us to furnish. Yours truly, 

Hi, AG, As, HigH GraDE LUMBER Co. 


GRAND RAPIDS, Mici., Jan. 7, 1925. 
THER HicH GrapB LuMBER Co., New Orleans, La. 


Gentlemen: In reply to your good letter of the 
fifth, we would like to get together with you on 
the contract, as our relations with you have al- 
ways been satisfactory, but we think you are put- 
ting the prices too high. You state the mills are 
feeling better over the situation. We have been 
reading the papers ourselves and we see where all 
the millmen are expressing their views and show- 
ing why 1925 should be a fine year for them. We 
have been observing lumber conditions long enough 
to know that is the forerunner of a price advance. 
We think, however, you will not find the consum- 
ing trade easily stampeded into much of an ad- 
vanee, The writer was recently in Chicago and 
Detroit. The factories have good stocks on hand, 
with no rush of business ahead. The prospects 
look all right, and we are not pessimistic, but we 
do not see enough ahead to justify us in meeting 
much advance in the cost of our raw material, 
particularly in lumber. Last year was a dry year. 
There are large stocks of certain kinds of lumber 
on hand, and as the items we are needing are 
common standard items in gum and oak, we see 
no reason to get excited over our supply. 

We will state the consumer’s side of the ques- 
tion as we see it: If we mect the present prices 
you fellows immediately tack on $5 a thousand on 
our next requisition, and every time we meet you, 
you go up on the next one, ad infinitum. Each 
firm state they can’t help it, they have to keep 
in line with the market. Fact is there is no lum- 
ber market. Each sales-manager seems to vie 
with the other in the lumber business to see which 
can get the best prices. If he kept quiet about it 
it would be all right, but he tells his rival, and 
then the rival in order to show his prowess goes 
out and tries to hold up some poor devil of a 
factory man, and convinces him he is buying the 
last car of dry lumber in the world, and makes 
him pay a record price. When he sends the order 
in the office goes nuts and immediately advances 
the whole list in line with that order, and he 
notifies the trade of the sale. Then the others 
think they have been giving their lumber away, 
and if Jones got that for his car, they should all 
get it, and for as long as they can they hold out 
for it; and thus it goes. 

Now we want lumber and we are willing to pay 
a reasonable price for it, a price at which the 
mills can live and make a good margin; but we are 
fed up on this sky-rocketing stuff. We have to 
have some basis of cost on which to figure our 
year’s supply of raw material, and what the lum- 
bermen will do to us is one of our chief problems. 
What the lumbermen should do is get together and 
fix a basis list and agree to stand by it for a year, 
and then both you and your customer would know 
what to expect. The man who was hard up and 
had to move some stock could make a concession 
from the list, but you gentlemen who have plenty 
of money and are just in the business to keep you 
occupied, could stand pat on your list. We would 
then know if we could not find the fellow who 
would make a concession from the list price, we 
could get our requirements at the list, and we 
could base our own selling prices accordingly. But 
this way all we know is you want $45 for our first 
requisition, $50 for our next and $55 or $60 for 
the next. We have weighed the matter seriously 
and believe we can get our requirements at the 
prices we named you. ‘There are five lumber sales- 
men a day calling on us, and while, as stated, we 
would rather give you this order because we know 
the stock and your ability to handle the order 
right, we can not do so at a premium of $5 a thou- 


sand. We will take a shot on some of the 
first. 
So if you care to reconsider, we will still genq 
you the order. Yours truly, 
KNocK-DOWN TABLE Co, 


Others 


NEW ORLEANS, LA., Jan. 10, 19925, 
THE KNOCK-DOWN TaBLE Co., Grand Rapids, Mich, 
Gentlemen: The main point you overlook ip 
your letter of the seventh is that the manufae. 
turers of lumber claim they did not make a reg. 
sonable margin last year. Prices on many items 
were below the cost of manufacture. We appre 
ciate fully your point of view and thank you for 
your full explanation of your side of it. We try 
to see it, and the large manufacturers who are 
influential in controlling lumber prices are all Op- 
posed to a runaway market. Experience shows 
they have only one end—a break, followed by a 
period of readjustment. We can’t live making 
No. 1 common inch sap gum for $25 and No, 2 for 
$12, and that is what you are asking us to do, 
You may still be able to buy some at these prices, 
but we know plenty of orders are being placed at 
the prices we named you, and we are now booking 
orders on that basis. The lumbermen not only 
feel that the market will be better, they are now 
experiencing a better market, and they are only 
trying to get certain items on a profitable basis, 
We know the idea of sky-rocketing is practiced 
by some, but it is not the policy of the more con- 
servative and influential lumbermen. We want a 
profit, and are going to hold out for it, but we 
are as opposed to continual sky-rocketing as you 
are, having observed its inevitable baneful effect 
on conditions as a whole. So the fact of the 
business is, we are not now asking too much for 
stock. You have been buying it too cheap, and 
you can’t expect to buy any item below the cost of 
manufacture any longer than it takes the pro 
ducers to get out from under that situation. 
There is much truth in your letter; on the other 
hand, there are extenuating circumstances, and 
you have to understand them all to fully appre 
ciate the situation. The grades and character of 
lumber vary so much with different sections and 
manufacture, it is impossible to establish a basis 
for the entire country as you suggest. You know 
this, else you would have already bought from one 
of those thirty salesmen per week who are calling 
on you. In spite of all the lumbermen say and al) 
you may say, we are both, in the last analysis, 
governed by the age old law of supply and de- 
mand, and we can’t force the price beyond what 
you will pay. But even while we are carrying 00 
this irnffteresting exchange of letters the price j 
advancing. So if you want the contract you bet 
ter wire us on receipt of this letter. We will still 
take care of it, and we will not go*up $5 4 thou- 
sand on the next one unless we have to in ordel 
to meet the conditions then existing. In fact 
after all the argument is over and you think it 
out, you might just as well give us your contract 
for the entire year to be invoiced at the market 
price at time of shipment. Yours for stability, 
a Bes HicH Grape LUMBER C0. 


Telegram Collect 
GRAND RaPIpDs, MICH., Jan, 12, 1925 
IfiGH GRrADB LUMBER Co., New Orleans, La. 
Enter our contract per your letter tenth 
Formal order follows. KNOCK-DOWN TABLE Co. 


WINGATE, MISS., Jan. 5, 1925. 

Tne l1GH Grape LuMBER Co., New Orleans, la 
Gentlemen: We thoroughly enjoyed and appre 
ciated your putting before us the letters on col 
servation of waste, and as you asked for out 
opinion will state we have made some dimension 
and still make some, but we do not go in for} 
very strong. We find there is a temptation ! 
make too many sizes; that is, when you get int 
the work you want to use it all, and you soon find 
yourself obsessed with the idea of trying to wid 


every available inch down to a 1x1x1. We hav 
finally overcome this, however, and we now 
make two sizes” only. We _ have worked 

a ~=«6satisfactory trade for these two Size 


and by sticking to them we are making 4 Jitl' 
money out of our dimension department. But 

has come only as the result of long experience, a 
we lost at it until we finally got lined up in @ 
way. You are right in most of your letter, and ¥ 
think especially so in the statement that a @ 

can not make dimension cut to size and bund 
at a No. 2 price or less. We get a first and seco! 
price for the stock we make, and really that” 
what is right, and what it takes, because it 1s AY 


stock working 100 percent clear without waste 
the consumer. : 
On the whole we think you are right ind 





dicussion of the matter, particularly the sens 
editorial of the AMERICAN LUMBERMA% 
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SS 
of Dec. 27, should help considerably on this much 
discussed problem. ‘They hit the keynote of the 
trouble when they stated the buyer expects to 
share too much in the profit he assumes the pro- 
ducer makes, because it is produced from waste. 
As soon as we corrected that trouble and hit upon 
two satisfactory sizes, for which we received a 


legitimate return, we began to make a little money 
out of our dimension department. Yours truly, 
WINGATE LUMBER Co. 
[Another instalment of these Letters from 
the Mail of a Wholesaler will appear in a later 
issue.—EbITOR. | 








SASH, DOORS AND MILLWORK. 








Sash and door producers in the Minneapolis and 
st, Paul (Minn.) district are contenting them- 
selves with light business at this season while 
prospects grow brighter for heavier trade in the 
spring, particularly from the city territory. 
Building construction in the cities is certain to be 
heavy and most of it will consist of small homes, 
requiring the product of these mills. While most 
of the farm building this year will be sheds and 
barns, there is good reason to believe that many 
farm homes will also be built. 

Operators of sash and door and interior finish 
plants at Duluth, Minn., reported good bookings 
from middle West points during the last ten days. 
Prices are being stiffly held and operators of the 
plants noted a greater disposition on the part of 
dealers to cover themselves for a time ahead, 





Kansas City (Mo.) plants report that the volume 
of local business continues very good, with a 
steady volume of new figuring. Demand for yard 
stock is slow in the country, but picking up a 
little in the cities. 

Demand for millwork in Columbus and central 
Ohio has been rather good considering the time of 
year. Figuring on new work is brisk, and some 
of the contracts are coming through. Several large 
jobs are going on, while home building is already 
starting in good shape. Prices on all millwork, 
including doors and sash, are steady at former 
levels. Some of the mills are accumulating stocks 
for the spring rush. 

The Baltimore (Md.) sash and door men con- 
tinue to be quite encouraged by the present state 
of business, but even more by the prospects, which 
are distinctly promising. Though construction 
work that calls for the use of sash and doors has 
been further interfered with in the last week by 
bad weather, with more snow, it is felt that any 
delay due to this cause will be made up later on 
by increased activity, and tbat nothing will be 
really lost. The factories report a fair volume of 
business, with every prospect of an increase with 


the opening of the building season, and the outlook 
full of promise. 

On sash and doors in the Omaha (Neb.) terri- 
tory, prices are stiffening with some actual ad- 
vance. On Jan. 20 there was a 10 percent advance 
in window glass, and during the last month there 
has also been a slight advance in a considerable 
part of the lumber used, so naturally there had 
to be some advance in the finished output. In this 
section of the country the business remains light, 
but it is understood that in the East it is quite 
good, and this also tends to force up the price. 
One of the local manufacturers is very optimistic 
as to prospects for very good business six weeks 
to two months hence, but candidly admitted that 
things are somewhat slow at the present time. 
In fact, the volume of business done during this 
month has not shown up in comparison with the 
same month a year ago, but the exceptionally bad 
weather conditions during practically all of this 
month easily account for the unfavorable com- 
parison, The general outlook for Nebraska is 
good. At present most of the buying is for mill- 
work of the kind used in small houses, but there 
is a very good prospect for the larger orders in 
the early spring. 

The great amount of snow fall at Buffalo, N. Y., 
during the last few weeks has eurtailed building 
and reduced the interest in developing suburban 
tracts, so that at present the mills are running 
on short time. Prospects are considered favorable 
for spring business, and milder weather will stim- 
ulate improvement promptly. 


Good current demand for building glass is re- 
ported, including all the popular sizes of window 
glass. Production of window glass is picking up. 
In fact, with the possible exception of sheet ma- 
chine plants, the window glass factories in blast 
are operating on the fullest schedule possible. It 
is understood that the price differential between 
hand made and machine made window glass has 
been cut in half for future sales. 


Convention Exhibits Interest Retailers 


(Continued from Page 67) 


tracting much attention from the convention dele- 
gates. Tom Lehon, Gordon Estes and six field 
men looked after the Mule-Hide interests, and ex- 
plained to interested persons the why and where- 
fore of the “Not a kick in a million feet.” 


The Andersen Lumber Co., Bayport, Minn., ex- 
hibited samples of its genuine white pine frames. 
V. J. Bell was in charge of the booth, assisted by 
LL. HW. Bradner, Considerable “dealer help” litera- 
ture was distributed during the convention. 





The E. Bartholomew Hardwood Co., of Chicago, 
showed samples of oak and maple flooring, Ten- 
hessee red cedar and ‘“Ceda-line’ for clothes 
An interesting feature of the exhibit was 
4 motion picture depicting an entire hardwood log- 
ging operation through to the finished product. 
Karl Bartholomew was on the job to boost the 
company’s products, and was ably assisted by O. 
H. Voyens. Handy memorandum books were dis- 
tributed to visitors by the Bartholomew company. 


closets, 


The Edward Hines Lumber Co. occupied booth 
14, where was prominently displayed the com- 
pany’s name. Among those on hand at the booth 
to welcome visitors were Messrs. Barr, Beatty, 
Oatman and Frederickson. 


The Long-Bell Lumber Co. had an attractive 
exhibit of photographs and literature covering its 
dealer co}peration service. Views of Longview, 
Wash.—The city practical that vision built’— 
— also prominently displayed. Samples of 
White and red oak flooring, various species of hard- 
weeds, southern pine, western white pine and 
puneias fir Bere also tastefully arranged around 
mae booth. C, W. Lawrence, manager of the Chi- 
rag Office, assisted by E. A. Williams, explained 
Of pe reating features of this exhibit to a host 

Sitors. The company distributed canes made 


fr ‘alifarnt : 3 
om California white pine to hundreds of callers. 


The C, D. Johnson Lumber Co., of Portland, 
Ore., and Chicago office at 6 North Michigan Ave- 
nue, showed samples of Sitka spruce and fir, com- 
prising spruce bevel siding, finish, moldings and 
factory lumber, and in fir, ceiling, flooring, step- 
ping, finish, moldings and drop siding. Rk. Oo 
Crozier and IT. V. Block were on hand in the com- 
pany’s interest, 


The Celotex Co., of Chicago, illustrated the use 
of Celotex for sheathing and plaster base, also dis- 
played photographs showing its use for insulating 
purposes. Another feature was a display of Celo- 
tex illustrating the possibilities of finishing in- 
teriors with paints and stains. C, P. Tobin was 
in charge, assisted by Messrs. Dyqe, Spencer, Stone 
and Musser. 


The Upson Co., of Lockport, N. Y., featured in 
its exhibit the Upson Blue Book, which is an 
encyclopedia on wallboard application, the purpose 
of which is coéjperation with the retail lumber- 
man. The object of the Upson Blue Book is fully 
set forth in another part of this issue of the 
AMERICAN LUMBERMAN. Among the Upson staff 
on hand to explain this dealer service were H. D. 
Moore, district manager, Chicago, G. A. Pettibone, 
sales manager, and H. M. Banfield, of Peoria, the 
company’s I}linois representative. 


(\gqg2a@@g@2¢@@nu 0080 0@000a@ 


Recent Patents 


The following patents of interest to lumbermen re- 
cently were issued from the United States Patent Of- 
fice. Copies may be obtained from R. E. Burnham, 
patent and trade-mark attorney, Continental ‘Trust 
Suilding, Washington, D. C., at 20 cents each. State 
number of patent and name of inventor when ordering. 

1,522,966. Automatic veneer drier. Louis G. Mer- 
ritt, Lockport, N. Y. 

1,523,104. Composite board. 
sonville, Fla. 

1,523,105. 
ville, Fla. 

1,523,116. Wooden shipping case. Abraham H. Good- 
win, New York, N. Y. 


William B. Doe, Jack- 


Roofing board. William LB. Doe, Jackson- 





SOFT 
TEXTURED 


ORING 


* This flooring 
is chock full of 
selling points for 
dealers. It is 
manufactured 
from Tennessee 
Mountain Oak 
which is famous 
for its beautiful 
figure, uniform 
color,softtexture / 
and long wear- // 


ing qualities. aed 





McMinnville Oak Flooring is manufac- 
tured on the latest improved machines. It 
is carefully loaded in clean cars and reach- 
es you in perfect condition. Order a trial 
car today and then note how easily it sells. 


|LLE 
MIN MN GGo. 


MCMINNVILLE,TENN. 














A new book by 
“**The 


Lumberman 
Poet’’ 


By 
DOUGLAS MALLOCH 


“Pack your things” and “come on 
home” to “church and Mother and 
Home and Dad, the grassy road and 
the village school.” 


Make the acquaintance of Great- 
grandfather Green, Elder Jones, 
Private Hill, Pa and Ma, The New 
Preacher, Crazy Pete and others. 


They will bring a warmth to your 
heart, a smile to your lips, perhaps a 
tear to your eyes. They will tighten 
home ties, make life worth living. 


You will want “Come on Home” 
for yourself, and to send to the ab- 
sent. Postpaid, $2. Bound in blue 
cloth, 222 pages. Address: 


American Lumberman 
431 South Dearborn Street, CHICAGO 
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Service 
You Want 


is the kind our facilities 
enable us to render at 
all times. Our mills 
have a daily capacity 
of 300,000 feet of 


BAND SAWN AND KILN DRIED 


N. C. Pine 


ROUGH or DRESSED LUMBER 
me 


You'll find our prices 
right and our quality 
unexcelled in 


(o) 
f- 
S Partition, Ceili 
D lon, el Ing, 
& Moulding, Trim, 
s Lath, Dimension. 
Inquiries and orders solicited for 
rail or water shipment. 


Surry Lumber Company 


Manufacturers 


9th Floor Union 
Trust Building, 


Incorporated 1885 


Baltimore, Maryland 











ee Why Worry 


about holding your trade when 
you can get lumber like our 





ul ON. C. Pine &sie" 


Long and Shortleaf Yellow Pine—rough 
or dressed—Car and Cargo Shippers. 


Ellington & Guy, Inc., “eicumdno' va" 








QUICK SELLERS—Thatis what you 


want and what you get when you stock our 


N. C. PINE 


It is band sawed and carefully kiln dried. 
Rowland Lumber Co.,N-fol; 


Virginia. 
Operating John L. Roper Lumber Co. 











i hi ei eh i ei 


Quotes Lumber by the Piece 


HIATT’S EXPERT LUMBER PRICER 


Quoting lumber by the PIECE instead of by the 
thousand is a real selling advantage. Your cus- 
tomers better understand such a price. 


The Lumber Pricer increases 
the selling efficiency of your 


Saves organization. This is particu- 
° larly true when it is used with 
| Time, _ {Simplex loose-leaf Price 
DOOK, 
Money, 1 — Hiatt’s Expert —x 
ricer 8.00 
Work. 1 Pad loose -leaf sheets for 
M akes price book 50 





1 Flexible binder for price 
book sheets. --_--- 1.25 





| Selling 
Easier 


$9.75 


SPECIAL COMBINATION OFFER 
All for $9.00 


For Sale by 
American Lumberman 
431 South Dearborn St., Chicago, III. 


a 


| 
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Business Changes 


ARKANSAS. Gurdon—Gus Jones moving sawmill to 
Junction City where he has acquired a tract of timber; 
Surtsell Lumber Co. sold sawmill to Sam Horne, of 
Sparkman, who plans to install planing mill and put 
in modern machinery; will also build several houses. 

Sulphur Springs—Western States Lumber Co. sold 
to John Brown Mercantile Co. 

CALIFORNIA. South Pasadena—Upton-Hale Lumber 
Co. sold to Olsen Lumber Co., which operates yards 
in Alhambra and other beach cities. 

FLORIDA. St.  Petersburg—Carter 
succeeded by Hendry Lumber Co. 

ILLINOIS. Charleston—Carl Henkle succeeds the late 
Zert Jackson as manager of the Charleston office and 
yards of the Andrews Lumber & Mill Co. 

INDIANA. Portland—Frank Wilt sold interest in 
business of Cline-Wilt Lumber Co. to his partner, and 
Harry G. Nading, of Lapel, will become manager of the 
yard. 

Summitville—Summitville Lumber Co. sold to Bran- 
num Lumber Co., of Alexandria. 

Whitestown—True & True Lumber Co. sold to J. W. 
Pinnell Lumber Co., of Indianapolis. 

IOWA. Kanawha—McGregor Bros. Co. succeeds H. J. 
Klemme. 

Cedar Rapids—James Lumber Co. sold to Wisconsin 
Lumber Co., of Des Moines; L. R. Brooks is local man- 
ager for the latter concern. 

KANSAS. Arma—lInterurban Lumber, Tile & Cement 
Co.; Louis Soffietta sold interest. 


Lumber Yard 





LOUISIANA. Eunice—Dudley Berwick merged into 
Deville Lumber Co. 
MICHIGAN. Chelsea—Chelsea Lumber & Coal Co.; 


L. H. Bourne, of Elgin, buys interest. 

MINNESOTA. PBertha—W. F. Schultz purchased lum- 
ber stock of Ahrendt & Bluhm Lumber Co. and has 
moved it to his own yard; seller remains in coal 
business. 

Minneapolis—Flour City Box & Barrel Co. 
name to Flour City Box & Crating Co. 

MISSISSIPPI. Vicayune—Goodyear Yellow Pine Co. 
takes over holdings of the Rosa Lumber Co. 

MISSOURI. Richmond—Wesley Vaughan sold _in- 
terest in McGee Lumber Co. to partners, 

NEBRASKA. Nebraska City—City Lumber Co. suc- 
ceeded by Mark Kerns, 

NEW JERSEY. Clifton—Yellow Pine Lumber Cor- 
poration; Samuel Slaff sold interest. 

NORTH DAKOTA, Bismarck—O. E. 
ber Co, sold to Ruymon Lumber Co, 

OHIO, Flushing—Doudna Lumber Co. succeeded by 
Flushing Lumber Co. 

OREGON. Corvallis—Benton Planing Mill & Supply 
Co. succeeded by a corporation of the same name. 

Cushman—Charles Farris has purchased the sawmill 
of-the Vaughan & Bester Lumber Co. 

Denmark—Floyd Keeler has purchased the sawmill 
of Hans H. Adolphsen. 

Hillsboro—R. L, Tucker sold lumber yard to V. W. 
Gardner Lumber Co. 

Springfield—Springfield Lumber Co., recently _ or- 
ganized, has taken a lease on the plant of the Loud Mfg. 
Co., formerly operated by Anderson Mfg. Co., and will 
handle milling-in-transit and kiln drying work; Ander- 
son Mfg. Co. moving to new location and installing 
new machinery for sash, door and general planing mill 
business. 


SOUTH CAROLINA. Anderson—Builders’ Lumber & 
Supply Co. succeeded by Dan Brown. 


VIRGINIA. Norfolk—H. P. Moore 
Moore-Merrill Lumber Co. 


WASHINGTON. Brewster—Gamble Lumber Co. pur- 
chased lumber yard from R. and C,. E. Beardsley and 
J. K. and Sam Valentine. 

Fall City—Paul Schroeder’ has_ sold 
Schroeder Lumber Co. (Inc.). 

Olympia—Pacific Lumber & Millwork Co. sold to Cope- 
land Lumber Co. which will discontinue finishing plant 
and will install retail lumber yard, according to report. 

Underwood—Columbia Rapids Lumber Co. bas pur- 
chased the business of the Climax Lumber Co. 

Vancouver—Vancouver Lumber Co. sold business to 
Copeland Lumber Co. 

Yelm—M. J. Grober and B. J. 
mill of Harstad Lumber Co. 


WEST VIRGINIA. Huntington—Ohio Valley Lumber 
& Supply Co. sold to John A, Kelly and G. M. Angell. 

New Cumberland—Alfred Tope has purchased lumber 
business of C. S. Bradley and will operate as Peoples 
Lumber Co, 


changing 


Anderson Lum- 


succeeded by 


business to 


Docherty leased saw- 


Incorporations 


ALABAMA, Andalusia—Richardsen Lumber Co., in- 
corporated; capital, $25,000. 

Birmingham—Delworth Lumber & Supply Co., incor- 
porated; capital, $5,000. 


Birmingham—Southern Timber ‘Treating Co., incor- 
porated; capital, $50,000. 
Lirmingham—Magie City Lumber Co., incorporated. 


Clayton—J. H. Steedman Lumber Co., incorporated; 
capital, $50,000. 

Iivergreen—Price & Holman Lumber Co., incorporated; 
capital, $10,000. 

CALIFORNIA. Greenwood—-Goodyear Redwood Lum- 
ber Co., incorporated; capital, $1,500,000. 

San Francisco—C, A. Malm & Co., 
capital, $150,000. 

ILLINOIS. Chicago—D, S. Pate Lumber Co. increas- 
ing capital from $250,000 to $300,000. 

Chicago—Salb Sash & Door Co., incorporated; capital, 
$50,000; wholesale; 2100 Marshall Blvd. 

Peoria—F. W. Peters Co., incorporated; capital, $20,- 
000; manufactures cabinets. 

INDIANA. Ben Davis—Ben Davis Lumber Co., in- 
corporated: capital, $40,000. 

Peru—Peru Mfg. Co., incorporated; capital, $25,000; 
to buy and sell timber and lumber. 


incorporated; 


Terre Haute—Armstrong-Walker Lumber Co. increas. 
ing capital from $30,000 to $120,000. 

Warsaw—Warsaw Millwork Co., incorporated; capj. 
tal, $100,000. 


MARYLAND. Shrewsbury—H. J. Stone & Son Co,, jp. 
corporated; capital, $15,000. 
MICHIGAN. Grand Rapids—McKay Lumber Co, re. 


organized and incorporated under name of Quality Lum 
ber Co.; capital, $50,000. 

NEBRASKA. Fairbury—McLucas Lumber Co., incor. 
porated; capital, $60,000. 

Norfolk—Chicago Lumber Co., incorporated; capita) 
$100,000. 

Shubert—Home Lumber Co., 
$30,000. 

NEW JERSEY. East Paterson—Warren Point Lum. 
ber Co., incorporated; capital, $50,000. 

NEW YORK. Buffalo—Miller Lumber Co. increasing 
capital from $10,000 to $25,000. 

Niagara Falls—Wicker Lumber Co., increasing cap}. 
tal from $125,000 to $200,000. 

NORTH CAROLINA. Henderson—Pace Lumber (o,, 
incorporated; capital, $100,000. 

High Point—Southern Hardwood Lumber Co., incor. 
porated; capital, $50,000. 

OKLAHOMA, Blackwell—Chickasha Lumber Co., jp- 
corporated; capital, $30,000. 

OREGON. Portland—Log 
porated; capital, $2,000. 

Portland—Columbia Mfg. Co., incorporated; capital, 
$10,000; manufacturer of logging blocks, 

Portland—Lincoln Logging Co., incorporated; capital, 
$600,000. 

PENNSYLVANIA. Pottsville—G. A. Haupt Lumber 
Co., incorporated; capital, $77,000. 

RHODE ISLAND. Pawtucket—Pawtucket Cabinet & 
3uilders’ Finish Co., incorporated; capital, $100,000, 

SOUTH CAROLINA. Sommerton—Richbourg Lumber 
Co., incorporated; capital, $15,000, 

TENNESSEE. Decatur—Parsons Lumber Co. in- 
creasing capital from $8,000 to $10,000. 

Knoxville—Standard Lumber Mfg. Co., incorporated; 
capital, $25,000. 

Memphis—Home Lumber Co., incorporated; capital, 
$10,000; address R. S. Wilson, 931 Stafford. 

TEXAS. Beaumont—Nona Mills Co., incorporated; 
capital, $249,000. 

Lubbock—T. R. Prideaux Lumber Co. increasing capi- 
tal from $15,000 to $25,000. 

San Angelo—West Texas Lumber Co. increasing capi- 
tal from $150,000 to $300,000. 

Sherman—Pennington Planing Mill, 
capital, $10,000. 

WASHINGTON. Seattle—Stewart Lumber 
Co., incorporated; capital, $50,000. 

Seattle—City Sash & Door Co. increasing capital from 
$25,000 to $50,000. 

Vancouver—Columbia River Paper Mills increasing 
capital to $2,000,000. 


incorporated; capita), 


Salvage 3ureau, incor- 


incorporated; 


& Fuel 


Wenatchee—Wall Lumber & Box Co., incorporated; 
capital, $15,000. 
WISCONSIN, Eagle River—Eagie River Lumber Co. 


increasing capital to $50,000. 
Madison—Ozark Badger Lumber Co., 
capital, $35,000. 
Manitowoc—Artcraft Special Co., incorporated; capi- 
tal, $15,000; artistic wood carving. 


BRITISH NORTH AMERICA 
ONTARIO. Timmins—S. McChesney & Son (Ltd.), 


incorporated; capital, $100,000; to manufacture and 
deal in lumber and pulpwood. 


New Ventures 


Guin—W. D. Jemison & Co. recently be 


incorporated; 


ALABAMA. 
gan; retail. 

ARKANSAS, Pine Bluff—Graves Bros. Corporation 
opening lumber business Feb, 8; mill and commissary 
located at Bruce’s Spur, on Missouri Pacific, Plant 
will have daily capacity of 35,000 ft.; company has 
10,502 acres of timber near here. 

CALIFORNIA. Baldwin Park—F. A. Johnson will 
establish a planing mill here; also general retail and 
contracting business, ‘ 

Hynes—W. R. Lindsey engaged in business at 120 
Ocean Ave. as Lindsey Lumber Co. 

Sunland—Strube & Sweet, in 
will open branch here. 

COLORADO. Salida—Treating plant of 
Timber Co. completed and in operation. 

Wellington—Otto B. Ehler opens lumber yard. 

INDIANA. Warsaw—Warsaw Millwork Co. opening 
sash and door factory; Wayne Du Hadway, J. W. 
Stackhouse, Arden Poore and others interested. 

IOWA, Bonaparte—Miley Bros. will establish lum: 
ber yard and handle mine timbers. 

MICHIGAN, Flint—Peer Coal 
cently began. 

MISSISSIPPI. Tupelo—Leake & Goodlet have opened 
branch office at Grenada. 

OREGON. Astoria—Chas. L. Escola, Eino Pietola ” 
Alex Rivell have engaged in business as E. P. & ih. 
Logging Co. oe 

Myrtle Point—Terry Bros. will establish sawmill] at 
Saudners Lake near here. 

Portland-—Ore Eide and _T. Wigen have engaged et 
business at 1454 Sandy Blvd. at Rose City Cabine 
Works. 

PENNSYLVANIA. Mt. Carmel—E. R. 
will open a branch yard in Shenandoah. 

SOUTH CAROLINA. Darlington—B. D. Dugan bend 
templates establishing a plant for manufacture of we 
tles, golf sticks etc., from dogwood, persimmon @ 
other woods. 

TENNESSEE. Johnson City—C. BE. Iris 
began; wholesale hardwood. 
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TEXAS. Lubbock—Louisiana Lumber & Supply Co. 
opening a branch here; headquarters, Dallas. 

Orange—Ellis & Purdy Lumber Co. will 
pranch lumber yard. 

WASHINGTON. Aberdeen—Kerry-Page Lumber Co. 
recently began; wholesale. é 

Everett—l. M. Williams, N. C. Jamison and Joseph 
Irving have engaged in business under name of Port 
Gardiner Log Patrol. L aa 

Lynden—Lynden Lumber Co. will install retail lum- 

“yard. : 
a hl R. L. Kennedy, 5714 Ranier Ave., has en- 
gaged in cabinet making and refinishing business, 

BRITISH NORTH AMERICA 


ONTARIO. ‘Toronto—F, H. McCandless, former vice- 
president of the Canadian Tie & Lumber Co., has gone 
jnto the wholesale lumber business and has opened 
offices at 36 King St. E, Will specialize in lumber, 
railway ties and piling. 


New Mills and Equipment 


CALIFORNIA. Long Beach—J. H. Baxter Co., of 
Wilmington, will build piling and pole treating plant 
and lumber yard on Long Beach Harbor; will also con- 
struct 1,000 feet of dockage. 

“Jos Angeles—McClellan Mfg. Co. will build lumber 
sheds and factory building at 777 E. Washington St. 

San Carlos—O. D. Fairchild has formed a company 
to build planing mill here. 

GEORGIA. Culverton—Moore Lumber Co. will install 
plant for manufacture of box shooks, hamper and barrel 
headings etc. 

KANSAS. Arkansas City—M. G. Kantzer will build 
sash and door factory; cost, $20,000. 

MARYLAND. Baltimore—Wm. Suchting & Sons, 604 
Portland St., will erect 3-story addition to plant. 

MISSISSIPPI. Richton—Richton Planing Mill under 
construction by G. S. Burnett and others. 

Europa—W. C. Kilpatrick building planing mill here. 

Waynesboro—R. F. Darrah Lumber Co., of Meridian, 
will erect planing mill. 

MISSOURI. Carthage—Carthage Planing Mill Co. 
will enlarge plant and install machinery recently pur- 
chased from Carthage Sash & Door Co. 

OREGON. Portland—Dawkins Shingle Co., of Seattle, 
erecting shingle mill in Linnton district. 

TENNESSEE. Chattanooga—Williams & Voris Lum- 
ber Co. will enlarge plant; cost, $50,000. 

TEXAS. Conroe—Sudor Lumber Co. will 
burned plant. 

UTAH. Salt Lake City—Granite Planing Mill adding 
two-story and semi-fireproof addition, 50x60 ft.; cost, 


$60,000. 
BRITISH NORTH AMERICA 
ONTARIO. Toronto—Firstbrook [Bros. (Ltd.) will 
erect plant for production of boxes; has site in York 
township. 


New Sheds and Yard Improvements 


establish 


rebuild 


ILLINOIS. Decatur—Lyon Lumber Co. remodeling 
and enlarging warehouses, cabinet department, offices 
ete, 

INDIANA. Hammond—Central Lumber & Mill Co. 


taking bids for construction of two one-story additions 
to yards, one 100x100 ft., the other 60x135 ft. 

MICHIGAN. Detroit—People’s Lumber Co. is com- 
pleting a new yard at Twelfth and Fenkell Sts. which 
will be used as its main yard. The present yard on 
24th St., near the Michigan Central, will be established 
as a branch. 

MINNESOTA. St. Paul—Reported that 
Lumber Co., 915 Washington Ave. S. E., 
lumber yard. 

OHIO. Cincinnati—Queen City Sash & Door Co. has 
bought a five-story building and will remodel for its 
sash and door factory. 

_Shadyside—New plant of Futhey Hardware & Lumber 
bom replacing the one destroyed by fire, has begun oper- 
ations, 


Thompson 
will build 


TEXAS. Vernon—Bennett Lumber Co. will erect 
sheds and lumber yard, office, implement store ete. 
Wellington—Lewis 3ros. erecting lumber yard, 


sheds etc, 
Casualties 


GEORGIA. Sparta—Sparta Lumber Co., loss by fire, 
$15,000; plant will be rebuilt. 

ILLINOIS. Farmersville—Farmersville 
loss by fire, $25,000. 
Ottawa—L. M. Bayne 
20,000. ; 
MISSOURI. St. Louis—Sterling Hardwood 
6, and Sterling Box Co., loss by fire, $135,000. 
NEW YORK. Brooklyn—Sircus 
$450,000, IRK. Brooklyn—Sircus 
_ OHIO, 
$18,000. 
PENNSYLVANIA. 
by fire, $50,000. 
_ TENNESSEE. Oneida—Lumber sheds of the 
pard Building & Supply Co. destroyed by fire. 


Lumber Co., 


Lumber Co., loss by fire, 


c Flooring 


Bros., loss by fire, 


Hillsboro—J. A. Barrett & Son, loss by fire, 


Ashley—Powden & Northrup, loss 
Shep- 


TIMBER LAND SALES 


ben at ESBURG, Ky., Feb. 3.—The Blackberry Lum- 
lend i has purchased about 1,000 acres of timber 
said a as the “Old Moore Tract.’ It is 
aa, 1at mills will be installed by March 15 and 
tam Tae begun. Another sale in the Black- 
the & hg section of Pike County was that of 
Gaten es Bailey tract by K. E. Mitchell and asso- 
early ae Breeding, W. Va. They also announce 
River a lopment. On the upper Cumberland 
hundred ue, the Virginia border a tract of several 
Lumber Pe res has been purchased by the Flat Gap 
others en In the Eolia section, Joel Boggs and 

» ave purchased 400 acres on Frank’s Creek. 
of Hee RONVILLE, Fia., Feb. 2.—By the purchase 
in Behols Cone of the T. G. Culbreth estate 

“cnols County, Geo. W. Varn and his brother, 


J. C. Varn, are classed among the largest land 
owners in Georgia. The Culbreth estate consisted 
of 40,000 acres of splendid timber and turpentine 
land around Tarver. Mr. Culbreth died about two 
years ago and the pface has since been operated 
by Rose & Culbreth as receivers for the estate 
until a sale could be effected. It is understood 
that the sum paid was about $157,000. The Varn 
brothers were already large land owners in Echols 
County and the addition of the Culbreth estate 
gives them about 200,000 aeres of timber land in 
one body. 


MONROE, LA., Feb. 3.—It is reported here that 
the Frost-Johnson Lumber Co., of Shreveport, La., 
has purchased 4,073 acres of timber lands from La 
Del Oil Properties, and 2,636 acres from R. L. 
Edwards. The purchaser is given ten years in 
which to remove the timber. 


PERRYVILLE, ARK., Feb. 3.—R. Hayden & Son, 
of Perryville, have just purchased a tract of 2,000,- 
000 feet of timber from the Fort Smith Lumber 
Co., of Kansas City. The tract is near Ada., Ark., 
and the firm will move its sawmill to that place, 
leaving the planing mill at Perryville. 


FOREIGN 














Lumber Agents Facilitate Trade 


WASHINGTON, D. C., Feb. 2.—Axel H. Oxholm, 
chief of the lumber division, Department of Com- 
merce, states that it is a matter of surprise to 
find that the number of American lumber agents 
in the foreign field can almost be counted on ten 
fingers, and that these are chiefly limited to nearby 
markets. <A very different condition surrounds 
the Scandinavian lumber export trade. 

“In some of the most important markets of 
Scandinavian lumber as much as 80 to 90 percent 
of all Scandinavian business passes through the 
hands of agents of their own nationality,” states 
Mr. Oxholm. “It is obvious that this has been 
of very great assistance in pushing Scandinavian 
lumber in foreign fields. It is not only in Europe 
that one finds these Scandinavian agents, but 
also in overseas markets—Africa, Australia and 
South America. 

“Considering a very important potential market 
for American lumber—South Africa—it is found 
that most of this lumber business is placed through 
London brokers and agents. ‘These agents are 
employed largely because it is felt by the South 
African importer that they are in better position 
to protect the interests of the importer in case of 
claims and unsatisfactory delivery. Several im- 
porters in South Africa contend that they would 
no doubt be in position to increase’ their sales if 
American exporters had their own representatives 
on the spot, offering the necessary guarantees in 
regard to quality and delivery. 

“South Africa is only one of many countries 
where there seems to be a good opportunity for 
American lumber agents. The experience of a few 
American agents abroad has generally been satis- 
factory and they have been able to make a com- 
fortable and 


living more than that in many 
cases. There is no reason why American lumber 


should be sold in overseas markets through inter- 
mediaries located in other countries often thou- 
sands of miles away.” 


Ocean Freight Market Reviewed 


The full cargo steamer market remained in a 
practically unchanged condition, there being no 
appreciable improvement in either the demand for 
tonnage or the rates quoted, and only a limited 
amount of chartering was completed, say Lunham 
& Moore, ocean freight brokers of New York City, 
in their bulletin for Jan. 31. 30ats are in limited 
demand for grain, coal, flour, cotton, sugar and 
other cargo to various European destinations, and 
a limited inquiry prevailed for lumber, coal, nitrate 
and general cargo carriers in the South American 
trades. Orders for West Indian time charter boats 
are comparatively searce. Owners of prospective 
tonnage are offering their boats sparingly at the 
basis of rates last paid. 


French Lumber Market Dull 
WASHINGTON, D. C., Feb. 2.—A cablegram from 
Commercial Attache Chester Lloyd Jones, Paris, to 
the lumber division, Department of Commerce, 
states that the lumber market is dull. Southern 
pine sales are from hand to mouth and there is no 
buying for stock. There are heavy stocks of Nortn 
European softwood and many importers have with- 
drawn from the market. The stave market is firm. 
BPG AAAGA GG @AG@E&G@“GG’ 
Don’T PUT AWAY in cold storage the good 
ideas you pick up by attending your annual as- 
sociation meeting. Put them to work for you. 
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The Logger Knows 


the kind of logs which make the 
best lumber. Our woodsmen 
and “‘drivers’”’ in the log ponds 
keep our mills well supplied 
with the finest quality 


Goldsboro 
N. C. Pine 


In fact, all employees exercise ex- 
treme care in the milling, grading and 
shipping of our products. If you are 
interested in lumber that se!ls on merit 
and builds a good repeat order business, 
get in touch with us. 


Johnson & Wimsatt 


e WASHINGTON, D. C. 

















A Guarantee of 
the Best N.C. Pine— 


Ly TRON AT Ee 
y, ft" / }) } Lif f: 
PERT Pi): 


Jif 


STANDARD 


For many years Camp’s N.C. 
Pine lumber has been a favorite 
with eastern buyers because it was 
always ‘bang up” on quality and 
milling. 

In the future we will manufac- 
ture only the ‘‘ Extra Standard 
Dressed Board’’—full 13/16" stock 

and brand every board. Rely 
upon us for your future needs. 

















Camp Manufacturing Co. 


FRANKLIN, VIRGINIA 


Or Address our 
Eastern Sales Offices, as follows: 


NEW YORK: 1214 Flat Iron Bldg 
GEO. W. JONES, Megr., Phone 7664 Ashland 
PHILADELPHIA: Otis Building 
KE. b. WOOD, Manager 
PITTSBURGH: Oliver 

L. CAMP, M 


GEORGE 


Building, 


anager 


DAILY CAPACITY 
Ga Rav aca duwerevendsesaatuaeenes 600,000 feet 
DP I occ cc ecncssccvacndcccess 500,000 feet 


Franklin, Va. 
Wallace, N. C. 


Marion, S. C. 
St. Stephen, S. C. 
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HUTCHINS storase co 
Saw Mill, Band Resaw 
and Planing Mill 


CHICAGO OFFICE: 
402 Great Northern Bldg. 
Phone, Harrison 2517 


YARDS and MILL: 
139th & Western Ave. 
Blue Island, Ill. 
Phone, Blue Island 800 


Douglas Fir, 
Yellow Pine, 
White Pine, 
Spruce, Norway 
Railroad and 


Car Material. 


Orders 
Solicited 














CI LOVISIANA Coo 


Real Values in 
Southern Hardwoods 


“ car 5 8 Qtd. yen 

1 car 5/8 Plain Sycamore 
~—* 50,000' 4/4 Log Run Willow 

Gum | 50,000' 44 FAS Pl. Sap Gum 





Cottonwood | 75,000' 4/4 No. 1 Com. Plain 
Sycamore | Sap Gum 


1 car 4/4 No. 4 Com. Red Gum 
1 car 4,4 FAS Red Gum ie 


Red Gum 
Willow 








Don’t delay—write or wire for 
quotations today. 


S.B. Anderson & Son, Inc. 


PLAQUEMINE, LOUISIANA 












“HAMMOND, iA LCRR. 


Manufacturers of Long and Shortleaf 
Southern Pine Lumber 














| a tek & 

| 100,000 Capacity* 

| For Sale esis and Gang Mill 
complete, with Planing Mill, Dry Kilns, | 


Sheds and Buildings; Five years old—In 
A-1 Condition. Can deliver early in 1925. | 


LOCK, MOORE & CO.,Ltd. Westlake,La. 














K. Moore, Pres., M.P. Paret, Vice-Pres., G. W. Law, Sec’ y-Treas. 

pis’ SHINGLES 
yP and 

CLAP BOARD 

Manufactured in all sizes and lengths. 

Samples on request. 


Gulf Coast Timber Co., Inc. 


MORGAN CITY, LA. 

















We can most always furnish orders for 


“z wire” Qak Cross Ties 


Standard 6x8-8' 0” 
Let us know what you can furnish, 
We also buy Switch Ties and Crossing Plank. 


Southern Tie & Timber 


WINNFIELD, LA, 





Company, Inc. 












Making Your Motor Truck Equipment Pay* 


It has 
sumptuous for a man to address an audience of 


always seemed to me somewhat pre- 


competent executives on a topic with which they 
are already somewhat familiar in their normal 
operations, but my justification in 
before you is that I owned and 
operated 171 vehicles of my own up to the time 
I disposed of them to enter into the manufac- 
turing side of the motor truck business. ‘The 
remarks that I make, naturally, are an expres- 
sion of personal opinion and if they do not 
coincide with your ideas, at least give me credit 
for a sincere expression of opinions developed 
by my own experience, The first essential in 
operating motor trucks efficiently is to purchase 
a satisfactory type of truck for your require- 
ments. 


business 
appearing 


Truck Procurement 


The primary characteristic which should be in 
a purchaser’s mind when purchasing a motor 
truck, is to determine what quality of truck his 
business requires and having determined it, 
then to purchase most economically a_ truck 
which comes within that class. Too frequently 
buyers disregard the quality of a truck and 
their selection is determined by the lowest pur- 
chase price that they can secure. It should 
be borne in mind that the most economical 
purchase is not the one which requires the 
Jeast expenditure in dollars but rather the one 
in which the greatest cents worth of value is 
secured per dollar expended. 

The second essential is to purchase a truck of 
adequate tonnage for your business require- 
ments. Most purchasers underestimate the ton- 
nage capacity of the trucks they require and, 
either intentionally or unwittingly, overload 
their trucks. Overloading trucks is one of the 
greatest fallacies in economical truck operation. 

The next requisite in determining the selection 
of a truck is to ascertain the cost of repair 
parts. It should be remembered that when a 
motor truck is purchased a transaction is not 
completed because a transaction is just initiated 
which does not approach its finality until the 
truck finally passes out of the purchaser’s hands. 

There are many parts in a motor truck which 
should be considered as expendable items which 
must be renewed with more or less frequency 
and if these replacement parts are unnecessarily 
high in expense, it radically affects the cost 
of operation. 

The necessary item to consider is the time it 
takes to make these replacements for, obviously, 
the greater length of time it takes to make these 
replacements the greater the cost of repair in- 
volved and the greater the number of hours the 
truck is out of service. The length of time it 
takes to make similar replacements in different 
types of cars is determined by the foresight and 
engineering ingenuity used in designing the 
truck, 

The next item for consideration is the service 
available in connection with the truck you con- 
template purchasing. A good truck without 
service is a far more undesirable purchase than 
a mediocre truck with good service facilities. 

Driver’s Part in Economical Truck Operation 

The next important characteristic in economi- 
eal truck operation is the driver question. An 
incompetent, careless chauffeur can ruin the 
best truck that was ever built in a comparatively 
short time and, conversely, a very competent 
driver can materially lengthen the life and de- 
crease the cost of operation of an inferior make 
of truck. 

It is reasonable and essential to require that 
a chauffeur lubricate his truck thoroughly at 
least once a week and it is also desirable that 
his employer have enough interest in his invest- 
ment to personally check the driver up once in 
a while. This doesn’t take more than five 
minutes and even the busiest executive can 
afford to spend five or ten minutes a month to 
check up the condition of a piece of equipment 
that has cost him anywhere from three to five 
thousand dollars. If the executive of a com- 





*Address delivered at annual convention West 
Virginia Lumber & Builders’ Supply Dealers’ 
Association, Clarksburg, W. Va., Jan. 29, 1925, 
by George H. Pride, of The Autocar Co., Ard- 
more, Pa. 





pany which has invested five thousand dollars 
in a piece of equipment doesn’t take enough jn- 
terest in it to devote a few minutes a month 
to observing its condition, it is rather hard to 
realize why one of his lowest paid employees 
should exhibit a greater amount of interest 
than does his employer. 

Don’t permit your chauffeurs to speed the 
engine governor up. It is true that this will 
permit the truck to go faster while it is running 
but it will be in running condition much less of 
the time. Isn’t it reasonable to suppose that 
the manufacturer who spends all of his time jn 
designing and building these trucks and who is 
anxious for them to develop the greatest service. 
ability in the hands of the purchaser, for the 
sake of his own reputation, knows more about 
the speed at which the engine should be run 
than does the purchaser? If you can see the 
reasonability of this statement, don’t permit the 
governor to be tampered with and once in a 
While have somebody follow the truck with a 
touring car to ascertain whether the chauffeur 
has tampered with the governor without your 
knowledge. 

If your trucks are operating occasionally over 
bad stretches of road, instruct your drivers to 
get in low speed before they hit the bad patch 





Efficiency and Low Cost in Hauling 

Pulp operators in the North are combining 
high efficiency and low cost in hauling through 
the use of the Ford one-ton truck equipped with 
the Warford heavy duty auxiliary transmission. 

The accompanying illustration shows a part of 
the fleet of fourteen of these Ford trucks operated 
by the Cornell Wood Products Co. of Cornell, Wis. 











Part of filcet of Ford trucks equipped with Warford 
auciliary transmission 


The sturdy Warford transmission, manufactured 
by the Warford Corporation of New York City, 


which provides the trucks with six forward speeds,’ 


makes it possible for these trucks to haul upward 
of two tons of pulpwood over the roughest kind 
of wood roads and up sharp grades, at Ford one- 
ton operating cost. 





of road intead of trying to go over the bad 
patch of road in high speed, getting stuck and 
then speeding the engine up, suddenly dropping 
the clutch in, with the result that while the 
truck may jump out of the hole, the entire 
mechanism has been subjected to a sledge- 
hammer blow. This abuse is known as ‘“‘buck- 
ing the clutch’ and is a frequent practice on 
the part of ignorant chauffeurs. 

Use daily time reports even though you may 
be operating but a few trucks. These time re- 
ports should include four columns: Destination, 
load, arrived, departed. This will give you 4 
distinct idea of why delays occur and will also 
give you a very good indication as to whether 
your driver is wasting time in idle gossip, card 
game, or some other similar method of evading 
work; but most important of all, it makes the 
driver realize that his boss is actually keeping 
close tabs on him and will tend to prevent 
unnecessary delays from occurring. 

Operation 

One of the most important characteristics of 
efficient truck operation is the dispatching of 
the trucks. This problem varies widely, depend- 
ing upon the location and business the truck 
owner is operating. I would suggest, howevél, 
one basic factor which contributes largely to- 
ward efficiency, and that is, in so far as it 8 
possible, do your long hauls in the early part 
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of the day and reserve some of your short 
nauls for the end of the day. In this way you 
can move more tonnage than if you reversed 
this process. It is only human for drivers to 
resent being sent on a long haul toward the 
end of the day and they frequently will find 
means for killing time to such an extent that 
there is insufficient time to make a long-haul 
trip at the end of the day, despite the fact that 
there is some surplus time available. If your 
drivers knew it was your custom to send them 
only on short-haul work during the close of 
the. day, you would find that your daily truck 
tonnage would be materially enhanced. 


Overloading 

This is a practice which has become current 
to a very large extent among truck owners and 
the more inexperienced the truck owner is, as a 
rule, the more greatly he indulges in this form 
of abuse. 

The rated capacity of a truck simply means 
that the manufacturer has after a great deal of 
designed experimentation, found that the truck, 
if it carries its rated tonnage, will move more 
tons more miles during its entire life at a 
lower cost per ton per mile than if any other 
tonnage were carried on this truck. If you see 
fit to load the truck beyond its rated capacity 
keep in mind that it will cost you a greater sum 
per ton per mile for the entire tonnage carried 
by the truck. 

It is true that there are some instances where 
this greater ton cost is justified, owing to pe- 
culiar conditions, but if you realize the truth 
of the foregoing statement you can arrive at 
your own conclusions whether it is desirable or 
not to practice overloading. 

Maintenance 

The most important element which enters into 
economical maintenance is lubrication. As has 
been stated before, the entire chassis should be 
greased at least once a week with the possible 
exception of the rear axle and the transmission. 
which should have lubricant changed once a 
month. The engine, however, should have its 
oil drained completely from the crankcase regu- 
larly every Saturday. This might seem a waste 
of money but it should be borne in mind that 
with the heavy gasolire used at present, a 
certain portion of it is not consumed and slips 
down between the cylinder walls in the pistons 
into the crankcase and diluting the lubricating 
oil, reducing its lubricating characteristics. Buy 
the best grade of oil that you can obtain and 
use it generously. It is the cheapest insurance 
you can buy to secure low maintenance costs. 

The old maxim, “a stitch in time,’’ peculiarly 
applies to motor truck operation. A small re- 
pair which might cost one to two dallars if done 
immediately, may result in some hundreds of 
dollars worth of damage if neglected for some 
weeks. Keep the bolts and nuts tightened and 
if-any strange knocks, chattering or noises of 
any description occur have repairs made or 
secure expert advice before neglecting to elim- 
inate them. Do not attempt to let your drivers 
do overhauling or major repairs. Automobile 
mechanics as a rule earn higher wages than 
drivers and if a driver were competent to do 
automobile repairs he would not be driving, he 
would be a mechanic. You would not use brick- 
layers to do carpentry work. 

Cost Accounting 

Most operators of motor trucks have several 
different makes of trucks in their fleets. If you 
run a simple cost accounting system against 
each truck, charging in all the elements which 
should be charged against it, you will not be 
perplexed when making your next truck pur- 
chase. You will know which make of truck 
has proved most economical in your service and, 
as the smallest amount of money which you 
expend in connection with the truck during its 
life is the initial purchase price, you will be 
enabled to purchase that truck regardless of its 
initial price, which your figures will prove the 
most economical to you over the period of its 
existence in your possession. Furthermore, by 
comparing the cost of operation with similar 
rae compiled by your associates who operate 
rd ee similar conditions, you perhaps 
@ tc, ag it the re are some other makes 
‘on data might be more economical for 

than the makes that you have in your 
Possession at present. . 
Pag hye borne in mind in operating motor 
it Knowledge is power just as it is in 
any other business. 
“ phonpondrnd be remembered that frequently 
Gnvatine on cane proportion of a company’s 
etatpenens ye al is invested in its motor truck 
Instead of a negligible portion, as 


"as the case in the days of horse-truck 
operation. 7 
It * 
iene should also be remembered that if you 
4 dollar in operating cost that dollar is 


199 
’ Percent profit and is the net equivalent to 


a great many dollars worth of increased busi- 
ness. 

For all these reasons isn’t it perfectly plain 
that the chief executive of a company should 
give some of his personal time and attention to 
learning something about motor trucks and 
then showing his men that he does know some- 
thing about them? It won’t take any chief 
executive much time to do this and if he would 
only give a fraction of his thought and time to 
this phase of his business that he gives to any 
other portion of his business that involves a 
similar amount of his capital investment, the 
imprevement that would be shown would be 
quite remarkable. 


Locomotive Equipped with Airbrake 


A new addition to the well known line of in- 
dustrial track haulage units built by the Vulcan 
Iron Works of Wilkes-Barre, Pa., is a 13-ton gaso- 
line locomotive, standard constructed for 
the E. B. Eddy Co., of Hull, Que., one of the 
largest pulp and paper mills in the world. The 
locomotive has several new and interesting fea- 
tures, chief among them being the attachment of 
Westinghouse airbrake equipment, and according 
to the Vulcan Iron Works, this is probably the 
smallest locomotive on which this class of equip- 
ment has been installed. It was considered neces- 
sary, however, as a safety feature due to heavy 
grades and the slippery track during winter. 

The equipment used is the Westinghouse type 
A.M.M., consisting of air compressor, gear driven 
from the engine shaft and provided with gov- 
ernor and automatic unloader. When the pres- 
sure reaches a predetermined point the governor 
unseats the intake valves and when the pressure 
drops the governor automatically cuts in the 


gage, 











Vulcan 13-ton gasoline 
Westinghouse air brake 


locomotive equipped with 


valves. The operator’s valve is type 
type “A” bracket and C-6 feed valve. The equip- 
ment is for both straight and automatic applica- 
tion, that is, for braking on both the locomotive 
and car wheels, and the valve used is so designed 


M-24 with 


as to operate both with only one handle. Two 
main reservoirs of ample capacity are provided 
and located on each side of the locomotive. Aux- 
iliary reservoir, triple valve and double’ cheek 


valve are conveniently located underneath the 
running boards in an accessible position for in- 
spection and testing. The brake operating cylin- 
der is located so that the piston packing can easily 
be replaced when worn, The air operating cylinder 
is interconnected with a separate brake lever in 
the cab, so that brakes can be applied by hand in 
case of air failure. Regulation air hose is pro- 
vided on both front and rear of locomotive for 
coupling to standard railroad cars, and the entire 
brake arrangement meets with the requirements of 
the Interstate Commerce Commission, Of par- 
ticular interest is the fact that the air brake 
apparatus can be instantly released from service, 
if necessary, and the auxiliary hand brake used 
exclusively. 

This 14-ton locomotive is equipped with spring 
draft rigging both front and rear. ‘This feature 
is provided for the purpose of absorbing the 
shocks encountered in coupling to heavy standard 
gage cars, thereby protecting the running gear 
and motor and assuring longer life for the loco- 
motive. The cab is of Vulean standard construe 
tion, made of steel, and especially adapted to cold 
weather conditions. The cab has sliding doors at 
rear and left sdie, and all windows are adjustable, 
affording comfort under all climatie conditions. 
A heater is also provided in the cab for use in 
cold weather. The whole design and construction 
of this 13-ton locomotive is typically Vulcan, and 
steam locomotive practice is followed wherever 
possible. Frames are of open hearth cast steel, 
and wheels have cast iron centers with steel tires. 
The locomotive is equipped with a 110-horsepower, 
6-cylinder Climax engine, and transmission is the 
Cotta constant-mesh type giving four speeds for- 
ward and four reverse. This same design is 
built in 15-, 20- and 25-ton sizes, and full par- 
ticulars can be obtained by addressing the Vulcan 
Iron Works at Wilkes-Barre, Pa. 


— LOUISIANA — 








“LaRED” Quality 


The conservative buyer knows quality is far more 
tempting than lower price—why? Because Qual- 
ity fulfills expectations and takes all of the risk 
out of a purchase. It insures right at the outset 
full value and full satisfaction. 


Let us demonstrate this with our | 
“LaRED” Products: 


Genuine Louisiana Tidewater Red Cypress | 
Cypress Window & Door Frames 
Soft Texture Tidewater Tupelo | 
Southern Hardwoods 
Long and Short Leaf Yellow Pine | 
Fir Spruce Hemlock 
Red Cedar Shingles and Siding 


Try our “‘LaRED” Brand of Premium Cedar 
Shingles. 

| “*LaRED” Supremes—The 100% Shingle. 
“*LaRED” Extra Clears—100% Clear, 85% E.G 
“*LaRED ” Star A Stars—Real Stars. 


LOUISIANA RED conrcsy 


of New Orleans | 


Entire Fourth Floor, 
Poydras Building, 
New Orleans, La. 








: 1018-19 White Bldg., 
| Seattle, Washington. 

















BUYERS will find our band sawn 
hardwoods well manufactured. 
Grades guaranteed under rules of 


National Hardwood Lumber Association. 


HARDWOODS 


We solicit your inquiries. 


Bonita Lumber 
Company, Inc. 
BONITA, (Morehouse Parish) LA. 











RUSTON, LA. 


Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 























Mille at Office. 
is CANDY, LA RUSTON, LA 
Pat ger ce 
at) ve hat ki 4 ’) par 
a Dal longleaf Y 
eed alt Icumber 
Lake Charles, Louisiana 














Manufacturers 


Short Leaf Pine and Nienaunaiie 





HANDY BOOKS for LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 


AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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We Have a Market 
for YOUR STOCK 


We have built up a fine 
steady trade and offer re- 


liable manufacturers an 
A-No.1 outlet for their 


products. 






fai-StaTe /UMBER- 
‘SHINGLE: | COMPANY 











Neveortoe 
YE pygents 
Rk. A. Long Bldg., KANSAS CITY, MO. 
111 W. Washington St., CHICAGO, ILL. 
Ford Building, DETROIT, MICH. 


Lom £ LORIDA 


3! 

TRADE 
ST-AND-BY 
MARK 



















This Spring Try 
STANDBY Flooring 


STANDBY Flooring is cut 
from famous STANDBY Yel- 
low Pine—one of the densest 
original old growth pitch pines 
that have ever grown. Thus, 
it offers builders unusual wear- 
ing qualities. 


STANDBY 


LONGLEAF 
Yellow Pine 


Try selling STANDBY Flooring 
this spring. Buy it in mixed cars 
with dimension and ceiling. Ex- 
port and coastwise yard schedules a 
specialty. 


A trial order will prove the 
merit of STANDBY Pine. 


St. Andrews Bay 
Lumber Co. 


Millville, 3 Florida 
3 BIG MILLS: 
Millville, Fountain and Bar Harbor, Florida 








Yellow Pine 


Timbers, Lumber 
Lath and Shinégles 


For our high grade dressed stock— 
“*‘Ask the Wholesaler ’’ 


The Alger- Sullivan Lumber Co. 


CENTURY. FLORIDA 

















| Cummer Gypress Co. t 





Mills: Jacksonville and Sumner, Fla. 


_. LUMBER 
Cypress 


Rough and Dressed 


Shingles and Lath 


Sales Office, 280 Madison Ave., New York City ; 
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MILWAUKEE, WIS. 


Feb. 3.—Conditions in the Wisconsin lumber 
market are practically unchanged for the week. 
Sash and door, interior finish and flooring mills 
are still the most active purchasers among wood 
using industries. Lately, however, there has been 
an improvement in demand from furniture manu- 
facturers, who are generally buying southern hard- 
woods. Among these woods gum, poplar and oak 
occupy the strongest positions. Among northern 
hardwoods, birch, maple, beech and basswood are 
the most popular. Quotations for all these woods 
are firm, with some staple items showing a ten- 
dency toward a stiffening. The automobile body 
interests are still out of the market, in so far as 
any large orders are concerned, although the larger 
firms here are working at capacity night and day 
and should have very small stocks of lumber. In- 
quiries from retail yards are increasing, but orders 
have been increasingly scarce, Present snow 
conditions in the North, combined with mild tem- 
peratures, have enabled the lumbermen to make 
more rapid progress than expected, and an un- 
usually large timber cut will probably result. 

senjamin IF’. Springer, secretary of the John 
Schroeder Lumber Co., Milwaukee, predicts that 
lumber prices will advance at least 5 percent and 
not more than 10 percent during the present year. 
Production costs have been way out of line with 
the price received for the finished lumber, he says, 
and some readjustment is essential, 

About 80 percent of all space available for ex- 
hibits at the third annual Milwaukee Home Show, 
March 28 to April 4, has been sold. Final plans 
were made at a banquet at the Hotel Pfister on 
Friday night, Jan. 30. George L. Waetjen, gen- 
eral chairman, presided as toastmaster. Other 
lumbermen present included Don S. Montgomery, 
who spoke on the various awards to be made at 
the show, and Robert Blackburn, 


MERRILL, WIS. 


Feb, 2.—Crating industries, also furniture and 
interior finish manufacturers, are in the market 
for raw material, and there is a demand for con- 
siderable high grade hardwoods from manufactur- 
ers of radio boxes. Hardwood prices at mill are: 
Birch, 4/4, No. 1, $55@58; No. 2, $33@35; No. 


3, $21@23. Maple flooring stock, No. 1, $60; 
No. 2, $40; No. 3, $28. No. 3 soft elm is very 
strong, selling at $23, while 4/4 No. 2 and better 
is mecting with less demand. 3usswood is very 


active, all grades and thicknesses moving briskly. 
Thick maple and elm for the automobile industry 
are still quiet. No. 1 2x4-inch hemlock in 12-foot 
lengths is $31.50@52. No. 1 6-inch flooring in all 
lengths is selling at $31@31.50. No. 2 boards, 
all widths and lengths, are $26@26.50. No. 3 
hemlock, all widths and lengths, is moving freely 
at $19@20. Prices generally are likely to ad- 
vance, as stocks of dry lumber are badly broken. 

The Rib Lake Lumber Co. is logging heavily in 
the town of Corning, Lincoln County, and expects 
to put in a total of 40,000,000 feet this winter as 
compared to 27,000,000 feet a year ago. The 
company is operating some of its own camps, in 
addition to which it has quite a number of jobbers 
who are putting in 750,000 to 3,000,000 feet apiece. 
Camp 19 will be through very soon and will be 
moved farther north. A new camp will be built 
in $2-32-4. Camp 18 has another year’s logging. 

The Heinemann Lumber Co., of Merrill, will start 


operating its sawmill within about a week. The 
company is decking its hemlock logs for later 
sawing, and will cut hardwood during the early 


months of operation. 


COLUMBUS, OHIO 


eb. 2.—Hardwood buying on the part of fac- 
tories is better than that by retailers, owing to bad 
weather preventing dealers from making deliveries. 
Railroad inquiries are good, and quite a few or- 


ders from that source are being booked. Floor- 
ing is especially strong. The list is well main- 


tained, and higher quotations are expected soon. 
I’, B. Pryor, sales manager W. M. Ritter Lumber 
Co., said “The hardwood trade is strong all along 
the line. Prices are firm.” The Imperial Lumber 
Co. is having a good steady demand for all hard- 
woods. The American Column & Lumber Co. 
reports a steady demand, 
Southern pine business is 
cause of bad weather, and also because dealers 
are pretty well stocked. Suying is limited to 
broken lots. Flooring and boards are the strong- 
est items. Dimension is still weak. Prices have 
weakened in certain items. The J. E. McNally 
Lumber Co, reports a good deal of figuring on 


slightly slower be- 


new work. The Doddington Co. is having a goog 
trade at its four retail yards. 

The Herbst-Back Lumber Co., a retail concern, 
will make a number of improvements to its plant 
during the coming sixty days. 


EVANSVILLE, IND. 


Feb. 2.—There has been a firm demand for hard. 
woods in southwestern Indiana. Buying by re. 
tailers has been increasing right along, and reports 
say that country yards are planning to replenish 
their broken stocks for spring. Factories are buy- 
ing liberally. Many Evansville plants are being 
operated steadily, and some are at capacity. Man. 


ufacturers of boxes, furniture, automobiles and 
musical instruments report a steady trade, and 
have been buying liberally. Prices on hardwood 


are holding firm, and some items have advanced, 
Gum, plain oak, walnut, elm, maple, chestnut and 
cottonwood are strong and in good demand. Ve. 
neer manufacturers report a good trade. ‘Trade 
has been greatly stimulated since the holding of 
the mid-winter furniture markets. Planing mill 
owners say the outlook for spring and summer 
business is good. 

George Foote, of the Evansville Band Mill Co,, 
is at a local hospital recovering from injuries gus- 
tained when he was run down by an automobile, 


DETROIT, MICH. 


Feb. 3.—The wholesale market in softwoods ig 
displaying continued strength although buying ace- 
tivity has not developed on a satisfactory basis at 
advanced prices. Retailers are not showing a 
tendeney to place orders covering requirements 
well in advance. A few soft spots are noted in 
offerings by small mills in the South. A decided 
impetus in the building program will necessitate 
the placing of larger orders-by retail yards within 
a short time. 

A marked improvement in purchases of. hard- 
woods by body plants is reported. Orders and in 
quiries for hard maple and ash are on the increase 
A stronger call for oak noted. Increased 
production schedules have been established in a 
number of plants. Lumber trade factors ar 
strongly of the opinion that hand to mouth buying 
will be abandoned during the next few weeks. 

Joseph A. Braun, president of the Braun Lum- 
ber Co., accompanied by Mrs. Braun, have sailed 
for New York on the Rotterdam for a Mediter- 
ranean cruise. 


MARINETTE, WIS. 


Feb. 2.—Charles A. Goodman and Superintend- 
ent Thomas Finn, of the Sawyer Goodman Co., 
this city, were at the company’s Sagola (Mich.) 
mill last Thursday. Work there is progressing 
favorably. 

Mr. and Mrs. Robert B. Goodman are expected 
home this week from a three week’s pleasure trip 
to Havana and other points. 

The mill of the Andrews Lumber Co. 
Menominee County, Michigan, started a 
shift on Monday. 


JACKSONVILLE, FLA. 


Feb. 3.—In hardwood prices, no changes have 
been noted since the first of the year. Demand 
has been gradually getting better. The furniture 
manufacturers have been increasing their pul 
chases, buying for future requirements wherever 
they can secure a good price. Mills, however, are 
not selling for future delivery, as a rule, when the 
stock can be sold for immediate shipment. Fur 
niture men in the Carolina territory say they have 
sufficient orders for about sixty days. Practically 
all groups are buying, even the agricultural im- 
plement manufacturers and automotive industry, 
both of which have been practically out of the 
market for a long time. The box and crate manu: 
facturers are taking an especially nice volume 0! 
low grade materials. The export situation is only 


fair. 
INDIANAPOLIS, IND. 


Feb, 3.—Business in hardwoods continues (0 
expand. Much of the increase comes from the 
furniture industry. Makers of low priced furnl 
ture in Indiana did a big business at recent shows. 
However, there is no tendency to build up reserve 
stocks of raw materials. The automobile market 
is rather quiet, with the exception of the body 
factories, which are in the market to a large degree. 
Bad weather has curtailed buying by utilities, in 
cluding the railroads, but a vast amount ol repair 
work remains to be done. Dealers are well stocked, 
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and the slump in building, due to bad weather, 
has not depleted stocks. Dealers generally are ‘all 
get for spring and little business is expected until 
— Henry, of the Henry Lumber Co., Michigan 
City, Ind., will leave next week for an extended 
trip to the Pacific coast. J 

Joseph G. Brannum, Brannum-Keene Lumber Co., 
this city, and Mrs. Brannum will make a trip to 
the Northwest and will visit some of the larger 
mills. ; 

Willis B. Dye, of Kokomo, Ind., was in Wash- 
ington, D. C., making preparations for the Hoosier 
delegation for the inauguration. He called on 
president Coolidge. 

Thomas D. Stewart, manager Shelbyville Lumber 
(‘o.. Shelbyville, Ind., recently joined in the pur- 
chase of a furniture factory and will devote all 
his time to it. George Torrance is his suecessor. 


LOUISVILLE, KY. 


Feb. 3.—Louisville hardwood operators report 
that there is a fine scattered business coming in 
from various sections, and quite well spread over 
consuming industries, covering fairly well the dif- 
ferent species and grades. Inquiries and orders 


hold up well, and prices maintain their gains. 
Louisville prices on inch stock: Kentucky and 
Indiana guartered white oak, FAS, $145@150; 


common, $80@85; quartered red, $125 and $75; 
plain white, $105 and $65; plain red, $95 and 
$62. Southern oak, quartered white, $150 and 
$70; plain white, $90 and $62; quartered red, 
$100 and $65; plain red, $87 and $60. Poplar, 
FAS, $105; saps and selects, $75@80; common, 
$55. Gum, quartered red, $85 and $62; plain 
red, $82 and°$60; quartered sap, $63 and $50; 
plain sap, $58 and $41. Walnut, FAS, $220; 
selects, $160; common, $115; No. 2 common, $50. 
Ash, chestnut and basswood, FAS, $100; common, 
$60. 

The Lewis Roach Lumber Co., Louisville, has 
recently moved to 1012 Lincoln Bank Building. 

C. H. Willett, W. R. Willett Lumber Co., Louis- 
ville, is the proud father of Miss Margaret Munn 
Willett, born Jan. 28. 


BAY CITY, MICH. 


Feb. 3.—The demand for hardwoods has shown 
considerable improvement the last week, and buy- 
ers are purchasing more freely for both present and 
future requirements. The automobile interests are 
buying in greater volume, and there is also a 
marked increase in orders from the furniture in- 
dustry. The demand from box and erating users, 
for low grade hardwoods, continues in excess of 
production, and in consequence dry stocks have 
heen reduced to a very low point. Hardwood 
flooring manufacturers are picking up all avail- 
able dry stocks of common maple, and are con- 
tracting for future supplies to some extent. Saw- 
mills in this seetion are all operating to full ca 


pacity, and in some instances night runs have 
been started. The weather has been ideal for 


logging this winter, and it is predicted that the 
input of jogs will be larger than for several years. 


ANTIGO, WIS. 


Feb. 2.—Weather conditions remain ideai for log- 
ving, and woods work is progressing very rapidly. 
rhe Langlade Lumber Co. is delivering nearly a 
million feet a day at the landing, and will make 
ain output of about thirty-five million feet this 
Winter, It shipped nearly four million feet last 
month, 

The land department of the Langlade Lumber 
Co. has been instrumental in starting an indoor 
golf course in the Masonic Temple, this city, and 
has a professional in charge. 


BUFFALO, N. Y. 
Feb. 3 


5.—The Buffalo lumbermen are supporting 
the Chamber of Commerce in opposing the effort 
of the railroads to adjust rail rates eastward, as 
hey call it, for the lumbermen see nothing in it 
but an attempt to raise the rates seriously. The 
Chamber of Commerce hag lately issued a circular 
i which it shows that certain rates, as for in- 
Stance from Buffalo to New England points, will 
be advanced in the neighborhood of 25 percent, 
Some, in fact, being advanced as much as 40 per 
cent, A meeting was held at the chamber early 
a to organize the opposition to this move- 
ment, 

_Lumbermen attending the New York retail con- 
vention last week met with great delay in getting 
home, because of the heavy snowfall. One said 
oe When the time from New York to Buffalo is 
“ Hours there ig small chance for selling lumber. 
The ordinary time is not over 10 hours. 

ane’ iL Blakeslee, of Blakeslee, Perrin & Dar 
after pe some time in New England last week 
v\r attending the New York retail convention. 
A. C. Farris, of the Farris Hardwood Lumber 


Cc eaten " 
%, WAS a visitor to the trade here this week. 


JACKSON, MISS. 


Feb. 3.—Manufacturers of hardwood say the 
market gained more strength last week. The furni- 
ture factories are in the market strong for red 
and sap gum. Automobile plants are taking con- 
siderable ash, but are not buying as much as they 
were expected to. Prices are very firm. The ex- 
port market continues good. Rainy weather has 
curtailed the supply of logs, and production is 
bound to fall off. Shipments are of low volume 
also on account of bad weather. While all mills 
are operating full time, production is not up to 


normal. 
RHINELANDER, WIS. 


Feb. 3.—While some items of birch and maple 
are in good demand, and some, like 1-inch maple 
flooring stock, are entirely out of the market, yet 
consumers are not buying at all freely of lumber 
for furniture, interior trim or automobile con- 
struction. There is no denying that the demand is 
“draggy.”’ On the other hand, some mills are 
pretty well sold up, especially on 4/4 birch, and 
are buying from each other to help out their own 
customers. Thick birch is more plentiful, and 
there is a disposition to shade prices on this. In 
some cases it is offered at same prices as the 4/4, 
None of the mills or dealers around here seem to 
be selling any hard maple, in 14-inch or thicker. 
An oceasional car is moved, but the auto body 
people and the farm implement factories do not 
feel like laying in any stock. The hardwood floor- 
ing factory here is shipping a little stock, but it is 
a little early for the flooring trade. The factory 
is operating steadily, and filling up the ware- 
houses. Many mills are cutting hardwood hearts, 
such as 3x4-, 4x4-, 3x6- and 4x6-inch, for car 
stakes, skids, loading and bracing lumber, and 
have orders booked ahead in some cases. 


ST. LOUIS, MO. 


Feb. 4.—About the same volume of building as 
in 1924 is indicated by the number of building 
permits issued during January, 628 having been 
issued, for structures costing about $3,009,710. 
This included apartments and homes for 355 
families, 

Cars of lumber received in the St. Louis market 
during January were 2,117 less than in the same 
month last year; last month 15.941 cars were 
received. Shipments decreased 637 ears during 
January, as compared with the same month last 
year; there were 11,290 cars shipped last month. 

Cc. Wf. Call, formerly secretary-treasurer of the 
Interstate Lumber Co., has organized the Call 
Hardwood Lumber Co. at 1712 Railway Exchange 
Building, to sell a general line at wholesale. Mr. 
Call is secretary of the Hoo-Hoo Club of St. 


Louis. 
MEMPHIS, TENN. 
Feb. 3.—Hardwood demand sagged last week, 


few orders being received. Prices were slightly 
lower on orders booked. Shipments were very 
heavy on orders taken during December and early 
January. Demand for red gum continues good 
and stocks are very low; prices are maintained 
on this species. The best demand is from furni- 
ture manufacturers, who appear, however, to hesi- 
tate about prices. Demand from the automobile 
group is very slow, and will probably continue 
so for thirty days. January was the best month 
for veneer bookings in several years. The door 
people are still good buyers, as are all interior 
trim manufacturers. Agricultural implement mak- 
ers and the building trades are taking little hard- 
wood. Flooring manufacturers report business 
rather slow, and are not taking so heavily of oak 
as in the last few weeks. Foreign demand con- 
tinues fair. The lull is not expected to last long, 
judging by reports from consuming groups. Rains 
are hindering logging. A few mills are shutting 
down, but production at most is about normal. 


Dry stocks, however, are getting low. Stocks 
Jan. 1, as reported by the Hardwood Manufac- 


turers’ Institute, showed an increase of about 40,- 
000 feet a mill, largely as a result of more careful 
inventorying. 

J. C. Mahannah, secretary-treasurer of the local 
branch of the Kelsey Wheel Co., of Detroit, Mich., 
has been named president, succeeding his father, 
A. E. Mahannah, who died last October. R. W. 
Stritch was named secretary. Mr. Mahannah will 
serve also as treasurer and general manager of the 
local plant. 

W. A. Ransom, Gayoso Lumber Co., Memphis, is 
planning a trip to European markets, 
latter part of March. Mrs. 
him. 

R. M. Carrier, Carrier Lumber & Manufacturing 
Co., Sardis, Miss., is in Florida for a short vaca 
tion. In May Mr. Carrier expects to sail for a 
tour of England. Mrs. Carrier accompanied him 
to Florida, and will also make the trip abroad. 


sailing the 
tansom will accompany 
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ROUGH OR DRESSED 


MOULDINGS, LATH, 
SHINGLES 


Sales Agent for the Following Mills:— 


THE HEBARD CYPRESS COMPANY, 
Waycross, Ga. 
BIG SALKEHATCHIE CYPRESS CO. 
Varnville, S.C 
LYON PINE COMPANY, 
Odessa, Fa. 
PINEORA MANUFACTURING 
COMPANY, 
Pineora, Ga. 

Also agents for 
DIBERT, STARK & BROWN 
CYPRESS CO. 

In territory east of Pittsburgh. 


BLACK RIVER CYPRESS CO. 
Gable, S.C. 


BURTON - SWARTZ 
CYPRESS CO. OF FLORIDA 
Perry, Fla. 


SAVANNAH RIVER LUMBER 
COMPANY, 

Vale Royal Mill, Savannah, Ga. 

Gilmania Mill, Gilmania, S.C. 


Gulf Red Cypress Co. 


SAVANNAH, GEORGIA 


-_ QURNOY 

| st {n the Uy, 

x Heart of Georgia @ 

Shortleaf 
PINE 

PAcon, Dimension 
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Roofers | 
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Manufacturers ard Wholesalers | 


( 614Grand Bldg, Macon, Ga. | 


DOWNER 


Manufacturers and Wholesalers 
LUMBER 
co. 








Longleaf and Shortleaf 
Yellow Pine 


R. R. Timbers, Yard Stock 
Georgia Roofers 
Valdosta, Ga. 3 Mills 

Established 10 Years 











WARREN AXE & TOOL CO. 


WARREN, PA. 


d 
honors Panama-Pactic GRAND PRIZE 


international Exposition 
ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 
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Get Ready Now to 
Make R & G Profits 


Thousands of people in the U.S. 
are planning to build new garages 
this spring. Some of these people 
are right in your town. This is 
your chance to make some extra 


profits selling R & G Garage Doors. 





PAT. OFF. 





Garage Doors 


attractive doors than a carpenter will or- 
dinarily make. They are substantially con- 
structed and stay straight and true. They 
are easy to open and close. Let us tell you 
how other dealers are making money featur- 
ing our doors. 


Carpenters don’t waste time mak- 


ing doors for houses—why should 
they be making garage doors ? 


Rowe €? Giles 


R © G garage doors are more | 





LUMBER CO. 


CHAGRIN FALLS, OHIO 











Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 

















Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
NewYork Chicago 


Denver 
San Francisco 





No. 1 











In San Francisco ~ 


IGHT in the heart of the new 
business center, Eighth and 
Market Streets. Accessible to 
every transportation’ point and 
most convenient to business and 
financial districts. 


~ HOTEL — 
WHITCOMB 


D.M-Linnard Ernest Drury 


e 
essee Manager 

















TACOMA, WASH. 


Jan. 31.—The market here has shown some 
weakness during the last ten days, though prices 
have held at the former levels. Some of the 
out-of-town mills are considering closing down 
until the situation improves. Log production has 


increased, and log prices have declined slightly, 
the present level being $12, $18 and $26, 
Lumber carriers at the Tacoma docks during 


the present week included the following: Dick- 
man Lumber Co., Everett, California, 225,000 feet 
(part cargo); Thomas P. Beal, Atlantic coast, 
600,000 feet (part cargo); Hans IHemsoth, South 
Africa, 310,000 feet (part cargo), and Orleans, 
Atlantic coast, 450,000 feet (part cargo). Tide- 
water Mill Co., Hverett, California, 125,000 feet 
(part cargo) ; Wahkeena, California, 250,000 feet 
(part cargo), and Dorothy Wintermote, California, 
250,000 feet (part cargo). Defiance Lumber Co., 
Hawaii Maru, Japan, 800,000 feet (part cargo). 
Portacoma docks, Orleans, Atlantic coast, 125,000 
feet (part cargo); Hans Hemsoth, South Africa, 
160,000 feet (completing) ; Jbukisan Maru, Japan, 
2,500,000 feet (completing) ; John C. Kirkpatrick, 
California, 400,000 feet (part cargo), and Dorothy 
Wintermote, California, 100,000 feet (part cargo). 
Baker dock, John C. Kirkpatrick, California, 450,- 
000 feet (part cargo) ; Missourian, Atlantic coast, 
500,000 feet (part cargo) and Jacowv, California, 
250,000 feet (part cargo). Wheeler, Osgood Co., 
Brookdale, California, 1,500,000 feet (completing). 
St. Paul & Tacoma Lumber Co., Orleans, Atlantic 
coast, 875,000 feet (part cargo); K. I. Lucken- 
bach, Atlantic coast, 700,000 feet (part cargo), 
and Florence Luckenbach, Atlantic coast, 500,000 
feet (part cargo). Terminal dock, Thomas P. 
Beal, Atlantic coast, 500,000 feet and 2,500 doors 
(part cargo) ; Circinus, Atlantic coast, 50,000 feet 
(part cargo). Balfour dock, John C. Kirkpatrick, 


California, 225,000 feet (completing). Milwaukee 
dock, Hawaii Maru, Japan, 250,000 feet (part 


cargo). Puget Sound Lumber Co., Dorothy Winter- 

mote, California, 300,000 feet (part cargo), and 

Hawaii Maru, Japan, 400,000 feet (part cargo). 
The annual report of the Portacoma docks, made 


public this week, shows that during 1924 there 
was 270,341,000 feet of lumber loaded on _ out- 
bound vessels. In addition, the docks handled 
10,224,000 feet of logs, 48,629,000 shingles, 


32,848,000 feet of lath and 9,934 tons of doors. 
The lumber in storage at the docks on Dec. 31 
amounted to 4,229,000 feet. During the year, 407 
outbound vessels, most of them lumber carriers, 
berthed at the docks, while 122 inbound vessels 
discharged cargo. 

If. E. Byram, president Chicago, Milwaukee & 
St. Paul railway, was the principal speaker at the 
regular meeting of the Tacoma Lumbermen’s Club 
last Wednesday noon. Mr. Byram, and a party 
of railroad officials, were on one of their regular 
tours of inspection. Mr. Byram declared himself 
extremely optimistic over the prospects for 1925 
and predicted a tremendous demand for lumber 
from the East and middle West. He urged the 
Tacoma lumbermen to organize an advisory board 
of shippers to work in coéperation with the roads 
in the solution of shipping problems, and told of 
the advantages gained by other cities where such 
boards have been in operation. The speaker also 
discussed the Gooding bill at some length, explain- 
ing its provisions, and pointing out that its pass- 
age would be extremely harmful to Pacific coast 
lumbermen. IJle urged the club to take an active 
part in the fight against the bill. The meeting 
was attended by an unusually large number of the 
club members and by a number of railroad men 
and local business men who were invited to hear 
Mr. Byram. J. A. Eves, the newly elected presi- 
dent of the Tacoma Chamber of Commerce, made a 
short talk. 

Incorporation of the Tacoma Sash & Door Co. 
with a capitalization of $95,000 was announced 
Jan. 30. No change in the present management is 
intended, P. Hl. Physeck, formerly with the 
Pacific National Lumber Co., has joined the staff 
and will be secretary. Hl. E. Emmons is president 
and general manager, and L. M. Hampton, vice 
president and treasurer. 

iverett G. Griggs, president St. Paul & Tacoma 
Lumber Co., was elected first vice president 
Tacoma Chamber of Commerce Jan. 29. J. G. 
Newbegin, secretary Newbegin Lumber Co., and 
George T. Howe, Scott & Howe, were elected 
trustees to serve three years, while William C. 
Deering, manager John Dower Lumber Co., was 
elected a trustee for a one year term. Four of 
the nine trustees are lumbermen. 


J. G. Newbegin, president of the club, an- 
nounced that next week’s meeting will be held 


Tuesday instead and 


of Wednesday, 
Oxholm, representing the bureau of foreign anq 
domestic commerce, will be the principal speaker. 


that Axe] 


A new logging enterprise has been organizeq 
in Pierce County by Allen & Nolte, loggers from 
the Bellingham district. The firm has purchased 
a large tract near Tanwax from the Weyerhaeuser 
Timber Co., and will open a camp in the near 
future. The company expects to get out about 
thirty cars of logs a day. 

The Lewis Mills & Timber Co. will start log. 
ging a large tract of timber near Davis about 
Feb. 10. The company is reported to have 4 
supply of timber which will take fifteen years to 
get out. 

A. If. Landram, sales manager St. Paul & 
Tacoma Lumber Co., is expected home next week, 
Mr. Landram has been away for four months and 
has been detained in Chicago by the illness of his 
wife, 

John Shaughnessy, safety engineer Associated 
Tacoma Mills, has been appointed supervisor of 
industrial insurance for the new State administra. 
tion headed by Gov. Roland H. Wartley. 

Figures compiled by local authorities this week 
show that the total cut of the Tacoma mills for 
1924 amounted to 1,155,000,000 feet of lumber, 
Of this amount the waterfront mills cut 806,000. 
000 feet, and the other mills in the eity, 349,000, 
000 feet. These figures cover only the output of 
sawn lumber, and do not include the immense out- 
put of varied forms of wood products manufac. 
tured in the Tacoma district. 

W. R. Chamberlain, president W. R. Chamber. 
lain & Co., San Francisco, lumber and _ shipping 
brokers, is expected in Tacoma today and will 
visit a number of local mills. 


SACRAMENTO, CALIF. 


Jan. 31.—Part resumption of manufacturing is 
already under way, repairs or alterations having 
been completed and orders in sight having cut the 
shutdown to a minimum. Thus, the Michigan- 
California Lumber Co.’s box factory at Camino 
will reopen next Monday. The Crater Lake Lunm- 
ber Co.’s box factory at Bray is again running full 
blast. The new plant of the California-Oregon 
30x & Lumber Co., at Ashland, has resumed. The 
Northwestern Redwood Co.’s mill at Northwestern, 
Mendocino County, will resume work about April 1, 


after overhauling and improvements which will 
double dts capacity. The sawmill of the Webber 


Construction Co., in the Del Norte field, is cutting 
about 15,000 feet of spruce daily at the Wakefield 
plant. A planer and edger have been added. 

The California-Oregon Box & Lumber Co, man- 
agement reports there is no Oregon demand for the 
output, the entire production being shipped to Cal 
ifornia or to eastern concerns. Most of the boxes 
are for Imperial Valley shippers. Sash and door 
stuff is finding a good market in the East. 

The veneer plant of the Red River Lumber Co. 
Westwood, started operations this week. Gilbert 
Waiker arrived from Minneapolis to inspect the 
new unit. 

The Chiloquin Lumber Co. has cleared ground 


and assembled equipment for the erection of 4 
new box factory at Chiloquin, E. A. Blocklinger, 
head of the concern, announces, 


The West Side Lumber Co. has sold its plant 
at Tuolumne and its timber holdings to the Cros 
sett Lumber Co., the deal being closed last week 
in Chicago by Charles Canfield, of the West Side 
company. An annual output of 50,000,000 feet Is 
credited to the West Side Lumber Co. 

Although no deal has been definitely closed, 
Kiamath falls lumbermen look for a new mill and 
manufacturing plant to follow the recent sale of 
the Cherry Creek timber unit to the Campbell 
Towle Lumber Co., of Oshkosh, Wis. Delwil 
Towle and W. J. Campbell had options on two 
plants near their new purchase, but left without 
exercising them. Mr. Towle said his company 
hopes to eut between 5,000,000 and 8,000,000 feet 
this year. He said it had purchased 5,000,000 
feet of logs and acquired some timber adjacen! 
to the Cherry Creek unit. 

The Klamath Indians will realize about $1,000 
000 during 1925 as receipts from the cut on reset 
vation timber, the superintendent has announced. 

The Davis Lumber Co., retailer at 
started a new 120,000 foot shed. 

Plans for the installation of a sawmill at Crane 
Creek, five miles south of Lakeview, Ore., with 4 
capacity of 20,000 feet daily, have been completed 
by C. A. Doty and M. Peterson, of Klamath Falls. 
They have secured options on the timber tracts 0 
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aa 
Fitzgerald & O’Keefe and W. M. Harvey, which 
ain 6,000,000 feet. 


BELLINGHAM, WASH. 


Jan. 31.—The St. Paul & Tacoma Lumber Co.’s 
Kulshan camp will begin running three sides next 
week, Its daily shipments will be increased by 
eight cars. The Barker Logging Co.’s Lake What- 
com camp has resumed yarding, and will begin 
shipping in February, The Heaton-Olsen camp at 
Glacier, idle for many months, will begin opera- 
tions about Feb. 15, weather permitting. It will 
ship ten cars daily, the fir going to Lynden, for 
the Imperial Fir Lumber Co., and the cedar com- 
ing to Bellingham. The company began logging 
in Glacier district on its present tract two years 


cont 


ago. 

Several vessels will load here early in February. 
Local mills report the following loadings last 
week : jloedel Donovan Lumber Mills, Achilles, 
500,000 feet, Japan; Thomas P. Beal (loading), 
600,000 feet, Cuba. Kk. K. Wood Lumber Co., 
Rotarian, 500,000 feet, west coast South America ; 
El Capitan (due), 2,000,000 feet, San Pedro, most 
of this to be lifted at the company’s Anacortes 
mill. Morrison Mill Co., Lurline, 700,000 feet of 
phox shook, Honolulu. Puget Sound Sawmills & 
Shingle Co., Robin Hood, 600,000 feet, Atlantic 
coast; Northland (due), 500,000 feet, California ; 
Daisy Gray (due), 500,000 feet, California, 

Local egg shippers and fruit and vegetable 
packers say that their box requirements this year 





“circulated 


Mimeographed copies of the annual trustees’ 
meeting of the Western White Pine Blister Rust 
Conference, held herg last December, are being 
among the members. The document 
contains the text of important papers. 

The Forest Club Quarterly of the University of 
Washington contains an article by Prof. Burt P. 
Kirtland, of the College of Forestry, stating that 
forest owners in Washington can maintain their 
holdings on a sustained yield basis for all time, 
if proper policies of conservation are adopted with- 
out too great delay. 

At the University of Washington, Prof. Robert 
C. Miller, of the department of zoology, is studying 
methods for protecting timbers from attack by 
shipworms, and is using a number of experimental 
timbers which some time ago were placed in the 
water at Friday Harbor. 


LOS ANGELES, CALIF. 


Jan. 31.—The year’s lumber business started 
in fairly good condition, but a falling off in coast- 
wise demand, coupled with the increased price of 
fuel oil for the lumber earrying fleet, has caused 





thirty carriers to be withdrawn from coastwise 
service and diverted to the Atlantic seaboard, 
where it is estimated more than 1,500,000,000 


board feet will be shipped during the current year, 
aceording to local lumber importers. Of great im- 
portance to lumber fieet owners is the meeting in 
San Francisco next week to consider an advance 
in freight tariffs from Pacific coast ports in 
order to keep pace with 
the rise in fuel oil prices. 
The possibility of operat- 


ing idle coastal lumber 
steamers in Mexican 
trades was seen yester- 
day in advices from 


Mexico City that a meas- 
ure has been formulated 
urging the use of foreign 
ships for service along 
the lower coast. 

Reports gathered at the 
local harbor are that the 
yards have sufficient lum- 
ber to fill all require- 
ments until May 1. It is 
intimated that not until 
the spring building boom 
is in progress will the 
lumber fleet be entirely in 
commission. Lumber com- 
pany officials, however, 
declare that the present 
building consumption will 
deplete the stocks long 
before May 1, and are 
confidently looking  for- 
ward to a continuance of 
the construction boom 
which is already under 
way. 











Experiments at the high voltage laboratory of the General Electric Co., 
Pittsfield, Mass., show that the discharge of clectricity through the 
center of a solid post of wood leaves a hole less than 1/32 inch in 

The post is violently torn apart but is not burned. 

thought that the pressure of rapidly formed gases blows the wood 

When artificial lightning is made to strike a cracked piece of 


diameter. 


apart, 
wood, the tearing away is not so violent. 


formed ignite upon contact with the air, and it is assumed that in 


this way fires are started by lightning 


will be much heavier than they were in 1924. 
Meanwhile box orders are coming in from Hawaii. 
This week the Morrison Mill Co. made its second 
large shipment of shook to Honolulu in two weeks. 

Phil Donovan, recently elected president of the 
Bellingham Kiwanis Club, was guest of honor this 
week at a banquet given by the New Westminster 
(B. C.) Kiwanis Club. ‘ 


SEATTLE, WASH. 


Jan. 31.—G. 


E. Karlen, of the Schwager-Karlen 
Lumber (o.. 


is the newly-eleeted president, or 
large knot, of the Lumber Buyers’ Club, and will 
i Installed at its next regular meeting. The club 
held its annual dinner dance at Willard’s last 
vening, the event being largely attended by mem- 
bers and their friends. ‘ 

Tiinicg-o Die McMaster, vice president John Me 
peng ae Co., and D. A. Terry, superintend- 
tt McMaster mill at Marysville, Wash., 
of Lee Tuesday to visit the operations 
ya 4ong- Bell Lumber Co., Longview, and the 
ae n-American Lumber Co., Vernonia. They 
thie oo with the kiln drying methods of 
Sion They returned by the way of 
Piso d, Wash., where they visited the shingle 
Peration of the 3ratlie Bros. Mill Co. 


The annual meeting of 
the Suilding Material 
Dealers’ Credit Associa- 
tion of Los Angeles was 
held at the Ambassador 
Ifotel Saturday evening, 
Jan. 24, with five hun- 
dred in attendance at a 


It +s 


Some of the gases thus banquet and dinner 
dance, 
The Orange County 


Lumbermen’s Club will 
hold a dinner and meet- 
ing tonight at Whittier;it will be ladies’ night. 


DULUTH, MINN. 


Feb. 3.—Demand for lower grades has been a 
feature in northern pine trade here lately, and 
quotations are stiffly held. It is reported that one 
of the sawmill companies withdrew an offer for a 
round lot of No. 4 boards that had been made to 
an eastern buyer recently. Carlot shipments are 
being maintained in substantial volume, with the 
agricultural districts of northern Minnesota and 
North Dakota taking more than they have done in 
the last three years, shipments going forward to 
points that had not been heard from for some time, 
Considerable expansion has been shown in the de- 
mand for lath during the last ten days. 

The Scott-Graff Lumber Co. began operations 
at full time at its Duluth sawmill last week. Am 
ple supplies of logs to carry the plant through till 
late next fall are regarded as assured. This sea- 
son’s output of the sawmill is expected to aggre- 
gate 12,000,000 feet of northern pine, as compared 
with 7,000,000 feet last year. The W. T. Bailey 
Lumber Co., Virginia, Minn., is not doing any 
logging on its own account this winter, having con- 
tracted for sufficient supplies to carry it through 
the season. That company is credited with hold- 
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No. 2 Clear and Better West Coast 
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High Altitude 


California White Pine 


BOX, SHOP AND CLEARS 


Try us next time. 


Clover Valley 
Lumber Co. 


LOYALTON, 
CAL. 


Soft and Light 


C. D. Terwilliger. 
Sec.-Treas. © 


Gen. Mer 


F. E. Walker, 
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WE ARE PRODUCERS OF 


Western 


Red Cedar Poles 


Radio 
and 


Flag Poles 


Your inquiries solicited. 


Robbins Lumber Co. 


COLVILLE, WASH. 


\ wil 


Spruce 








Machine Molder Practice 


A manual on molder work, the operation and 
superintendence of the molding machine. Pu 
lished by a practical woodworker who traveled 
many thousands of miles to gatherthe neces 
. 


eens Bound in Red Leather. $2. 
postpaid. 

‘ 31 So. Dearborn St, 
American Lumberman ** Chicago, tL 
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alifornia White Pine 
alifornia Sugar Pine 
and Arizona Soft Pine 


Best Stock for Factory and Pattern Lumber. 


Ask LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHICAGO, ILL. 











Tel. Harrison 1295 
Flooring, 
Ceiling, 
Bevel 

Bevel Siding, 


Siding 
and Finish, Long 

Finish and 
Shingles. 











Timbers, Joists, 

Dimension, etc. 
WE are manufacturing 40,000,000 ft. annually of Idaho and West- 
ern Pine at Dalkena, Washington. Send us your inquiries. 





IDAHO |WALLACE-BALLORD | WESTERN 
WHITE LUMBER CO. PINE 
PINE 609-614 Lumber Exchange, We makea special 
Grades Minneapolis, Minn. ty of Shop. 




















FIR-HEMLOCK-CEDAR 


Try us on Short Flooring, Siding and Ceiling. Also 
straight or mixed cars Porch Columns, Porch Rail, 
Mouldings, Window & Door Framesin Knock Down. 


LONG FIR TIMBERS 


or general yard stock of exceptional quality. 









Order in Mixed Cars and save money. 


John D. Collins white Building, 
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KNOWLEDGE 


the biggest step in 
getting right prices 


Our lumber knowledge embraces the out- 
put of 187 mills. We know stocks. Right 
prices result. Hundreds of clients have 
made use of this valuable knowledge, 
year after year. Save time, money and 
worry. Find out with an order, what it 
means to you. 


“ASK ADVANCE” 


Advance Lumber Co. 
309-10 Lindelle Bldg., 
SPOKANE, WASHINGTON 











The Polleys 
Lumber Co. 


Pondosa 
Pine 


i em 


Dry Selects 


Manufacturers of 
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General Offices and Mills: 


Shipments via N. P. 
and Milwaukee Rys. 


Missoula, Mont. 





A useful vest 


Vest Pocket Ready Reckoner 4,3! ve 


including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 





ing approximately 4,000,000 feet of logs in reserve 
in Pelican Lake, Minnesota. The Virginia & Rainy 
Lake Co. is maintaining its logging camps in full 
operation and its officials are planning to greatly 
exceed its 1924 lumber output. The Northern 
Lumber Co. and the Johnson-Wentworth Co. are 
operating their plants at Cloquet at full time, but 
their woods operations are being curtailed on ac 
count of substantial supplies having been carried 
over from last season. The McDonald Timber 
Co. is operating three large camps on the Wales 
branch of the Duluth & Iron Range railroad this 
winter, and its proprietor, Charles McDonald, re- 
ported a good demand for general timber products. 

P. M. Shaw, jr., Duluth jobber, has left to spend 
uw vacation at Summerville, S. C. 


KANSAS CITY, MO. 


3.—Taken as a whole, the lumber market 
last week was dull, although greater buying ac- 
tivity was discernible outside the Southwestern 
Lumbermen’s Association territory. Also there was 
a very encouraging increase in inguiry. Lumber- 
men who returned Saturday from the Southwest- 
ern convention believe that buying will take a 
spurt in the next two weeks. Eastern buyers had 
larger representation in orders last week. In the 
northern States, demand still is small and not 
much is expected from that section for several 
weeks, 

As a result of the boom in crude oil prices the 
Jast ten days, demand is picking up in the Okla 
homa and Kansas oil fields, and a strong call is 
expected for rig timbers in southern pine, fir and 
oak. The boom in oil also will be a stimulation 
to greater building operations in the oil fields. 

New financing in the form of $3,000,000 of 514 
percent serial gold notes maturing in 1927-30 has 
been consummated by the Dierks Lumber & Coal 
Co., and the underwriters are offering the notes 
to yield 51% to 6 percent according to maturities. 
There was a strong demand for the notes in Kan- 
sas City, most of the owners of the company being 
docal men. The company’s assets are more than 
$17,000,000 and earnings have been more than 
$4,500,000 the last five years. 


ABERDEEN-HOQUIAM, WASH. 


Feb. 3.—January has been a busy month along 
the water front. Export has claimed the bulk of 
the business. Vessels now loading here are the 
HHorda, Australia, Grays Harbor Commercial Co. ; 
Norlina, Eureka Cedar Lumber & Shingle Co.,, 
Atlantic seaboard; West Cahokia, Bay City mill, 
New Zealand and Australia. Loading for Japan 
are the Kaikyu Maru, Nankoh Maru, and Meiwu 
Maru, Port Terminal; Ohkuni Maru, Hoquiam 
Lumber & Shingle Co.; Clyde Maru, Hulbert Mill 
Co., and Yomei Maru, A. J. West Lumber Co. For 
California, Dan F. Hanlon, A. J. West Lumber 
Co.; Wapama, Grays Harbor Lumber Co.; Shasta, 
KB. K. Wood Lumber Co.; Katherine Donovan, 
Donovan Mill No. 2; Oregon, Grays Harbor Lum- 
ber Co.; Anne Hanify, Donovan Mill No. 2. 

Hoquiam is to have the first retail lumber yard 
on Grays Harbor, the East Side Lumber Yard. 
Otto Roesner, who had charge of the sales of the 
National Lumber & Manufacturing Co. until the 
destruction of its plant by fire last spring, and 
Robert Richardson, former superintendent will be 
in charge. The yard is on the site of the old 
National plant. 

Aberdeen’s quota of $100,000 in the part financ- 
ing of the Harbor Plywood Co., whose veneer 
plant is to be erected on the Port Dock property, 
is practically subscribed. The veneer plant officials 
agreed to move the plant from Sedro-Woolley when 
assured by the Aberdeen and Hoquiam chambers 
of commerce that a bond issue of 175,000 would 
be absorbed here. 

A. G. Moulton, of Littleton, N. H., and H. B. 
Moulton, of Lisbon, N. H., are visiting Grays 
Harbor mills. They are accompanied by their 
wives, and are guests of J. V. G. Posey, Posey 
Manufacturing Co.,.of Hoquiam. Mr. Posey and 
the Moultons were business associates in New 
Hampshire five years ago. The party will go to 
Portland and later to California. 

Among those who recently left for trips to 
California were Francis Donovan, Donovan Jam 
ber Co., Aberdeen, and Mrs. Donovan; J. Clifford 
Shaw, Eureka Lumber & Shingle Co., Mrs. Shaw 
and Clarence Shaw, of Los Angeles, a nephew; 
George G. Kellogg, E. K. Wood Lumber Co., and 
Ralph Emerson, Northwest Lumber Co., Hoquiam, 
accompanied by Mrs. Emerson. Peter Shafer, 
Shafer Bros. Logging Co., Montesano, with Mrs. 
Shafer and their two daughters, have returned 
from the Golden State. A. B. Cahill, Sudden & 
Christensen, San Francisco, accompanied by Louis 
Stewart, is a guest here of F. H. Hulbert. 

C. A. Pitchford, retiring manager Humptulips 
Logging Co., was presented with a gold watch, gold 
pen and pencil by employees at a surprise dinner 
at the home of Mr. and Mrs. Homer P. Brown. 


Keb. 


Mr. Brown is president Humptulips Logging Co, 
A. C. Callow, president Wynooche Timber (Co, 
recently cleeted president Hoquiam Chamber of 
Commerce, has resigned, due to stress of businegsg, 
Krauss Bros. Co., of Seattle, have opened an 
office in the Fineh Building, Aberdeen. 


OMAHA, NEB. 


Feb, 2.—Last week, Nebraska had a _ million. 
dollar snow, which was the heaviest there haq 
been in the eastern part of the State, although 
farther west there has been considerable snow 
right along. There is no chance for business 
loosening up generally under the present weather 
conditions, on account of the condition of the 
roads. There seems to be one exception to the 
fact that all lumber business has been slow, hoy. 
ever, and that is in hardwoods. Oak and hickory 
for implement and shop work have shown a de. 
cided improvement, and some oak flooring has jm. 
proved to a lesser extent. 

W. J. Foye, president W. J. Foye Lumber Co,, 
returned Thursday from a ten days’ business trip 
to a number of southern points, including St, 
Louis, New Orleans and Houston, Tex. He found 
the outlook good from a lumber standpoint, with 
many inquiries, especially for larger timbers and 
railroad lumber. 3ad weather has been holding 
back the mills, and is expected to last for a few 
weeks longer. There are a good many buyers in 
the South, 


MARSHFIELD, ORE. 


Jan. 31.—Capt. George Mayo, United States en- 
gineer in charge of harbors in Oregon, gave log- 
ging and lumbering interests a shock here when 
he suggested that Coos Rivers, north and _ south 
branches, with tidewater driving facilities of 
twenty miles each, might be closed to log drives, 
Drives from the north fork recently interfered with 


delivery of rock from the quarry on the north 
fork. Three large camps are operating on the 


north fork and one on the south fork. 

Russell J. Hubbard, manager Winchester Bay 
Lumber Co., of Reedsport, has been selected as 
delegate for the all-Coast committee which has for 
its object improvement of all Pacific coast harbors 

H. Powers, Smith-Powers Logging Co., was 
reélected president of the Port of Coos Bay Com- 
mission. Mr. Powers has been president for teu 
years. 

J. G. Startup, manager Umpqua Mills & Timber 
Co., Reedsport, was drafted for president for Reeds- 
port’s Chamber of Commerce. Mr. Startup has 
been active in the chamber. 

The Coos Bay Hoo-Hoo Club holds regular gath 
erings. The last was held at the Hotel North 
Bend, Jan. 30, when J. T. Brand, Marshfield at- 
torney, gave an address on ‘‘A Cross State Railroad 
in Oregon.” 

Herbert Busterud, of the Bay Park mill of the 
Coos Bay Logging Co., sees a weakness in the 
California market this week, but the company is 
selling all its merchantable lumber and _ squares 
for export to Australia, China and Japan. The 
mill is averaging 100,000 feet daily. 


Sales Agent Somerville, of the Stout Lumber 


Co., declares the two mills of the company in 
North Bend are averaging 2,400,000 weekly, all 


fir lumber. According to Mr. Sommerville, th 
California market is weak this month, but Atlantic 
coast calls are holding up and the export demand 
is satisfactory. 

Atlantic coast shipments of lumber from Co0s 
Bay are increasing, as the Transmarine Corpora 
tion is returning to its twice-a-month schedule 
with the Su-Co boats, beginning in February. 

A new call for white cedar will take a large 
amount of material in the future, according to the 
new plans of the State highway commission, which 
proposes to use this lumber. 

An estimated total of 28,000,000 feet of logs 
remains to be delivered from the North fork of 
the Coquille River, but most of them are availabl' 
to splash-dam delivery. Some of those in the bacé 
are eager to see, the vanguard driven. 

In the Coquille Valley, where most logs ¢ 
driven in times of high water, this winter hundreds 
floated out on rich bottom lands of farmers. Ad 
vertisements have been warning the owners t 
claim the logs. The ranchers are salvaging thet 
and will dispose of them at good prices. 

The Stout Lumber Co. announces the immediate 
extension of its logging railroad on Black Crees 


ire 


north of Tenmile Lakes, for a distance of 4,00 
feet. The road to a great extent will be trestl 
A. E. Adelsperger, Western White Cedar © 


announces the probable addition of a cut-up plant 
at the Millington property, and says negotiations 
are nearly completed. 

One of the most important logging ventures ab: 
nounced here in several years as applying to C00 
Bay is the plan of the Stout Lumber Co. for ope” 
ing a tract at the head of South Slough, conta! 
ing 100,000,000 feet, largely white cedar of th’ 
highest grade. Cutting will require a 4-mile Talh 
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road with a dump in the waters of the inlet, 
three miles from the Charleston bridge and 13 

miles from Marshfield. The logs will be rafted 
ye the dump and towed to the North Bend mills. 


SHREVEPORT, LA. 


Feb. 2.—Southern pine mills state that there is 
little difficulty in keeping up the order files. De- 
mand for yard stock has increased somewhat, in- 
dicating that dealers are stocking up for spring. 
There seems to be plenty of stock to meet the de- 
mand, and prices have remained about the same 
all along the line. 

There is more activity in the oil fields, and 
demand for timbers has been good. ‘There is also 
a good demand for finish, both rough and dressed, 
smoke dried and steam dried. This item may be 
said to have advanced a little in price, but if the 
weather continues fair there will soon be plenty 
of all kinds of yard stock. Wholesalers say that 
demand for transit cars has been rather slow this 
week and that it has been hard to buy and hard 
to sell. Planing mills are running more steadily 
than are sawmills, which are hampered by cold 
weather. Shipments are coming out with reg 
ularity. Open cars for timbers have been hard to 
get in places, but there is no general report of 
shortage of cars. 

The Shreveport Lumbermen’s Club last week 
was addressed by Rev. Carl C. Walker, evangelist, 
his subject being ‘‘Efficiency.” He stressed the 
fact that in order to gain the confidence of other 
men a man must be clean and upright, and that 
generally such a man is willing to codperate with 
others to make this a better country in which to 


live. 
WARREN, ARK. 


Feb. 8.—Demand for Arkansas soft pine has held 
firm, prices remaining on the same levels. Yard 
items are in heaviest demand, with B&better floor- 
ing a close second. Inquiry from dealers is heavy, 
being mostly for mixed cars. Inquiry from rail- 
roads and industrials is not as large as it was few 
weeks ago. Most dealer orders are for mixed cars. 
Dealers are experiencing some difficulty in finding 
the stock they want, and badly mixed orders have 
to be split up because of broken stocks at mills. 
Production this week has been about normal. Ship- 
ments have exceeded production by small margin, 
and new business is in line with shipments. 

Hardwood demand continues good, prices on most 
items holding their own. There has, however, been 
a slight softening on a few items. Gum is the most 
popular wood on the list. Oak takings are rea- 
sonably heavy. Production is normal. Most yards 
are filled with green stock, very little dry being 


available. 
NORFOLK, VA. 
Feb. 2.—Sales of North Carolina pine have been 


very light, largely because of extremely bad 
weather in the North and East and partly because 
stocks of a number of popular items are short. 
Last reports tell of bad flood conditions in the 
South. Southern railroads are buying all the 
bridge timber they can for immediate delivery. 
Production during January will be below normal, 
and most mills have sold about as much stock as 
they produced. Rough lumber prices show a strong 
upward tendency, while dressed stock apparently 
marks time. A number of mills short of stock are 
quoting higher prices, although not willing to take 
on more business. 

Sales of 4/4 edge No. 2 and better were lighter. 
Price is strong. No. 2 and better 4/4 stock widths 
have been very quiet. Edge 4/4 No. 8 does not 
seem to be wanted, and the same is true of 6-, 8- 
and 12-inch No. 8. No. 8 10-inch can be sold 
most any time at a good price, and this item is 
rather scarce, Edge 5/4 No. 2 and better has been 
quiet, but 6/4 and 8/4 have been rather active. 
There is a good demand for 6/4 edge and stock 
widths, but these are searce. Higher prices now 
prevail. Nos. 1 and 2 bark strips, rough and 
worked into partition, have been moving slowly. 

Sales of 4/4 edge No. 1 box have been light. 
Most mills have no further stock to offer. 30X 
makers locally are paying a higher priee. No. J 
4/4 stock box is inquired for more freely, both 
rough and dressed, but it is very scarce. Prices 
Continue to advance slowly. Edge 4/4 No. 2 box 
has been moving very well in small lots, and is not 
Plentiful. Price has been advanced again by most 
mills. No, 2 4/4 stock box, rough and dressed, has 
been moving a little better. Prices do not show 
much change, Edge box, 5/4 and 6/4, continues 
very quiet. Box bark strips, 4/4, have been mov- 
ing better recently. Some mills have advanced 
their prices $1.50 recently. 

Sales of flooring, thin ceiling, partition ete. were 
slightly less. A number of yards are now consid- 
Prices on flooring ete. 
changed to any extent during the last 
The weather is going to be the chief fac- 


ering further shed stocks. 
have not 


month, 





tor. Kiln dried roofers are in good demand, and 
searce. Price has not changed further. Air dried 
roofers have not been active, but many roofer 
mills have been practically put out of business by 
floods. 

The Jackson Bros. Co., of Whiteville, N. C., has 
placed the contract for machinery for its new 
double band and gang mill with the Allis-Chal- 
mers Manufacturing Co. of Milwaukee, Wis. The 
left hand rig will be a new Type “C” roller bear- 
ing S-foot band mill. On the other side it will 
use the old Allis telescopie mill, which is being 
modernized by the addition of roller bearings. <A 
52-inch Wickes gang, two 66-inch No. 0 Allis 
edgers, slasher and trimmer complete the upper 
floor. An Allis-Chalmers Corliss engine, rope drive, 
will supply power. 


BEAUMONT, TEX. 


Feb. 2.—Every southern pine mill in this section 
is sold up on timbers for sixty days to four 
months ahead, and prices are unusually firm. Mill 
men and yard owners discovered that there were 
no 1x12-inch No. 2 common to be had. Mill stocks 
continue badly broken, and the mills seem to be 
making absolutely no headway in filling up the 
gaps. 

Hiardwood demand continues to broaden, and 
seems to include all staple items. FAS oak is moving 
better, and mill prices have been marked up, while 
the common grades of oak are in somewhat shorter 
supply, due to increased takings by flooring con- 
cerns. Recent sharp advances in red gum have 
resulted in a curtailment of orders. Common sap 
gum has also stiffened. Logging conditions are 
not as good as in recent months, and the output is 
suffering. 

Practically all available space in and near the 
municipal docks here is now filled with hardwood 
logs destined for European delivery. Oak and 
gum predominate, and there are small lots of 
hickory and ash. The warehouses are more than 
half full of hardwood lumber, most of which is 
also for Kuropean delivery, while a few small 
parcels are destined for Mexican and Haitien deliv- 
ery. The Notre Dame du Fouviere is lifting 500 tons 
of this hardwood for London delivery, and several 
other vessels are due to lift big hardwood cargoes 
for Liverpool, Manchester, Rotterdam and Amster 
dam during February. 


LUFKIN, TEX. 


Feb. 2.—The demand for southern pine con- 
tinues strong, and orders are coming in faster 
than they can be filled. The prices for all grades 
are stiffening, and prospects for midwinter busi- 
ness have never been better. Demand for hard- 
wood is unusually strong, and prices are making 
toward higher levels. All hardwood mills of the 
section have very satisfactory orders on file. 

ted gum leads in demand, and stocks of it are 
not plentiful in this section, so prices have in- 
creased considerably, more than on any other hard- 
wood. Sap gum follows red in demand, and there 
has been a slight increase in its price. Inquiries 
are heavy, and cover practically all species, grades 
and thickness of hardwood. 

W. C. Trout, general manager Lufkin Foundry 
& Machine Co., has recently secured a_ patent 
on a traveling block that has been designed to 
lift very heavy weights. 


JACKSON, MISS. 


Keb. 3.—Local manufacturers and wholesalers 
of southern pine report the market firm as to 
prices. There was some indication of softness on 
low grade boards, but that has not been -justified 
by conditions of stock in the South, nor by de- 
mand in the North, and mills in this section are 
holding firm. Shipments of low grade lumber are 
very difficult now on account of wet weather. Tim- 
ber cutting is strong. Special timber business is 
bringing good prices. Car decking remains strong, 
and recent orders for ear siding have cleared out 
available stocks. All classes of flooring are strong. 
Finish is active. The export market continues 
firm, with sufficient business available in all items 
to keep the mills filled up at satisfactory prices. 
Production of pine will be low during the next 
four weeks. Roads are in bad condition and small 
mills are entirely out of business. Many buyers 
have been in the South during the last two weeks. 

Vernon LL. Woffman and Geo. D. Baldwin, of 
Hoffman & Baldwin Lumber Co., Westchester, Pa., 
have been calling on local lumbermen, and spent 
some time at the D’Lo plant of the Finkbine Lum- 
ber Co., mixing bird hunting with looking at 
lumber. 

Damon Wheeler, salesman for the Finkbine Lum- 
ber Co. and Trenton Lumber Co., this city, came 
down here accompanied by Mr. Colp, of the Colp 
Lumber & Supply Co., Carbondale, Ill, and Chester 
R. Schwartz, of Schwartz Lumber Co., Elkville, 
Ill. 
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FIR 


Flooring Silo Staves Dimension 
Ceiling O. G. Battens Boards 
Drop Siding Turning Squares Shiplap 
Finish Tank Stock Plank 
Stepping Ship Decking Timbers 
Casing & Base Rough Green Clr. Oil Rigs 
Mouldings Factory Shop K. D. Frames 
Battens Lath Cross Arms 


Straight or Mixed Cars 


Worth Lumber Company 
Rail Shippers of Fir 
6632 White Bidg., SEATTLE, WASH. 
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PACIFIC COAST 
FACTORY & INDUSTRIAL 
LUMBER STOCKS 





Specializing in 
California 
White Pine 


Oregon White Pine 
Douglas Fir 

Sitka Spruce 
Western Hemlock 


Fred W. Roblin Lumber Co. 
Northwestern Bank Bldg., PORTLAND, ORE. 
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R. R. Material 
Factory Stock 


Lumber 
Specialties 


Items which most 
firms don’t like to 
handle are just the 
things we do handle. 
We can furnish 
almost anything you 
want in Pacific 
Coast products. 7 


H. J. ANDERSON cr, 


301-338 Northwest 
nat Portland, Ore. 


Garage Doors 
Red Cedar Poles 
Fir Piling 
P. O. Cedar 
Builtup Columns 
Mouldings 


in 


Mixed Cars. 














HE relative merits and costs of various types 

of construction are fully explained in the 
Hool and Johnson 2-volume ‘‘Handbook of Build- 
ing Construction.”’ Covers fully principles, 
methods, costs, etc. Illustrated, 1474 pages, 
$10.00 postpaid. Address American Lumberman, 
431 So. Dearborn St., Chicago, Ill. 





“SAW MILLS. 


ENGINES . 
SAW MILL MACHIN ERY : 


Write for Catalog 


THE ENTERPRISE co. 


Columbiana,” Ohio. 
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CAR CARGO 





Willapa Lumber Co. 
Fir 
Spruce 
Hemlock 

Our Specialty 

Vertical Grain Uppers 


Carefully dried 


Mills: - - RAYMOND, WASH. 
General Sales Office: PORTL AND, ORE. 


Chicago Representative 


Robert S. Burnside, 749 Railway Exch. Bldg 


Old 
Growth 


Well manufactured. 





L 
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\ 
Geo. T. Quality 


MICKLE 


Service Lumber Co. 


Lumber Specialists 
Rail and Cargo 


DOUGLAS FIR 
SPRUCE 
HEMLOCK 


411-417 Yeon Building, 





PORTLAND, OREGON 














SALES AGENTS: 
Griswold-Grier Lumber Co. 
Evergreen Lumber Co. 





Service-Quality 
Douglas Fir - Joists 
Long Dimension - Timbers 
Bridge Ties - Planks 

WRITE US. 


The Griswold Lumber Co. 


Gasco Building, PORTLAND, ORE. 
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Principles of 


Handling Woodlands 


By HENRY SOLON GRAVES 


Tells how to manage timber properties along the 
most profitable lines. Valuable to timber owners 
or managers. A very practical book, worth many 
times ite cost to the man who wants a guid2 tc 
reaping highest profits in timber management. 


American Lumberman 
431 So, Dearborn St., CHICAGO, ILL. 
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Cloth, $2.50 Postpaid. 


HOUSTON, TEX. 


Keb. 8.—-The lumber market livened up consid- 
erably this week. ‘The demand was better from 
apparently all sources, and there were some slight 


price advances, Export business is remarkably 
good, and at least one sales manager says it is 
better than since 1914. <A shipload of Douglas 
fir arrived at Houston this week from the west 
Coast. Shipments from the Coast have been in- 
creasing gradually in the Jast several months. 

At the suggestion of Thomas PVP. Wier, of the 
R. W. Wier Lumber Co., president Houston Ki- 
wanis Club, the Kiwanians put on a “pay your 
poll tax” campaign last week. In this way hun- 


dreds of citizens were induced to qualify as voters. 


R. €. Witbeck, the Kirby Lumber Co.’s repre- 
sentative on the west Coast, dropped off in Hous 
ton for » few days on a tour of southern cities. 


LAUREL, MISS. 

The feature of the week is probably 
extraordinary demand for southern pine car 
and railroad material and for general timber cut- 
ting. Buyers are having considerable trouble in 
placing orders, as most mills are badly sold ahead 
on special cutting. Prices on all items are firm, 
and some slight advances have been made. ‘The 
export demand is holding its own and promises 
to increase. Hardwood demand seems a_ bit 
stronger. Red gum and magnolia are the strongest 
woods, while there is much demand for oak from 
the flooring factories. 

Mrs. Silas W. Gardiner, of Clinton, 
has been the guest of her daughter, Mrs. Frank 
G. Wisner, left Sunday afternoon to spend the 
remainder of the winter in Los Angeles, Calif. 

Mr. and Mrs. Philip S. Gardiaer have returned 
from a visit to their son and daughter, Mr. and 
Mrs. Barozzi, New York City. 


NEW ORLEANS, LA. 


Feb. 2.—January closed with order files in good 
shape, and the immediate trade outlook  pro- 
nounced satisfactory by most local observers.  In- 
quiry is notably active and a good volume of. or- 
ders developed last week despite conventions and 
northern weather. Suilding activity in the South 
continues to absorb a healthy proportion of the 
southern mill output, and during no previous Jan- 
uary, perhaps, was better developed than during 
the month just ended. 

Dr. Karle Page, treasurer of the Commonwealth 
of Australia, visited Bogalusa last Saturday to 
inspect the Great Southern Lumber Co.’s mill and 
the affiliated paper mills as the guest of Col. W. II 
Sullivan. Ife was specially interested in that com- 


Feb. 2. 
the 


Iowa, who 


pany’s devices for eliminating waste, and in its 
paper manufacturing. Dr. Page and party left 


Bogalusa Saturday evening for Chicago. 


HATTIESBURG, MISS. 


Feb. 2.—The planing mill of Pool & Westerfield, 
at Columbia, destroyed by fire several months ago, 
has been replaced by a larger and more modern 
plant now in full operation. The name has been 
changed to Westerfield Planing Mill Co., Mr. Pool 
having sold his interest to Mr. Westerfield. 

The Richton Investment Co., capital $50,000, 
has been organized at Richton, Miss., and has 
purchased from the Richton Lumber Co. around 
16,000 acres of cutover lands. Valuable gravel 
deposits will be worked, and lands sold for farm- 
ing. The Richton Lumber Co. recently cut the 
last of its timber. Mill and equipment were sold 
to the Barnes Creary Co., of Mobile, which will 
move them. 

D. L. Rush, who has been 
mill near Sanford, has cut out. 
his yard stocks before moving. 


MINNEAPOLIS, MINN. 


3.—The last week of January showed some 


operating a small 
IIe will clean up 


Feb. 


quickening in the northern pine and hardwoods 
markets. White cedar distributers reported ac- 


tivity in demand for poles and posts, coming prin- 


cipally from retailers, who are stocking up on 
posts, and railroads, which show a leaning to 
white cedar again in preference to steel.  Inde- 


pendent telephone companies have begun to repair 
their lines and are calling for the shorter lengths 
of poles; these sales will clean up the accumulation 
in Minneapolis-St. Paul yards. Industries are 
showing more activity but are buying for present 
needs, although most of the users of large quanti- 
ties of lumber have been making inquiries and 
have representatives in the field. 

Two factors are believed to be responsible in a 


large part for the slower beginning of 1925. One 
is that after the elections last fall heavy pur- 


chases were made; the other, that the Northwest 
has been undergoing extreme weather. Logging 
operations have continued, although under some- 
what of a handicap because of low temperatures. 


weather interfered with sawmill 
points of the Northwest, 

in general looks to the 
bring it the 


Cold 
in some 
Jumber industry 
the farming territory to 


operationg 
also. The 
revival of 

ereatest 


amount of business in the year. Furniture busi. 
ness in Minneapolis has been large in January, 


Only the fact that 
late fall and early 
chases of lumber. 


the factories stocked up jp 
winter prevented heavy pur. 
Proof of this is the statement 
of J. H. Levin, president of Levin Bros. (Ine,), 
furniture manufacturers, that the largest Jany. 
uary business the factory had experienced in yearg 
has been recorded. 


LAKE CHARLES, LA. 


-There marked 
pine market 
not very 

curtailed 

here 
and 
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southern 
kets are 
having 
weather 
duction 


was no 
last 
active, 


change in 
week, Northern 
heavy January 
building consumption. 
was ideal, with the 
shipments gained. 


the 
mar- 
raing 
The 
result that pro- 
Logging camps 


have not been seriously handicapped by recent 
rains. Enough orders are being booked to keep 


order files fairly heavy, and inquiries lead manu. 
facturers to expect a decided improvement in buy- 


ing when the weather in consuming territory im. 
proves. There continues to be an active market 
for railroad material, both car and maintenance 


stocks. There 
in export 


has also been a slight improvement 
demand. Local retail demand continues 


unusually good, reflecting oil field activity and 
completion of the deep water channel. 


PORTLAND, ORE. 


Jan. %31.—While the lumber business here ig 
regarded only fair to normal, a large volume of 
lumber is moving by water to different quarters of 
the globe. During the week closing today several 
million feet of fir and hemlock lumber, timbers, 
fir and cedar logs, doors and shingles were set 
afloat for domestic and foreign destinations from 
mills on the Willamette and Columbia rivers. 

W. H. Woods, who for ten years was assistant 
sales manager of the Coos Bay Lumber Co., with 
mills at Marshfield, Ore., and sales offices in San 
Francisco, is now connected with C. M. Weather- 
wax & Co., Portland, with offices in the Porter 
Zuilding. 


SAN FRANCISCO, CALIF. 


Jan. 81.—Local lumber dealers did 
average business in January, which is 
quiet month, and have pretty good 
present requirements. Shipments received from 
the mills by water have not been excessive. A 
number of steam schooners have been tied up here. 


about an 
usually a 
stocks for 


Building is active for this time of year. Export 
. .. . . . . 7 
business is showing considerable activity. Ship- 


ments are being made on orders previously booked, 
and some new business is being taken. Conditions 
in Australia are more favorable, with prospects for 
continued consumption of Douglas fir and Cali- 
fornia redwood. Parcel shipments of redwood are 
moving. 

Chas. R. McCormick & Co. are moving consider- 
able quantities of fir from the Northwest to San 
Irancisco and southern California ports and are 
doing a fair volume of rail business. 

The Red River Lumber Co, is making a good 
winter output of white and sugar pine. Vice 
President Willis J. Walker and Leon B. Walker, of 
the San Francisco office, will pay a visit to the 
new veneer factory. About 550 cars of lumber 
will be shipped during January. There is 4 
steady demand, with a strengthening market, and 
prices are being well maintained. Stocks of No. 1 
shop are practically exhausted, and No. 2 shop ia 
white pine is getting scarce. 


The Fruit Growers’ Supply Co. has been mak- 
ing good shipments of white and sugar pine and, 
with the sawmills at Hilt and Susanville closed 


down for the winter, stocks are greatly diminished. 

The Lassen Lumber & Box Co. has a fair de- 
mand for white pine, and shipments to the East 
are steadily reducing available dry stocks. Charles 


McGowan, vice president in charge at Susanville, 
is paying a visit to the San Francisco office. The 
mills are closed down for the winter, but the box 
factory is making a moderate output. 

With redwood in fair demand and prices low, 
the Hammond Lumber Co. is making a moderate 
output at Samoa. Eastern orders are being filled 


promptly, and the re- departments 
are busy. 

Ray E. Danaher, who now resides in Detroit, 18 
in the city while on a tour of the Coast in con- 
nection with his lumber interests. He is president 
of the Booth-Kelly Lumber Co., of Eugene, Ore 
Ile expects to see an increased eastern demand 
for white and sugar pine as a result of advertising. 

H. H. Holland and C. H. Briggs, of Portland, 
Ore., and G. D. Hauptman, of this city, have dis- 
posed of their cut-over lands, having a three -mile 
frontage on the Pacific Ocean near Moclips, Wash» 


manufacturing 








1925 


ationg 

The 
val of 
eatest 

busi- 
nuary, 
up in 

pur- 
ement 
Inc.), 
Janu- 
years 


n the 
mar- 
raing 
The 

C pro- 
Camps 
recent 
keep 
manu- 
1 buy- 
‘y im- 
narket 
‘nance 
ement 
tinues 
y and 


‘re ig 
me of 
ers of 
everal 
mbers, 
re set 
from 


istant 
. with 
n San 
ather- 
Porter 


ut an 
ally a 
‘s for 
from 
e, A 
» here, 
)xport 
Ship- 
ooked, 
litions 
‘ts for 
Cali- 
)d are 


isider- 
o San 
d are 


good 
Vice 
cer, of 
o the 
umber 
is a 
tr, and 
No. 1 
1op in 


mak- 
» and, 
closed 
ished. 
ir de- 
Fast 
harles 
nville, 
The 


ie box 


low, 
lerate 
filled 
ments 


oit, {s 
1) Ccon- 
sident 
, Ore. 
»mand 
tising. 
tland, 
e dis- 
e-mile 
Vash., 





eee 


Fesruary 7, 1925 


AMERICAN LUMBERMAN 


111 





to the Ocean City Land Co., of Vancouver, Wash. 
Some of these lands still have some timber on 
them, and this location is the home of Pacific 
coast cranberry. These lands are now being put 
on the market for settlers or for homes. The 
three persons above mentioned have been put on 
the board of directors of the Ocean City Land Co. 


VANCOUVER, B. C. 


Feb. 3.—Export trade continues to pick up, with 
4 marked increase in inquiries and demand. For 
the most part Douglas fir clears are moving to 
United Kingdom and European markets, and in 
fair quantities. Stimulation of European demand 
has been noted directly following improvement in 
exchange. Japan is placing more business each 
week, though freight rates and lumber prices have 
poth advanvced. Egypt is asking for large quanti- 
ties of British Columbia railway ties. Two steam- 
ers have been chartered for February-March load- 
ing, the billing to be Alexandria, Egypt. Tenders 
for 32,000,000 feet of ties have been called for 
by the Egyptian State Railways. Bids are to be 
in at Feb. 8, and when the contracts are placed 
it is confidently expected by British Columbia ium- 
per manufacturers that a large proportion of the 
business will come to them. New Zealand is buy- 
ing, parcel shipments of clears and merchantable 
going out on every regular vessel bound for the 
Antipodes. One vessel cleared for South Africa 


Wi jg 


Reverting to old fashioned methods of bridge construction, the Sixth 
Engineers, Camp Lewis, Wash., constructed a bridge over the Elwa 
The bridge was built with 


River in the Olympic National Forest. 





BALTIMORE, MD. 


Feb. 2.—Bjoerne Luerssen, of F. W. Barth & 
Co., Bremen, Germany, and head of the Hamburg 
branch, stopped in this city ten days a week or 
more ago and then, in company with W. F. Harri- 
son, of Greenleaf Johnson & Son, proceeded down 
south to see some of the mills. 

J. N. Corey has been making a southern trip 
in the interest of Greenleaf Johnson & Son, this 
city. 

x. Bickford, jr., of the Bickford Lumber Co., of 
3oston, was a visitor in Baltimore last week, stop- 
ping here on his way back from a southern trip. 

The Zouck Lumber Co., which succeeded John 
H. Zouck, individually, in the wholesale lumber 
trade here, is now on the ninth floor of the Amer- 
ican Building. 

Fire on Jan. 28 slightly damaged the second 
floor of the building occupied by the Atlantic Mill 
& Lumber Co. : 


PITTSBURGH, PA. 


Feb. 4.—Production and shipments of southern 
pine have been retarded by bad weather in the 
South. Some wholesalers report business continu- 
ing in fair volume, with prices well maintained, 
while others report the pine market a little unset- 
tled, with prices higher in some spots and lower 
in others. Continued improvement in the steel 
and iron and coal mining 
industries is being felt in 
the lumber industry. In 
southern pine, No. 2 and 
better dimension and No. 
2 common boards con- 
tinue especially strong, 
with the mills not in- 
clined to make any con- 
cessions. Shortages con- 
tinue in No. 2 common 
Idaho and other western 
pines, with prices strong. 
Western hemlock, how- 
ever, is reported a little 
lower. In hardwoods 
there is a good deal of 
activity, with dry stocks 
of some woods _prac- 
tically exhausted, partic- 
ularly in the lower 
grades. Chestnut is grow- 
ing scarcer and higher in 
price, and there is a 
shortage of all grades of 
red gum. Retailers in 
suburban districts report 
booking a very satisfac- 
tory business, in many 
localities of much larger 
volume than last year. 
Activities at the yards 
are largely suspended this 
week, however, on account 


timbers secured from the forest, and is 250 feet long and 14 feet of the convention of the 
wide. The only motive power used in its construction was the mus- State association. 


cles of 130 officers and men, one mule and a small pulley. 


The bridge The Kendall Lumber 


is constructed to hold ten tons, but will hold twenty with safety Co., which specializes in 


and a steamer has been chartered for March-April 
loading. 

Advance figures show that for the fiscal year 
ending Sept. 30, 1924, as reported by lumber in- 
spection officials, British Columbia exported a 
total of 639,156,324 feet of lumber from all ports. 

A contract calling for delivery in 1925 of two 
million feet of finest selected airplane spruce from 
the Queen Charlotte Islands, with continuous ship 
ments in subsequent seasons, has just been con- 
cluded between the world-famous British manu- 
facturers, Vickers (Ltd.), and interests represented 
by Frank lL. Buckley, of Vancouver. Deliveries will 
be made from the Buckley mill at Port Clements. 
The Burrard mill, Vancouver, will also cut spruce 
on this contract. The spruce will be shipped to 
Montreal, where it will be seasoned and selected 
before being Shipped to England. tecently the 
Port Clements mills has been closed down, and the 
company has not been shipping lumber to Cal- 
ifornia. 

The announced sale of its sawmill at Prince tup- 
ert by the Prince Rupert Holding Co. to J. A. 
Smith and associates, has given great satisfaction. 
- or company, the Prince tupert Spruce Mills 
‘itd. ), has been formed with $1,000,000 capital. 
The Plan to build a pulp mill is not being lost 
Sight of by the new owners, but at present activi- 
tles will be confined to starting up the sawmill. 

Lumbering on Vancouver Island is showing 
Marked improvement among the smaller mills and 
Operations 
a section of the northern, interior of British 
—_ a by the Canadian National tail 
"OSS, 1324 returns show 70,435,375 feet of logs 
Scaled as against 37,464,034 feet in 1923, a gain 
of nearly 100 percent. ; 


West Virginia hardwoods, 
reports all its mills in 
that region operating. The company’s New York 
office reports the best January business in three 
years. The company has opened an_ office at 
Uniontown, Pa., with Walter I. Shiplett in charge. 
I’. R. Babeoeck, of the Babcock Lumber Co., left 
this week to spend two or three weeks in the in- 
terest of the Babcock, Carrier & Florida Co., at 
Punta Gorda, Fla. 
C. W. and C. M. Tams, of the Hilltop Lumber 
Co., Knoxville, a Pittsburgh suburb, are in Florida. 


BOSTON, MASS. 


Feb. 3.—While the basie situation in the North- 
east is just as strong as it has been at any time 
since the fall election, and the present quiet, large- 
ly a result of attendance at conventions, is generally 
agreed to be only temporary, the natural effect is 
a somewhat softer tone of prices in several depart- 
ments of the market. Concessions of $2 have 
lately been given on eastern spruce frames. tan 
dom lengths of spruce also are a shade easier. 
Lath are rather easier than two weeks ago. Shin- 
gles are moving very slowly and some of the white 
cedar producers are offering moderate concessions, 
although red cedar shingles are firmly held. South- 
ern pine flooring and partition have shown no quot- 
able change, but the attitude of some sellers is 
hardly so firm as it was around the first of the 
year. Hardwood lists are on a_ steadier basis 
than are softwood. Although recent arrivals of 
Pacific coast lumber have been very moderate, the 
market has lost some of its strength since the first 
of the year. 

November imports of forest products at Boston 
were valued at $1,144,026, and exports at $81,558. 

Wendell W. Weston, founder and head of W. M. 








Re-demanded 


The most popular design 
in America. Here’s a door 
that is demanded and 
re-demanded. 

100% Vertical grain stiles 
and raiis answers the 
popularity of this Nicolai 
Door No. 29. A correctly 
conceived feature that adds 
to durability and lends, by 
contrast, much greater beau- 
ty to design. 

Specify NICOLATI for 
100% Vertical Grain and 
100% quality construction. 


NICOLAI 


Door Manufacturing 
Company 
West of the Rockies 
PORTLAND, OREGON 
East of the Rockies 
28 I:. Jackson Bled 
CHICAGO, ILLINOIS 
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We Offer Long Term 
FINANCING 


to lumbermen and loggers in the 
Pacific States and British Columbia, 
and are prepared to purchase out- 
right, timber bond issues in amounts 
of $150,000 and upward. 


Write our nearest office. 


CARSTENS&EARLES, 
| NCORPORATED 


Investment Securities 
LOS ANGELES SAN FRANCISCO 
Established 1891 


LUNHAM & MOORE 


OCEAN FREIGHT BROKERS 


Forwarding Agents. Marine Insurance 
New York, Produce Ex., 3 Great St., Helena, London, Eng. 
Unexcelled facilities for negotiating ocean freight 
contracts and effecting quickest dispatch from sea- 
board. _ We handle all classes of cargo and have 
Special Department handling Export Lumber Shipment. 


CI SAN FRANCISCO C4 
~COOS BAY LUMBER CO. 








SEATTLE 

















Manufacturers of 
Douglas Fir and 
Port Orford Cedar 


| 

| 

GENERAL OFFICES: 

| 1000 Balfour Building, San Francisco, Cal. 
Los Angeles Office: 806 Central Bldg. 

{ 








ALL KINDS OF 
REDWOOD LUMBER 


STRAIGHT OR MIXED CARS 
ALSO 

California Sugarand White Pine 

Redwood and Cedar Shingles 


Wendling-Nathan Co. 
LUMBERMEN’S BUILDING 
110 Market St., SAN FRANCISCO, CAL. 


California White | 
and Sugar Pine 


Write or wire. 


Frank P. Doe Lumber Co. 


— INC.— 


16 California Street, SAN FRANCISCO 





























ALIFORNIA WHITE PINE 
ALIFORNIA SUGAR PINE 


FOR FACTORY AND PLANING MILL 


Sivers Savidge Lumber Co. 


Hobart Bidg,, San Francisco, Calif. 


Lumbermen’s Exchange 
California J 
White and Sugar P INE 


and North Coast Lumber, Box Shooks, 
Cut Stock, Mouldings 
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Weston Co., hardwood wholesaler, has been ap- 
pointed by President Dwight Hinckley, of the 
National-American Wholesale Lumber Association, 
to serve on a nominating committee. 

Announcement has been made by the New 
3ritain Lumber Co., New Britain, Conn., of the 
appointment by the board of directors of Walter 
Bradley as superintendent. ‘ 

W. T. Butler, of the Berkshire Lumber Co., 
Pittsfield, Mass., has returned from his recent 
duck hunting expedition to North Carolina. 


PHILADELPHIA, PA. 


Feb. 3.—The market continued steady. Last 
week, heavy snows and bad weather brought 
construction and truck traffic to a virtual 
standstill, but activity is back to normal. 
Wholesalers report continued conservative buying. 
Most yards are purchasing against current needs. 
tetailers expect a steady pick-up in building. The 
pine demand continues unabated. Yards in 
southern New Jersey report business excellent. 
Camden is experiencing a great deal of construc- 
tion. There is a sizable volume of industrial buy- 
ing. Wildwood, N. J., is expanding appreciably. 
In Wilmington, Del., and nearby points, the same 
activity is evident. 

It is expected that during the coming year 320,- 
000,000 feet of Norway spruce will be shipped 
through Philadelphia. Undoubtedly a large foot- 
age of Finnish lumber will also be directed here. 
Definite steps are being taken for the improvement 
of terminal facilities and the erection of giant 
lumber warehouses, 


NEW YORK, N. Y. 


Feb, 3.—The weather, aggravated by more snow 
up-State, is delaying shipments of lumber from 
certain sections of the West and from Canada a 
week or ten days. Except for yards in the city 
proper, which are also suffering delays, even in 
short hauls, little business is being transacted by 
retailers in the metropolitan area, Conditions are 
bad in Jersey and worse in Westchester, while in 
many sections of Long Island automobile trucks 
are forced to proceed single-file because of snow 
banks. Building operations in the greater city are 
practically at a standstill. 

Increased prices prevail on all items of southern 
pine lumber, flooring and timbers, and also on 
North Carolina pine items of all descriptions. The 
advance in timbers is said to be due largely to an 
unusually heavy export demand. The Lehigh Val- 
ley railroad late in January placed an order for 
3,000,000 feet of timbers, and other railroads are 
reported preparing to follow suit with orders just 
as large or even larger. 

The Southeast Lumber Export Co. on Feb. 1 
established a domestic department, with Ralph A. 
Brown as manager. The company deals almost 
exclusively in hardwoods. Elmer S. Anderson, 
who not long ago returned from a 25,000-mile trip 
to South America and Europe, is now in the South. 
He will visit the mills in West Virginia on his way 
home. 

Sam E. Barr, for many years a New York whole- 
saler, has just incorporated as Sam E. Barr (Inc.). 
The paid in capital is $150,000. Mr. Barr is presi- 
dent; other officers are Sam B. Barr, his son, vice 
president, and George A. Yaest, secretary-treas- 
urer. The firm will deal chiefly in hardwoods and 
Pacific coast products. 

The Hasbrouck Flooring Co. has just purchased 
a site of 16,500 square feet at Seventh and Pierce 
avenues, Long Island City, where it will erect a 
4-story manufacturing building for its own use. 

Ray Weiss, exclusive sales agent for the Kirby 
Lumber Co. from Pittsburgh east, has just re- 
turned from a visit to Philadelphia. 

The Plaza Sash & Door Co., Brooklyn, has just 
purchased a building at Eighth Street and Fifth 
Avenue. 

A. Morrison, of Price Bros. & Co., Quebec, was 
in New York the latter part of last week calling on 
wholesalers. 

The Southeast Lumber Export Co., this city, an- 
nounces the opening of a domestic department, 
which will specialize in northern and southern 
hardwoods, white pine and hardwood flooring. It 
will have the present mill facilities of the South- 
east Lumber Export Co. and also the old mill con- 
nections of Ralph A. Brown, who will be in charge 
of the new department. In addition to the above 
sources of supply, the codperation of several large 
and reputable manufacturers in the various lines 
indicated has been secured, and the company will 
be in position to supply the right kind of lumber 
to the trade. Mr. Brown is well known to the 
metropolitan lumber trade, having been associated 
with the John A. Daley Lumber Co., of this city, 
and having also operated in his own name a gen- 
eral wholesale business in the metropolitan dis- 
trict. He was formerly connected with the W. M. 
Ritter Lumber Co., Columbus, Ohio; the Strable 


Lumber & Salt Co., Saginaw, Mich., and the Tep. 
nessee Oak Flooring Co., Nashville, Tenn. 

E. F. MacArthur, of the El Paso Sash & Door 
Co., of El Paso, Tex., is in New York to establish 
an office of that concern. Mr. MacArthur says he 
will deal with jobbers only in white pine products, 
Mr. MacArthur has been with the El Paso firm 
for six years. 

A. D. Latham, of the Latham Bros., Mineola, 
says the company has recently purchased a lot for 
the purpose of expanding its Mineola yard. Mr, 
Latham said the entire plant would be improved, 
The co-partnership operates a second yard in Port 
Washington, 

Two plots comprising an area of more than three 
acres have just been purchased by Wesley Bellis, 
of the Bellis Building Material Co., which wil] 
erect a warehouse. The property fronts on Pag. 
saic River, in Newark. The tract was sold by the 
estates of Charles H. Barkhorn and John Goeller, 

Clifford A. Brant, president A. A. Brant Lumber 
Co., Lakewood, N. J., has selected the dull season 
for a vacation in the metropolitan district. Mr, 
Brant is studying the layouts of yards with a view 
to improving his properties in five Jersey localities, 
Mr. Brant believes that business in Jersey will 
begin to boom with “the first crack of spring.” 


TORONTO, ONT. 


Feb. 3.—Almost anyone you ask today will reply 
that the outlook is good. A fair number of whole- 
salers will tell you that business already is good, 
One large wholesaler for instance substantiates 
this statement by bringing out his order book 
which shows a splendid lot of orders, nicely scat- 
tered over Ontario and the eastern States ag far 
west as Detroit. Orders from New York, Buffalo, 
Rochester, and Detroit are quite encouraging. At 
home, trade is improving in most of the larger 
centers, particularly in ‘Toronto, Montreal and 
Quebec. Weather conditions lately have held down 
the volume ‘of trade in the rural sections of 
Ontario and in the smaller centers. There is a 
fair amount of inquiry from Great Britain, but 
purchases are still on a cautious scale. The West 
Indies are beginning to take an interest in Cana- 
dian stocks. It is interesting to note that such im- 
provement as is reported in the export market is 
largely in connection with white pine. The de- 
mand from the United States is mostly for white 
pine, due perhaps to the fact that prices have 
been a little lower than those of western stock, 

New tenders are called on the burned and dam- 
aged timber on six berths of the Mississauga for- 
est reserve, Algoma. The area includes 216 square 
miles and contains a considerable quantity of red, 
white and jack pine and cedar. 

G. <A. Mitchell, president Hope Lumber Co, 
(Ltd.), Thessalon, Ont., has retired, and hag been 
succeededs by J. L. Crane, of Buffalo, N. Y., for- 
merly secretary. 

C. H. Dean, of the sales staff of the Atlantic 
Lumber Co, here, has left for Knoxville, Tenn., to 
take a position in the company’s mills, 

W. H. Harris, of the Frank H. Harris Lumber 
Co., Toronto, is spending a few weeks at Meridian, 
Miss., the company’s manufacturing headquarters. 


SPOKANE, WASH. 


Jan. 31.—Announcements are beginning to be 
made of mills starting or soon to start. This is 
encouraged by mild, open weather, also by an- 
ticipations of brisk business. Demand has _ been 
fair. Increasing difficulty is being found in filling 
orders, due to the broken dry stocks. Prices re- 
main firm. 

The new No. 3 mill of the Long Lake Lumber 
Co., formerly owned by the Phoenix Lumber Co, 
has been operating a day shift, with an output of 
50,000 feet of yellow pine lumber daily. The mill 
has been completely overhauled, as well as entirely 
remodeled in some respects, 

The Newport mill of the Humbird Lumber Co., 
at Newport, Wash., will start Tuesday with two 
shifts. The booms have an ample supply to last 
until the spring drive. The Sandpoint and 
Kootenai plants are on Lake Pend Oreille, which 
remains frozen along the shoreline much _ later 
than the Pend Oreille River, on which the New- 
port mill is situated. 

John Humbird, vice president and manager Vic- 
toria Lumber & Manufacturing Co., Chemainus, 
B. C., spent Wednesday and Thursday in Spokane. 

George Parkins, of Minneapolis, sales manager 
3rooks-Scanlon Lumber Co., spent today in 
Spokane, 

L. A. Ross, of the Union Lumber Co., of Detroit, 
Mich., spent a couple of days this week in Spokane. 

John Wotring, of Warland, Mont., sales manager 
Warland Lumber Co., was in Spokane today. 

W. G. Ramshaw, of the Ramshaw Lumber Co, 
has moved his office this week to 732 Old Na- 
tional Bank Building. 

Robert G. Jones, president Lost Creek Cedar 
Co., for many years located at Ione, Wash., and 
for the last year at Roslyn, B. C., has opened 4 
Spokane office in the Peyton Building. 
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JACKSONVILLE, FLA. 


Feb. 2.—Extremely bad weather at both the 
mill and consuming ends has had a tendency to 
slow up the southern pine market. The flood con- 
ditions in Georgia and other southern States have 
sreatly reduced production, and the small ground 
mills have been forced to cease operations. The 
larger mills are unable to operate to capacity on 
account of log supply. Shipping has also been 
held up. Movement of stock to points on the lower 
east coast of Florida is being retarded by em- 
pargoes. AS a rule, price lists are being revised 
upward. Stocks are now at a premium, especially 
in the better grades, and attractive prices are 
being offered on special cutting for prompt ship- 
ment. Negro labor is scarce. 

Demand for shed stock did not equal that of the 
previous week. The mills, however, have a good 
supply of orders. Several planing mills have little 
stock and have temporarily withdrawn from the 
market. Stocks of consumers are reported low. 
Mills that can furnish house bills complete are ob- 
taining prices asked. Stock ordered now is for im- 
mediate needs. Wholesalers are buying only to 
cover orders already taken. Flooring is in stronger 
demand than any other item. B&better 4-inch 
sells at $48 in straight cars, and $50 to $51 on 
mixed orders; No. 1, $45, an advance of $1; No. 
2 is strong at $22 to $23; No. 3, $14.50. B&bet- 
ter sap rift, 38-inch, is $80; No. 2 rift, $36. De- 
mand for 3-inch B&better flat is strong and stock 
for prompt shipment is hard to find. Florida mills 
are obtaining $60 to $61; No. 1 firm at $45 to 
$46; No. 2, $20; No. 3, $12. Florida mills are 
obtaining $27.50 to $28 for 6-inch No. 2 and 
$18.50 to $19 for No. 3. 

Sales of ceiling were mostly %-inch stock for 
Florida trade at $48 for B&better, $42.50 for No. 
1 and $23 for No. 2. Resawn stock is moving in 
small quantities to the Carolinas and Tennessee. 
Remilling plants .are holding prices firm, with a 
tendency to advance on account of scarcity of 
boards. Prices on -inch are: s&better, $38 to 
$39; No. 1, $31 to $32; No. 2, $19 to $20. Move- 
ment of y,-inch in No. 2 is fair, but that of the 
other grades is light. Prices are: B&better, 
$28.50; No. 1, $25.75; No. 2, $15 to $16; No. 3, 


$10. Partition orders are for No. 2 at $23.50. 

Demand for siding seems to be mostly for Hen- 
derson bond for Florida, and a larger number of 
mills are now manufacturing this pattern. Price 
on B&better advanced $3.50 to $52; No. 1 ad- 
vanced $1.50 to $46; No. 2 is firm at $30. Nov- 
elty siding moved in small lots at: B&better, $45; 
No. 1, $41; No. 2, $27; No. 3, $12. Bevel siding 
sells only on mixed orders; prices are firm. 
Square edge stock is moving slowly. Prices have 
advanced: B&better, $31; No. 1, $25; No. 2, $15. 

Roofer business has been practically at a stand- 
still. Most mills in the short leaf air drying sec- 
tion are closed. Very little stock has been shipped 
for ten days. Most mills have enough orders to 
keep them running, when they start, for two 
weeks. Reports from buying territory are not en- 
couraging. Prices have not changed for two weeks. 
Sales of longleaf kiln dried stock are at $27 for 
§-inch, No. 2. 

Demand for rough and dressed kiln dried finish 
is very good locally, and in southern Florida, 
where building is exceptionally active. All mills 
have full order files and are not booking ahead. 
Stock ready for immediate shipment is hard to 
find. B&better random widths, rough, sell at 
$47.50, an advance of $2.50. Specified widths in 
oth rough and dressed are bringing good prices. 
No. 1 and No. 2 boards are active; prices are firm. 
No. 3 is not so active. 

Sales of large dimension and timbers are mostly 

on small orders calling for one or two cars of 
various sizes and lengths. This lumber is mar- 
keted largely in’ the East, and, with few excep- 
tons, no large yard schedules are being placed. 
Prices are firm. A strong demand for small fram- 
Ing continues from the southern yards, especially 
in Florida. Prices are firm and show an advance 
of $1 here and there. 
_ The railroads and car companies are appearing 
In the market, for six months’ needs in most in- 
stances, Call for bridge material and ties is sat- 
isfactory. Decking and framing are hard to find, 
especially kiln dried. Prices are firm, with a 
tendency to advance. 

The export demand is in an exceedingly strong 
Position. Saps are in good demand and the Cuban 
and West Indies demand for S&SE stock has im- 
Proved considerable, Rio deals are bringing $38.50, 
aul. Latin American countries are in the market 
‘or large schedules, 
tre tales and lath are in fair demand; prices are 

ah _ 

Whig by little change in the cypress market. 
i lla demand from the North and East has 
Florida Ps on account of severe weather, the 
* cel oe is somewhat better. For instance, 
flowi vo ume of west Coast woods has been 

ng into Florida because the cypress mills have 


been unable to furnish “bone dry” stock. Of late, 
Florida yards have been forced to turn to cypress 
to fill their requirements. The movement of the 
higher grades is conSiderably better than in some 
time. “A’” and “B’’ finish, FAS and tank are 
moving quite freely. There has been a good de- 
mand for the factory and shop grades all along. 


TUSCALOOSA, ALA. 


Feb. 2.—There has been very little change in 
the southern pine market during the last week; 
the market is probably a little firmer. Very heavy 
rains are having a very adverse effect on produc- 
tion and it is likely that the output of small mills 
in Georgia, Alabama and Mississippi has not been 
more than 20 percent of normal during the last 
two weeks. As most small miils ship air dried 
stock, their lumber has been too wet to ship, and 
it has been practically impossible to haul lumber 
from the country mills to the railroads. There- 
fore shipments have been extremely low. The 
mills, under present conditions, are not willing 
to take on much new business. As long as weather 
continues as it now is, prices are expected to 
stiffen. There is not very much unsold lumber 
at small and medium mills. 


IN THE REALM OF BUILDING 


Campaign to “Sell’? Home Idea 


MINNEAPOLIS, MINN., Feb. 3.— Edgar P. 
Allen of the National Lumber Manufacturers’ 
Association, was in Minneapolis a few days ago 
further to outline plans for an aggressive ad- 
vertising campaign to be conducted by lumber 
industries which are interested in stimulating 
home building. The campaign, according to 
Mr. Allen, is to be far reaching and thorough 
going, reaching the people who are in prospec- 
tive mood. The cycle through which the spend- 
ing publie has gone in purchasing freely of 
luxuries, after a period of depression particu- 
larly pronounced’ in the Northwest but felt 
throughout the country, is this year to give way 
to a more practical tendency, and it is in this 
period that the appeal to prospective home 
owners is to be made, emphasizing that the 
home is the source of greater satisfaction and 
pleasure than anything else that money can buy. 

According to Mr. Allen the campaign will 
seek to coordinate the various campaigns which 
have been conducted by producers of various 
kinds of wood. Adopting the logic of the auto- 
mobile manufacturers, the plan is to have the 
associated manufacturers of woods ,to endeavor 
first to create a desire to own a home, and then 
to sell the prospective owner on the specific 
kind of wood. The automobile manufacturer 
has been successful by creating a desire to own 
an automobile, and then selling a certain type 
of car. 














Big Development to Start Soon 

Sr. Pau, MINN., Feb. 3.—The St. Paul Ford 
district, an area of many square miles, will be 
transformed from farm land to a progressive 
section of St. Paul this year with the building 
of several thousand houses, stores and other 
structures, according to contractors and real 
estate men there, who will start their activities 
early in the spring. Arrangements now are 
being completed by two housing agencies for 
the erection of homes on a larger seale than 
ever before in the Twin Cities.. Housing devel 
opments and the construction of commercial 
buildings are included in this year’s plans of 
many small contractors and persons owning 
small tracts of land in the district. 

The Ford plant, which is expected ultimately 
to employ 10,000 men, is to start early in the 
spring. The municipality of St. Paul has car- 
ried on street opening work and extended sewers 
to the district. The street car lines have been 
extended into the district. For the first time, 
building construction now can be carried on 
effectively in this district and as soon as the 
weather opens up there will be a flood of lumber 
and contractors to the territory, since time will 
be an important factor in completing the various 
sections. 

The development of the Ford district is the 
outstanding feature of construction in this terri- 
tory this year. 





SIMONDS 


BAND SAWS 


The Best Band Saws Made. 
They hold their tension and 
stay sharp longer because 
they are made of Simonds 
Special Alloy Steel by saw- 
makers of years experience. 
A SIMONDS BAND SAW 
gives greater production and 


cuts smoother lumber. 


Write for catalog and prices. 


SIMONDS 


SAW AND STEEL 
COMPANY 


MEMPHIS. TENN 
LONDON, ENGLAND 
PORTLAND, ORE 

SAN FRANCISCO, CAL 
SEATTLE, WASH 
MONTREAL, QUE 
VANCOUVER, B. C. 
ST. JOHN. N. B 


CHICAGO, ILL 
BOSTON. MASS 
FITCHBURG, MASS. 
DETROIT, MICH 
NEW YORK CITY 
NEW ORLEANS, LA 
LOCKPORT. N. Y 
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Step and Extension 


Fruit Single 








Write for our latest prices. We pay 
the freight. Send us your future orders 
for winter shipment. We will give 
Spring Dating. This will protect you 
from any change in prices. 


W.W. Babcock Co. 


BATH, N. Y. 

















A. C. Stone, secretary of the Omaha Hardwood 
Lumber Co., Omaha, Neb., was a recent business 
visitor in Chicago. 

C. Iu. Michod is establishing a new retail lumber 
yard on 111th Street, in the Beverly Hills dis- 
trict, to be known as the Universal Lumber Co. 


W. A. Brown, general manager of the Dessert 
& Brown Lumber Co., Grand Rapids, Mich., was 
among the northern retailers who called on the 


local trade during the week. 


Jack Jacobson, buyer for the Northwest Side 
Lumber Co., returned a few days ago from Clarks- 
dale, Miss., his old home town, where he has been 
spending a month visiting relatives and friends. 


Harry Montgomery, who for the last five or 
six years has been associated with S. W. Morten 
Lumber Co., of St. Louis, Mo., has resigned his 
position to take charge of the wholesaling depart- 


ment of the Hill-Behan Lumber Co., of the same 
city. 

J. P. Gray, of the Houghton Lumber Co., In 
dianapolis, Ind., while on a business trip to 


Chicago the latter part of last week stated that 
the lumber business in the Hoosier State was 
very satisfactory, considering the season, and 


that prospects were of the best. 


KE. M. Dollarhide, of the Dollarhide Lumber Co., 
left last Sunday for a mill inspection trip in 
Arkansas, where several concerns which he rep- 
resents in the Chicago market are headquartered. 
He also expected to visit with the lumber trade 
in St. Louis and Kansas City, Mo. 


Carl A. Hallgren, assistant secretary of the 
Weyerhaeuser & Denkmann Co., Rock Island, II1., 
has been named as assistant to Judson J. Adams, 
heading a campaign committee in Rock Island, I1., 
to raise $450,000 stock subscriptions to the pro- 
jected Fort Armstrong Hotel. 


Hf. B. Heim, of the H. B. Heim Lumber Co., 
Philadelphia, Pa., paid the AMERICAN LUMBERMAN 
a pleasant call this week. He, in company with 
some friends, is on his way to mill points in Cal 
ifornia and the Pacific Northwest on a_ buying 
expedition. Mr. Heim thinks that 1925 is going 
to be a good year. 


G. C. Baldwin, manager of the Chicago sales 
office of Cooney, Eckstein & Co., New York City, 
has been in New York for some days, conferring 
with officials at headquarters. On his return to 
Chicago, he expected to stop over for several days 
at Pittsburgh, Pa., to look over lumber trade con 
ditions and prospects in that market. 


W. F. Kellogg, of the Kellogg Bros. Lumber Co., 
at Wisconsin Rapids, Wis., and a former president 
of the Wisconsin Retail Lumbermen’s Association 
recently submitted to a major operation at the 
Washington Boulevard Hospital, Chicago. Accord- 
ing to C. F. Kellogg, his brother, Mr. Kellogg is 
convalescing in fine shape and expects to be able 
to leave the hospital the latter part of the month. 


The Big Four Lumber Co. has removed from 
2100 Marshall Boulevard to Room 1204 Conway 
suilding. D. V. Swearingen, president of the con- 
cern, announces that, having disposed of the sash, 
door and millwork department by sale, the Big 
Four Lumber Co. will continue to wholesale hard- 
wood and southern pine lumber as_ heretofore. 
This branch of the business will in no wise be 
affected by the change. 


Ray L. Wilson, secretary-treasurer of the Deer 
Park Lumber Co., Deer Park, Wash., accompanied 
by Mrs. Wilson, passed through Chicago this week 
on their way to Europe, where they expect to 
spend the next four months on a pleasure trip. 
They will sail on the Empress of Scotland, on 
Monday, Feb. 9, for a Mediterranean trip, after 
which they will travel for two months in Italy, 
France and England, returning in June. 


W. S. Frisby, vice president of the Thornton- 
Claney Lumber Co., and Mrs. Frisby are grieving 
over the loss of their daughter, Blanche Gaynell, 
who died Friday, Jan. 30, following a_ serious 
operation, at the age of 25 years. The funeral 
was held on Monday, Feb. 2, and was largely at- 
tended by Mr. Frisby’s many business friends, as 
well as a host of the daughter’s personal friends. 
Interment was at Rosehill. 


KE. Mueller, of the Mueller Lumber Co., large 
retail line yard concern operating in Iowa, with 
headquarters at Davenport, made a business visit 
in this city during the week. Mr. Mueller said 
that trade in Iowa is rather quiet just now, due 
to seasonal influences, but that the outlook for 





spring business is very good. He expressed hig 
belief that building, and lumber consumption gep. 
erally, in the Tri-Cities—Davenport, Iowa, Rock 
Island and Moline, I}].—this year will show the 
greatest volume since the war. 


E. F. Bornman, of the Bornman Lumber (Co, 
Clarksdale, Miss., transacted business in this 
market during the week. He reported that lumber 
demand in the South has been good, though ham. 
pered considerably by the excessively heavy rains 
and high water, which practically brought a stop 
to outdoor work for a while. Weather conditions, 
however, are rapidly improving and work is being 
resumed, with the result that demand is showing 
greater activity. Prices Mr. Bornman described 
as very firm and tending continuously upward, 


A. C. List, treasurer of the Colonial Lumber 
Co., Columbus, Ga., visited among the local lum. 
bermen a few days ago and exchanged opinions 
on lumber trade conditions and prospects. Mr, 
List was exceedingly optimistic. He said that bad 
weather has recently restricted lumber demand jp 
his territory, but that things already are improy- 
ing and that the outlook is decidedly encouraging, 
From here, Mr. List went to Detroit, Mich., and 
he expected to visit several of the important lum. 
ber centers east of here before returning home, 


A. J. Barker, president of the Acme Lumber & 
Shingle Co.; James Brannum, of the Brannum 
Lumber Co., prominent retailer at Racine, Wis, 
and Joe Mercer, of the Hubbard Woods Lumber Co,, 
Hubbard Woods, Ill, forming a party, left on 
Thursday of this week for an_ extensive trip 
through the lumber producing. sections of the 
Pacific coast and South. sezginning at Vancouver, 
LB. C., they will proceed down through Washington, 
Oregon and California, and from there will re- 
turn to Chicago via New Orleans, La. It is ex- 
pected that they will be gone five weeks. 


The many veteran lumbermen players who for 
the last year have been fascinated by the golfing 
device in the rooms of the Lumbermen’s Asso 
ciation of Chicago, and have daily been trying 
their skill at putting, will probably be discouraged 
to the point of dejection by learning that they 
now have a new record to shoot at. Henry Hooper 
many months ago established an apparently un- 
breakable mark when he sunk the ball ten times 
in succession. There has since been much sweat- 
ing of blood trying at least to equal that per. 
formange, with no success, until last Saturday. 
Then Ansel J. Olson, of the Vangsness Lumber Co., 
who already had on several occasions proved hinm- 


self a consistent straight shooter, grasped _ his 
trusty club and “rang the bell” eighteen times 


consecutively, at a distance of about twenty-two 
feet. Mr. Olson says he never played a game of 
golf in his life, and never had a club in his hands 
until the indoor game in the association rooms 
became the rage. His uncanny success at this 
game has thrown him into convulsive enthusiasm 
over golf, and he is now looking for someone who 
has a golfing outfit for sale cheap. 


Commission Firms Consolidate 


A consolidation of the J. A. Claney Lumber Co. 
with the Lumber Service Corporation was ai- 
nounced this week. The name of the latter con- 
cern will be maintained, but the offices of the 
company have been removed from the Association 
suilding to Room 1124 Stock Exchange Building, 
30 North LaSalle Street. 

The officers of the reorganized Lumber Service 
Corporation are J. A. Claney, president ; Marvin 
Nichols, of Muncie, Ind., vice president, and R. E. 
Lee Rainey, secretary-treasurer. The company 
will do a commission business, handling southert 
pine, west Coast products and oak and maple 
flooring. It is the exclusive representative in the 
Chicago territory for the Southard Lumber Co. 
Greensboro, Ala., and has several other good con 
nections. 

The principals in this concern are all experienced 
lumbermen and are well known to the trade 
throughout this territory. Mr. Claney, who is 4 
nephew of J. E. Claney, of the Lord & Bushnell 
Co., was associated with the George T. Mickle 
Lumber Co. for eight years, and was for a short 
time connected with the American Mill & Lumber 
Co., as its vice president and secretary, until 
he entered the commission lumber business on bis 
own account about three years ago. 

Mr. Rainey spent nine years in Mississippi and 
Alabama, gaining a very thorough training in al 
branches of lumber manufacturing and whole- 
saling before coming to Chicago to join the Nat 
F. Wolfe Lumber Co. After some time with this 
firm, he became field manager for the Weatherbest 
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Stained Shingle Co., of North Tonawanda, N. Y. 
He resigned and about six months ago organized 
the Lumber Service Corporation. 


(SEE BaEEAaae 


Transfers Activities to Chicago 


0. J. Leonard, prominent wholesale lumber 
dealer of Dubuque, Iowa, has bought the interests 
of stockholders formerly associated with T. F. 
Toomey in the Toomey Lumber Co., and has re- 
moved to Chicago to become actively connected 
with that concern. This means in effect the con- 
solidation of the Leonard Lumber Co., of Dubuque, 
with the Toomey Lumber Co, The former concern 
will cease existence as soon as its affairs can be 
closed up. Mr. Leonard, however, will retain his 
interests in the C. H. Westeman Lumber Co., 
operating five retail yards in Iowa with head- 
quarters at Rockwell City. ; 

Mr. Leonard has been engaged in the lumber 
pusiness in Dubuque and surrounding territory for 
twelve years. Prior to that he was associated 
with a number of large Chicago retail firms, among 
them Francis Beidler & Co., the Rittenhouse & 
Embree Co., and the John E. Burns Lumber Co. 
Mr. Toomey also is a lumberman of long experi- 
ence, and is known to most consumers in the east- 
ern half of the country. He was connected with the 
Edward Hines Lumber Co. for fifteen years, as 
assistant to the vice president in charge of all 
northern mill sales. Subsequently he was general 
manager of the International Falls Lumber Co., 
International Falls, Minn., for three years, resign- 
ing about seven years ago to organize the concern 
that bears his name. 

The Toomey Lumber Co. is a large distributer 
of northern white pine, California white and sugar 
pine, southern hardwoods, and also of Philippine 
mahogany. As regards this latter wood, it is ex- 
clusive representative in the United States of the 
largest producers in the Philippine Islands. Com- 
menting on the market for Philippine mahogany, 
Mr. Toomey said this week: “This wood has lately 
become a very important factor in the furniture 
and interior trim business. It is well liked by all 
who have used it and demand for it is growing 
consistently. This is due to the fact that it can 
be treated so as to exactly resemble Honduras 
mahogany—but the price is a great deal cheaper.” 


Removes Business to Chicago 
H. J. Reinhard, of the Reinhard Lumber Co., 


formerly of Hayti and St. Louis, Mo., has _ re- 
cently transferred his business activities to Chi- 


cago, with office at 1553 West Madison Street. 
Mr. Reinhard is the local sales representative 
of Alexander Bros., of Belzoni, Miss., handling 


the output of that firm’s two modern band mills 
at Belzoni and Red Gum, Miss. 


Mr. Reinhard was located in Chicago before 
going to Missouri, and is well acquainted here. 


For some years he represented several well known 
hardwood producers, among them the Confax Hard- 
wood Lumber Co., Hunt, Washington & Smith and 
James E, Stark & Co., of Memphis, Tenn. Later 
he bought an interest in the MeMullen-Powell 
Lumber Co., of Chicago, with which concern he 
organized the MeMullen-Reinhard Lumber Co., of 
Hayti, Mo. 

In 1923, Mr. Reinhard purchased the stock in 
the McMullen-Reinhard Lumber Co. held by the 
McMullen-Powell Lumber Co., surrendered the 
charter, and from then on operated the business 
under the name of the Reinhard Lumber Co. 


Connects with Eastern Organization 
New York Crry, Feb. 2.—A recent important 
addition to the lumber fraternity of New York 
City is Herbert F. Adey, former general manager 
of the W. M. Cady Lumber Co., MeNary, Ariz., 
who has severed his connection with that company 
and on Jan. 1 became associated with the Harry 
S. Lafond Co, at 1 Madison Avenue, New York 
City. Mr. Adey will have charge of the office and 
of the corps of sales representatives who cover the 
territory for the Lafond company. This company 
iS eastern sales agent for the W. M. Cady Lumber 
Co., McNary, Ariz.; Finkbine Lumber Co., Jackson, 
Miss.: Peavy-Byrnes Lumber Co., and its allied 
organizations, Shreveport, La.; and Parks & Law- 
ton (Ine.), Seattle, Wash. It is also metropolitan 
agent for the Dunlevie Lumber Co., Allenhurst, Ga. 
Mr. Adey is a lumberman of long experience, 
having been for eight years sales manager of the 
Crowell & Spencer Lumber Co., Longleaf, La., and 
twelve years with the W. M. Cady Lumber Co., the 
last three of which he was general manager of 
that organization. Mr. Adey has a host of warm 
friends in the lumber industry, all of whom will 
Wish him well in his transfer to New York City. 
_ The Lafond company also announces the addi- 
tion of three new- salesmen. They are E. H. 
Shaffer, who will operate out of Allentown, Pa.; 
4 E. Smith, who will cover Connecticut and Rhode 
Pi and J. F. Edwards, who will deal with the 
: In New York City and Westchester. 


Organize Sash and Door Concern 


P. J. Salb and W. R. Reese announce that they 
have purchased theesash, door and millwork de- 
partment of the Big Four Lumber Co., and have 
incorporated the Salb Sash & Door Co. to run it 
as an independent business. The incorporators 
and officers are P. J. Salb, president; W. E. Mc- 
Lane, vice president, and W. R. Reese, secretary 
and treasurer. The company will do a wholesale 
business in Chicago and suburbs, and has its 
warehouse and offices at 2100 Marshall Boulevard. 

Both Mr. Salb and Mr. Reese are men of ex- 
tensive experience in the sash and door business. 
Mr. Salb has been associated with the Morgan 
Sash & Door Co. for twenty-four years, as as- 
sistant manager and having charge of sales. He 
resigned this position a year ago to join the Big 
Four Lumber Co., as secretary of the company, 
and organized for it the sash, door and millwork 
department which he and his associates have now 
acquired through purchase. 

Mr. Reese also is an ex-employee of the Morgan 
Sash & Door Co., having been connected with 
that concern for twenty-seven years, as manager 
of the credit and collection department. He re- 
signed Oct. 1, last year, and has since then taken 
a well earned rest before throwing his energies 
into the new enterprise. 


Expands Its Selling Activities 


The Lake Independence Lumber Co., of Big Bay, 
Mich., announces the election of Howard H. Spauld- 
ing as vice president, and the opening of a Chicago 
sales office at Suite 1232 McCormick Building. 
Mr. Spaulding will be in charge of this office, 
which will handle all sales in this immediate ter- 
ritory, while those made elsewhere will be handled 
through the Big Bay headquarters by Sales Man- 
ager J. E. Orr. 

The company has also opened a Detroit (Mich.) 


office, which is in charge of H. W. Reeves. 
The location of this office is at 2198 Bewick 
Street. 


Mr. Spaulding is a new-comer in the lumber 
industry, heretofore having been engaged in the 
investment brokerage business in Chicago. He will 
be assisted in this territory by E. R. Butler, who 
has been representing the company in this territory 
for some months. 

It was further announced this week that E. R. 
Lockridge, manager of the railroad and car ma- 
terial department of the W. L. Shepherd Lumber 
Co., Montgomery, Ala,. has aceepted a _ position 
with the Lake Independence Lumber Co., and will 
install a wholesale department at the Chicago 
office. This department will handle both southern 
and western stock, and will probably specialize 
in railroad and car material. Mr. Lockridge is 
expected to arrive in Chicago and assume charge 
of this work about the middle of this month. 

The Lake Independence Lumber Co. is a large 
producer of northern hardwoods, hemlock and 
other northern softwoods. It operates a modern 
sawmill, equipped with two bands and a resaw 
and having a single shift capacity of 60,000 feet 
of hardwoods. There is also a large planing mill; 
capacious dry kilns; a model hardwood dimension 
mill recently erected at a cost of $450,000 for the 
production of parts of furniture, automobile bodies 
ete, and a ten-pin factory with an average output 
of 800,000 ten-pins a year. 

The company is an old established concern, for- 
merly owned by the Brunswick-Balke-Collender 
Co. About two years ago it was bought by one 
of the company’s executives, Jay B. Deutsch, who 
is president. The other officers are Mr. Spaulding, 
vice president; Frank E. Mullaly, seeretary, and 
J. E. Orr, treasurer and sales manager. 


(Se aeaeaetaaan: 


Incorporates Under Illinois Laws 


The Morgan Sash & Door Co. has been incor- 
porated under the laws of the State of Illinois, 
with a capital of $1,200,000, fully paid up, accord- 
ing to an announcement issued by the company 
this week. Simultaneously the Wisconsin charter 
of the Morgan Sash & Door Co. was surrendered, 
without affecting the Morgan Co., of Oshkosh, 
Wis., however. The latter concern, like the other 
Morgan interests, operates under a 
charter, 

If. A. Sellen, president of the Morgan Sash & 
Door Co. (Illinois corporation), explained that the 
company originally was incorporated in Wisconsin, 
but all its activities were centered in Chicago un- 
der a special Illinois license. It was in order to 
give the company full legal standing in the State 
where it operates that the change was made. 

The officers of the corporation are Hf, A. Sellen, 
president; Fred J. Witt, vice president; Frank 
N. Yochem, vice president; W. G. Huffman, secre- 
tary; John T. Lloyd, treasurer, and J. E. Morgan, 
chairman of the board of directors. 

As detailed in previous issues: of the AMERICAN 


separate 


LUMBERMAN, the Morgan Woodwork Co., of Wil- 
mington, Del., was recently organized under the 
laws of Delaware, with a capital of $5,000,000, 
as the holding company of the stock of all the 
Morgan interests, which include the Morgan Sash 
& Door Co., of Chicago; The Morgan Co., of Osh- 
kosh, Wis., and the Morgan Millwork Co., of Bal- 
timore, Md. The officers of this company are 
J. E. Morgan, president; H. A. Sellen, vice presi- 
dent; S. S. Foote, vice president; U. M. Davies, 
secretary, and H. H. Kimberly, treasurer. 

The Morgan interests have factories at Oshkosh, 
Wis., and warehouses at Chicago, Baltimore, Md., 
Detroit, Mich., Jersey City, N. J., Cleveland, Ohio, 
and Queensborough, N. C. It also owns timber- 
lands and sawmills at Orin, Wash., and Forrest 
City, Ark. 

SHLAA BAALAGESA 


Take Charge of Mills 


J. H. Faust, manager of the Chicago sales office 
of the Faust Bros. Lumber Co., Jackson, Miss., 
left this week for Jackson, where he will spend 
several weeks for the purpose of inspecting the 
company’s operations and stocks. The Faust Bros. 
Lumber Co. announces that W. A. Reid, formerly 
connected with the Helena (Ark.), operations of 
the Chicago Mill & Lumber Co., of Chicago, has 
taken charge of the company’s Gallatin Street 
(Jackson) mill, while H. H. Perry, formerly with 
the J. M. Jones Lumber Co., of Ferriday, La., 
has been employed to take charge of the Hooker 
Street mill. B. M. Wakefield, secretary-treasurer 
of the company, continues to be general manager 


of the two mills. 
S@aGGGBBaAABaaE 


Attended Western Pines Case 


William C. Geddes, vice president and genera} 
manager of the Craig Mountain Lumber Co., man- 
ufacturer of Pondosa pine, at Winchester, Idaho, 
was in Chicago for a day this week, en route to 
Kansas City on a business mission. Mr. Geddes 
had been in Minneapolis, where he attended the 
hearing in the friendly suit of the Government 
against the Western Pine Manufacturers’ Associa- 
tion. It is expected that as soon as the transcript 
of the evidence in this case is completed, there 
will be some evidence submitted in rebuttal and 
then the case will go to the court for a final 
decision. Mr. Geddes thinks that the decision in 
this suit no doubt will clear up a number of 
matters concerning the work of trade associations 
that now are beclouded. From Kansas City, Mr. 
Geddes will return to his headquarters in Win- 
chester. Observations on this trip have convinced 
him that there will be an active demand for lum- 
ber all during this year. 


Eighty-Fifth Birthday Anniversary 


MINNEAPOLIS, MINN., Feb. 3.—T. B. Walker, 
prominent Minneapolis lumberman, celebrated his 
eighty-fifth birthday anniversary on Sunday, Feb. 
1. He came to Minneapolis sixty-three years ago 
to take a temporary position as a surveyor while 
awaiting appointment as instructor in mathe- 
matics at the University of Wisconsin, but re- 
mained to become one of the leading lumbermen 
of the country. 

In excellent health, Mr. Walker attended church 


services as usual on Sunday. Members of the 
family celebrated the birth anniversary at Mr. 
Walker’s palatial home here. Part of the day 


was spent reading a great heap of congratulatory 
letters and telegrams which arrived from all over 
the United States. They were from friends, busi- 
ness associates and former employees. 

sesides becoming a leading lumberman and cap- 
italist, Mr. Walker has gained an international 
reputation as an art collector and connoisseur. 
Ile just.has announced a plan whereby he will 
give his valuable art collection to the citizens of 


Minneapolis and work has started on the con- 
struction of a $600,000 art museum on property 


adjoining his home, in the heart of Minneapolis. 
The building is to be completed this year. 

“T have given my life to the people of Minne- 
apolis,” Mr. Walker said on his birth anniversary. 
“For more than sixty years I constantly have been 
doing what I could to build up this city and 
make it one of the finest in the world. And I 
want to do still more.”’ 


Mr. Walker, who was one of the founders of 


the Minneapolis library system, now is serving 
his thirty ninth term as president of the Public 


Library board. He has been a liberal contributor 
to the library system. 


Telecodes Wanted 


The AMERICAN LUMBERMAN will pay $2.50 each 
for copies of the AMERICAN LUMBERMAN Telecode 
in good condition sent to it. If you have a copy 
of the Telecode in good condition that you are not 
using, send it to the AMERICAN LUMBERMAN and 
you will receive $2.50. 
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atest Reports on Lumber Prices 








MICHIGAN HARDWOODS 





Prices f.o.b. Michigan mills continue firm: 
No. 1 No. 2. No. 3 ; : 
FAS Selects com. com. com. FAS Selects 
Bass woop— Sort ELM 


4/4 $ 70@ 75 $ 60@ 65 $ 45@ 50 $30@33 $24@26 12/4 $115@120 $100@105 $ 


6/4 75@ 80 65@ 70 50@ 65 35@37 26@28 16/4 135@140 120@125 





POPLAR 


Cincinnati, Ohio, Feb. 3.—The following are 
No. 1 No. 2 No. 3 average wholesalers’ carlot prices, Cincinnati 
com. com. com. base, on “soft texture’’ poplar, from Virginia, 
West Virginia, Kentucky and Tennessee, and 
90@ 95 $50@55 ..@.. on Mississippi Valley poplar: 

105@110 55@60 ..@.. Sorr TeExTURE— 








8/4 90@ 95 = 80@ 85 O8@ 10 s3@45 --@-. | “474 85@ 90 70@ 75 60@ 65 38@40 $16@18 Oe $105@115 $110@120 $115@125 
10/4 95@100 85@ 90 70@ 75 45@60 ..@.. | 574 10eg110 90@ 95 75@ 80 43@45 18@20 Sapa & select. 80@ 85 85@ 90  90@ 9 
Beecu— ss emir | 8/4 110@115 95@100 80@ 85 43@45 20@22 No. 1com..... 60@ 65 65@ 70 70@ 7% 
6/8 No. 2common & better = 33@36 13@15 | g74 115@120 100@105 85@ 90 48@50 20@22 No. 2 com. A.. 38@ 40 42@ 45 45@ 48 
4/4 65@ 70 55@ 60 40@ 45 26@28 20@22 | 1974 3425@130 110@115 95@100 65@60 23@25 No.2 com. B.. 26@ 28 28@ 30 30@ 32 
6/4 70@ 75 =60@ 65 = 45@ 50 30@32 21@23 | 4974 135@140 120@125 105@110 60@65 26@28 | Varrmy— 
6/4 75@ 80 65@ 70 50@ 55 35@37 22@24 | 4474 145@160 130@135 115@120 60@65 ..@.. i .$ 90@ 95 $ 95@100 $100@105 
Pe 85@ 90 75@ 80 60@ 65 40@42 22@24 | 34674 160@165 145@150 130@135 60@65 ..@.. Saps & selects. 70@ 75  80@ 85 850 90 
rye > ¢ Srock— ‘ No.1com..... 50@ 55 55@ 60 60 
1/4 Sige 5 s5a100 § sg@ 08 ages synaee | HuP Mags OR SEG wy sgao regex | Nod com A: aw ig Soa & 
5/ 20@125 JO0@105 52@ 65 35@ wis’: - “Sa ~— rc > Jo.  B.. 20 28 28 30 3 . 
6/4 120@125 100@105 20@ 7 4045 a2@4 a, thm al oss @ 62@ 65 42@45 28@30 No. 2 com @ 0@ 32 
8/4 125@130 105@110 80@ 85 50 ..@.. MarLe— . 
10/4 130@135 110@115 90@ 95 50@55 ..@.. 4/4 80@ 85 65@ 70 50@ 55 28@31 20@22 
12/4 1a0@140 115q120 95@100 60@65 :.@.. | 5/4 BW 90 10g 7 b5q@ G0 32029 21023 POPLAR BEVEL SIDING 
al a 140@145 125@130 ..@.. ..@.. B/4 350100 +4 85 656@ 70 40045 22@24 Cincinnati, Ohio, Feb. 3.—The following are 
“4/4. 10@ 75 + 60@ 65 45@ 50 28@30 21@23 | Enp Daiep WuiTe MarLe— average wholesalers’ carlot prices, Cincinnati 
5/4 80@ 8 65@ 70 55@ 60 32@35 23@25 4/4 120@130 --@... 95@105 — 7 ae base, quoted on poplar bevel siding: 
6/4 85@ 90 75@ 80 60@ 65 32@35 23@25 | 5/4 130@140 ...@... 105@115 ..@.. ..@.. a ae 
8/4 100@105 85@ 90 75@ 80 40@45 -Q.. 6/4 135@145 110@120 +Q.. - ie iets can. can 
10/4 110@115 95@100 85@ 90 50@55 :.@.. | 8/4 140@150 @ 115@125 ..@.. ..@.. | gw... oseeee$60-00 $50.00 $30.00 $20.00 
saul tinnealinineohieiaiasi-sanioensniaaiamals _ eee ease 60.00 50.00 30.00 — 20.00 
Pt .cosascaneneen .. 65.00 48.00 25.00 19.00 


“WISCONSIN HARDWOODS 


Following are prices of hardwoods f.o.b. Wisconsin mill points: 


No. 1 No. 2 No. 3 

FAS Selects com. com. com. FAS Selects 
A8H— Rock ELM— 
4/4 $105@110 $ 90@ 95 $ 63@ 67 $35@37 $21@22 4/4 10@ 75 @ 
5/4 116@120 100@105 70@ 75 42@45 23@24 5/4 80@ 82 @ 
6/4 120@125 105@110 75@ 80 48@50 238@24 6/4 85@ 88 ...@... 
8/4 125@130 110@115 85@ 90 52@55 23@24 8/4 85@ 90 ...@... 
Bass woop— 10/4 90@ 95 @ 
4/4 70@ 72 60@ 62 650@ 52 28@31 23@24 | 12/4 95@100 @ 
5/4 76@ 78 64@ 66 55@ 57 32@34 25@26 | Harp Marie 
6/4 88@ 8 72@ 74 68@ 65 34@36 26@27 4/4 82@ 85 72@ 75 
8/4 93@ 95 82@ 8 13@ 75 40@42 ..@.. 5/4 98@100 88@ 90 
BiracHo— 6/4 103@105 92@ 95 
4/4 112@116 90@ 95 53@ 55 33@35 21@23 8/4 108@110 98@100 
5/4 117@120 95@100 62@ 65 40@42 23@24 | 10/4 118@120 100@105 
6/4 122@126 100@105 68@ 70 40@45 24@25 | 12/4 123@126 105@110 
8/4 126@128 105@110 88@ 90 50@55 21@22 | Sorr MarLa— 
10/4 131@135 110@115 90@ 95 55@60 ..@.. 4/4 68@ 73 658@ 62 
13/8. 56s. 2058 sss SBI 2@.. 2B... 5/4 80@ 85 65@ 70 
Sorr Ei.mM— 6/4. 95@100 82@ 85 
4/4 68@ 70 68@ 60 42@ 45 25@28 21@23 8/4 102@105 85@ 90 
5/4 78@ 80 68@ 70 50@ 55 30@35 23@25 | Oax— 
6/4 3 4 95 82@ 8 68@ 70 38@40 23@25 4/4. 115@120 90@ 95 
8/4 95@100 85@ 90 70@ 75 40@45 23@25 5/4 120@125 95@100 
10/4 100@115 95@100 85@ 90 50@55 ..@.. 6/4 125@130 100@105 
12/4 115@120 100@105 90@ 95 55@60 ..@.. 8/4 130@185 105@110 








Louisville, Ky., Feb. 3.—With fair weather 
No.1 No. 2 No. 3 this week and a good deal of building under 
com. com. com. way, the poplar siding market is showing some 
signs of life, and the movement as a whole is 


45@ 47 25@28 19@21 quite fair. Prices are steady: 


53@ 55 28@32 20@22 Clear Selects No. 1 com. No. 2 com. 
55@ 60 32@35 20@22 6-inch ....$60 8 $34 $24 
65@ 70 35@40 21@23 5-inch .... 58 43 32 22 
70@ 75 45@50 ..@.. 4-inch .... 50 42 24 18 


15@ 80 45@50 ..@.. 


62@ 65 38@40 18@20 HARDWOOD DIMENSIONS 


"O Zz ete he tty Chicago, Feb. 3.—Actual sales of clear short 
83@ 85 48@50 20@21 hardwood dimension were made f.o.b. Chicago 


95@100 58@60 ..@.. this week at the following prices: 





100@105 63@65 Furniture stock— Plainoak Gum 

NN Bos a a cares bbs ROS Oe DRESS $55.00 $50.00 
40@ 44 25@28 20@22 VAS TS | lll nA eee eT 60.00 60.00 
55@ 60 35@38 21@23 eR code nig whe ooo Ua ea eee WEE 65.00 60.00 
65@ 70 35@40 21@23 OE ll ee rr re rere 75.00 70.00 
75@ 80 45@50 21@23 Ci errr rer err 80.00 75.00 

Chair stock— 

60@ 65 35@38 20@22 1x4” ang wider X 19" ....0% ««+ 66.00 55.00 
65@ 70 37@40 22@24 146x¢" and wider x_19”......0<s 60.00 60.00 
70@ 75 37@40 22@24 226 GU Wider S10" vccciccscaes 65.00 65.00 
75@ 80 50@55 23@25 po at. > ¢ || sll EN trae eee ee 70.00 70.00 








WISCONSIN HEMLOCK 


The following are f.o.b. mill prices on Wisconsin hemlock: 
No. 1 HmMLOCK Boarps, S1S— 
8’ 10-14’ 16’ 18-20’ 8-16’ 

ix 4” $26.00@28.00 $27.00@29.00 $29.00@31.00 $31.50@33.50 $28.00@30.00 
lx 6” 28.50@30.50 29.50@31.50 31.00@33.00  33.50@35.50  30.00@32.00 
lx 8” 30.50@32.50 31.50@33.50 33.00@35.00 35.50@37.50 32.00@35.00 
1x10” 31.50@33.50 32.50@34.50 34.00@36.00 36.60@38.50 33.00@35.00 
azan” 32.60@34.50 33.50@35.50 35.00@37.00  37.50@39.50  34.00@36.00 

For merchantable S18, deduct $3 from price of No. 1; for No. 2, deduct $5. 

For shiplap or flooring, add 50 cents to prices of No. 1 boards. 





HeMLock, No. 1 §181E— 

8’ 10-14’ 16’ 18-20’ 22-24’ 
2x 4” $31.00@33.00 $30.00@32.00 $31.00@33.00 $34.00@36.00 $38.50@40.50 
2x 6” 26.50@28.50 27.50@29.50 30.00@32.00 33.00@35.00  37.50@39.60 
2x 8” 30.00@32.00  30.00@32.00 31.00@33.00  33.50@35.50  37.50@39.50 
2x10” 30.00@32.00  32.00@34.00 33.00@35.00  35.00@37.00  37.50@39.60 
2x12” 31.00@33.00 33.00@35.00 34.00@36.00  36.00@38.00  38.50@40.50 


No. 3 hemlock rough, 6’ and longer: 2x4” and wider, $17@19; 1x4” and 





SOUTHERN HARDWOODS 


St. Louis, Mo., Feb. 3.—Current quotations on southern hardwoods, f.o.b. St. Louis: 


wider, $18@20. 
HARDWOOD LOGS 


Memphis, Tenn., Feb. 2.—Following are aver- 





GuM— 4/4 5/4&6/4 8/4 4/4 5/4&6/4 8/4 age quotations on logs in Memphis, and at points 
Qtrd. red: QuaRTERED RED OAK— in the Memphis territory, based on average di- 
FAS .......$ 88@ 90 $ 88@ 90 $ 90@ 92 | ee $105@110 $120@125 $130@135 mensions, 14-inch and up in diameter, and 12- 
No.1 com... 62@ 63 66@ 67 73@ 74 Nos.) COM. <55 65@ 68 T7@ 772 T5@ 77 | to 16-foot in length: 
No. 2 com... 386@ 38 38@ 40 42@ 44 No. 2 COM..... 44@ 46 50 53 57@ 60 F.o0.b. cars 
Qtrd. red, S.N.D.: PLAIN WHITE OAK— Delivered Memphis 
". etre 60@ 61 61@ 62 62@ 63 LS ES SE 87@ 88 108@110 118@120 Memphis territory 
No. 1 com. & No. 1 com. and Variety— Per M Per M 
er 46@ 47 48@ 49 49@ 50 sel. .... 58@ 5S ) 65 58 © pore 7 5) 
No. 2 com... 25@ 26 31@ 32 31@ 32 nck 2a 2 fq 44 | Red & white oak.$20.00 to $32.50 $24.00 to $27.5 
: : pee a NS ? ove a UIA. ovale aisieiais siacarers 25.00 to 28.00 21.00 to 20.09 
Plain red: MO, 3° COM... 4s 20@... 24@ 26 24@ 26 Poplar 37.00 to 40.00 32.00 to 35.00 
BAGS us sas 80@ 81 88@ 84 90@ 92 Sound wormy.. 31@ 32 48@ 49 55@ 57! wim ......0 0. 25.00 to 30.00 17.00 to 21.00 
No. 1 com... 58@ 59 64@ 65 11@ 72 Pain Rep Oak— Ash (12” and up). 45.00 to 50.00 35.00 to 40.00 
a ee ee ere | ela 84@ 85 98@100 108@110 | Hickory (12” & up) 35.00 to 40.00 25.00 to $0.00 
*Jain sap: ’ ‘i - 
PADS. 5 Sebi ms 55@ 56 57@ 58 58@ 59 ~ oh. ae 57@ 58 60@ 62 68@ 70 Logs are classified by buyers here roughly 4s 
No.1 com... 37@ 38 41@ 42 46@ 47 No. 2 com....: 37@ 38 38@ 40 42@ 44 | No. 1 and 2, and the foregoing price range © 
No. 2 com... 24@... 26@... 27@... peseen oe ieee : oo to cover the average prices paid for 
Corronwoop— a oth. 
. P MEARS | s:c5ire Sap bei-n' 95@100 105@110 110@115 or iv 
. —_—.... He .. oe H - : Saps and sel... a 70 Oe 15 Ae | 80 The difference in variation as between deliv- 
adh Peon ahaplie = 3f 2 Ar eae No. 1 con..... 47@ 48 49@ 50 51 52 ered prices and f.o.b. prices is based on the dis- 
quameny Caton ig coe ee: seen: No. 2 com. A.. ina 34 36@ 38 37@ 38 | tance the logs are hauled, and the weight : 
| eerinneeree: 125@128 135@140 150@155 No. 2 com. B.. 27@ 28 30@ 31 31@ 82 | the timber. Oak, ash and hickory are TM im 
a. Sos, wall Sore Marta— — s er distances; while gum, pop rg hoe 
profitably drawn into Memphis only 
ee ee 75@ 78 80@ 8 90@ 95 TOG TUN: 2.04.00 - 40@... 60@ 65 70@ 75 | nearby points. 





ee 
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i ” HERN HARDWOODS 
‘6 
SOFT TEXTURE” SOUTHERN ints <n 
lesalers’ prices, carlots, Cincinnati base, on Virginia, West Virg 4&6/4 8/4 
Cincinnati, Ohio, Feb. 3.—Average wholesa p “4/4 5/4&6/4 8/4 Breco— Pe. 1. At 75 $ 75@ 80 
4/4 5/486/4 = 8/4 ~~ .++@... $ 95@105 $ 95@105 | FAS .........8 42@ 45 47@ 50 47@ 50 
WuiTe Oak— No. 1 com..... @... 65@ 70 65@ 70 No. 1 com..... 42 30 30@ 33 «33@ 35 
ee 5@165 10. 2. com..... ..-@... 35@ 40 35@ 40 No. 2 com..... 27 a 16/4 
sssee-$135@145 $145@155 $15 No. 2 com..... casts ae aa 10812/4. 
PAS .. 110@115 115@120 4/4 5/4&6/ 5 110@115 -@... 
eg ee: 105@110 0@ 93 100 MaprLe— .$ 85@ 90 $ 95@100 $100@105 $ ig atc ae 
No.1 com..... 85@ 90 9 59 55@ 60 FAS wee e eee e eee e eens ees 53@ 60 70@ 75 75@ 80 80@ 85 <0 
No. 2 com..... =o 50 aa 7 B8@ 60 No. 1 com..... 1... eee feeeeees 38@ 43 40@ 45 43@ 48 48@ 53 seca @ea 
Sound wormy., 43@ 45 52@ 5 ING ae COM a 6.6 ods eeewaducaaae ° nie gumeses 
— v0 
nrerep Rep OAK— by guns --$100@105 $110@115_$115@120 $120@125 95@ 100 
are | Qua @ BAS wosescdas 7 75@ 80 95@1 
: WAS .ccseec a 13 coe Ques 20-@... a + ek set wa es 70 a 45@ 50 50@ 55 
nati No, 1 com.. eueTess <5 a Pe as coos near eanneal 30 33 35@ 40 
nia, 4100 be rats ---@... NO. 2 com..... 
2 COM. cece 
and No. ¥ ay W DS 
— re 108 $135@3 125 $130@140 VALLEY _— iagoneenell Valley woods, Cincinnati: 
es Sees 80@ 85 85@ 90 Cincinnati, Feb. 3.—Average wholesalers’ prices, carlots, Mississ senna 8/4 
i Selects ..... oe 75 T@ 75 4&6/4 8/4 Corronwoop— 4/4 o 
) 125 ie te 03 sq 47 45@ 49 | Gum— a: ~~ ss FAS, 6” & wdr.$ 52@ 55 $ 55@ 58 ...@... 
p95 = ~ = 22@ 24 ng 28 25@ 28 a ay eee $ 83@ 88 $ 85@ 90 $ 90@ 95 No. 1com..... 42@ 44 aa “ o<aiers 
is Sound wormy.. 43@ 48 55@ 60 55@ 60 No. 1 Ce : 55@ 60 60@ 65 65@ 70 No. 2 com..... Pin ‘ ‘ “s 
- trd. re sap no dete WHITE AK— 
) 32 BasswooD— Q - 60 65 70 QUARTERED 
ee $ ee Hr $ 89@ % $ ne 85 agg ceeaexe br 52 $120¢ 125 $125@130 ne 
105 Y OM ssc 0's 5 i) Cy pi 90@ 95 95@ ‘ 
90 No. ; ahaa 30@ 33 35@ 40 40@ 45 Plain red : uc. 95@ 80 S8@ 95 850 90 10a 1 15@ 80 80 85 
+ cuestNoT Noo 1 com... 48@ 50 52@ 55 57@ 60 40@ 45 45@ 50 5 
45 HEST? —— sty ~~ 
i 82 re $105@110 $115@120 $125 = “Bxbds., 13-17” 60@ 65 ...@... ...@... | QuarreRep Rep OaK 
ones No. 1 com..... 5@ 70 10@ 75 75@ 80 Plain FAS 6” oe ..--$110@115_ ...@...  ...@... 
No. 3 com..... isa 20 20@ 21 -20@ & wider... 55@ 58 58@ 60 60@ 63 No.1 com..... 65@ 70 ...@... ...@... 
Sd. wormy and 3@ 36 No.1 com... 37@ 39 40@ 42 42@ 44 No. 2 con..... SOG sacQhees ceca 
“No. 2com... 29@ 31 32@ 35 33@ in © oom 23@ 25 . 25@ 27 27@ 29 
3d. ¥ d i sai PLAIN WHITH AND Rep OaK— 
are Sd. wermy — MaPte— 80@ 85 $100@110 $110@115 
N . com. - “ tS eatue usec 
— better sees —ao se “eS —_ | ge iggy 43 $ 55 $ 60 Se Ala ia eden ; ood 65 oe a b>. = 
“* os 50@ 55 55@ j 
é BIRCH— Eppa 4 5/4 6/4 8/4 Ne 1 com..... 5 5 50 
No.2 MR cieeas ,81s@120 $120@125 $130@135 Goes mae “ane 342 $70 $75 $80 85 No. 2 com..... 20 = 22 po 
20.00 7 po. are 70@ 7 75@ 80 75@ 80 No. 1 com. «+... 50 be ss Ses Sound wormy.. 33@ 35 38@ 43 43@ 48 
19.00 No.2 com..... 33@ 38 38@ 43 40@ 42 | __No. 2 com...... S 
ther HARDWOOD FLOORING ; : t f.o.b. Chicago prices Cincinnati, Ohio, Feb. 3.—The following are 
nder Sales by Michigan and Wisconsin flooring “re hone on icici ateniataieeriatil average wholesalers’ carlot prices today f.o.b. 
some of maple, beech and birch flooring, D&M, = re- on cypress: Cincinnati: 
le is ported to the Maple Flooring ee As GULF COAST RED CYPRESS— RED CYPRESS— 
sociation, averaged as follows, f.o.b. — aw Grades Rules of March 18, 1922 sh Shop 
com. | mill basis, during the week ended Jan, 24: Factory, Rough Factory— Selects, roug Pry 
24 Clear No. 1 Factory Factory — MG cai cuudasiacddddacaisewadadd er = 61.26 
+: MAPLE— ad r S Selects Shop i SNE NG aa te tert eae uauaodecakia 25 
- Pace tee ee $82.28 $68.27 $34.60 oh. _.shiteo stosco oereee aie 0 $34.50 $34.50 6/4 Sp adueneddaeuudeekeatbinekess 87.25 64.26 
ee sie jit ae ene Segoe 91. jo deo.s. Saree r 23.50 113.50 86.50 3°50) 36.5 PS f GFE coceceetentescndecceccosceses . 
Quy" 96.25 1.97 44.11 ame oy . 9.50 66.50 36.50 34.50 = No. 1 com. No. 2 com. 
S artes damien 75.88 arco | 8/4202 13825 12485 9728 7480 3825 3525 a o $51.26 $42.25 
BU aes sevnncons ‘sé 37. 10/4.... 141.25 130.25 103.25 80.25 ..... .see. Ah 
short GAME ickodvusncs LA 81.13 oon 12/4... 141.25 130.25 103.25 80.25 11... 10... Finish, ee “a 
cago Tueee ... cs scnes Sires ret 77" | 1674.... 146.25 135.25 108.25 85.25 ..... 47.50 oe B , D 
%x1i% Re nate ee ere ++ “ abies ee 107.50 $102.50 $92.50 $82, 50 $72.50 
ii 7 ree rere Gate iseus vesee Boards, —— ae im 19 Pe ee an 6/4, ‘add $8: 8/4, add $15.50. 
550.00 ar 66.10 eeees i ongth..$55.50 $44.50 $36.50 ELLOW CYPRESS— 
60.00 ag Pe Te Cnn an sesee -.... | 1x4 to 12”, random length..$55.50 $44.50 $36 Pere i Me.1 Rand. widthe 
70.00 BikcH 2.50 a *~ FAS _ Sel. shop No.1 <= 
70.00 —s ain 32. : D @65 $37@42 $33 5 
BoE ccunnee weeny ange Clr. heart oy f ee $75@85 $60@65 @ 
75.00 | ee : eae Ree OS wee ig eceee 1x4 to 11”...$109.00 $104 00 $ of *00 $84 00 $74.00 cae /é ee. 80@90 ae sees — = 
a nu wravenmrereiee ones Re ie ak ee i a eR cc 90@95 0 o “ 
55.0 site vapec. a 109.00 104.00 94.00 84.00 74.00 aa ” “aon: 9: dente: ioe ii 
00 iD’ agugens 116.00 112. 2. . ; ” - $40.00 33.00 
65.00 OAK FLOORING 1x ~~ 5/4, add $5 to above prices; for 6/4, add aoa -~ |. pameaiaebnaahed - ° a 
70.00 The following are average prices, Memphis base, $8; for 8/4, add $16; for 5/4 and 6/4 “‘D” grade, pit ge |”) ee 
—_ obtained for oak flooring during the week ended | add $3; for 8/4, add $6. ; St. Louls, Me., Feb. 3.—The following are cur- 
Jan. 24, as reported by the Oak Flooring Manu- Bevel ~~ Cc D rent quotations on cypress, f.o.b. St. Louis: 
facturers’ Association : aye a ; ESS— 
igx1 th” x2” 354x114” %x2 "x4, 5 or 6”, std. lgths.$49.25 $45.75 $41.75 $28.75 CULE COAST RED CYPRES 
CHG WHEiicee. csaruee T4015 oc cie $103.85 Bungalow Siding ; Factory— 7 Factory — B 
4° Clr. qtd. r H Sse were a 1 07 wee 3 74.06 esis mF Canty. er gTank Selects fnep ee. 
Sel. qtd. w&r....$73.2§ 59.04 AGES Saige ad a eee -15 o. oi Re / . Saree 0.15 . . . 
p 40.60 Cir. pin. wht... 86.04 97.81 57.59 66.24 xs 5 1%” stocks... 71.25 62.25 60.25 | b/g °2°222TIIIII gf a 
p 39.60 Clr. pin. red..... 69.89 89.04 56.05 45.68 “For 10-inch, add $5. OLA vcsccacadices 123.75 81.75 yl cae 
p39.50 Sel. pln. wht..... 63.79 80.13 50.74 45.68 cath , SepenRNSS: 131.75 94.00 71.60 . 
or Sel. pln. red. ...: 61.76 79.98 49.62 pg ns teem ee ore 102.75 71.35 — 
040. No. 1 common.... 45.03 53.44 33.22 20.08 : ...$9.25 $8.25 BAlS cccccowcece 136.75 102. ae 
, No. 2 common.... 15.72 17.04 11.88 ..... YBXL Ye seeevessrecceeeenereeseesens NOSE wincecccevens on one : $24.75 
and Ux” Yyx2"” fyx1I” fy x2” RED CYPRESS— PGCH VR OIE y cdicactadusageediseucgens - . : 
. Pies § ... $130.00 | Old Grades — No. 1 No. 2 Yo. 
— Clr. Gta. WHE ss 0s Geeks wees .- $ doe Rough Common Roug c 
Clr. pin. whts<<.s.. —s ss eae 85.57 iene > i No. 1 No. 2 al cadenuexgdcaaeakes eo ea a 
Cir. pin. red..... 5.5 BBS cee ete ee 4 ; eataahe 6 ; on common MEM acediddusecsccescecaes ¢ aE . 
Sel. pin. wht... i mae 68:00 | 4/4....$100.00 $90.00 $55.00 $50.00 $40.00 | Add $2 for ‘specifica’ icngths on common grades. 
aver- Sel. pln. red..... 64.70 7193 ..... Co.09 5/4 105.00 95.00 70.00 50.00 40.00 Finish, S1S or S2S— 
oints No. © commots.<.< 4042 -44NG@  cciee cwemes 6/4... 107.00 95.00 70.00 50.00 40.00 Clear 
ti 8/4.... 110.00 100.00 95.00 soho $107 00 $102.00 $ 92 00 $ $2.00 $ 22 00 
19 oe SSR 7000 S600 .ccci § svcec ix4—10 .... 2. 2. . : 
— OAK FLOORING STRIPS 12/4. 135.00 12000 95:00 <isc. Lis iif”... 02 114.00 110.00 "110.00 90.00 79.00 
Chicago, Feb. 3.—The following are carload 16/4... 145.00 130.00 TGRGO .-vacca cece 27 ee 127.00 122.00 112.00 104.08 ees 
ne prices, f.o.b. Chicago, on ,x2-inch square edge Boards, Rough RMIG” cncenes 137.00 132.00 2. 7 oanate: 
ry oak strips, weight estimated at 1,250 pounds a No, 1 com. No.2 com. Peck | Bungalow Bevel Siding— 74°75 $65.75 $63.25 
thousand feet: 1x4, 6, 8 & 10”.......04. $53.50 $43.00 «2. WS $sdaduccaeanauatacuade $74.78 09.79 3 
rM White—— SP ac cane inne nnennns 60.50 CORP esees | TERI cxisseccendeccnecees: 79.75 70.25 68.25 
$27.50 ee, Feet ee Fee ES RE cecackscavenaeansee sxnad $28.50 Bevel Siding— A seo sachs ols 
oe rere $134.00 $87.00 $116.00 $84.00 | Ves ow cypress oo $§t$taseows $48.50 $45. . . 
vo. Sap clear ....... 110.00 ceeee sees aaa h W CYPRESS— 
pe Select ........7" 98.00 77.00 98.00 72.00 Factory, Rough ne YELLOW iain, Aieeka ied 
$0.60 49.00 FAS’ Selects shop common common FAS Select shop com. com. 
30. NN uci ttn ties celgsian ease een ed $49. 4/4 $ 90.00 $70.00 $44.00 $39.00 oe /  MeOreee ere $ 78 a $40 = = 
ae 00. 77.00 56.00 38.00 rr aa : 
ly as a 10:00 77.00 86:00 39.00 35.00 > 80 70 55 39 31 
ge BLACK WALNUT $/4.2.2, 105-00 $2.00 66.00 42.00 «36.00 | $4 --------- $9 70 6 8 
d for Cincinnati, Ohio, Feb. 3.—The following are | 8/4....- Boards, Rough DE hexenccnes 110 82 74 ua see 
deliv Cinetnns i oe See ee. eee Selects No. 1 com, : Peck ——- oo Noto 1” random 
eliv- na a $75.00 $44.00 Sr MGT ecauviddcadas 36,00 . . 
@ dis” 4/4 5/4 6/4 8/4 op heat 5 44.00 37.00 °.... PET cekenunstenses 42.5 000 seen 
nt of GAS $215.00 $225.00 $230.00 or A aetonrese 77.00 © 44003800 SE sccnascneanes 43.50 87.00 see 
rawn Sel. .. 150.00 155.00@160 160. 00@165 170.00 ts 85.00 64.00 4100 ..... ot bee essees 53.00 : $23.00 
d elm No. 1. 107.50 117.50 120.00 132.50 aS ee SUEOG 4 ey SU cvccec ccacw.. onda 
from No. 2. 50.00 52.50@ 55 52.50@ 55 57.50@60 | 1” random ......... 
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Jacksonville, Fla., Feb. 2.—kollowing is a recapitulation of f.o.b. mill prices obtained in this territory during the two weeks ended Jan. 31: 














Week ended Jan. 31 Jan. 24 | Week ended Jan. 31 Jan. 24 Week ended— Jan. 31 Jan. 24 Week ended— Jan. 31 Jan. 24 
Flooring Siding Boards i 
1x4 B&better .........$51.00 $47.40 Lond, 1x6” B&hetter— y nage 
’ > yetter 9 a 
om ss en a7 sg Seon 2912 52.5 No. 2 common— 
N ] PETA») 10 0 aw ¥01% 44.67 41.07 } f ¢ ( <<] 34 
7 Ae Co CS gil 12 52.50 1x 4 D4S 52.00 ‘ 
No. 2 com......... 21.27 20.57 No. 1 com....... "') 46:37 49.00 thee es re 1x 8 D4S ........... 23.00 25.06 
N ‘ a FY aint Pee. 5:3 sc epee < 55.00 1x10 I ‘ aaeuy 
9 Ne: 3 com..... ; 13.50 pane ING: 2 OOM ss s5.0000 .. 29.00 eeeee Ix 6 D4S 52.00 x10 245 i gL ek eae t oeee 26.00 
1x3 _ B str. : ang ae 78.00 Novelty, 1x6” i... eaaty 12S Ge ae See 2. 
B&btr. flat 7" 5800 58.68 Bé&better ........ BOO scout ib CU 0). | Saree No. 3 common— 
No. 1 com. fiat... 45.81 45.00 No, 1 com..........- 40.51... UX12 DAB. «esse sere: = + Eiaipeaataitaiee sere 
No. 2 com. flat... 19.29 20), No. 2 COM.........4- 26.83 26.67 1x 4 to 12 Rough _ a. co 7 ee ia eek 20.17 
No. 3 and cull.. = ee Tog | _ NO. 8 com......eeee 12.00 13.00 5/4x6 to 12 Rough... . 6 1x6 to 12 D4S ...... 16.00 
1x6 No. 2 com..... 3s 29:50 ‘we | Bevel— No. 1 common—- Lath, Std. 4- Foot. 
BEbetter a. vicbeawes a 24.00 Eh) MOSS ocles uy sie ; 55.00 No. 1 kiln dried Os 
Ceilin Oc HE ses 2 > < Psi DD. No. Mn aried 2.6... A 
tT ree 9g 15.67 | MO: S COM ccaso incase 2S, = : ee Biiveta winder bis acre eee IO; LTCCR:. csseccev as 3.21 4.00 
: see eetees oa | ‘ a ee ” OUD da aie os ws eceee 41.50 ii 
a i ee 41.14 | Sdauare edge, %x6”— Aq r 
No. 2 com..... ae ee | s& better ; 33.00 aes A eeeeaes “ene ee wiegain 
Riel. iie@heticr nae Ae ‘ i a toa a engl peg ie DRE MOMS oe es sas een meas 41.50 1 GEN 9 oe 27 off 
fexd'h, 1 Pt asc 38.50 6 00 | No, 1. COI? ........6> Pe Oe 23.72 1x12 D4S .. 41.50 X OU NO, & COM. .+6e- «4.00 26.50 
1 — Gorn a a 34.00 eee a || a ee 17.00 13.77 ix 6 to 12 DAS... 43°60 Georgia— 
a 2 ate 2 Srey 6 No. 2 com...... ceeee 22,38 
ex3% B&better .. - 24 43 Pine Shingles, 4x18 No. 2 common— = oe 9 pane ge 
; o).4 as : >, p > 2 COM .ccces eceee £5.10) 
*44 ] COM...... ae 25.78 | No. 1 avescin Mite eateiadsan sets 5.50 Secirs Sa FS ois oedkvian xe 22.00 cles, 1%10 No... 2 COM c<:6.6-< Pe 23.00 
NO. 2°COMs .6s00 14.84 1992) 1. ING So oases 0h ees ewaes 2.75 base a 2 eer sine 29.23 | ixiZ No. 2 COM... 245. Sica ~ eee 
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The following f. o. b. mill prices are taken from sales made during the week ending Jan. 31 in sections named: 




































Bir Hat- Kan- Bir- Hat- Kan- |}. _ 
Alex- ming- ties- sas Alex- ming- ties- sas Alex ae po - 
- - - 8 
andria, ham, burg, City, andria, ham, burg, City, andria, ham, burg, Cit 
‘ , , , y. 
Ila. Ala. Miss. Mo. Ila. Ala. Miss. Mo. La. Ala. Miss. Mo. 
1x3” EG B&l mae A ; get ; Fencing, S15 Shortleaf Timbers 
xd IG D ol a a 77.92 88.00 75.50 ot oe We. 3 RT SS 8 eset aees | es wees ne ees No. 1 S48, 20’ & under: 
" 5.9 ks WSR «aK minis acces 0.50 ssa ee a i863 » sesss Sho S808 A Re oe ees CEST ween Tete 
_ . . ee o- as: ed ae) ou. aes XU, a aie Ree ie 0 dm ereee ceeee eres 7 
BG Iain tter ...s..... 5600 54.25 55.80 58.74 | at ete Mle 55 42.00 42.50 37.91 | xy ym ge ne Lath 3.96 4.11 3.78 
D screeeeee aes : ee 44.56 No. 2 (a engths): NO. J, 4, preceeesesecees oe 4, Danke 
ot e eeteese es | So8 Tass 23°00 hs aa 18.56 17.50 ..... ee Fe Sy Wo © wens creases eee, sees Oe 
D ‘Si 92.95 18.88 23.9 Bes Seana ae Oars 24:93 23:80 ..... “225 
1x4” EG B&better 78:80 89.00 ..... 67.19 | No. 3 (all lengths): eee ee £ and 6” oeaniaginey 13.96 
oS Mi 47.29 x4” : — 4oand 6’... cesses cece erences vevee ereee 13,96 
PG B&better ......... 50.88 48.42 47.00 50.49 WOOP oo. cr tar, cone oes 50:00 1712 1Gde | BytBE 10° ..... esses senses aa 
D es 40.27 XO" ween ee ay ther 20.00 17.12 16.48 | 12° and longer............. cecacae gale ey EO 
Now Desc wees 40.00 41.46 39.49 sees Boards, $18 or S28 Car Material 
No. "a esas <r 14 60 oe 24.76 No.1, 1x8”, other lengths... 21.5 ss sss. chee BERD (All 1x4, and 6"): 
ee k, ge nee: we TS — pe cceee 1x70”. 74 end 16°.... 46:00 -..... eis See ic L&letter, 9 en ES soaese Gale 
ot ae ge garnets a 4.00 23.00. ..... Other lengths... .....  ....- 42.50 39.59 10: and 20’..... Sclthve coats Tene SOM 
0; ty De Bhs wine cnet (2% «bes, Sa ici”. “34: an 36"... BET Siacc acces avers i BS  oreescvameen geaecs OP gece sehen 
Coiling Other lengths.. .....  ..... 50.00 53.45 No, 1, 9 and 18% .....6006 een Sbelee. ecuet 43.00 
Vx4" B&better .....c0.., 41.13 43.75 39.00 36.38 No. 2 (all 10 to 20’): NO. 2, TARGOM: .ecccccsese sree ee ee ee 
No. 1. ..ccccccs. _.. 84.00 ; jh OR OF Le Mo akSas eee rien << hea 24.25 . . 
ce ey trresones <meta A ciditresehenesehaoes cases ee Car Decking 
5x4” B&hetter ... . 44.00 11.38 38.39 a sh desiacte on asta eerste anes Sig 25.00 23.89 Mo. 2. BB BO BOOP a es. dive 05 BOO gence “Kamas 
Be: E ateneswncs 247 21-7 Rie?” wihstecotiecuwws os auc 30.15 24.25 F 
2 aa cuennen oa - — 31.02 0:86 No. 3 (all lengths): , S48. SadE&S: Car Sills 
x4” h&be DW sc ceckewdcaed: ds eee. 49.00 52,05 PR HO 225. oisnietsne.citian ssi eOTNOS Soin saa aoe 34 to 36° 15.00 
No. 1 p50 10.50 : eee j 19.50 20.00 18.72 ; aa ae. 5 29.69 
- . 6d ue SreSee wa ae eee a 20. y 2 or: 3 Me, te 45.( cia SOO 
No. 2 i. x10" eee c esse eeceeeees a... ae aes sean 14.46 
Bde”. chasis necmoaue ows 20.00 20.25 21.00 19.12 as ae sae Re 2S ees eine : 
Partition : : : A : < 4 bs Up to 10”, St te. SO" 260.06 a 2.00 cues DBO 
1x4 & 6” B&hetter . po : 53.00 2... 52.48 No. 4, all widths and lengths ..... a 8.50 Up to 12”, 34 RO as bck A acee Saleen veces ioe 
No. 1 ..... Makeagee wale ka weeee 42.58 Roofers 38 to 40"... 666. reece tees saree 5575 
a wal ‘ : Li) 26.20 No. 2,1 6” el o475 2 Up to 14”, 34 to 36’.....0, wasce vtere OOOO sccae 
POON. Bs. cw secaees Nigul aavas 43.00 | pHa era areal ae reese DHT 2B MBO aU corso Vienne inure BTO0! ccxevs 
Shiplap Car inanetend 
Bevel Siding yr ‘ 34.5 
x6" B&better ........ © scene enees ggg | NG RNR) He me”....,. WH ik. lcs eee Oo penn. Semen eee 
GOOx6” No. 1 ...c ccc cece ees 16 ‘OO a ee oats ee SPOON SRE see, (eles caeeder texted) Ae 
Drop Seni MSIO", -OCNOr TRGB scis. cn acre: ceicsis sitecs: “Coren 
Ip aing , » ‘ ° 
1x4 or 6” B&better . 152 53.25 45.25 46.73 No. 2 : gy 20): 25 73 95.10 24.69 25.80 CROSS TIES 
N genes KX GB secnvesevcesve 20. be 20. <4.01 20. o oi ; 
No Bes eresenens Bo 84 res ie Lae 1x10” ........ TID 25358 24°83 24568 25.39 St. Louis, Mo., Feb. 3.—The following cross 
s '° ~ eee eee esses De. =~), met dae . Ve i i 5 i 
NO: Bo is sscess-o0 ; 2 Of { No. 3 (all lengths): tie prices prevail, f.o.b. St. Louis: 
oxsee Sepele SOMO Wonne ” 
tS: ae osc SAT ARGO sec 19.01 Untreated 
_ Finish 1x1” ieeasascaces C000 DMGO cccce TOGO White Southern 
s&better rough: . . Oak Sap Pine 
. rte sti Dimension SISIE r 
x6 ip 92 oc aéwede bale sete d weed “ee ‘ No. 5, 7x9”, 8’, 9-inch face.....$1.50 $1.35 
i<ae ee : idle No. 4, 7x8”, 8’, 8-inch face..... 1.45 1.20 
1x5 and 10” cs a No. 3, 6x8”, 8’, 8-inch face..... 1.30 1.10 
11x. to9°12"....... 7 Oo) No. 2, 6x7”, 8’, 7-inch face..... 1.20 95 
Sang” we ee ee C(t OGIO...) RAMONE 700... No. :. 6x6”, 8’, 6-inch face..... 1.10 85 
opel potaase te 2x 6", cases! 2:00 Red oak iat heart cypress ties, 15 cents less 
age yg ee 24.25 ape than white oak; sap cypress, 20 cents less than 
6/4 & 8/4x8"............. loot. we Se | oo see 3rid 
6/4 & 8/4x5” & 10”. ama. aac : cesie: eee Switch sridge 

B&better surfaced: - 2x 8”, 30.95 381417 Ties Plank 
1x6 to 12”........... “325 og 73 | White oak ......... Meson seers $45.00 $44.00 
ERE sc inewonsseareawien 5.05 54.55 37.00 | Red 08k ..«ee- Sacieiie see osee 42.00 40.00 
Ro i cis-eccweaiseb eaves 55.08 56.71 30.25 33.00 
a” . nteiveudseennea¢ 58.18 57.94 6 
26 ond 10"... 6oc0% 63.5 34.08 2K10” 27.96 39.48 
Pega 108.) ia is cr <i @i| RED CEDAR SHINGLES 

—_ BaP R SPRY REN we 7 73.$ ~0.0 POL , 
+7 a OO) ER so sean (0.21 a .. 984.64 Seattle, Wash., Jan. 31.—Eastern prices f.0.b. 
PM, oo ea ge Se =e ox12” 98135 35.03 | Mill are: 
B/4557:: fe 10"... 4: os wie penne SOOO oes ee ae Per square Per M 
Mpeg pai: ak Siac it “te were. ae. ae $1.29 4 bunches 4 or 5 bunches 
x4 to 12”, i 
+g fod sccaie . shee Od: aves 51.60 | coat ik, ae ee a amen First Grades, Standard Stock 
B/4 0 B/AE18" «ccc cckccees. soca beeer oF, 95, xtra. stare, 6/2. .csccascids $2.00@2.04 $2.50@2. 

C surfaced: 5300 PPRITE: BUALS, Of Sie s.sis cc eisien 2.08@2.12 2.60@2. 
PORTO ¢ awe’ axe MMB wine 2 222 0 Asis) eae 24.04 PUERURE, CICSTS. sasiecs oieremnee 2.24@2.28 2.80W2. 
ERE Stetson sagsch semen eee eee Pertecte, 5/2) cnc swaswse cane 985@2.88 3.5903. 
al ere eee re rte sed) mabe. votes 45.00 44.00 Ce Og AO sw as9dxieg) SERIO cise MV RIERS fo baie 955@2.59 9 5003. 

_ MS PACER eR eee ee S000 sscwe 00 @e08 it | Be xeepicsens TED cnccs eorfecti : 9 96 GS AST ( " 
1x5 and 10”..... saribiaese 43.50 10.1. 46.97 ‘ : bigs oro ell ng a ond iy 
WI acanensepankess a 55.50 ..... 53.57 First Grades, Rite-Grade Inspected Stock 
PENN ccxtincaspine: ‘pote leeaia airccd a) 0 0. dS te ss OTC. Extra stars, 6/2........+.45 $2.04@2.08  $2.55702.60 

Se i eng Scutcatiny aa eee Extra stars, 5/2 PeNpcare cated 2.16@2.20 2.70@2.10 
Gasinoundi@ess iW © | BBP. iiaiticcwse o gegen, vanes : BPEL CIGAER. 6 sists anissisiecs 2.44@2.48 | 3.05@3.10 

B&better: BT eee PHBT eee ORGS O518n | Pentects, 6/2) .sis<<250c00 2.89@2.97  3.60@3.70 
: oe 6° ManekmeeNar esas 59.75 ..... 65.89 6843 | 1B & OO de wee ee cea EOS Coles t WIUPORAS 5 oschtasviedess,8osls 2.63@2.66 3.60@3.66 
SI occ scien ayes 65.60 ..... 72.00 71.84 °x10". 12° eaele Sa ibemia 26.00... .. PeTiOCHiONS: — giacccs 105000 3.40 4.60 

iia Jambs a: eee 5b 28.69 Second Grades, Standard Stock " 

. — — - iS. & 20"... 29,00 ..... Common stars,; 6/2:.00000.. $0.88@1.00 $1.10@1.20 

1, rr : iin eas peered bee. “dete: meee 59.50 onto”. 12’ 5 pele A a a 5 28. Common BORER. OPO ois cass0-0% .92@1.08 ig 15a 1.35 

A, 1% PROSE Ee <isscw. wees Sameer gat 83.59 4 ss agageeres SOAS ..... 23.45 34.04 COMMON CICATS: ..0.ccccice% 1.40@1.48 1.75 @1.85 
Longleaf Timbers Me OO wees ues cones 24.76 84.86 British Columbia Stock, Seattle Market 

; niesans 10". 20520" oscc “BUOO! occ ’ > Ane Rh 

No. 1 Sq.E&S S48, 20’ and under: Wie HE EE oc cercctates 16.25 XXX (Canadian) ......++. os ees ess $3.40 @0.09 
hs RE tate dad Seon eee ae 39 31 2x 6” Sete aa eae p 14.50 a (6) UR ea PR ere 95.1798. 25 teal 
Ge atte eee cereeereeeeese cones rs -eie wena gil OR LET Tiree te mT ne DUVORAS 6 isis soe bse cee once 3.56 4.% a 
aoe a ee ree ee NUMA: wlio \cninca sities ein niet atesieres Ulnawols PGRLECTIONS 5.0516 0.10 eis.e:8bre 3.68@3.72 5.000 5.09 
Bae. Metbea tn nensneees teins Sooke: Seana ticle) mee 2x12” we sgeeeeeeeeee tees aah xx 6/2 16” (Cans idian). Spiel aersis 1.45@1.70 

eSe Minas aneeheeer eats S ee ee PEA NG SO oossisiccnecs Saves, Cascio xX 5/2 16” (WU: Renee 1.80 
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The following are current f.o.b. mill prices on Arkansas soft pine, made during the week ended Jan. 30: 
4 Flooring Dimension—Dressed - Ceiling and Partition Fencing and Boards 
Edge grain— 1x3” 1x4” No. J No. 2 y" 6° 4" % No. No.2 No.3 
1), Lee ag are CeCe Eee pate 49,44, 10:98. 43, 44, - 16,38, Cis. Clg. Clg. Part. BO eran aia $33. 50 $20.00 $15.50 
BANCULGr cas ccwcseu ee 0.00 71.50 16 20 16 20 ee 9( 9 Of RM wi dewaeaws 36.50 23.00 17.50 
+ 1 RS AES rte mnercr gmc ieera 70.00 $28.50 $30.00 2x 4” $25.00 $27.50 naa iad or re 00 ?. a $47.50 = bo > ere y 5 19.00 
UY Get Acoge cece eee vEeee. Codes 25.00 26.50 2x 6” 21.50 24.25 No. 2 : 21.50 |... 98.50 | 1x10” .......... 38.00 25.50 19.00 
ese Jat grain— 27.50 29.25 2x 8” 24.25 26.50 PD eee ee haat BREE © Seiacuacus 50.75 28.00 20.25 
Flat gra E _.- | 28.00 30.25 2x10" 25.50 27.00 Pinte eetene : 
00 B&better ........... 54.00 51.75 | 29.00 32.00 2x12” 27.00 28.50 . — Casing and ee et 
1.17 OS averavacmanusts 44.25 41.50 ; 3&better “C” a oe 
00 8 Seen ere 25.50 26.00 S2S&CM—Shiplap CE OTe 3963.00" tS bm a petahennenesnaboneeeer 
Lath Noo d) Nood (Need | tnGve-8% 2... oe, 67.50 54.50 MD, TOM nee reeeccenesereseeens 78.50 
, ROOT. akacueaeas $37.75 $23.75 $18.75 PRO UGs ES ssccncncecas 70.50 57.50 Moldings 
“66 No. 1 No.3 De cues cas eek ee 25.50 19.00 114; 1% 2x4 108" .65. TEGO  cccus 15g” and under. .22 percent discount 
= 6x1 So cca manic ees $4.35 $2.35 FAA” cin veiw eer 25.75 19.00 | 1%, 1%, 2”x5, 10, 12”. “GOW ~ vse 1%” and over. AT percent discount 
50 
NORTH CAROLINA PINE 
. Norfolk, Va., Feb. 2.—The following prices for North Carolina pine have been obtained f.o.b. Norfolk: 
ae 7 . xh— y o £ > or y 2 2 ny .) & red heart ie : ‘ 
00 Edge, rough No. 2«& bette BD op No. 3 we Box Cull & are d 1ea No. 2 & better 
40 SaaS 1 OGhUO. Ea boear ee $28.50@ 20-00 $22.00%23.00 | Lath, No. 1.$ 5.50@ 5.65 Roofers, 6”.$29.00@30.00 D4S, 6”.$56.00@64,00 
— O/E evoeverseeseseese e VU VU. od. /° -W +t ae bae eeree Jeesee y 9 2 54 er 9a Fr a ~ - : ~ 
_ + Haan aie epee 60.00@63.00 41.00@43.00 27.00@28.00  1:.1.@...:. | pactory 2". ann ost 0) ae. seems oe i eeemeee 
» 6 vo an AT ) a ee b . oig « OUeE OL e VU. (( e 
Tf Se erry Oe 63.00@66.00 45.00@47.00 .....@..... eee Genes. Sizes, 2”.... 22.00@27.00 12”. 32.00@33.00 12”. 66.00@74.00 
2q0neh 4/4 a : : 
“| os: gah 56.00@58.00  38.00@40.00 —28.50@29.50 —-24.50@ 25.50 Finished widths— No. 2 & better No. 3 No. 4 
10” Makom Reece arenes 58.00@60.00  40.00@43.00 = 29.50@30.50 — 25.50@26.50 Flooring, {2x2% and 3” rift.......$ 77.50@80.50 .....@..... éucaeQPacews 
~‘ A dienes aleweees 64.00@ 66.00 44.00@47.00 31.00@32.00 26.00 @ 27.00 24, & anid 3%" ......: 48.50@58.50 sian ues $35'6603866 
Bark strips, Nos. 1 & 2.$34.00@35.00 Bark strip partition, Ceiling, 36” Madwawmete tudes dteedaneeas 31. 00@32.50 24.50@ 25.50 15.50@16.50 
BOM ss cies os 15.75@16.75 in OT EO. Ree $41.00@ 44.00 i de NEMA signte ae wa wuhe ceenead ae aye 50@34.50 26.00@28.50 17.00@18.50 
Cull red HeAFt 6.665 <8k 10.50@11.50 WENCHIOUND 400. caaddadacucuwk waruian 49. 50@59.50 41.00@ 47.00 26.50@ 30.00 





8 NORTHERN PINE 


Duluth, Minn., Feb. 3.—There are no weak spots in the northern pine Market. Carlot shipments are going forward freely. Prices f.o.b. Duluth 
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88 follow: 7 ss - 

33 ‘oMMON BoaRDS, RouGH— TENCING, RougH— 

” ‘ 6’ 8’ 10’ 12’ 14816’ | 18’ 20’ 6’ 8’ 10,12&14’ 16° 18820’ 
Wee 0 HB diee sence $55.00 $57.00 $62.00 $62.00 $62.00 $65.00 $65.00 Op ING Eveusuteceneecas $52.00 $55.00 $60.00 $62.00 $61.00 

( 1 9 NiCr aoe 61.00 63.00 69.00 71.00 66.00 71.00 71.00 DUO aaewedadea caw 37.00 41.00 42.00 44.00 44.00 

4 Rv sasasiias 65.00 68.00 75.00 75.00 70.00 75.00 75.00 OE einen 26.00 28.00 29.00 30.00 30.00 

‘ eB Pes ascess: 38.00 40.00 47.00 49.00 47.00 63.00 55.00 | 4”, No. 1.....022220 50.00 53.00 55.00 61.00 63.00 

ri) eee 41.00 43.00 50.00 50.00 47.00 53.00 55.00 INO Edadagcdvascades 32.00 38.00 39.00 45.00 47.00 

93 t Bes cwscea cee 46.00 48.00 57.00 hips. pope poy + pe ING Gavwusecewekenas 27.00 27.00 29.00 20.00 29.00 
Be Bias sacanees 29.00 31.00 33.00 32. 33. 3.00 ; Sean vapiiehe 

5 29:00 31.00 33.00 33.00 33.00 33.00 33.00 No. 4, 6-foot and longer, mixed widths, 4”, $24; 6”, $29. 
PS acianeey 31.00 32.00 34.00 34.00 34.00 34.00 34.00 5” fencing same as 6”, 
} For all white pine, Nos. 1 and 2, add $1. All white pine, Nos. 1 and 2, add $1. 
Boards, 6 to 20’, 8, iy and 12°, No. pg 5, — d. add $1. S1 or 2S, add 75 cents; SISIE, add $1. 
; For $1 or 2S, add 75 cents a or resawe - ne Fe : aera ues ‘ ee o 

69 Drop siding, grooved roofing and O. G. shiplap, 8’ and up, add $1.50. I looring, %- and ‘th inch ees or beveled well tubing, add $2. 

460C* Shiplap and D&M, 8’ and up, add $1.25. Drop siding or partition, add $1.50 

0 No. 1 Piece Sturr, S1S1E— . : ? Well tubing, D&M and beveled, add $2. 

7 6’ 3’ 10’ 12’ 14’ 16 18 20 SIDING, 4 AND 6”, 4 TO 20’— 

tu , ’ 

i eee $27.00 $29.00 $31.00 $31.00 $30.00 $32.00 $34.00 $34.00 4” 6” 4" 6” 
2x 6". ...4. 7.00 «6-38.00 «6380S 6860 6k ER ee seas, | B&hotter ............ a $20.00 $22.00 
Bee acucws 28.00 30.00 31.00 33.00 32.00 32.00 35.00 35.00 C ee 33.00 3800 Norway, C&better 34.00 36.00 
2x10”...... 32.00 33.00 35.00 37.00 35.00 34.00 37.00 87.00 | CF verse reeeeereere ree ae ay, ve 
BN an ui60:0 33.00 34.00 36.00 38.00 36.00 35.00 38.00 BB.00 | 2% cccecccccseccocsscce : . 
_ a 38.00 39.00 41.00 43.00 41.00 41.00 44. A oat Siding may contain not to exceed 20 percent of 4- and 9-foot. 
is + $3 less than No. 1; pine, rough, deduct 75 cents; Siding run to O. G., $2 a thousand extra; product of the strip as it grades. 
Cc ens 

- a oem larch, 2x4- and 2x6-inch, $3 under Norway pine. 3eaded ceiling, %-inch, $1.50 more than same grade of siding. 

2d 

CALIFORNIA PINES WESTERN PINES 

“ [Special telegram to AMBRICAN LUMBERMAN] Spokane, Wash., Jan. 31.—The following prices 

San Francisco, Calif., Jan. 31.—The following Portland, Ore., Feb. 3. The following are | are effective at most Inland Empire mills: 
are average prices Jan. 18 to 24, of California | £9». mill, and f.0.b. Chicago shop, prices: PONDOSA OR a wae age tes. Inti 
pines, f.o.b. mills, those on Common being 1-inch Boards, S2S No. 2 No. 3 7 ee $46.50 $36.00 $20.50 7 — sete 

a stock only com. com. ee Oe 47.50 37.00 TRO! cadce aeans 

n ; x 4” , 3 .00 - 45.50 AC ee: See ere 

i ERO eicanacasnudnarnees $34.00 $19.00 | 8” 22. ...c.e. 5. ; 
i iz i i i i 6” NO “asescacekossceneeds 35.00 21.00 BG cceuntew«e 45.50 31.00 SES Sessa cade 

“ on ree oe cantina, ix 8 Me 10" ponte eatehaee aire a 2900 21.00 | 12” 11....22! 49.00 31.00 22.50 ..... ...0 

: Nos. 1 & 2 clear.$ 94.20 © Common— ~~: Uh eee 30.00 22.00 | 4” and wider. ..... 0.2.2.0 weeee $18.00 $10.50 
C selec 76 No. + Ae 30.80 on” ¢ , , 

0 D sc eas 44°50 No eae 29 5 | 1x18” and wider, 10 to 16’......-... Fa at WESTERN Pine Suop, S2S— 

5 No. 3 clear..... 76.30 ae diunse xs 16.90 pe i Factory a 
Inch. shop. ..... 33.06 TWO. OP acliecascs 10.25 ” yi 9 OC No.1 No.2 No.3 Com. 
gd — Ais oe wn ae * foe Ee GH WOR ic iciccaweurtedndeees $17.00 $ 9.00 5/4 & 6/4... $63 50 $43.50 $28.50 $18.50 ates 
No... 2 Shop....... 33.75 No. 2 dimen.... 17.75 Selects, S2S Lk, SC OCOOLTE 73.50 653.50 38.50 18.50 ee 

). ay ® SHOW. i<<<s 22.00 "TRINBENS = .ccceass 25.55 “B&btr.” “CO” “p” GI webdadasdaven « avada lade dana $26.25 
age ee Panag ie * aoco | 2% 4”, 6” and 8”, 10 to 20’.. 978.00 $66.00 rg +s Ipano Wuite Pine, 16-Foor— 

8 Std. 1 & 2 clear 75.60 Beveled siding- Shee bemaieiras 93.00 88.00 67.00 No.1 No.2 No.3 No.4 No.5 
D& btr. std... 60.50 BB & better... 38.00 1213” Pe REE ae ind TS 98.00 93.00 72.00 Me Coakeed eae $59.50 $44.00 $23.00 ..... cc 
Std. 3 clear... 51.05 san cugeannaa 34.10 | 674° @iana” & war. 10 to 36° 96.00 91.00 74.00) 6” ...-...... 60.50 45.00 28.00 .....  ..... 

5 Shop, std... 2.) 34.05 OD sssesacecce Oe es oO eee es ae 8 ie oneness 58.50 40.00 27.00. 2... cele 

5 Panel, % & aw. $5.40 White Fir sleiaecaaliaacaasssialsaan dc aise * Becca: 61.50 40.00 27.00 :.... lise. 

‘anel, % ¢ 2.2 rey SOG ROO TOU aces sates 

5 a lege ieee ss ae aac” 6 hce Fan wide. +. cece: <onee Ge GMM 

5 Sugar Pine No. 3 com, and No. 1 No. 2 No. 3 

0 Nos. 1 & 2 elr. 108.25 aC) eee 19.95 ryt SRO Glee vdicdoudewcaens $60.00 $45.06 $35.00 Wuite Fir, 6- to 20-Foot, INcu 
C select ......., 87.75 No. 4common.. 1 4.50) Cie Ses idwannecwadaaeneanee 70.00 55.00 35.00 4” 6” 8&10" 12” 4”&war. 

0 D select ....... 77.95 No. 1 dimen.... 20.50 Above prices are for shipments of No. 3 and | No. 1 & 2....$26.00 $28.00 $29.00 $30.00 ..... 

5 ee SC) aaa 76.20 Douglas Fir better shop. For straight cars of specified | No. 3......... 21.00 22.00 23.00 24.00 ..... 

0 Noe “se ehera ae a-eo Oo @ lie......... 51.30 grades, add $5. SWUM ECA tacaehececdden S600e » aoeed cues $17.00 

0 ah he sn 9-39 4/4 and a.w 21.65 

y No. 2 sho fae 4/4 and a.w..... 

o RG Pahopsis aio A get aw.) 1010 WEST COAST LOGS 
D.-@ ite shawt so 58 les & timbers. (.2 : 

" Nos, ] & oe 46.75 EMG: cscs ensc 18.85 {Special telegram to AMERICAN LUMBERMAN] Everett, Wash., Jan. 31.—Log quotations fol- 

5 Nos ong | 81.50 Box Portland, Ore., Feb. 3.—Present log quota- | low: 

5 Shop, we std A —T ge 94.39 | tions are: Fir: Seattle, No. 1, $27; No. 2, $19; No. 3, $14. 

SOCKS 26.0 4 all widths 24.3 . : . 92: N WW 

; ~ 5/4 & 6/1 aw... 20.90 Cedar: $15 to $17. Grays Harbor, No. 1, $28; No. 2, $20; No. 3, $14. 

a Mix 8/4 all widths 20.50 ir: $24.50, $18.50 and $12.50 Cedar: Rafts of shingle logs only, $18 base; 

5 “aed pine Ae eee Fellow Er: sana Sieve a 25 cents added for each one percent of lumber 

7 avo. b weeeeeee 6.25 er — 49.00 Red fir: $18, $17 and $16. logs. 

0 No. ? ea rs - a ga - Spruce: $32, $24 and $14. Hemlock: No. 2, $16; No. 3, $12. 

22” ......051) 2°55 ~~ Miscellaneous .. 21.45 Hemlock: $12 to $18. Spruce: $1 higher than fir. 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 





Seattle, Wash., Feb. 3.—The following prices 
paid for yard items, f.o.b. mill, were reported 
today bles 

High Low vailing 
prices prices’ prices 
Vertical Grain Flooring 
1x4” No ICRP 0006000 $49.00 $44.00 $47.00 
Big, O.. ixceadusseeaser 33.00 28.00 30.00 
Slash Grain Flooring 
1x4” No. 2 and better.... 31.00 29.00 30.00 
NS. .o seek o snes se.iee 200 0 anees "5. 
1x6” No 5 ind better.... Ste «ties ~“Soseee 
ING: 3B -«as.cs.0see eon S200 0 fee le eS 
Stepping 
No. 2 clear and better.... 67.00 66.00 
Finish No. 2 and Better 
D8 BI” ois cis ous wines 59.00 54.00 
Casing and base cio DO 8K esew 
Ceiling 
5x4” No. 2 clr. & btr.... 30.00 28.00 29.00 
NG. SB) <c0sins see ese eee 20.50 
1x4” No. 2 clr. & btr.... 31.00 S008 8 waa 5% 
mG. 2 csadewednarsane 23.50 ye (| 
Drop Siding 
120" No. 2 cles Be OE. css 3600) case 
NG: S 2 C1lal eines aioe 30.50 28.50 
No. 1 Common Boards and Shiplap 
fe ie Ue || ee ee 15005 0 sues . 
Dimension, No. 1 Common S4S 
PE BE IS sacs view 18.50 17.00 18.50 


Plank and Small Timbers, No. 1 Common 


dx 4”, 12 to 16’ B4S....... 21.60 19.50 21.50 
3x12”, 12 to 16’ S4S8...... 28.00 i © 
Timbers 32’ and Under, No. 1 Common 
CEG" BAS: 6 cca cecvesosnesee meee TEO0 kee 
Shop 

Sel.&btr. No. 1 No. 2 

5/4 and 6/4 Vertical grain. .$36.00 $26.00 $16.00 
$/4 Vertical grain, rough 

ot | eee her 40.00 29.00 17.00 

6/4 Vertical grain, S1S..... 45.00 30.00 20.00 
6/4 Vertical grain, S18, kiln 

MOE: giiciecuseanenaeseee 46.00 31.00 21.00 


[Special telegram to AMERICAN LUMBERMAN] 
Ore., Feb. 3.—Fir prices today, car 
mills, are as follows: 

Vertical Grain Flooring 


Portland, 
basis, f.o.b. 


BSE" NO) TORE vc scacah sonhiondcess ae samene $52.00 
Gs 2 OIOOe dacccaseksunsseeessawenedien 47.00 
No. : SUED... caxuc Chee ohs sone seunenue 30.00 
1x3 and 1%” No. 2 clear and better...... 53.00 
Dee RUMOR. cascsaneecenen es 35.00 
Slash Grain Flooring 
ixé” No. 2 clear and better ....46..<6kewans 29.00 
DE, OU nik dc eke GtNesee Shae 26.00 
1x6” No. 2 clear @nd Detter asicsiavnwiccce 33.00 
NG; SHEGOP ci.cticcwessye sare sau sanateee 27.00 
Vertical Grain Stepping 
1% and 11%” No. 2 clear and better....... 64.00 
Finish 
No: 2 Glenn Od DOGO. iicisses wanicsdwericaes 53.00 
Ceiling 
5x4” No: 2 clear and better ...0..c0cs0008 27.00 
ING. ROOD 6wakneSensenseeasvacweabe 19.00 
txt” No. 2 Clear ANG DEtler ..ivc.2 cvecweees 29.00 
Pi: SAMO 2.0566 56eRe tees ass enewases 25.00 
Drop Siding and Rustic 
AEG" PO: SGM OOMSE 6 oes ss erisesconsssnes 32.00 
PO; 2 AMOR? o.05054 04 SEds KNAW GEREN 24.00 
Boards 
BG Ds cuedndes een cowasadarcccuereer $16.00@18.50 
DS 2 sss4na¥SSR A565 ONS NADENS SEARO EOER SOOT $12.00 
Dimension—2x4-Inch, S4S 
PO. ae SO Be? oscd ce cosuansasorasdwsneans 16.50 
PG 2 2655 cbc56a.s5 ssa NEESER SSS wewhS Reese 14.00 
Timbers 
SEMEL. scien Side e5e see See Reees se wee see Sene 18.00 
GES” OG BOTPEP cs i6ss ccecswees boaee cen 19.00 
Miscellaneous Items 
COMformia. PANGOM . .aisscadiceksiseeeeeweeens 16.00 
PAL OR IED 55s ce Saas cee bens ea sean eeees 3.25 





CYPRESS SHINGLES & LATH 


Cincinnati, Ohio, Feb. 3.—The following are 
average wholesalers’ carlot prices today f.o.b. 


Cincinnati: 
Shingles 
Best Primes Economies 
Dc: tesbpons see kuudnnue $5.70 5 sikiete 
_ ee res pana were. 6.70 4.85 $3.70 
Ot Nadu cddecsuneuboesce 6.95 5.45 4.10 
DE ‘shecensoncobux ee sos O05 5.45 4.10 








REDWOOD 


The following are the prevailing redwood 
prices f.o.b. Chicago (72-cent freight allowance): 


Bevel Siding, Yo-Inch, S1S1E 


-——Clear——, ——-—"“A"—__,_“ 
S°-7? Bt 220" -3es7" 82 a20" B%ez0" 
Se. neato saw $24.25 $34.25 $20.25 $30.25 $23.25 
S caicevwehes eee 39.25 25.25 35.25 27.25 
O - sparesasows 26.25 36.25 22.29 32.25 26.25 
Random Shop, Rough or S2S, 5” & up, 8’ to 20’ 
” yy ” 1 yu,” oy © 1 ” Qo” ” 5 =” 


$43.50 $57. "50 $57.50 $58.50 $75.00 $73.00 $77.00 $81.50 
Finish—Rough, S2S or S4S 








r Clear ~ aA" 
l-inch— 3-4%” 65-7’ 8-20’ 3-4%’ 5-7’ 8-20’ 
B65 sae $50.50 $60.50 $78.50 $42.50 $52.50 $68.50 
_ a 50.50 60.50 84.50 42.50 62.50 74.50 
Bi “iss 59.50 69.50 86.50 51.50 61.50 178.50 
Mere 52.50 62.50 84.50 44.50 54.50 74.50 
3 to 6”... 50:50 COBO ssc. “S250 02:60 ..;.. 
S Aaeeese 69.50 74.50 86.60 64.50 69.50 78.50 
ee 80.50 85.50 88.50 75.50 80.50 80.50 
Ba” asus ws = 87.50 90.50 77.50 82.50 82.50 
6 to 12”. ane Oe Ssicie. MOTO 
1% & 14%-inch— 
$57.50 $67.50 $85.50 $49.50 $59.50 $78.50 
seer nae 57.50 67.50 91.50 49.50 59.50 84.50 
5. shswees 66.50 76.60 93.50 63.50 73.50 90.50 
Wr sa tote tale 59.50 69.50 91.50 51.50 61.50 84.50 
3: to 6”... 57.50 67.60 ..cc0 “4060 “5900 sss: 
SB calewsie 81.50 81.50 93.50 76.50 76.50 90.50 
Me cscisaws 92.50 92.50 95.50 87.50 87.50 92.50 
ae -senacss 94.50 94.60 97.50 89.50 89.50 94.56 
6 to 12” Syine Seas ID cinews eres S000 
2-inch— 
S w2asanwee $55.50 $65.50 $86.50 $47.50 $57.50 $79.50 
OS: -- 565.50 65.50 92.60 47.50 57.50 85.50 
5” «eee. 64.60 74.60 94.560 68.60 68.50 91.50 
CY. wanwes 57.50 67.50 92.60 49.50 69.50 85.50 
3 to 6” 55.50 65.50 ..... 47.60 57.50 ..... 
rrr -- 74.60 79.50 94.50 71.50 76.50 91.50 
are -- 85.50 90.50 96.650 82.60 87.50 93.50 
BE” aveseceniace 7.50 92.50 98.50 84.50 89.50 95.60 
6:40) 48" sis. vives DEUU cccse wsece WOs0e 
Bungalow oie: S1S1E, 4 to 20-Foot 
Y%x8 %x8 %xl0 %x8 %xl0 %xl2 
Car ..csce $43.25 $50.25 $54.25 $66.75 $68.75 $70.75 
a acieasee 40.25 47.25 61.25 €4.75 66.75 68.75 
Wide Clear Finish, Rough or S2S, Random, 8-20’ 
1” 1%-14%%” + ad 3” 4” 5” 
Naar ey 50 $119.50 $117.50 $127.00 ny 00 $134.50 


16”... 117.60 124.60 122.60 132.00 136.00 139.50 
18”... 122.60 129.50 127.50 137.00 141.00 144.50 
20”... 127.50 134.60 132.50 142.00 146.00 149.50 
22”... 132.50 139.60 137.50 147.00 151.00 154.50 
24”... 137.50 144.60 142.50 1562.00 156.00 1659.60 
26”... 142.50 149.50 147.50 157.00 161.00 164.50 
28”... 147.60 154.50 152.60 162.00 166.00 169.50 
30”... 152.60 159.50 157.60 167.00 171.00 174.50 

Add for 84S, $2. Add fo. specified lengths, $2 


Clear and Tank, Rough or S2S, 8 to 20’ 


Width— 6” 8” 10” 12” 6-12” 
anil 

ce 6evacbsoscsabausuer tt} ert! $108 $109 $107 
a Sunkow Nebeeaen ener 112 #118 #4114 =«112 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Feb. 3.—The following are 
prices for mixed cars prevailing here today: 
SEE ah cok sae ha aews cane kbwee Cel $78.00 

IRS CO DRI. cic sawnssasean eeteeas 67.00 

Bevel SIGN, Wee oo o5 ac ccéswsccdnwdcrscwicr 32.00 
Pea Uan sass carton acess esce 33.00 

REOPAD .otcid pub wiG bbe cs Silas aieW eG Geee ain ace 5.00 
PRCLORY BtOC Wo oie bn.te oases da wosenees 30.00 
REE) hte sarge Wales e sweets 33.00 

Roa. Gece akan wena oa baletEe er 35.00 

EOP Ce ee errr t he 38.00 

BR ainig Aaa aco wien dle ia aw 38.00 

Boe UNE BS s.6:a.cs 0s ee sieneen se 45.00 

BOM: GUMDOE) CADEON ois db ciaeecaedaecacecseaas 19.00 





CHICAGO BUILDING PERMITS 





The following are comparative building permit 
totals for January, 1924 and 1925, and for Dec., 
1924: 

Jan., Dec., Jan., 

Permits for— 1924 1924 1925 
URE nn. toca urerein 2 101 120 98 
Offices and hotels.... 38 9 6 
Residences .........370 583 *305 
Halls and churches... 3 2 mee 
EROREPER © a.65i0'0.5556 6 6 1 1 
PMETUMNCNES, 6.5 acésace 289 354 263 
Stores and offices.... 3 4 1 
Stores and residences. 13 15 5 
Stores and halls..... 1 Seis ror 
Stores and apartments 13 4 4 20 
Miscellaneous ...... ar a 4 

; 797 1,109 703 
RMON satire saretain orsrcaiaieee 699 899 610 
BORNE co psiebisiee aus 98 210 93 
Frontage, fee . 24,684 


eeeeees e® 





33,671 23,370 
$22,115,630 $21,007,950 ; 


CHICAGO RECEIPTS AND SHIPMENTS 


teported by J. J. Fones, Secretary, Board of 





Trade. 
RECEIPTS JAN. 1 TO JAN. 31, INC 
Lumber Shingles 
ENED ie lela iw shot ecenelsua exer 344,071,000 37,098,000 
iL eae ee eo Sear ese on, BES, 000 ot 030,000 
PRGTCREE Sa iedve sae cna-e 2,685 1,000 68,000 
SHIPMENTS JAN. 19 TO JAN. 31, INc. 

Lumber Shingles 
Se I RR eae ee 192,386,000 4 1,813 000 
DE sterner stu seeal evista 135,800,000 16-680. 000 
Increase .......... 56,586,000 133,133,009 


For Editorial Review of Current Market Con. 
ditions See Page 43 


NORTHERN PINE 


NEW YORK, Feb. 2.—Northern pine prices 
have continued to advance. Snow and cold 
weather have reduced mill output. Wholesalers 
report numerous industrial inquiries for early 
delivery. Metail stocks are short. ‘ 


BOSTON, MASS., Feb. 4.- 
ers cs tri ade just about fair 


—Northern pine deal- 
for the se eason 


ledenieinh ebro have peer at more in- 


terest lately, and a more liberal attitude re. 
garding prices. Recent receipts have been com- 
paratively light, and local stocks are now 


moderate. 
Feb. 4.—The northern pine 
trade is quiet. Last month’s car shipments 
from this territory, while not on any big scale, 
were in excess of those of a year ago. Prices 
are steady. 


BUPPALO, N. Y., 


MINNEAPOLIS, MINN., Feb. 3.—Retailers and 
industries have shown increased activity in the 
northern pine market. Dry stock is short, how- 
ever. The winter cut will not become available 
until later. Retailers are buying in mixed cars 
Future delivery orders are being placed for in- 


dustrials. 
EASTERN SPRUCE 


BOSTON, MASS., Feb. 3.—The spruce market 
is quiet and prices are a little easier. The base 
on frames ranges from $43 to $45. There is also 
a range of $2 in New England random prices 
and of $1 on Provincial random. Quotations: 
Dimension, rail shipments, f.o.b. Boston, 8-foot 
to 20-foot, 8-inch and under $43@45; 9-inch, $44 
@46; 104inch, $45@47; 12-inch, age New 


England random, 2x3 to 2x7, $35@37; 2x8, $39@ 
40. Provincial .random, 2x3 to 2x7, $34@35: 2x8, 


Covering boards, 5-inch 
D1S, $34@35; matched, 
$38@40. Furring, 1x2 


$38@39; 2 10, $39@40. 
and up, &-foot and up, 
clipped, 10- to 16-foot, 
$35@36. 


NEW YORK, Feb. 2.—Wholesalers here have 
been busy lining up all lumber they can find 
available in the Canadian province for shipment 
as soon as the weather opens up. Prices are 
steadily increasing in face of the scarcity. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Feb. 3.—Stock of the 
smaller white cedar posts are slowly being ex- 
hausted. Independent telephone companies 
show a tendency to purchase the shorter poles, 
which have accumulated. The prices are low. 
The longer poles are not moving. 


HARDWOODS 


CHICAGO, Feb. 4.—The tone to the hardwood 
market is excellent. Demand is good and is 
said to be quite a deal over the average for this 
time of year. The furniture industry probably 
is the chief buyer, but is followed closely by 
the flooring and interior trim trades. There }§ 
also a continued good movement of low gradé 
lumber to box makers and crating consumers 
Some further increase in orders from the auto- 
bile industry is reported, but this trade 4s 4 
whole remains quiet. Prices are firm, and somé 
of the scarcer popular items, such as common 
red gum, FAS and No. 2 common sap gum and 
common oak, continue to show an upW ard 
tendency. 
MASS., Feb. 3.—The hardwooe 
firmer tone which has been 
Improve- 
Whole- 

satis- 


BOSTON, 
market retains the 
a decided feature for several weeks. 
ment in the call for mixed cars is noted. 
salers say that current trade is fairly 
factory. There has been business in plain white 
oak flooring, }$x2% clear, at $104, and up 
$111.50 is now quoted. Selects have sold at $9 
and No. 1 common at $59.50. Clear maple in the 
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same size is offered at $105.50 to $109.50; beech 
at $88 to $90 and birch at $87 to $88. Quota- 
tions on inch: 

FAS No. 1com. 


IRAE ca. 0,5.0.si0 wales ece ale wide aiainve ne $105@115 $80@85 
BaSSWOOd ..ceeeeeseeceeeeeee 83@ 90 63@68 
Beech .-ccee ccs cscccccceccees 75@ 85 45@55 
Birch, TED «..-ssesscecsecces 130@140 75@85 
BipON, SAD os csccseccessceaes 115@125 62 @70 
Chestnut ....cceccccccccscens 115@123 80@85 
Maple errr ee Se eee ee ye Oe 100@110 57@65 
Qak, white, plain*.........+- 90@115 Qe. 
Oak, white, quartered*...... 145@160 90@95 
DOPIAL scscaccace cece civemaess 110@118 65@75 


*Lower prices, hard texture; higher, soft tex- 
ture. 


KANSAS CITY, MO., Feb. 3.—Hardwood de- 
mand holds up well. There is a_ steady 
stream of inquiry for good stock. Prices are 
firm throughout the list. Gum is especially 
strong, and some recent advances have been 
made in red gum. Oak demand is good and 
there is a strong call for flooring material. 

NEW YORK, Feb. 2.—Salesmen from the mills 
were especially active in the metropolitan dis- 
trict last week, the tone of all items improving, 
despite drawbacks due to severe weather. In- 
quiries are numerous and of substantial volume. 
Industrials seem to be leading building lumber 
in demand and prices are stiff. 





OMAHA, NEB., Feb. 2.—The hardwood trade 
shows improvement. Inquiries are more fre- 
quent and actual orders show a definite increase. 
Prices hold firm. Oak and hickory used in the 
implement and shop trade have sold steadily 
of late, and demand for }#x2% clear oak flooring 
is more active. 


HOUSTON, TEX., Feb. 3.—Inquiries for hard- 
woods were not as heavy this week as formerly, 
although the market is still firm. Shipments 
were excellent. Red gum is in splendid demand. 
One-inch common is quoted at $50. Flooring 
plants are buying oak in fairly large quantities. 


COLUMBUS, OHIO, Feb. 2.—There is a de- 
cidedly good tone to the hardwood trade. De- 
spite bad weather orders are coming in well, 
especially from factories. Concerns making im- 
plements, automobiles, musical instruments, fur- 
niture and boxes are all buying briskly. Rail- 
road business is gradually increasing. Retail 
trade is not quite as brisk owing to bad weather. 
Dry stocks are rather scarce. Oak prices at the 
Ohio River: 

No. I No. 2 No. 3 


FAS com. com, com. 
Quartered ........ $155 $90 $55 
1) ee re 105 75 53 $20 


MINNEAPOLIS, MINN., Feb. 3.—Steady im- 
provement is shown in the northern hardwoods. 
Most large factory consumers have been in the 
market in the last few weeks. Some fair sized 
orders have been booked and shipped. 3uyers 
are hesitant. Prices have not changed recently. 


NEW ORLEANS, LA., Feb. 2.—Further im- 
provement in the hardwood market is reported, 
some mills advancing quotations on red gum 
and sap gum upper grades. Prices all around 
are seemingly well held. Mill operating condi- 
tions have improved. 


BUFFALO, N. Y., Feb. 4.—Hardwood demand 
has not shown much increase of late New 
England demand is said to have slowed down. 
The bad weather is a deterring influence. Prices 
are holding steady. 


CINCINNATI, OHIO, Feb. 3.—Hardwood deal- 
ers are still waiting for business to develop. 
January was somewhat slow. From all reports, 
the automobile industry will be in the market 
S00n. Prices have remained steady. 


ST. LOUIS. MO., Feb. 3.—Buying of southern 
hardwoods has been small. Some inclination 
on the part of the mills to grant concessions is 
reported by St. Louis wholesalers, although 
prices as a whole are on virtually the same 
level. More stock would have been moved ex- 
cept for unfavorable weather in the South, it 
18 said. The policy of consumers remains con- 
Servative, 


FIR, SPRUCE, CEDAR 


Pac acnae AGO, Feb. 4.—A slight improvement in 
mand for Douglas fir, conseque nt to better 
weather conditions in this immediate territory 
and to increased dealer interest in the market, 
cea d by local distributers. The volume, 
iat, aes remains restricted and probably will 
me any considerable size before spring 
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An Authority Speaks 









MOLONE Y's 
Belt 
Dressing 


PLIABLE 


; 
Moloney Belting Co. 


wey 
"Em Young 


The occasional appli- 
cation of “M”’ Belt 
Dressing is good for 
your belting. It re-vi- 
talizes, re-conditions 
and rejuvenates the 
leather. Assureslong- 
er service and great- 
er efficiency. Comes 
in land 5 gallon cans 
and in barrels. 


“A Belt is 
No Stronger than Its 
Weakest Lap” 


K.D.Hamilton, in one of his admirable 
series of articles on Maintenance, pub- 
lished in FACTORY MAGAZINE, 
says this about belting: 


“The better grades of belting 
are cut from the middle of the 
back of the hides. The second 
and third grades are made from 
the shoulders and bellies and 
are not satisfactory for power 
transmission . . . It pays to 
buy good belting.’ 


Mr. Hamilton is unquestionably right. 
Wisdom dictates the use of Sood belt- 
ing. Therefore, the man who knows 
specifies 


MOLONEY 
Leather Belting 


Famous for its long life and truly satisfactory 
transmission service, Moloney Leather Belt- 
ing is the product of acompany that has been 
making quality leather belting for over a gen- 
eration. Strong, wear-resisting and pliable— 
cut from the heart of the backbone of the best 
grade of hide —it is suitable for the hardest 
kind of drive in any kind of mill. 


You can’t go wrong with Moloney Leather 


Belting —just remember that. It’s the near- 
est approach to 100% belt transmission ser- 
vice that. we know of, and once you have 
watched its magnificent performance you 
will agree that better belting does nct exist. 


Write us your belting requirements 


Our engineers are ever at your service. 


Moloney Belting Co. 


124-138 North Franklin Street +» CHICAGO 


ATLANTA, GA. 


PORTLAND, ORE. 
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November 12, 1924 
Angelina County Lbr. Co., 
Keltys, Texas 
We appreciate the prompt shipment 
you made of our order, and can assure 
you that you will be remembered in the 


future. 
Keith & Lipscomb, 


Building Material, 
Luling, Texas 





Proof of 
‘“ Sudden 


on - BS 
Photo of Angelina County Lumber Co. Stock. Service 














Right at this time of year when spring is drawing 
close prompt shipment may be mighty important to 
you. The above letter proves that we are making 
good on our “Sudden Service’ shipments of all 
regular items not later than 24 hours after receipt 
of order. 


Angelina and Calcasieu 


LONGLEAF PINE 


Timbers, Yard and Shed Stock 


Retail lumbermen and others who have an idea 
that they can’t get quick shipment from a manufac- 
turer—that every time they need lumber in a hurry, 
they have to call on the wholesaler—are invited to 
put our “Sudden Service” to the test. We pay the 
same attention to our qualitythat we doto our service. 

All Texas sales handled by Angelina County 


[ Lumber Co. — All sales outside of Texas han- 
L dled separately by each company. J 














Angelina County Lumber Co. 


KELTYS, TEXAS 


Vernon Parish Lumber Co. 


KURTHWOOD, LA. 








. which cypress men here blame the prolong 





_ 21% Million Feet Red and White Oak 
and Sap Gum Lumber Ready to Ship 


This is all band sawn lumber ~~~ ——3] 
of the finest quality—the pro- 
duct of a strictly up-to-date 
mill. We have ample drykiln 
facilities to promptly handle 
your orders. We invite your 
future inquiries and orders. 


ANGELINA HARDWOOD COMPANY 
(Angelina County) H.G. Bok Mite. Co. EWING, TEXAS 














is a good deal nearer and the retailers more 
sure of their prospects. The feeling meanwhile 
is good and a busy spring is expected. The fir 
market is holding firm. The slight weaknegg 
which was reported a fortnight or so ago hag 
gone no farther, and distributers say the pros. 
pects are for a full recovery when demand gets 
under way. 


KANSAS CITY, MO., Feb. 3.—Some mill rep- 
resentatives report a larger demand for fir and 
less trouble in placing orders. Most of the de- 
mand still is for mixed cars, but inquiry for 
straight cars is increasing. Demand runs 
largely to cars with a large proportion of flooring 
and pattern uppers. Prices are firm, with 4-inch 
No. 3 flooring the only item quoted under list, 

NIEW YORK, Feb. 2.—Further expansion jn 
the territory available for the disposal of west 
Coast lumber, chiefly fir, will be noted early in 
the spring, according to reports brought to New 
York from upstate districts. There are fairly 
good stocks in storage here, due to the slowing 
down of deliveries as a result of continued snow 
and cold weather. Fir prices are firm. 


OMAHA, NEB., Feb. 2.—There has been no 
particular change in fir during the last week, 
business being quite light. Country dealers con- 
tinue to hold off. Prices are steady. 


BOSTON, MASS., Feb. 4.—Although demand 
for fir has not been brisk a very fair amount 
was sold. Some sellers quote $35.50 for February 
shipment of an ordinary schedule of dressed fir, 
and others accept $34.75, ship’s tackle Boston. 
Careful buyers bid not more than $31, ship’s 
tackle, Boston, for No. 1 fir boards. It is hard 
to get more than $30.50, unless there is not more 
than 15 percent of No. 2 common. 


BUFFALO, N. Y., Feb. 4.—Little business is 
being done in Coast woods, owing to heavy 
snow. Wholesalers’ customers are disinclined 
to take on stocks. Prices show an easier tone. 
Common lumber is a little off, and uppers, still 
more. Demand for cedar siding is small, and 
prices are easy. 


INDIANAPOLIS, IND., Feb. 3.—In spite of 
lack of demand, fir seems hard to get, and prices 
have firmed up considerably. Dealers are well 
stocked, due to lack of good building weather 
and heavy buying in December. 


SAN FRANCISCO, CALIF., Jan. 31.—There are 
pretty good supplies of fir in California and a 
number of steam schooners are tied up awaiting 
increased demand. Stocks here are not exces- 
sive, and increased buying is expected before 
long. tail shipments have improved to Cali- 
fornia points. Mills in the Northwest have 
not a great surplus and are maintaining prices. 
Available tonnage is said to be booked up until 


March 1. 
CYPRESS 


CHICAGO, Feb. 4.—A firm tone to the cypress 
market is reported by local distributers. De- 
mand in this territory is fair, still coming largely 
from industrial consumers but with retail deal- 
ers evidently showing keener interest in offer- 
ings. The mills occupy a favorable position, 
While their stocks as a rule are well rounded 
out there are no surplus accumulations of any 
item, and no consequential price changes are 
expected at this time. 


KANSAS CITY, MO., Feb. 3.—Demand for Cy- 
press last week was reported not so good, fo! 
gation 
of the cold weather which is holding up country 
building operations. City yards have done some 
buying, but other consumers have slowed down. 


BOSTON, MASS., Feb. 3.—Some cypress busi- 
ness is coming from industrial consumers. Re- 
tail yards are buying very moderately. One 
widely known producer is quoting $103.50, f.0.b. 
3oston, for 4/4 Gulf Coast red cypress. Yellow 
cypress quotations are: 


FAS Selects Shop 
UNS care ae Here $ 90@ 98 $ 73@ 83 $ 3@ 63 
5/4 & 6/4....% 100@119 85@ 98 65@ = 
Bee Aalwiaeeeene 105@121 92@101 75@ 89 


LE Gis in nea 125@136 6 SEE we. 21+ QDeee 


BALTIMORE, MD., Feb. 2.—The cypress mar- 
ket has undergone no important changes in the 
last week. 3usiness encountered interfe rence 
from the weather, with a new snowfall making 
distribution additionally difficult. Prices are 
steady. 

NEW YORK, Feb. 2.—City distributers report 
a fairly active business. There has been an iy 
crease in inquiries from retailers and only 4 
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more fractional part of the demand has been met on ‘¢B M h B 33 

vhile account of transportation difficulties. A con- (=== uy a oore and et ft € est | 

e fir tinued rise in prices shows that spring trade 

ness will be brisk. = 

bc INDIANAPOLIS, IND., Feb. 3.—While a good 

gets yolume of inquiries is being received from coun- 

iq try yards, demand for cypress is in a seasonal 

slump, with yellow cypress being affected to a 

rep- greater extend than red. 

bene | ST. LOUIS, MO., Feb. 3.—Prices on red and 

for yellow cypress continue unchanged. In red 

runs } cypress there is a normal seasonal demand, dis- 

sring tributed fairly well through the range of items. 

inch In yellow cypress there is very little activity. 

si CINCINNATI, OHIO, Feb. 3.—The cypress 

n in market has been marking time. There has only 

west been a fair amount of business. Prices have 

lyin | been steady, with no material changes. 

aid NEW ORLEANS, LA., Feb. 2.—Business reg- 

as | istered a slight gain for the week, and the mar- 

wing | RES A . : Ray ee ise 

snow | ket forecast is decidedly optimistic. Produc- te bs - 
tion is steady, prices unchanged and mill as- Battery of Moore Moist Air Kilns at 
sortments in fair condition. 

om BUFFALO, N. , Feb. 4.—Cypress is in about Enochs Lumber & Mfg. Co., Jackson, Miss. 

eon. the same mad ed as for several weeks. Buyers 


i ———«_« Drying Difficult Hardwoods 
= HEMLOCK 


oOunt . ° 
uary | BORTON, MASE... Fob. $.'The secant soliee- such as Northern Birch, Red Gum and Cypress is 


oO. 


d fi | ing Cc yptations o sastern spruce and fi as ; ; 
a ype sina oma esate ager ce done in an absolutely satisfactory manner by the 


ve had a similar effect on hemlock. Some sellers : 
hip’s maintain lists and refuse to concede, but others Enochs Lumber & Manufacturing Co. Mr. Porter 
hard have shown a more conciliatory attitude during : : 
more the last week or so. Current trade is quiet. Supt., says they are turning out some of the best look- 


Eastern clipped boards sell up to $34 and some 


producers hold out for $35. fandom boards are ing kiln dried stock he ever Saw. 


ss is seldom fetching more than $30. 

eavy 

lined NEW YORK, Feb. 2.—Eastern hemlock is e , 

tone. scarce and shipments coming in slowly. Prices M D VY K ] C V 
still continue to hold extremely firm. Western hem- oore r I n ompan 
and lock is firm. Eastern mills recently advanced “KILN BUILDERS SINCE 1879” 


prices. 


e of BUFFALO, N. Y., Feb. 4.—Hemlock prices Jacksonville, Fla. 
remain steady. Retailers are loth to lay in 
any stock, because of bad weather. Wholesalers 
are not trying to force business. 


e are WESTERN PINES H <_ — 


nd 8 CHICAGO, Feb. 4.—The market for western | be Center S 
ALINE pines has recently developed a great deal of emming Draught ma ee ral er 
XCeS- =ty : : 5% | 

| 





2 Fully Equipped Plants. North Portland, Ore. 














strength, due especially to the low condition of 


efore mill stocks. Factories are buying shop of In- rae , F P 

Cali- land Empire and California extraction whenever This trailer is preferred by lum- 
have offered at reasonable prices, but supplies are | bermen who use tractors for haul- 
rices. very limited in all producing regions. There is ing trains of logging trailers be- 


i] ‘ e . 
until a quieter demand for yard stock, but these are cause they give a steel center line 


also scarce at the mills, with the result that draught through the entire train. 
prices are firmly held. Distributers take a 
































press decidedly optimistic view of the near future. The sturdy construction of all Hemming 
De- BOSTON, MASS. Feb. 3.—The call for west- 4-, 6-, and 8-wheel log wagons and trailers eo app oy oe 
‘ely ern pines from industrial users is good. Mills insure long wear at rock bottom maintenance SKEINS 3%,” x10” or 4” x12” _—— 
deal- are confident and maintain a firm attitude re- cost. They are especially designed to meet maileable. | 
nfter- garding prices. There is a quite fair inquiry for the needs of lumbermen. ‘That’s why so BOLSTERS fee with 5 oe. | Banh Me 
- ee oe pine and as dry stock is in light | many of them are in use today on the most por fl 76 ond: side. 5" built-up | 
5 pply the market is firm. Dealers find it dif- difficult logging operations. bars 
any ficult to secure a full carload of No. 2 common. TONGUE 4’’x6’’, 5’long; reach, 4’’x6’’,11’long. | 
is Quotations on Idaho white pine: Write for Complete Catalog Today. CAPACITY 10 tons. 
_ psig ti ~~, Peg og deacceces oo : 
a 1x 6 ....$76.00@77.50 $60,50@61.50 $41.00042.5 Ww N FACTORY | 
I a 1x 8 .... 75.00@76.50 57.00@58.00 41.50@44.00 HEMMING AGO >] Meridian, Miss. 
Phen 1x19 .... 78.00@79.50  57.00@58.00  41.50@44.00 coaze ! 
nie 1x12 .... 91.60@93.00 59.50@60.00  43.50@45.00 ©§ ——_—$__$_$__ - 
iL 
BOnIS KANSAS CITY, MO., Feb. 2--Some western ing January, with prices pretty well maintained from industrial users have picked up a little 
lown. Pine mills last week added $1 to the price of With nearly all of the mills ¢ losed spd! for yh ie lately whe outlook sor Donenene with miwork 
No. 2 Idaho and western white pine 4-, 6- and ter, stocks are diminishing Many inquiries are concerns is especially ipower ting in the Fogpone 
busi- 12-inch boards. Demand is good and retailers being received as a result of advertising. Retailers show an inclination to hold back or- 


ders until after their conventions. 


Re- Mine ad ; a 4 
ee show signs of getting into the market in larger REDWOOD 


numbers, 





f.0.b. ennai KANSAS CITY, MO., Feb fhe redwood INDIANAPOLIS, IND., Feb. 3 Demand for 
ellow NEW YORK, Feb. 2.—A greatly increased de- market last week was very quiet, neither indus- redwood was fair last week, re tailers buying a 
mand for western pines has been in evidence trial consumers nor retailers showing much in- little more readily than during the first of Jan- 
hop of late, prices on Idaho in the better grades hav- terest. Some mill representatives say prices are uary Prices are firm, and jobbers — h 
a 63 ing advanced another dollar. There is little No. not as firm as they were good volume of inquiries, much of it from rura 
@ 71 ¢ Idaho on the market and shipments arriving districts. 
a, $5 far behind time on account of railroad conditions NEW YORK, Feb. 2 Wholesalers have good NORTH CAROLINA PINE 
Gee are quickly absorbed. stocks of fine quality redwood Industrial de- ‘ ; 
bs (en mand continues to improve, and prices show a BALTIMORE, MD., Feb. 2 Deep snow has 
mar- OMAHA, NEB., Feb. 2.—There is a fair de- tendency to advance. interfered with North Carolina pine demand, 
n the mand for western pines, which move better than ee — and cold weather has held up the movement of 
rence other western woods, and the market is steady. SAN FRANCISCO, CALIF., Jan. 31 With vessels, the receipts of lumber being at times 
aking Prices are firm, with advances of $2 by some redwood orders for the year, thus far, about much reduced. The range of prices is firmly 
are mills; other mills who have a fairly good supply, equal to production, and eastern _ a maintained, with sellers refusing concessions. 
continue to quote the s: e “ice, There seem mand yet to come, the outlook i considerec , / —_—_— ; : ; 
to be a little pene sal ona take orders for favorable. Prices are low and California buyers BOSTON, MASS., FE eb. 3. —North Carolina — 
‘eport mixed cars than ten days ago. are protecting themselves against an advance. trade has droppe .d off during the last week. 


n ir necentinccanieipeiine Mills quote firm prices and ask moderate ad- 
bs a 7 Y ee Serge . , 1 : : f “a 

nly @ SAN FRANCISCO, CALIF., Jan. 31.—There POSTON, MASS., Feb. 4.—Wholesalers are do- vances on some items. For 4/4 rough edge un- 
was a fair demand for white and sugar pine dur- ing a fair winter business in redwood. Inquiries der 12-inch, $61 to $63 has been paid. Some 
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roofer mills report curtailed production and 
stronger prices. Shortleaf flooring, 1x4, has sold 
down to $79 for B and better rift, $59.50 for C 
rift, and $58.50 for B&better flat. Partition, 
B&better, is $56.25. 
NEW YORK, Feb. 2.—Shortleaf flooring and 
roofers are in good demand and retail stocks 
are low. Mills in many instances are oversold 
and wholesalers find difficulty in getting ship- 
ments through. tetailers are inquiring for 
pring deliveries, but prices are uncertain, in- 
dicating further advances. 


HOUSTON, TEX., Feb. 3.—Southern pine de- 
mand was much better this week, and there 
have been some advances, particularly on tim- 
bers and special cuttings. Orders for yard 
stocks are increasing steadily. JIexport business 
is said to be the best in ten years. 

BUFFALO, N. Y., Feb. 
pine demand is very light. 





4.—North Carolina 
Retailers have about 


all the stock they need. Prices have not changed 
lately. Mills are keeping quotations firm. 


SOUTHERN PINE 


CHICAGO, Feb. 4.—Local distributers this 
week reported a pick-up in demand from retail 
yards for southern pine, attributing this partly 
to the recent mild weather and partly to the 
approach of spring, with its prospective big 
building operations. However, the market can 
not yet be called brisk; but it remains very 
strong. The mills are not aggressively looking 
for business, and relatively few transit cars 
are afield. There have been no price changes 
of note for some weeks, and none are expected 
within the near future unless a big buying 
movement should be started and send prices 
upward again. 

BOSTON, MASS., Feb. 3.—Colid weather has 
interfered with building. tetailers order only 
for immediate requirements and quite a few 
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Birch, Maple, Elm, 
Basswood, Beech, 
Soft Maple, 
Hemlock. 









NORTHERN HARDWOODS 


We are now in our new cut, consist- 
ing of finest Birch, Maple, Beech, Bass- 
wood, Elm, Soft Maple and Hemlock. 
Quality trees, careful manufacture and 
liberal inspection make our lumber 
dependable. Your inquiries are invited. 
We do special sawing. 


Stack Lumber Company 


ESCANABA, MICHIGAN 








yards have been receiving stock that has been 
on order since last year. Prices have shown 
little change. Actual business in longleaf floor. 
ing, 1x4, has been reported at $88 for B&better 
rift, $65 for C rift, and $63.50 for B&better flat, 
Partition, B&better, sells up to $60. 


KANSAS CITY, MO., Feb. 3.—Demand for 
southern pine showed a falling off in the South. 
west last week, but a better volume of orders 
was reported from other sections. In genera] 
prices have shown no change and remain firm. 
The smaller mills are still handicapped by 
weather conditions. 


NEW YORK, Feb. 2.—Mill prices show an 
upward turn in the face of heavy rains that have 
severely hampered operations. A big business 
in timbers is in immediate prospect, with rajl- 
roads preparing to buy in large quantities, 
Flooring and roofers are scarce in some parts 
of the district. Retailers are placing some 
orders, 


NEW ORLEANS, LA., Feb. 2.—Mill reports 
indicate orders, production and shipments on a 
practical parity, and all three nearing the “nor- 
mal’ line. With better weather, production 
has shown increase. Inquiry is brisk and spot 
business of encouraging volume, season con- 
sidered. Prices are rated firm, with new sheets 
carrying advances on some items, 


BUFFALO, N. Y., Feb. 4.—The southern pine 
market is quiet, buying being held up by severe 
weather. Country yards are not getting as 
many orders as they expected, so dealers are 
unwilling to add to stocks. Prices have scarcely 
changed in the last two or three weeks. 


INDIANAPOLIS, IND., Feb. 3.—Demand for 
southern pine is slow, and inquiry has fallen 
off. Jobbers say most dealers are overstocked. 
Prices are firm, and spring advances are pre- 
dicted. 


CINCINNATI, OHIO, Feb. 3.—Southern pine 
production has been greatly hampered, as have 
mill shipments. Buyers are still cautious. Pros- 
pects for heavy railroad buying are said to be 
excellent. Prices have been steady. 


ST. LOUIS, MO., Feb. 3.—Southern pine prices 
last week remained virtually unchanged. Rail- 
road buying has been a feature. Business here 
has been comparatively light, although demand 
for transits continues fairly strong. Dimension 
continues especially firm. Unfavorable weather 
at the mills has retarded trade. 


SHINGLES AND LATH 


BOSTON, MASS., Feb. 3.—White cedar 
shingles are a bit soft while red cedars are 
firmly held. Prices range from $4.75 to $5.25 
for white cedar extras and $4.25 to $4.75 for 
clears, but the best makes of British Columbia, 
red cedars, XXXXX, are firmly held at $5.86 
for allrail shipments. Lath trade is dull and 
prices show little strength. Some _ producers 
are quoting $8.25 for 1%-inch and $7.25 for 
1%-inch spruce lath, but retailers are able to 
buy at 25 cents less. Western hemlock lath 
have been coming forward in moderate quantity 
by water and have lately sold at $7, ship’s tackle, 
Boston for 15-inch. 


KANSAS CITY, MO., Feb. 3.—Shingle buyers 
have been scarce the last two weeks and prices 


here have shown some tendency to sag. Quota- 
tions still are $2.85 for clears and $2.45 for 
stars, but cars have been sold for less. Coun- 


try trade has been slow. Redwood siding is in 
good demand. Cedar siding is slow. Demand 
for southern pine lath is good, and there have 
been some orders for western pine, but fir and 
cypress are slow. 


OMAHA, NEB., Feb. 2.—The cedar shingles 
market shows little change, but there is some 
prospect of stiffer prices towards spring. Rural 
dealers are not active, but city yards are placing 
a few orders. Demand for lath has been light, 
with prices unchanged. Siding remains firm. 


HOUSTON, TEX., Feb. 3.—The sale by Hous- 
ton retailers of 6/2 shingles are being discour- 
aged by some prominent lumbermen. The pub- 
lic is demanding a better quality of roofing, they 
say. The shingle market has showed no appre- 
ciable change of late. Demand is fair. Lath 
sell well at $2.75 for No. 1, and $2 for No. 2. 


COLUMBUS, OHIO, Feb. 2.—Shingles have 
been rather quiet during the last week. Buying 
is limited largely to present needs with dealers 
fairly well stocked up. In rural districts stocks 
in some instances are small and dealers are ac- 
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cumulating. Red cedar stocks are in best de- 
mand with extra clears quoted at $4.65, and 
extra stars, $4, delivered. Other varieties are 
quiet. Lath trade is steady with white and 
southern pine the best sellers. 


NEW ORLEANS, LA., Feb. 2.—Demand for 
cypress shingles is rated seasonably satisfactory, 
with prices unchanged and well held. Cypress 
lath enjoy good demand, with some mills re- 
stricting acceptances of No. 1 lath to mixed- 
car orders. Prices stand unchanged and firm. 
Southern pine lath likewise are in good demand 
and rather low supply at some mills, 

BUFFALO, N. Y., Feb. 4.—The shingle mar- 
ket is quiet, retailers awaiting an improvement 
in the weather. Extra clears are $4.51, and 
stars at $4.06. British Columbia XXXXX are 
$5.71. 


INDIANAPOLIS, IND., Feb. 3.—The shingle 
market is dead. A few inquiries are being re- 
ceived, but most dealers appear well stocked. 
Lath demand also is off, dealers being well sup- 
plied. Prices in both, however, are fairly firm. 


MINNEAPOLIS, MINN., Feb. 3.—Manufactur- 
ergs and dealers in shingles are marking time. 
There has been little tendency to stock up on 
reds. Production has kept pace with but not 
exceeded demand. Prices remain firm. Clears 
are about $2.85, and stars, $2.55. 


ST. LOUIS, MO., Feb. 3.—Prices on shingles 
remained virtually unchanged during the week. 
Prevailing quotations are $2.80 for clears, and 
$2.50 for starts, Pacific coast base. Prices on lath 
remain at about $5.25 for No. 1 and $3.50 for 
No. 2, f.o.b. St. Louis. 


MAHOGANY 


BOSTON, MASS., Feb. 4.—Strong demand and 
firm prices feature the eastern market for ma- 
hogany. Production is continued on an overtime 
basis. The strongest call is for the better 
grades, on which advances of $5 to $10 have 
lately been made. The radio manufacturers are 
taking a lot of &%- to 1-inch stock in FAS and 
No. 1 common. All thicknesses in No. 3 com- 
mon are now being offered at $45, f.o.b. Bos- 
ton, to prevent accumulation. 


BOXBOARDS 


BOSTON, MASS., Feb. 4.—While the disposi- 
tion to maintain price lists is growing among 
boxboard producers, some stock is offered at 
rather modest figures. Substantial purchases 
of round edge boxboards, inch, have been made 
at: White pine, $30 to $32; spruce, $27 to $29; 
hemlock, $24 to $26. Current demand for boxing 
and crating lumber is very fair for the season. 


COOPERAGE 


BUFFALO, N. Y. Feb. 4.—Demand for flour 
barrels is running ahead of a year ago. Many 
are for export. In other slack barrels demand 
is quite small. It is too early for country 
coopers to add to their stocks. 


"seaaeeaaanananaeanaae 


TROUBLE AND LITIGATION 


JACKSON, Miss., Feb. 3.—An interesting case to 
lumbermen in this section was heard and decided 
Saturday, Jan. 3, in chancery court here. It was 
4n outgrowth of a case that originated in 1920, 
when the attorney general brought action against 
Edward Hines Yellow Pine Trustees, claiming that 
the corporation had violated the anti-trust laws 
of the State. The case was first tried in Novem- 
ber, 1923, and at that time the chancellor held 
that there was not shown any act that could be 
construed as violative of the anti-trust statutes. 
After that the case was remanded and held on the 
docket for further hearing on the point whether 
or not the operating of a common carrier line: of 
railroad was a violation of the statutes. When 
the case was called Saturday there was a notable 
pois of counsel present. A final decree was ren- 
that Bs Chancellor Stricker, in which it was held 
anti-t 1e defendant corporation had not violated the 
chasast 4 laws of the State in any particular, as 
«ised by the State’s counsel. While it was not 
80 stated, the probability is that an appeal to the 


= 


Supreme court may follow and a decree rendered 


im order to make » fi ¢ ¢ ‘ 
complete, °° uke the findings of law final and 


in og wat Org., Jan. 31.—A creditors’ hearing 
proceedin a amette-Pacific Lumber Co. bankruptcy 
tan was held in North Bend, Ore., before 
compar A. M. Cannon, where it developed that the 
a ny has assets of $212,000. The company 
43 closed upon the death of F. X. Wendling, 


feaane” Stockholder, and the estate asked for set- 











Advertisements will be inserted in this de- 
Partment at the following rates; 


25 cents a line for one week. 
45 cents a line for two consecutive weeks. 
60 cents a line for three consecutive weeks. 
75 cents a line for four consecutive weeks. 
Eight words of ordinary length make one 
line. Count signature. 
Heading counts as two lines. 
No display except the heading can be ad- 
mitted, ‘ 
Remittances to accompany the order. No 
extra charge for copies of paper containing 
advertisement. Copy must be in this office not 
later than Wednesday morning in arder to 
secure insertion in regular department. All 
advertisements received idater will be placed. 
‘under heading Too Late to Classify. 





AN EXPERIENCED ESTIMATOR 


For Retail Lumber Yard. Knowledge of millwork es- 
sential. Give age, experience, references, salary. 
Address “R. 9,’’ care American Lumberman. 


WANTED—YARD MANAGER 
For retail yard Central Illinois town of 500, German 
community. Must be competent lumberman and col- 
lector. Give references, age, married or single, expe- 
rience and salary expected. 
Address “M. 40,’ care American Lumberman., 


WANT TO GET IN TOUCH WITH 

A man well posted in millwork business to join in tak- 
ing over a high grade planing mill proposition in In- 
dianapolis. I am the owner of the premises, which 
have been used successfully by a firm in this line for 
many years. A financial investment essential if you 
are competent manager. 

Address “M. 1.”’ care American Lumberman. 

NORTHERN HARDWOOD INSPECTOR 

Wanted. State age, references and salary expected. 

Address “M. 21,’ care American Lumberman. 

WANTED—GOOD LIVE YARD MANAGER 


Town 1,200 Southern Michigan. Wages $125 per month, 
Address “L. 9,” care American Lumberman. 





























CUT OVER TIMBERLANDS 
If you have any cut over timberland in Florida, I may 
be able to take it on, providing the price is right. Give 
description, location, and full particulars, 
Address “Pp, 7,’’ care American Lumberman, 











WANTED—WHITE PINE SALES MANAGER 
By large established Chicago wholesaler. Must have 
thorough knowledge of Inland Empire woods and be able 
to furnish A-1 references as to ability, integrity, expe- 
rience, etc. Submit full details regarding yourself, giv- 
ing references and compensiution desired. 

Address “RR. 35,’’ care American Lumberman. 


WANTED—ESTIMATOR FOR PLANING MILL 
Manufacturing high class Millwork, none but men of 
experience need apply. 

LEWIS BROTHERS, Lima, Ohio. 


WANTED PLANING MILL FOREMAN 
Iocation Northern Michigan, excellent opportunity to 
advance to better position. Write for details, sending 
references, stating salary desired first letter. 

Address “kh. 20,’" care American Lumberman, 


WANTED 
Mill work estimator and salesman. 
wood-work values. 
letter, 
Address 











Man familiar with 
Give references and salary in first 


“Rf. 18,’’ care American Lumberman, 


WANTED—GOOD LINE YARD MANAGER 
and office man, who can invest $10,000 to $15,000 in 
established Denver wholesale and Retail Yard. Also 
want experienced Planing Mil! foreman, detailer and 
Estimator. State age, Salary, experience and in what 
capacity, with what firms and locations. 

Address P. O. BOX 266, Denver, Colo. 








SUPERINTENDENT 
FOR READY CUT BUILDINGS 
We have an opening for a man experienced in laying 
out and production work in our mill. In reply, give age. 
experience and salary required. 
STANDARD MATERIALS CO., Bloomfield, N. J. 


WANTED—GOOD LIVE MANAGER 
Small yard Southern Wisconsin. 
Address “TL. 10.’’ care American Lumberman. 


WANTED — HARDWOOD LUMBER INSPECTOR 
Good permanent position for right man. Prefer mar- 
ried man. Must be able to report at once. A good town 
in Michigan where the cost of living is comparatively 
low. Good schools and churches. 

Address “KK, 29."? care American Lumberman. 


WANTED 
Practical sawmill and woods manager. Not over 50 years 
of age and in good health. To have the following quali- 
fications: 
1—Experience with mechanical and sawmill machinery, 
including steam and electric. 
2—Knowledge of sawing, piling, and care of hardwood 
Iumber. 
38—Some railroad experience. 
4—Knowledge of woods operation and production. _ 
5—Capable of handling help and building up organiza- 
tion. 
Man wanted has nothing to do with the sales, but must 
be up to the point on manufacturing from the woods to 
the lumber pile. 
Address 











“Pp, 6,’ care American Lumberman, 


WANTED 
Office sash and door man with wholesale experience, by 
Chicago concern—some one who 1s ambitious and willing 
to work; steady employment, splendid opportunity for 
advancement, and good salary. 
Address “M, 27.’’ care American Lumberman. 


BEST WAY TO GET EMPLOYMENT 
Advertise in the Wanted—Employment columns of the 
AMERICAN LUMBERMAN, 431 S. Dearborn St., Chi- 
cago, lL. 




















WANTED: YARD MANAGER 
Town in Michigan about 1200. State salary wanted. 
Reference. How soon could come. 
Address “R. 7,’ care American Lumberman, 


WANTED—EXPERIENCED MILLWORK 
Estimator—Detailer and Biller familiar with Cost Book 
‘“‘A’’ and preferably a man having Millwork Cost Bureau 
Certificate. Permanent position in Michigan for the 
right man. Give age, experience and salary expected 
in own handwriting in first letter. 

Address “R. 8,’’ care American Lumberman., 


HARDWOOD LUMBER INSPECTOR WANTED 
We have a position open in our Buffalo yard for a 
competent, reliable Hardwood inspector, also another 
position open for a competent inspector to take up 
lumber on the road. Married men preferred. Write 
fully stating experience and give references. 

Address “Pp. 45,’’ care American Lumberman. 
WANTED—FIRST CLASS 
PLANING MILL FOREMAN 
Mill electrically driven. Capacity twenty million feet 
annually. Located in Wisconsin. 
Address “P. 37,’’ care American Lumberman. 
WANTED 


Experienced hardwood sawmill foreman. 














Must be mill- 


wright. For single band and resaw mill. Steady. Good 
Wisconsin town. Answer fully, age, ete. 
Address “Pp. 31,’’ care American Lumberman. 





WANTED—FOREMAN 
Capable of handling men, Hsting from plans, and 
detailing, for established planing mill manufacturing 
high-class millwork. 
Address “Pp, 12,’’ care American Lumberman. 


WANTED—MANAGER 
To inaugurate and manage wholesale sash and door de- 
partment, large retail yard in Eastern city. 
Address “Pp. 4.’ care American Lumberman 
stating experience and salary expected. 





HIGH GRADE SOUTHERN WHOLESALER 
Wants a go-getting salesman on salary or commission 
in Kentucky, Tennessee, West Virginia, Virginia and 
North Carolina. Also salesman east of Mississippi and 
north Ohio River on split profits or commission basis. 

P. 0. BOX NO. 2090, Birmingham, Ala. 


WANTED—SALESMAN 
A well known manufacturer of lubricating greases offers 
an attractive side-line proposition to salesmen who serve 
the lumber industry. Our greases are well known, 
nationally advertised, and enjoy a good demand. If you 
call on sawmills, sash and door plants, furniture fac- 
tories, or retail dealers, you will find our proposition 
attractive. All replies will be held in confidence. 
Address “RR. 25,’" care American Lumberman. 


SALESMAN WANTED 
One each for Ill., Wis., lowa, Mich. and Ohio by. large 
concern manufacturing and wholesaling both Coast 
stock and Inland Pine. Exclusive territory. Excep- 
tional deal for right men, but save both you and us 
bother unless you are way above average. Give full 
information, including your complete business history, 
references, etec., in first letter. 
Address “R. 26,"" care American Lumberman. 


WANTED—WHITE PINE LUMBER SALESMAN 
Experienced man to represent California manufacturers 
of white pine lumber. Must be a business getter with 
executive ability and well acquainted with buyers of 
white pine upper grades. Compensation adequate and 
includes opportunity to share in profits earned. State 
age and full particulars of experience. 
Address ““R. 24,.”"’ care American Lumberman., 


SALESMEN WANTED 
By concern operating retail lumber business in Chicago 
suburbs. Must be high grade men, experienced in sell- 
ing building materials and capable of securing instant 
results. Give experience, references, reasons for change 
and salary expected in first letter, 
Address “RR. 21,’’ care American Lumberman. 

















WANTED 
Working foreman for sash and door factory,making all 
kinds of millwork. Must know how to execute orders 
and turn out good work. State salary, and how soon 
could come. Would consider a young man who would 
take a working interest. Good town and business. 
Address “Pp. 5,’’ care American Lumberman, 








WE NEED AT ONCE 
A salesman in lower Michigan. Commission man with 
established trade to handle Northern hardwoods and soft 
woods preferred. Also salesman for Chicago to sell high 
grade Northern hardwoods. Open at once. Get started 
in time for the spring buying. 
Address “R, 10,’ care American Lumberman. 
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WANTED 
A first class cypress and white pine salesman for part 
of Eastern Pennsylvania, coal regions and Central and 
Eastern New Jersey by an old established Philadelphia 
wholesaler and manufacturer specializing in gulf cypress 


and white pine. Prefer a man who is acquainted in 
the territory and only salesmen with cypress and white 
pine experience need apply. 

Address “Pp. 46,” care 


WANTE 
By southern wholesaler with established business, two 
wide-awuke, energetic salesmen, one for Southern Ohio, 
Huntington and Charleston, W. Va., territory, and one 
for Northern Ohio territory. Give all information in 
first letter. All letters treated strictly confidential. 
Address “Pp. 30,’ care American Lumberman. 


WANTED 

handling dependable 
salesmen in following territories: 
Northern Ohio, Pittsburgh, Buffalo, 
4inghamton and Eastern Pennsylvania. Lib- 
commission or profit sharing arrungement. Give 
particulars first communication. 
Address “M. 5."" care American Lumberman. 


WANTED—SALESMAN 
A well established company handling hardwoods wants 
an aggressive, experienced salesman to travel in excel- 


American Lumberman. 








Southern 
stocks needs good 
Central Michigan, 
Rochester, 
eral 
full 


wholesaler short leaf 








lent territory in Wisconsin and Illinois, State age, 
experience and references in first letter. 
Address “~P. 44,’’ care American Lumberman. 
WANTED—SALESMEN 


To sell Oak Switch ‘Ties, 
Material. Address 
D. B. SNODDY, 
Monticello, Ark. 


SALESMAN ON LUMBER AND MILLWORK 
We have a unique proposition with which to approach 
the trade and which should bring big returns to sales- 
men experienced in lumber, millwork, trim, ete. In 
reply give age, experience, etc. 

STANDARD MATERIALS COMPANY, Bloomfield, N. J. 


SALESMEN WANTED 
experienced building material salesmen. 
Small, thickly populated central western territory and 
similar eastern territory. Permanent position, 
Address “KK. 35,’’ care American Lumberman. 


AGENTS WANTED 
territory to handle established patent car 
pocket. Attractive proposition. 
HARRY VP. BOURKE, Escanaba, Mich. 
See display advertisement, 


WANTED—SALESMEN 
To sell southern pine and hardwoods to consuming and 
industrial trade. Good commission paid fo high class 
men. Address ‘‘M, 127,’" care American Lumberman. 


WANTED—SALESMEN 
To sell southern pine and gulf red cypress lumber on a 
commission basis. 
ELM CITY LUMBER COMPANY, New Bern, N., C. 


WANTED—COMMISSION SALESMEN 
To sell white pine mouldings as a side line. Territories, 
Illinois, Northern Indiana, Southwestern Michigan and 
Northern Wisconsin. THE TRAILER-TRUCK CO., 
Nashotah, Wis. 


HIGH GRADE SHIPPERS 
SOUTHERN HARDWOODS WANTS 
Secure representatives for Middle West and Penna.-N. 
Y. territories. Real hustlers with established trade and 
ability produce early results can secure liberal salary 


sridge Planking and Railroad 








Thoroughly 





Exclusive 
stake 














or profit-sharing arrangement. 
“<7 care American Lumberman. 


9. 


Address 











HELP WANTED—BAND SAWYER 
We wish to secure the services of a first-class Band 
Sawyer who has had thorough training and experience 
in the sawing of mahogany logs for grades and particu- 
larly one understanding the opening of African logs 
for veneers. Give complete details in first letter. All 
replies will be received and held in confidence. 

Address “RR. 19,’ care American Lumberman 
WANTED AT ONCE 

First class rotary sawyer for mill sawing 18 to 25 M 
per day (hardwood). ‘Twin Engine Steam feed, no Nig- 
ger. Phone or write 

HIRT BROS. LUMBER CO., Deerbrook, Wis. 


WANTED—TWO FIRST CLASS 

















WANTED—POSITION 


Of Southern Yellow Pine 


IN SALES DEPARTMENT 
manufacturing concern. Sev- 
eral years experience as stenographer, office salesman 
and traveling salesman. Will consider anything you 
have to offer with a future. 

Address **R. 32,’’ care 


EXPERIENCED LUMBER SALESMAN 
Wants position as office sulesman or buyer, have had 
several years’ experience with yellow pine manufac- 
turing companies. 

Address “> 


EXPERIENCED RETAIL LUMBERMAN ; 
Open for position of manager or assistunt manager with 
live, progressive Protestant firm. Six years’ varied ex- 


American Lumberman, 





33,’’ care American Lumberman. 





perience; age 25, Protestant, good education, A-1 
references. 
Address “RR. 34,’’ care American Lumberman. 





GENERAL OR DISTRICT SALES MANAGER 
Twenty years’ sales and general experience hardwoods 
and yellow pine, also familiar Coust’s woods. Past five 


years in Chicago selling yard and industrial trade. 
Capable executive. 
Address “RR. 31,” care American Lumberman. 





WANTED—MANAGEMENT RETAIL YARD 
In good territory. Long, successful record on sales, 
profit and collecting, with one concern, 
se 


Address : 34,’’ care American Lumberman., 





SASH AND DOOR MAN 


Desires connection with first class lumber or sash and 
door house as executive, office man, buyer etc., whole- 
sale or retail. 

Address “RR. 28,7? care American Lumberman, 





POSITION AS COST MAN WANTED 


With sash and door or lumber firm, Can use C, B. A. 
Ioxperienced, 
Address “RR. 22,."? care American Lumberman. 





TRAVELING SALESMAN FOR IOWA 
or Missiouri, Lumber or Building Material, twenty-six 
years in Retail Lumber, Address, ‘‘R. 2,’’ care Amer- 
ican Lumberman. 





























EFFICIENT STENOGRAPHER WANTS 
Position. Six years’ experience. 


‘sp 


Address 30x No. 356, Meridian, Miss, 
WANTED—POSITION AS MILL BUILDER 


Experienced in constructing both band and circular mills, 
Can furnish A-1 references. 
R. H. SHIPP, Cortelyou, Ala, 


MANAGER OR GENERAL SUPERINTENDENT 
Proven ability as yellow pine sawmill operator, mann. 
facturing and shipping. Also timber estimating and 
buying—logging, with teams or skidder, logging railroad 
building, open for employment March Ist, because tim. 








ber exhausted. Present connection past five years, 
References. 
Address J. FRANK SIKES, Westlake, La, 





WANTED—POSITION AS LOGGING OR 
Mill superintendent. Salary or cust basis. Can go any. 
where. What have you?. 

Address i: oe 


CRUISER, LOG BUYER, AND 
All around woodsman would like to connect with Wis. 
consin or Michigan lumber company. Can furnish very 
best of references. 
Address J. 


care American Lumberman, 








N. A., care American Lumberman. 


POSITION WANTED 
Employed twelve years as general manager of large 
capacity hardwood operations, also six years in producing 
and marketing yellow pine and west coast woods, 
Pr. ©. BOX NO. T27, New Paltz, XN. Y¥. 


WANTED—POSITION AS MANAGER 
Lumber yard or lumber and hardware; 4 years’ expe. 
rience. 

Address 








“Pp, 21,’? care American Lumberman. 


YOUNG MAN 
Eight years practical experience, sawmill, wholesale 
and retail lumber, desires position with reliable firm, 
Prefer southern Indiana, Illinois or West Kentucky, 
Have had experience selling, estimating and am capable 
of handling pine or hardwood departments. What have 
you to offer? 
Address “Pp, 18,’’ care American Lumberman. 








TRAINED & EXPERIENCED ACCOUNTANT 
with ability, integrity and industry intends making a 
change and wants connection with lumber manufacturers 
or wholesalers. Six of my seven years experience in 
the lumber business has been on accounting work in its 
different phases, so am confident my services will prove 
satisfactory. My present position is secretary-treasurer 
in Canada, and want new location to be in border 
States. Am 25 years old, unmarried, have good health 
and can furnish credentials. Correspondence confidental. 
Address ‘‘R. 3,’’ care American Lumberman. 


WANTED—MANAGEMENT RETAIL YARD 
or assistant in large city yard. Nine years’ experience, 
seven with one concern; understands all phases of the 
business. Age 29, at present employed. 

Address “Pp. 16,’’ care American Lumberman. 


COMPETENT YOUNG LADY STENOGRAPHER 
Assistant Bookkeeper wants position in Chicago or 
vicinity. Over three years’ experience lumber office. 
Furnish best reference present employer. Address 

STENOGRAPHER, Box 1074, Memphis, Tenn. 








ESTIMATOR WANTS POSITION 
Seven years experience. Age 26 years. Can come at 
once, Central States location preferred, Address, ‘‘R. 4,’’ 
care American Lumberman. 


A GOOD FIRM CAN PROFIT 
by my services; selling or buying, yard, factory or in- 
dustrial trade; good knowledge, all soft woods espe- 
cially Western Pines. Qualified by many years efficient 
lumber experience as road salesman and oflice executive 
including traffic, ete. Chicago headquarters preferred. 
Address “NR. 5,” care American Lumberman. 


LUMBER GRADER WANTS POSITION 
Now ready to begin grading, just learned grades, under 
rules of Southern Pine Association. Will demonstrate 
grading, as I have just completed course of grading, 
prefer grading behind planer. Will take interest in 
work and make a good hand. Prefer grading yellow 
pine lumber. Will trade for $80.00 per month. 
Address “R. 6,’’ care American Lumberman. 


EXPERIENCED MILL SUP’T, FOREMAN ETC. 
We are about to close our operation and wish to place 
our Master Mechanic, our Crate and Box Factory Fore- 
man, our Shipping Clerk and Superintendent of Man- 
ufacture, and our Planing Mill Foreman in suitable posi- 
tions. These men are high class in every respect and 
we can recommend them fully. Address 

GATES LUMBER COMPANY, 
Wilmar, Arkansas, 


WANTED 
Position as manager in yard doing large volume of bus- 
iness. Seventeen years experience as manager. Know 
all sides of lumber business—estimating, bookkeeping, 
selling, credits and collections. Age 42. Protestant. 
Married. Good habits, never drink or gamble. Can 
furnish unlimited references as to my ability. Can 
start on or before March Ist. Write 

C. S. CARTER, Elkton, S. 














Dak. 





TWO PLANING MILL EXECUTIVES 
One Superintendent, one Estimator and Salesman, years 
of practical proven experience, at present connected 
with planing mill having annual capacity of $500,000 
stock and special millwork, desire to make change, 
Prefer Southern city. 
Address “Pp, 14,” care American Lumberman. 


HARDWOOD BAND SAW FILER 





Open for job. Prefer Ind., Ill. or Wis. Dandy filer and 
can saw when needed. 
Address “Pp. 42." eare American Lumberman. 





SASH AND DOOR SALESMAN 
With years of experience on the road looking for posi- 
tion. Can make good. References. 
Address ‘K, 16,’’ care American Lumberman. 


A. J. STANLEY 
Timber estimates and land appraisal. 
BOX 791, Baton Rouge, Ia. 


EXPERIENCED HARDWOOD MAN 
Desires connection with active, going lumber company 
to represent them in West Virginia, North and South 
Carolina, Georgia and Virginia in the capacity of hard- 
wood buyer, shipper and inspector on the road. Reliable 
references furnished. 
Address “Y. HARDWOOD,” care American Lumberman. 


WANTED—POSITION AS MANAGER 


Of retail yard. Thoroughly experienced with all details 











of the business. Good collector and salesman; speak 

German. Employed. Reference furnished. 
Address “Pp, 28. care American Lumberman. 
ttolaleacitose om 





A MAN WITH FIFTEEN YEARS’ EXPERIENCE 
Selling southern bardwoods in Pennsylvania and westera 
New York state desires to become associated with 4 
strong wholesale company or manufacturer, Thoroughly 
acquainted with the trade and knows the game. Salary 
and bonus arrangement. At present employed. 
Address “Pp, 29.°" care American Lumberman. 


POSITION WANTED—BY LUMBERMAN 


in spector 





traveling ex- 


Hardwood or white pine white edgermen. Healthy LOGGING RAILROAD SUPERINTENDENT Of long and wide experience as buyer and t 
location. Wants position, well experienced in modern logging and on road in Southern territory. Will consider a position 
Address “Pp. 46,’’ care American Lumberman, railroad equipment, pine or hardwood; can muke invest- on part salary and part commission and 
ment if agreeable. A-1 reference. penses, test of reference furnished. Address 
Address “Pp. 25,’ care American Lumberman. LUMBERMAN, 222 Woodland Street, Nashville, 


Tenn 
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WANTED—MANAGEMENT RETAIL YARD 
years as buyer and manager with one company. 
Address “TE. 33,7" care American Lumberman. 
LUMBER AND MILLWORK SALESMAN 
Wants situation in Chicago or vicinity. Have estab- 
lished trade. Young married man. 
Address “TR. 29,’’ care American 


Ten 





Lumberman. 





THE BEST WAY TO GET EMPLOYEES 


Is to send an advertisement to the American Lumber- 
man, as the ads are read each week by people wanting 
employment. AMERICAN LUMBERMAN, 431 S. Dear- 
born St., Chicago, Ill. 











A-1 BAND SAWYER MILL FOREMAN OR 
Millwright wants position. Come on telegram. 
C. C. RUNYAN, 1518 S 6th St.. Ironton, Ohio. 
FORESTRY COLLEGE GRADUATE 
With five years’ practical woods experience desires 
work training for and leading to position as lumber 
salesman. Now employed. 
Address “Pp. 52,’? care American Lumberman. 





WANTED—POSITION AS SAWMILL FOREMAN 
Pine or hardwood. A No. 1 reference furnished. 
Address “Pp. 49,’’ care American Lumberman. 
ENERGETIC YOUNG MAN 26 
Several years’ experience various capacities large lum- 
ber manufacturing concern Canada, wants position. Pre- 





fers Chicago. Present position purchasing agent. Ca- 
pable accountant or can do anything in lumber office. 
A 1 references. Personal interview by addressing 


D. E. H., care C. L. Campbell, 5615 Calumet Ave., Chi- 
eago, Ill. 





WANTED—POSITION OF TRUST 


By young married man with fifteen years’ experience 


ranging from yard assistant to four years genera 
manager. I have thorcugh knowledge of estimating, 
can take off quantities, handle sales suecessfully, 
collect A-1 reference. 


accounts, keep books. 
Address ie * care American Lumberman. 


WANTED—PLACE AS PHYSICIAN — 
And surgeon, contract practice, in South Carolina, Nort® 
Carolina or Virginia. Licensed 3 states. Best references, 
State salary, working, living and other conditions. Ready 


for work 30 days. » 
CHAS. E. HOUSTON, M. D., Virgilina, Va. 


ATTENTION WEST COAST MANUFACTURERS 

AND WHOLESALERS ‘ 

Chicago salesman having fifteen (15) years’ = 

ence selling West Coast stock to car and railroad tra od 

wants exclusive representation commission basis, re 
sponsible West Coast shipper. 

Address “M, 32,’? care American Lumbermat. 
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